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DON’T ORDER SPRING G. 


before you get UNION’S 3-for-] sample offer - to sho 
how one sale leads to another in : 


For $1, The Union Fork & Hoe Company will de- 
liver. postpaid, to any listed hardware dealer in 
the U.S.. one SPEEDLINE Bow Rake and 


Adjustable Lawn Broom — total retail value $3.25. 


one 


This sample offer. good until November 15. has 
already been made by mail. It is repeated here for 
the benefit of any dealer who has not yet received 
it. Only one set to a dealer. 


Matched lawn and garden tools bring repeat 
sales, and more profit: More and more dealers 


Spoding Forks 
ond Shovels 


cain 


Rokes 


Hoes, Cultivotors 


realize that when you display tools in a mixed 
variety of brands and finishes you invite customers 
to shop for the cheapest and give them no special 
reason to come back to you the next time they buy. 
When you feature SPEEDLINE you offer the only 
nationally advertised. name-brand tools specially 
designed for home gardeners, extra light, fast, 
easy-to-work-with, all perfectly matched in size and 
type. and finished alike with blue handles and gold 
trim. Each SPEEDLINE tool you sell not only pays 
full profit but invites the customer to come 
back for matching tools when he buys again. 


Easy to stock; only 18 fast-selling items: 
Complete for every need, advertised to nearly 7 
million active gardeners in Better Homes & Gardens, 


American Home. House Beautiful, Sunset. Flower 


Grower — sold exclusively by recognized dealers. 
Order spring stock from your UNION jobber and 
start building your business with tools that create 
their own repeat sales. 


USE THIS COUPON 
if you did not receive 
sample offer by mail: 


-— 


Dealer Service Dept., No. 1 


THE UNION FORK & HOE CO. 
9 Buttles Avenue, Columbus 8, Ohio 


Gentlemen: We enclose $1 
postpaid, sample SPEEDLINE B 
No. SL-9, and Adjustable Low 
No. SL-14, for our inspectior 
(Only one set to any cu 

pires November 15, 1949.) 


mer 


Your Name___ 
Store Name 
Street- 
City 


Jobber's Name 


Please mail, 
v Rake, 
Broom, 
and resale. 


Offer ex- 











EXCLUSIVE PINCOR FEATURES 

MAKE EVERY OWNER A BOOSTER 

®@ Full 142 H.P. Pincor-built engine— 
designed especially for Pincor 
power mowers! 


@ Austenized hardened reel blades 
and bedknife. 


® Self-sharpening without disassembly. 
@ Welded steel chassis for long life. 


® Semi-floating reel assembly absorbs 
shocks, Model P-22. 


® Hand-adjusted cutting height, Model 
P-22. 


PINCOR 


PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corp. 
5841 West Dickens Avenue, Chicago 39, Ill. 
Power Lawn Mowers * Hand Lawn Mowers 
Electric Trimmers * Gasoline Engines 
Electric Generating Plants 
Battery Chargers * Generators 


MODEL P.118 










*25% off list plus 10% off on firm 
orders placed before Dec. 31, 1949, for 
delivery before July 1, 1950—plus 2% 
for payment in 10 days. 
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PINCOR PRODUCTS 
5841 W. Dickens Ave. 
Chicago 39, Ill. 


Send me catalog on the 1950 Pincor line. 
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Profits 


Your sales of the popular new YALE Standard © assembly that takes only 30 seconds! 
Duty Tubular Lock will get off to a good start Available in both pin-tumbler and disc- 
when you use this new merchandising help 
YALE now offers. 
It’s an introductory offer for the Standard 
Duty Tubular Lock, containing six locks plus 
° * . . Al PACKAGE—6 pin-tumbler locks—two front and back door 
aa amencEve Lucite mount. The Lucite mount is D-1 combination sets. Each set keyed alike. One single D-1 
furnished to you FREE of charge. set and one D-1 set on Plastic mount. Wt. 14 Ibs. 
Y real li H A2 PACKAGE—6 disc-tumbler locks—two front and back door 
= sales people have a real sel ~ tool in D-2 combination sets. Each set keyed alike. One single D-2 set 
the exclusive packaging of the Standard Duty and one D-2 set on Plastic mount. Wt. 14 Ibs. 
Tubular Lock. Component parts are packaged 
in proper relative position for a quick 4-step 


(a 


tumbler combinations, the special introduc- 
tory package is offered for a limited time only 
—order now from your jobber. 


rs 
e 


THE YALE & TOWNE MANUFACTURING COMPANY Stamroro. CONN 


& 
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“GOLD LABEL’ S 


- 


and at EVEN LOWER PRICE! 


Competition is continuing to grow keener 
and customers more particular. You need 
the Sherman Line of Lawn Hose Fittings 
more than ever before to attract customers, 
to secure a larger part of their “shopping 
dollars” and to realize bigger profits in 1950. 

When you choose Sherman as your source 
of supply for Lawn Hose Goods, you’re giv- 
ing yourself many extra advantages toward 
Bigger and Better Sales! 

Sherman has lowered prices, yet improved 
quality and appearance. Sherman has de- 
veloped new merchandising helps. Again 
Sherman is packing many items in colorful, 
sales-emaking display cartons. And again 
Sherman is nationally advertising this great, 
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complete line, to help you make extra 
profits. 

Only Sherman gives you that distinct 
advantage of complete National Acceptance. 
The name “Sherman” and the trade marks 
such as the familiar “Gold Label”, “Long- 
Grip”, etc., are quickly recognized and pre- 
ferred by millions of customers. 

Sherman’s know-how and record of 
achievement in this specialized field of 
manufacturing is your constant guarantee 
of a consistent and dependable source of 
supply for Highest Quality Lawn Hose Fit- 
tings at prices that really please today’s 
shrewd customers. 














Write for New Catalog 


A valuable new 16 page three-color merchandising guide 
that points the way to greater sales and profits on Lawn 
Hose Fittings. 


H. B. ae MFG. CO. 


BATTLE 


CREEK, MICHIGAN 








— 
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extra 
istinct 
tance. \ ee . 
marks : 
Long- \ ‘ 
d pre- \ ' 
‘d of FEATURES THAT 
id of MAKE MASTER 22 
ng THE FASTEST SELLING 
gh PADLOCK BUILT 
e Fit- 
] 
day’s © nelaforcing rings crovnd Master No. 22... top seller in its Be sure you order a good supply of 
shackle and keyway open- price class — now with new features No. 22 when you check your com- 
ings. and improvements — a better pad- _— plete Master stock 
© swrenges, heavier bey lock value at the same rock-bottom with your jobber. 
guide. 35¢ price. More than ever, the pad- SB 
e lock in tune with thriftier times. NEW PACKAGING 
Powerful laminated 11/2” Geis ened. 
case—strongest construc- Jam-packed with strength and secur- pret iain 
e tion known! ity features — typical of the quality — 9 padiocks — 
n ® superior cadmium plating built into every Master padlock. vidually boxed. 


still further improved. 
© Modern warded security. 


® smooth acting, swivel 


O shackle. 


® Excellent range of key 
changes. 


—_ Master Jock Company, Milwaukee, Wis.e World's Leading Padlock Manus 
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Passing through a long succession of machines and, 
processes, pure Manila fibre emerges from the 
final machine as “Blue Heart” Manila Rope. As 
each gleaming coil reaches correct weight and 
length, it is immediately sealed in a tough dust 
proof wrapper and securely lashed. 


Webvyy)): 
_ —— 
li << 


etme RR, 
we yy 
rw 
* 


AA 
~ ; 


~< 
eee 


~~ ee 
NS 
wae, 
hn, ce, 
__ -— 


. 
™~*. 


i 
~ 


. & 
BA 
/~ 


\. Sans 


i! 





A small detai] perhaps — but one which assures 
the customer that “Blue Heart” comes to him with- 
out ever being needlessly exposed to abrasive dust 
and dirt. A practice indicative of the care taken by 
H & A at every step to develop a product of superb 
quality and deliver that quality intact. 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 


XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. * OMAHA, NEB. * MINNEAPOLIS, MINN, 








H & A ‘“‘Bive Heart’’ Pure Manila has for many years received top ranking among leading grades 
of rope. Other H & A products inciude Transmission Rope, Drilling Cable, Lariat Rope, Yacht Rope, 
Fisherman's Rope, Jute and Hemp Twines, Hard Fibre Twines, Lath Yarn, Twisted and Braided 
dute Packing, Tarred Marlines, Plumbers and Marine Oakum. 
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News! | : PLOMB TOOL COMPANY — 
2227N Santa Fe Ave., Los Angeles 54, Calif. 

a different name for your old friends 4986 


Since 1907, PROTO tools—formerly Plomb tools—have been the Se 
favorites among professional tool users everywhere. They 0 RQ [] [] [] [] LS 
are the favorites of better-class dealers, too. Completeness / 


oe 
make PROTO tools the most profitable tools for you to stock. roe v 
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PERFECT) GIFTS 
— 








e DIFFERENT 
= ATTRACTIVE 


for the Christmas shopper who wants something * REASONABLE 








All Christmas shoppers are looking for something a little bit different . . . USEFUL * 
something within their means, attractive, and bound to be appreciated 

with daily use. FAIRCHILD has the answer in its line of sight selling port- 

able electric power tools. Designed, packaged and priced for just this < 


market, FAIRCHILD tools have proven their solid popularity with holiday 
buyers. And FAIRCHILD national advertising backs your display. Meet 
the demand for FAIRCHILD tools . . . the perfect gifts. Show them and 


they're sold. Write for details of local tie-ins with nation-wide promotion. 






*FOR THE 
HOME REPAIRMAN 
OR CRAFTSMAN 


> oan Model F-149K—Drill Kit—Con- 
taining the Model F-149 drill 
which, when sold alone at its price 
of $15.95, is equal or superior in 
performance to drills selling up to 
25% more. This drill kit complete, 
with its 7 high speed assorted size 
twist drills and fitted metal case 
retails for only $19.95. 



















¢ 






*FOR EVERYBODY 





IN THE HOME 
Model F-149HK “‘House- a 
holder’’ — Polishing, sand- 


ing, paint mixing, sharpen- 
ing etc. This kit's 20 practical 
accessories for every day 
use assures its universal ap- 
peal to every member of the 
family. Atttractively pack- 
aged in fitted metal case it 
retails for only $26.25. 





*FOR THE HOBBYIST 


Model F-2—Flexible Shaft 
Tool—A real power tool 
for the hobbyist and crafts- 
man. Industrially powered, 
yet providing fingertip con- 
trol for the most delicate 
work. Complete kit, with 10 
accessories to retail for 
$19.95. Tool only, Model 
F-20, $16.95. 


SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE 6 


FAIRCHILD INDUSTRIES, INC. BURLINGTON, VERMONT 
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) EQUIPMENT 


' shop-farm-home 
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ake — traffic 
OP and SHOP! 


Here’s a line of G-E products that’s sure to stop 
and sell a bigger volume of Christmas traffic for 
you. Motors for home craftsmen, battery charg- 
ers for motorists, floodlights for home owners, 
and many other sales-wise items. 


As indicated in many public-opinion surveys, 
these practical G-E products are sure to please. 
For example, a recent survey shows that when 
it comes to buying motors, 63 per cent of the 
people prefer G. E. 


GET READY TO INCREASE Christmas 
demand for these blue-chip products. Order now 
from your G-E distributor these big, new special 
Christmas sales aids: the eye-catching 4 x 2-foot, 
3-color streamer for store interior or window 
backdrop, and the 4x 5-inch gift card shown be- 
low. Bolster this promotion with a complete 
array of merchandising pieces on the individual 
products. Order from your Shop-Farm-Home 
Catalog. Your G-E distributor will supply you, 
or write to Section 674-14, Apparatus Dept., 
General Electric Company, Schenectady 5, N. Y. 





Xmas banner for store interior 
or window backdrop—GEL-+035 
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‘ line of G-E 


Motors 
Motor Starters 
Time Switches 
Welders 
Floodlights 
Liquid Heaters 
Air Heaters 
Float Switches 














equi mt ‘ 
a Ce 
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hop -Farm-Home 
rilizers 
Soldering Irons 
Stock-tank De-icers 
Stock Waterers 
Battery Chargers 
Heating Cable 
Thermostats 
Pressure Switches 








Lamp Ballasts 
General-purpose Relays 
General-purpose Transformers 
Electric Calf De-horners 


GENERAL 
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Gift certificate 
for purchases or 
cash deposits—GEZ-194 
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TARPAULIN HEADQUARTERS 8 
IN YOUR TOWN! 


More sales! More Profits! Her, 





is your opportunity to make Yo 
money as the EAGLE FARM oe 
TARP dealer in your town. It pu 
can be done by tying your store ing 
in with the big National Adver- EA 
tising Campaign on EAGLE tise 
FARM TARPS now in process. = 
a a for 
Yes, it’s a way to bring Farm nee 
Customers, the year round into M: 

» : # your store ... and ring up profit- 
Pr... Ee ks y able sales on your cash register. aq 
O AN 
68% OF THE FARMERS IN YOUR YC 
COMMUNITY ARE CUSTOMERS FOR TARPS Ry 
According to a national survey 68%, or better than a 
two out of every three farmers who enter your store, st 
use FARM TARPS. Why not get your share of this N: 
' business ... and profits too by stocking EAGLE FARM Sa 
TARPS now. It’s the only nationally advertised Tarp, 1 
and the tarp farmers in your community will buy a 
because the quality and price is right. | 
ASK YOUR HARDWARE OR IMPLEMENT iV 
WHOLESALER FOR YOUR STOCK OF 0l 
EAGLE FARM TARPS AND TRUCK TARPS if 
Be sure to put EAGLE FARM TARPS on your “want” ¥l 


list today. All leading wholesalers stock them. EAGLE 
FARM TARPS and TRUCK TARPS are individually 
packaged at the factory in colorful display cartons, 
sizes plainly marked, ready for shelf or counter selling. 
Easy to stock ... easy to sell! Made of Para Water- 
proofed Genuine Duck, double-sewed throughout, 
grommets anchored against rope in hem. 
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NATIONAL ADVERTISING 
‘THE | 10 TELL THE EAGLE FARM 
TARP STORY TO comet 


= | 8,651,493 yor Y 





it tee FARMERS 








> make You get EAGLE FARM TARP’S v2 = / 

FARM powerful national Farm Magazine 

own. It Advertising working for you—selling 

ir store farmers in your community . . . send- j 
ing them into your store to buy. | 

Adver- EAGLE is the only nationally adver- i 

AGLE tised line. That’s why it pays to stock 

rocess. and cash in on the year round market 1/4 PAGE 

+ Farm for Eagle Tarps, backed up with domi- 


nate advertising in the leading Farm 


id into Magazines shown at the right. 


profit- 


oe COLORFUL DISPLAYS 
AND BOOKLETS TO HELP 


YOU SELL 


th Eye-catching displays for window or 
t _ counter furnished free to tie in your 
eae store with the EAGLE FARM TARP 

















ao National Advertising. Free Booklets 
Tarp for distribution to farmers tell of the 
I buy 1001 uses for Farm Tarps. Ask today 
for supply. 
MAIL COUPON FOR FACTS 
ON HOW YOU CAN TIE IN AS 
TARP HEADQUARTERS IN 
want’ YOUR TOWN 7 
\GLE : as H. Wenzel Tent & Duck Co., 1 
ually Find out today how easy it is to sell St. Louis 4, Missouri ’ 
rtons, EAGLE FARM TARPS. Ask your tle 7 
ling. wholesaler for the profit aay a mail Please send the complete Profit Story about EAGLE : 
‘ater- coupon for complete information on FARM TARPS and facts on how we can tie in as 
hout, how you can tie in as TARP HEAD- TARP HEADQUARTERS in our town. ; 
QUARTERS in your town. 1 
Ee a a 
ADDRESS - 
TOWN STATE — Z| 





20, 1949 HARDWARE AGE, OCTOBER 20, 1949 1l 











Profit from CHOREMa~erER sales... 
WE’LL SHOW YOU HOW: 






CHOREMASTER 
POWER HOLE DIGGER 
Something New. Digs 
post holes in seconds. 
No more hand work. 


CHOREMASTER 

GARDEN CARRY-ALL 
A handy cart for 
leaves, rubbish 
and other garden 
accumulation. 
Portable, folds for 


easy storage. 






Tractor Attachments 
for every season 
Year-round sales 


Profit on CHOREMASTER year ‘round. Sell tractor 


attachments now for late grass and weed cutting, se 
fall clean-up. Useful snow-plow attachment for ve OR 
winter. Then sell more attachments for all sorts STE 


of garden and lawn work next spring and i Ste 
summer. t “‘* o. 


Honpreps of CHOREMASTER Garden Tractors will be 
sold in your community during the next year. That year starts 
now ... with late fall clean-up tasks and winter snow-plowing .. . 
because the CHOREMASTER is an all-season, all-purpose 
tractor. Sells for little more than single purpose power mowers. 

Let us explain how you can reap year-round profit with the 
CHOREMASTER. We'll show you how other dealers have 
made CHOREMASTER the fast-moving garden tractor. For 


complete details and the name of your distributor, write 


today to: 
CHOREMASTER owision 


THE LODGE & SHIPLEY COMPANY 828 .10 EVANS ST., CINCINNATI 4, OHIO 


12 





.-. sells faster because 


1. Big national advertising and aggres- 
sive sales helps have gained leadership 
in the industry. 

2. Backed by big distributor organi- 


zation and nationally known manufac- 
turer of precision-built equipment. 


3. Top notch distributors with com- 
petent service set-up and complete parts 
stocks. 


4. CHOREMASTER Products and At- 
tachments are profitable items . . . sale- 
able in your community! 
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EVERYBODY BENEFITS 


IF EVERYBODY GIVES 
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Give to your local 
Red Feather Campaign 


CAMPBELL CHAIN Company 


(International Chain & Mfg. Co.) 


York, Penna. 


CAMPBELL 


CHAIN 








3 Power Mower Sizes 
18, 20, 22-inch cutting widths 


¢ Briggs & Stratton Engine 
«New Attractive Prices 


For the 1950 season Johnston offers 

a new 22-inch Lawn Patrol Power 
Mower in addition to the 

popular 18 and 20-inch models. 
Equipped with Briggs & Stratton 
engine, this expanded line offers 
increased profit possibilities — 

there is a Johnston mower to 

meet all average mowing requirements. 


Precision-built by skilled workmen, 
Johnston hand and power mowers 

are backed by over 30 years’ experience 
in building quality mowing equipment. 
With ordinary care these really fine 
mowers will last a lifetime. 

Get the full story from your jobber. 


JOHNSTON LAWN MOWER CORPORATION 


Ottumwa, lowa 


ufacturing Company, Racine, Wisconsin 
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uv Direct to dealer sales — 
You deal directly with Jacobsen. No 
middleman — the Jacobsen factory is 
your direct supply line. 


Z complete line at lower 


a prices = You handle the largest, 


most complete mower line in the in- 
dustry. There’s a right size and type 
to fit the needs of every customer — 
reel type hand and power mowers, ro- 
tary disc mowers, power scythe and 
power lawn edger. 


fast moving Sales program for 1950 | 


3 Attractive discounts — You 
benefit directly through increased dis- 
counts that mean bigger profits on 
every mower you sell. 


4 Jacobsen — the name your 
customers know. Jacobsen mowers 
are backed by nearly 30 years’ expe- 
rience in the development of quality 
power mowers. It is the wanted and 
accepted mower the country over. 
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MANUFACTURING COMPANY 


RACINE, WISCONSIN 
Subsidiaries: WORTHINGTON MOWER COMPANY, Stroudsburg, Pennsylvania © JOHNSTON LAWN MOWER CORPORATION, Ottumwa, lowa 
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Ad No. 8 
SATURDAY 





Slaymaker advertises in the most power- 
ful merchandising forcé in America. .. THE SATURDAY EVENING POST. 













Advertising inthe SATURDAY EVENING 
POST is one more compelling reason 
why Slaymaker’s new line of four solid 
cast brass padlocks —all in the fast- 
moving 35¢-to-79¢ price range —is worth 
a front-row seat in your store. Be sure 
you have an adequate stock and a good 
display of these brass beauties! 





mM The Slaymaker Sales- 
maker package in- 
cludes 40 well-assorted 

ee oe Cc K ¢c ° solid cast brass pad- 
Oct. 15, 1949 L P U S @ locks, in 4 sizes, plus 


the Slaymaker minia- 
ture showcase and other display material. Cost to you is $13.85; 
you sell for $20.76. Order from your jobber, or write us and 
we'll arrange to have a local jobber supply you immediately. 
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WARREN TOOLS 


SO NEAT, SO SALABLE ee 
. . « THIS PACKAGE 


\\ 










EASILY IDENTIFIED 


PRECISION STRIKING FACES 






FACTORY 
FITTED HANDLES 






No. &4-H Double Face Blacksmiths’ Sledge 
shown action-mounted with handle inserted. 


WARREN-TEED Sledges and Hammers 
Say “BUY ME!” to Customers .. . 


| 
Want to know something profitable about your customers? 


They like to see Warren-Teed tools displayed with handles 
PACKED IN 


CARTONS ready for instant use. They like to lift ‘em, to test the balance, to 











rub their smooth well-turned handles . . . before they buy. 


Warren Tool’s new carton also protects that eye-catching 




















factory finish from unsightly surface nicks and scratches. Take 








advantage of your customers’ wishes to see and feel attractive 
tools. 

Order today your supply of hammers and sledges, con- 
veniently packed in trim corrugated cartons and clearly marked 
for quick identification. Whether you select handled or non- 
handled Warren-Teed tools, you'll like the way your inventory 


Top illustration shows six sledges with handles 


inserted. Also shown is a carton of non- : : : 
hades dhdies, Gah on -intle Gtaed tnd and storage work is eased by our new unit packaging. Better 


quickly identified. 


yet, you'll like your increased profits! Order now. 





aker Sales- 
-kage in- 
2ll-assorted 


brass pad- 
. General Offices . Warren, Ohio 


WARREN TOOL CORPORATION 


sizes, plus 
Dosen General. Sales Offices ...105 W. Adams St 

is $13.85; : 7 ‘ 
te us and Export Division ; ae Church St New. Y 
mediately. 
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“WINGFOOT FOR ME” 


Guaranteed for 15 years. Dark maroon, soft 
cover, flexible, easy-handling. Rayon- 
braid reinforcement gives extra strength, 
prevents kinking and snarling. 


Greatest Gardete 


“GLIDE 
GETS MY voTE” \ 


A high-value, low-cost hose for the price- 
conscious buyer. Black-covered, rayon- 
reinforced. 





“/ PICK PATHFINDER” ~ 


Two colors, green or black. Green guaran-. 
teed for 10 years, black for 5. Strong, 
flexible, fine-quality hose at a 
moderate price. 


“MAKE MINE EMERALD CORD” 


The finest hose made — built for super-service —heavy duty — 
long life. Light-green color. Built for estate and 
country club market. 


“Pes TAKE 
WEATHER-MASTER | ™*"" 


Guaranteed for 10 years. ALL-NEW. 
Dark-green vinyl cover—super-strong 
nylon reinforcement, for lightness, 


“VINYL—| flexibility ond long life. 
"CAUSE IT’S SO LIGHT” 





Guaranteed for 10 years. Sparkling red or 





green color. So light in weight even 
a child can handle it easily— 
yet durable and long-lasting. 
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NEW Chance for Profits 


ERE’S the biggest news in garden 

hose — Goodyear’s ALL-NEW 1950 
program. It lets you tap every part of 
your market—and roll up new hose 
profits! There’s a complete line of hose— 
attractive colors to appeal to each of 
your customers—something for every 
buyer whether price or quality comes 
first. It’s all backed by a knockout mer- 
chandising program, bigger and harder- 
hitting than anything you’ve seen in the 


hose field! 





And the leading lines of Goodyear’s 
famed garden hose are time-guaranteed 
—let your customers know exactly what 
they’re buying in terms of service! From 
top to bottom, this complete line means 
assured quality and long hose life to your 
customers. You can sell—and they will 
buy—Goodyear hose with confidence. 


| TAKE 
MASTER’ 


) years. ALL-NEW. 
;Over—super-strong 
ent, for lightness, 
ind long life. 


Wingfoot, Emerald Cord, Glide, Pathfinder, Weather-Master—T.M.’s The Goodyear Tire & Rubber Company 


| GO0oD 















THE 


i é ay 


fledose News in Years! 


NEW Guarantees —NEW Colors —NEW Sales Helps 
— Backed by Goodyear 


To back up this salesmaking, profitable 
line, you get a wide assortment of mer- 
chandising helps listed in the panel—all 
““store-tested”’ to build sales volume and 
hose profits. 


Plan now to cash in on the big market 
for garden hose in °50. Be hose head- 
quarters for every buyer with this new 
program. Clip and mail this coupon now 
to Goodyear, Akron 16, Ohio. 
FREE —all hue new 
“tell all’’ sales helps 


Display Banners - Hose Display Card + Envelope Stuffers 
or Counter Leaflets - Hard-hitting Advertising Mats - “Tell 
*Em— Sell *Em” Tags - New Booklet “How to Sell Hose” 
+ Suggestions for Display and Merchandising. 


Goodyear gives you all these merchandising aids 
FREE— everything you need to set up and run a hose 
department. 








EAR 


GREATEST NAME IN RUBBER 


SELF-SERVICE MADE EASY. Your 


a We think you'll like 





get 
type of hose from this *‘Tell "Em—Sell "Em" Tag an comes with each length. 
Carries guarantee on one side, selling features on reverse. Helps customers 
compare — choose — buy easier than ever before. 


Tue GoopyeaR TirE & Rupser Company, INc. 


} 
. “THE GREATEST STORY EVER TOLD" 
Every Sunday — ABC Network 


Dept. 742-C Akron 16, Ohio 


Please send me full details on your 1950 Garden Hose program: 


Dealer or 
Jobber. 








My Name. 








Street Address 


City and 
State 











20, i949 
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ALL DRAFTS 
DIRT and NOISES 


CLOSE THE DOOR OPEN THE DOOR Ge This little Button f- 
=a ee Aen.  BCm i ee 
FELT COMES DOWN FELT GOES UP is | 
a : When it's pressed | 
SRE Se ; ; 


IN...Felt is DOWN 


DRAFTS, NOISES, ODORS DOOR SWINGS FREELY OVER 
ARE SEALED OUT CARPETING AND FLOOR 


A Size Te Fit Every Standard Door Here is the greatest invention since they d l ‘ 
@ These standard sizes: started putting rubber erasers on pencils. ed... Fe tis U P 
ye A ee ae * Until the introduction of the SENTRY 
and 36” doors each = STOP-A-DRAFT, there has been no satis- 
. factory way of filling the between 
* 36” 4 “ ee ’ y y 1] gop 
© 40” ve pet etree the bottom of doors and carpeting. This 
” adjustable. - - open area must be plugged . . and the 
Heavy gauge steel—satin brass finish SENTRY STOP-A-DRAFT is the only thing 
. . Easy to install . . . Pays for that will do it automatically and ef- 
itself in fuel savings in no time at all. fectively. 


When it's releas- 


Here Is Your Standard Opening Assortment 
¢2 size 28 inch ¢ 4 size 30 inch Fe = 
© 4 size 32 inch © 2 size 34 inch : a. ~otpaa age ad 
© 4 size 36 inch © 1, 36-40 inch adjustable Sew, Wes oo a a 
© 1, 40 to 44 inch adjustable |< ; vel weed deer, in a frame with 2 miala- 
Retail value $54.10 . . . less your customary discount | ai =. ture STOP-A-DRAFT mounted on it 


WATERLOO SALES CO. 


Cleveland 19, Ohio 
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THIS EXTENSIVE 





NEW... 





Shown are just a few of the numerous Builders’ Hardware items 
presented by NATIONAL LOCK in this new, all-inclusive catalog. 
Here’s an unlimited source of business...and PROFIT. Here's 
the road to increased sales volume in a field that’s really booming. 


If you have not yet received this fine catalog, write us today. 


NATIONAL LOCK COMPANY 


PROFITABLE 
TO HANDLE! 


ASK YOUR JOBBER 


ROCKFORD, 
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The “offer 














isle ja more f cons’ 
the @ citities and 80 total | lars out o -. 
order fact! ons than the a | consisted of in 0 
Universal 1F mbined reporte U versal Irom n 
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LIGHTWEIGHT - AUTOMATIC ¢Sa 


es 
® Fully automatic with “Hand-I-Set” Fabric Dial © Coof steast 

> 2 ae aes, ee eS i 
© Oversize cast iron alloy sole plate ©® Beautiful chromiuv oren tor lifetime Sottiniess ~: 


Fae - FOLD-AWAY Caundy Casket 


WATERPROOF PLASTIC LINER 


* All-steel round-wire construction, spot welded © Rust-resistant treated and finished with two 


, 


coats of gleaming white infra-red baked enamel © Sturdy metal skids keep clothes 2 inches from 
floor... away from all dirtand grime @ Holds 40 pounds &8¢ wet clothes yet folds flat to hang on the 
wall or store away © Removable Pearlon plastic lining protects clothes from dirt, has many other 
uses © Just the right height for use with any washing machine © Basket is roomy, 26 x 142 x 10 








inches, even large gh to double as a bassinet @ Andi it’s Meyer-Bilt—the finest in laundry aids 
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IT’S HER 
making @ 
minded d 
been Trie 
At a famo 
it jammec 
flooded tk 
sold out c 
test. Now 





y: 





HARD 


It’s HERE... the can’t-miss, money- 
making deal for which every sales- 
minded dealer has been waiting. It’s 
been Tried... Tested... PROVED. 
At a famous Chicago “Loop” store, 
it jammed the aisles with traffic... 
flooded the store with orders... and 
sold out completely in amazing 3-day 
test. Now, it’s ready to go to work 





for you. So latch on to this sure-fire 
Universal deal, pronto! Promote it 
in the newspapers and in your win- 
dow ... promote it to your charge 
accounts 
terms! Yes, promote the living day- 
lights out of it—because it’s the “hot- 
test” deal of this year—or any year! 
It'll make money for you... fast! 


- + + promote it on easy 


a 


MF lr 
$Q.95 


IRON—REGULARLY $8.85 


BASKET and PLASTIC LINER 
— REGULARLY $4.85 


PP vaked ir Chitago 
LU werk fr you! 
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This price tag means business- 


more 
usiness | 


The new low price on the Model 115 Hoover is designed to 
boost sales of the Model 115... and it is doing just that. It 
is also proving an effective door-opener that makes it easier 
for dealers to sell the rest of the Hoover line as well. 
It's easy to understand why Hoover dealers have long held 
an enviable position in the industry... 
—they have the most complete line of cleaners: four 
different models, two different types... 
—they have the prestige of 40 years of leadership and 
the support of powerful national advertising... 
—and they have the Hoover Iron to attract house- 
wives who want Hoover quality in this important 
appliance, too. 
Now Hoover dealers have an additional advantage in the 
Model 115 at its sensational new low price. No wonder 
Hoover dealers, like Hoover customers, are finding new mean- 
ing these days in the familiar slogan... 


“You'll be happier with a Hoover!" 








THE HOOVER COMPANY 


North Canton, Ohio; Hamilton, Ontario, Canada; Perivale, England 





Doing 
fine in ‘49 
the dealer with the 

Hoover line... 











Hoover Cleaner 





Hoover Iron 
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Wake au Extra Profit 


by selling the tailored-to-fit Sanforized 
MET-L-TOP pad and cover set with every 
table. Assures better ironing results. 













Cleaner GP manuractureo sy GEUDER, PAESCHKE & FREY CO. 


\aniaeaes 7 MILWAUKEE 1, WISCONSIN 
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Here’s the ice preserver you’ve longed for—50 to 100% greater 
capacity than other table models—a big help on parties. 

You'll like the ridged chromium case, so easy to move about. 
And you'll appreciate the vacuum-insulated glass filler—like the 
one in your “Thermos” brand vacuum bottle—which keeps ice 


unmelted for many hours. 


Ask to see this Thermos brand ice bowl next time you shop— 
only $19.95. 
| 


° @. 


wg 


© LOOK FOR THE 


G 


~. TRADE-MARK 





HERMDs 


TRADE-MARK REG. U. S. PAT, OFF, 


2 


o. 
7 @,z 


THE BEST-KNOWN BRAND OF VACUUM WARE 


THE AMERICAN THERMOS BOTTLE COMPANY e NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto 


Thermos Limited, London 





“Thermos” advertising is not just 
month-to-month advertising—but a 
continuing, long-range program for 
maintaining prestige and popularity. 

This advertisement is typical. It 
appears in current issues of Time and 
The Saturday Evening Post. In empha- 
sizing the famous trade-mark, it makes 
a lasting impression on the minds of 
your customers. In demonstrating 
“Thermos” leadership, it builds interest 
and respect, important for your future 
sales of vacuum bottles and lunch kits 


as well as specialty items. 
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10-OZ. BEVERAGE 





~ Eight 
of a kind 
in attractive 
carton—$1.50* 


Spark your ‘“‘Emerald Glass’’ sales 
by displaying these attractively designed 
cartons that are so easy for you and your 
customers to handle. 










*Suggested retail selling price. 
Slightly higher in the South and West. 


HARDWARE AGE, OCTOBER 20, 1949 


LIBBEY GLASS aac 


+ Company, Tolede |, Obie 
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14-OZ. ICED TEA 





RALD GIASS 


ty LIBBEY 





6-OZ. JUICE 





Sure to be a best-seller because it’s related to 
the key color in home furnishings for 1949-50! 


Warcx these matching “Classic” Tum- 
bler Sets in new Emerald Glass sell 
themselves on sight! 

Emerald is a gleaming gem-tone usu- 
ally found in rich antique glass . . . and 
it ties in perfectly with the green that 
the Editors of House & Garden, in con- 
junction with outstanding decorators, 
are sponsoring as a key color in home 
furnishings for 1949-50. 


Beautiful with either traditional or 


e 7 2 ‘4 
nelive Classware 


modern china . . . Emerald Glass 1s 
practical, too. Each classic-shaped glass 
has a heavy solid base and rims that are 
guaranteed: “A new glass if the ‘Safedge’ 
ever chips!” 

Priced within reach of everyone... it’s 
sure to be a best-seller. Stock up now— 
and tie-in with the big Emerald Glass 
national advertising in LIFE and 
HOUSE & GARDEN. Contact your 


Libbey sales office, or write us direct! 











Powerfu 

Satu day 

pain: an 

recomme 

use with 
& & Fg 





NEW cellophane label 


has brilliant eye appeal B& 


Pr As 





Tougher and longer-lasting 
than ever. 













Soft and pliable when wet | 
Why everybody e Square edges reach all corners 


wants genuine e Easy to sterilize—just boil 


DIT Jolat my sLolale 1-33 e Won't scratch, contain no grit 
e Hold lots of water, yet they float 








An improved manufacturing process need. So, place your order today. 
makes genuine Du Pont Sponges even Prompt deliveries are now assured. I 
tougher and more durable than be- 
fore. And increased production facili- 








. : AM 
tiesmakemore Du PontSpongesavail- 
able. From now on you should be able a ae 
FOR CAR WASHING to get enough to fill every customer’s . « « THROUGH CHEMISTRY ————— 


28 HARDWARE AGE, OCTOBER 20, 1949 HARDW 














ger-lasting 





Dat 





today. 
ured. 


HEMISTRY 


0, 1949 











Powerful full color page advertising in The 
Saturday Evening Post helps you sell more 
pain and more Gum Turpentine. Always 
recommend and sell Gum Turpentine for 
use with oil paints. 











ro. 
ait 


GREAT FOR CLEANING! 


Add a teaspoonful or two of Gum Turpentine to — work, bedsteads and bed springs, metal surfaces 








the water when mopping kitchen and bathroom and d5athroom porcelain fixtures. For an econom 
floors Cleans and disinfects Dampen a cloth _ ical, fine furniture polish, mix ¥s Gum Turpen- 


with Gum Turpentine to clean furniture, wood- _ tine with % linseed oi] Use sparingly 


PAINT AND BE THRIFTY, TOO! 


It ahways costs more not to paint. Don’t put it off. Inside and outside. 
Fall 1s one of the best times to paint. 
The important thing to remember is to use good paint materials. So, when you call 
in a painting contractor, or do any painting yourself, use or specify 
Gum Turpentine to thin, fortify and extend the paint. When you add Gum 
Turpentine you get a lot more paint at very little cost. 
Unless you are a chemist, don’t take chances with substitutes. Follow the 
advice of the experts: g out of 10 painting contractors and master painters 
use Gum Turpentine when painting their own homes. 
Gum Turpentine is a/ways dependable — provides correct penetration to 
anchor the paint, does not affect color or whiteness, adds durability 
to the paint film. Also best for cleaning paint brushes. 
Paint now and save. Insist upon Gum Turpentine. The AT-FA Seal 
on the package is your assurance of genuine, pure spirits of Gum Turpentine 
made from the living pine tree. Sold wherever paint is sold. 


AMERICAN TURPENTINE FARMERS ASSOCIATION - General Offices: Valdosta, Ga. 

















HARDWARE AGE, OCTOBER 20, 1949 


29 





NEW PROOF: 
: THE LEADER ALWAYS GIVES YOU MOR 
4 


MONTAGUE 
GLASS ROD, 


MONTAGLAS—PRODUCT OF2% YEARS RESEARCH 
—THE PERFECT GLASS ROD BY MONTAGUE, 
AMERICA’S MOST FAMOUS ROD-MAKER! 





Montague achieves the ideal 
blending of miraculously strong 
glass fibers and plastic to produce 
the glass rod that’s sure to take 
the market by storm! Incredible 
flexibility, stren durability - -- 
light in weight, yet with power 
and recovery that makes it the 


finest ever built! By every test a 


true Montague! 
Extra light action—3’» 31,’ over-all 
Light action—4’, 41,', 5’ over-all q 
Medium action—412', 5's 514’, 6’ over-all gest selli 
Heavy action—4'2’» 5’, 5%’, 6 over-all \ make it 7: line , 
i Bui e sta 
a Zoyhalen 

ry 
n 

mechani 
enclose Mism with Stai 


: dec 
Carings, mendes Oilite self. 


Com : 
OMpare it! -runni 
this <a a sa stock nning gears, 
er! List $10 and sel] plenty of 
o 








Choice of “A” or “B” type grip 
$10 to $15 ' 
| new 1950 w 


type level.wj 
Steel ne 


fecheetinna’ 
ubricating b nless 


Highly se 
back la M yes anti- 
Hundreds of thousands of glass mono- ike control 
ake it stronger both charm 
m ong Novice Came and 

; . ibrated, 


filaments, like fine hairs, 
than steel! Greater mass of fibers makes is 
de Can be set 
Sired, as 


the Montaglas better. 
| iy 
| cwrone tigid bridge 


NSitive 





Constr 

: ucti 

stainless pony of 

oon Sew 1950 a 
ures = e 

Pe: contin 

~— i, 
all Bears ent 


in 
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Won't warp --- won't set.-- will sell! 
Weather or water can’t harm this amaz- 
ingly flexible, durable Montaglas. 


ORDER THROUGH YOUR JOBBER 


OCE . 
AN CITY REELS - MONTAGUE ROD 


&s E . ? 
, : - 


WORLD 

L 

EADERS IN RODS AND REE : 
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and... it’s better busin 
because you get 







ess to sellH&R 


1 MORE PROFIT...H&R “Direct-to-Dealer” sales plan eliminates 
middleman and puts his profits into your pocket. 


2 GUARANTEE AGAINST PRICE DECLINE...H & R price 


sheet shows how you are protected. 


3 POWERFUL NATIONAL ADVERTISING ... to create and 


to keep up consumer demand for H & R products. 


4 NATIONAL WAREHOUSE SERVICE... for speedier, lower 


cost shipping and repairs. 


H&R COMPETITIVE LINE H&R PREMIER LINE 


Meets ... or beats... ANY competition. Extra values at medium price for your 


“choosiest” customers. 
“PIONEER” “LEATHERNECK” 






MODEL 765 


Lowest priced, full-size, single shot .22 
rifle on the market with expensive fea- 
tures — $13.50 retail 


“PLAINSMAN” 


MODEL 150 


New, str lined tomatic .22 
with Marine Corps-tested action; pop-out 
magazine ejector for split-second re- 
loading — $49.50 retail 


° “SPORTSTER” 


















MODEL 865 


The .22 with something really new — 
positive magazine ejector — $23.95 


retail 
“TOPPER” 


MODEL 250 


Precision sporting .22 rifle with perfect 
weight and balance — $29.95 retail 


“MEDALIST” 














MODEL 48 


Largest selling single barrel shotgun in 
the world, guaranteed never to shoot 
loose — $21.50 retail 


“GAMESTER” “TARGETEER JUNIOR” 





MODEL 451 


Deluxe match target rifle fully equipped 
for championship use — $59.00 retail 














MODEL 348 


New .12 ga. tubular repeating bolt 
action shotgun with better balance, lighter 
weight and smoother action — $29.95 
retail 


MODEL 265 












Youth’s match target rifle designed in 
conjunction with N.R.A. officials — $39.50 
retail 


MODEL 999 & 199 “SPORTSMAN” 


Smooth, top-breaking action, automatic 
ejection, extra accurate performance on 
single or double action — $44.95 retail 


MODEL 922 


Largest éelling hand gun in U. S. — new 
improved single or double action, fea 
tures and design — $24.75 retail 






ORDER TODAY — MAKE MORE MONEY H & R_DIRECT-TO-DEALER PLAN! 
HARRINGTON & RICHARDSON ARMS COMPANY. PARK AVENUE, WORCESTER 2, MASS. 
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How 


Helps You 
Sell 
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Conomis/ Fot. 
Pittsburgh Welded-Joj 


oper spacing 
Poultry pro. 
gh Fence. 














Rive you endurin 
dealer for Pittste 


gh Steel Company 


wilding . Pittsburgh 30, Pa 


SS es ee 


Pittsbur. 


Grant B. 











Here are two of the series of ads 
directed to your customers to 
help you sell Pittsburgh Fence. 
Each month the 2,600,000 sub- 
scribers to FARM JOURNAL and 
the 2,500,000 subscribers to 
AMERICAN HOME are being 
told that it pays to ask their 
dealer for Pittsburgh Fence. 


* 











 attieg Prettiin, Ute 
Pittsburgh Flower Bed Border 





This creates a steady demand— 
pe - brings you new customers— 
a beauty of seat lowes sed pete Border: helps you get repeat sales. Be 

The vigid, welded-joint CONSTANT Gcabilly sure to have a stock on hand. 
and heavy zinc cont design. Ask your dealer for Send your order to our nearest 
poet j a office today. 
, . LP 


C: 


Company 


: Steel 
Pittsburgh burgh 39, Po. 


Grant Building, Pitts 














Pittsburgh Fence 
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Newly styled for 49, this deluxe model bicycle 
has the Spring Front Fork for super smooth riding... . 





=~ 
Murray Ohio products include: STEELCRAFT Velocipedes oh) 


























Autos > Wagons GF = Inoycles Oh pare 








AX I 
FAY, 





/ MERCURY Bicycles MUSSELMAN Coaster Brakes (CG 





got OF Qy, . 
4, 


The Murray Ohio Mfg. Co. * Cleveland 10, Ohio a , 


20, 1949 
ILLUSTRATED CATALOG SENT ON REQUEST 











IN EVERY BOX 


GIVES YOU 


(aT 


ON EVERY DOZEN! 


To introduce our own brand on the quality 
water bags you’ve known before by the big 
red apple (Appell’s) trademark, we are 
making this spectacular offer—for every 


dozen Hirsch-Weis cotton water bags you Hirsch-Weis Cotton Water Bag 
Made of specially-processed cotton 
duck, open top style, sanitary alumi- 


extra (thirteenth) bag in every box is all num mouthpiece... ..... 


order, you'll receive a “baker’s dozen”. The 
Retail 


profit for you! 


Hirsch-Weis Water Bags Sell Themselves _ 
with this Outside Salesman! am 


Get more sales by offering several bags already filled—ready 





for use! This exclusive stand also holds two dozen Hirsch- 


Weis Water Bags packed in colorful display cartons. 


WRITE TODAY FOR LITERATURE AND PRICES 


Hirsch-Weis Water Bags are available in cotton or imported 
linen in three styles and three sizes. Order from your jobber. 














HIRSCH-WEIS CANVAS PRODUCTS CO. Say 


a. ee FOR STORE DISPLAYS FOR SERVICE STATIONS 
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JUST-OFF-THE-PRESS 


CATALOG 


Gephart Mfg. Co. 


1026 WEST ADAMS STREET, CHICAGO 7, ILLINOIS 


BAIT CASTING e FLY FISHING e SALT WATER FISHING e SPINNING 
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Get set for good hunting 


e sure that X 
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eal Hhoslown 


xpert 
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dvantages © 
4 Division of Olin! 


wate THE Famous 


GAS CHAMBER 


; ber. Write: 
sHot Sealed Gos ONpant Alton, IU 

ted folder giving detailed operat 
re Cartridge ©° 
251-C, Weatern 


Tiust 
FREE Devt 


Your customers are among the millions that soon will 
head for the fields and marshes to go hunting. To bring 
them into your store for hunting equipment, colorful 
Western ads like these will appear in the sporting 
magazines and farm papers. 


ee ee ee ee * 
{ 
! 
| 


FREE l JUST OFF THE PRESS! 


1! The new Western Sales Aid Booklet, now being dis- ! 
| tributed to all Western dealers, offers a wide variety of | 
| advertising cuts we will furnish you for use in your | 
| own local newspaper or direct-by-mail advertising. Com- | 
| plete ads with room for your store imprint and individual |! 
| cuts of cartridges, shells, brand names, etc. Also, a com- | 
I plete selection. of illustrated, informative folders you 
| can pass out to your customers. If you haven’t yet 
| received your copy of the Sales Aid Booklet, write 
| Dept. 22u-., Western Cartridge Co., Division of Olin 
| Industries, Inc., East Alton, II. 
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GéT MY 
*16°' PROFIT PACKAGE 


YOUR COST ‘27.49 
—SELLS FOR °44.00 


PACKS MORE PROFITS, MORE SALES 









For limited time. Quantity limited. First come, first served. Package you 
get for $27.49 contains 12 fast-selling nationally advertised Sentinel clocks, 
with display material, illustrated below. Nets you $16.51 profit—fast! 


-y0ck WISE: 
| SENTINEL 





Cost to you Sell for 
4 Liberator 8-day Alarms $11.24 $18.00 


4 Prince 1-day Alarms 
(3 plain and 1 radium) 9.38 15.00 


4 Princess 1-day Alarms 
(3 plain and 1 radium) 6.87 11.00 


$27.49 $44.00 









oe 












YOU GET FREE 
(A) Counter Display Piece 
< (B) Individual Clock Display Cards 
(C) Colorful Folders 
(D) Trademark Display Card 


- 





Se __SENTINEL | i \ 


ae Ww 
ad oe 










searenes 


Clocks and Uatehes 





PRINCESS: Smart, miniature 1-day Alarm, 34” square. Ivory baked enamel case, brass plated bezel and 
hands, single wind for time and alarm. Retail—1D-0-13 Plain Dial, $2.50, 1D-0-15 Radium Dial, $3.50. 


PRINCE: Round, miniature Alarm. Ivory baked enamel! case, modern satin brass plated airflow base, 
single wind for time and alarm. Retail —1D-0-16 Plain Dial, $3.50. 1D-0-17 Radium Dial, $4.50. 


LIBERATOR: The great Sentinel 8-day Alarm. Gleaming ivory baked enamel case, brass plated bezel. 
Very beautiful hands and dial, watch-type escapement, clear bell alarm. Retail—8D-182, $4.50. 


em mm eee ee owe ae ay 











' 

‘ 

To My Sentinel Distributor : 

Ship me______Profit Packages at $27.49 each ; 

i 

THE E. INGRAHAM COMPANY Name. i 
Bristol, Connecticut ' 
Established 1831 Address. ' 

In Canada—Toronto 14, Ontario Ci Stat : 
Prices plus taxes, subject to change— ity —_ ; 
slightly higher in Canada ES a an ee aa One ee Ee a ee eee ee J 
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NO OTHER TWO PAINT PRODUCTS BACK] yp 


QUALITY PRODUCTS—These NATIONAL ADVERTISING 











famous KEM Finishes are so well s\ Why ly \ WW My —Hundreds of millions of ads in WIND¢ 
established in your customers’ ~ ; 1949 alone keep these famous _ 
minds that you don’t have to do: KEM products constantly before pene an 
preliminary selling. . the public eye . . . selling new of each 
customers and reminding old ing rem 
ones to buy in your store. Kem-T¢ 
NEW APPLICATION METHODS quarter: 
—The super cushion Roller- DISPLAYS—Big, colorful, eye- 
Koater method of applying Kem- catching features for your store. WIND¢ 
Tone and Kem-Glo to walls is a They remind customers that you Re a 
sensation in the paint industry. are a paint and color center sell- them i 
Roller-Koaters sell on sight and ing the world’s two most famous ™ 
give you a new profit. names in paint. este 
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TIE INTO THESE 


Acme White Lead & Color Works, Detroit « W. W. Lawrence & Co., Pittsburgh e Lowe Bros. Co., Dayton « John Lucas & Co., 
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WINDOW MATERIAL—Fresh, 
new window banners and posters 
made available to you at the start 
of each painting season. Impos- 
ing reminders that your store is 
Kem-Tone and Kem-Glo head- 
quarters. 


WINDOW DISPLAYS—Sugges- 
tions and materials for putting 
them into effect. They help tie 
your store into the big, profitable 
KEM-TONE, KEM-GLO “push”. 


and KEM-TONE 


SENSATIONAL SELLERS AND YOU'LL ENJOY BIGGER PAINT PROFITS 


Philadelphia e« The Martin-Senour Co., Chicago e Rogers Paint Products Co., Detroit « The Sherwin-Williams Co., Cleveland 





ee Kem -_ 
war 









“Ae0enwoe 








COLOR CARDS—New and bet- 
ter ways to show all paint colors. 
They tell the famous KEM-GLO 
story convincingly. They show the 
regular KEM-TONE shades and 
the new Vogue Deep Colors that 
have been so amazingly accepted. 


CO-OPERATIVE ADVERTISING 
—A dealer plan on KEM-TONE 
and KEM-GLO that is one of the 
most liberal in the paint indus- 
try. It helps you use your own 
advertising messages when, 
where and how you want to. 


sales successes! 


































Huge Addition 
Adds 2 Square Blocks of 
Manufacturing Area to Atkins Plant 


With this newest addition to manufacturing facilities, Atkins has 
taken another long step forward in its continuous program for 
packing still higher quality and greater value into every Atkins Saw. 
In this great plant you'll find every modern process and kind of 
equipment — much of it designed by Atkins engineers — to make 
the better saws for which Atkins has been famous for 92 years. 


40 





IT’S YEARS SINCE 
YOU'VE HAD A DEAL 
LIKE THIS! 


N 





SAWS and YOU 
and a HOME 


* Good Idea! 


This Atkins display shows how Atkins Saws fit into the 
daily life of every household. If you don’t already hove 
one of these sales and profit-building displays, find out 
from your Atkins Jobber how easily you can get one. 
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Package Deal — 


Retail Value $8910 
your cost $5 Q40 


PROFIT $991 


On Every No. 60 
Christmas Assortment 


>< 
— 


You Get Everything You See Here 
..-And That’s Everything You Need! 





* 6 Famous “400” Atkins Saws 


(ASSORTED TOOTH PATTERNS) 


* 12 “Junior Mechanic’ Saws 
x Every Saw Tn [ta Own 


ea” Sox and Christmas Wrapper 





an 
AWS * y ; 
















+ Dlus 


* A Colorful, Easy-to-Attach 
Window Streamer 

* AGay Eye-Stopping Cut-Out 
Display for Your Counter or 
Window ; 

BE READY WHEN CHRISTMAS BUYING STARTS! 


GET YOUR ORDER IN NOW TO YOUR JOBBER 
FOR THE No. 60 CHRISTMAS ASSORTMENT. 








E. €C. ATKINS AND COMPANY 
sis ©, tndi 


Home Office and Factory: 402 South Illinois Street, indi P 
Branch Factory: Portland, Oregon © Branch Offices: Atlanta, Chicago, Los Angeles, New Orleans, New York, San Francisco 
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Sizes and types for every farm, home and industrial need. 


SINGLE JACK—STEEL OR BRASS |= 


PROOF COIL 
Trade sizes—3/16 to 1 2 inches 


LIBERTY COIL 
Twist or Straight Link. Sizes No. 6 to No. 7/0 


LIBERTY MACHINE 
Twist or Straight Link. Sizes No. 5 to No. 7/0 


CRER 


PASSING LINK 
Sizes No. 1/0 to No. 4/0 


SSSR 


BULLDOG COIL 
Sizes No. 7 to No. 10/0 


y j * 


SAMSON COIL 
Sizes No. 4 to No. 7/0 


In addition to a full line of high quality welded and weldless 
chain— including many types and sizes not illustrated here— 
Hodell manufactures many formed wire specialties and chain 
assemblies, standard or to order. 

For information on the complete Hodell line, write for 


Catalog No. EX-49. 


aes CHAIN COMPANY 


tablished ISSO « CLEVELAND 3, OHIO 


Jivision of — THE NATIONAL SCREW & MANUFACTURING COMPANY 


Sizes No. 24 to No. 5 


Poa 
]RaaSSE Fa 
Fad 
ye 
¥ 
8! 


DOUBLE JACK—STEEL OR BRASS 
Sizes No. 24 to No. 10 


¥ 
a 
ye 
* 
4 
4 
j a 


REGISTER CHAIN—STEEL OR BRASS 
Sizes No. 18 to No. 10 





SAFETY CHAIN—STEEL OR BRASS 
Sizes No. 2/0 to No. 1 


SASH CHAIN—STAMPED LINK 
Sizes No. 8 to No. 50 


SASH CHAIN—WOVEN LINK 
Sizes No. 8 W to 45 W 


a 


Display to Sell 
For years, Hodell Chain Venders 
have proved their money-making 
value. Provide a complete com- 
pact chain department for your 
sales floor. Available through 
your hardware distributor. 
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RECOGNIZED QUALITY 


acked by the largest advertising 
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wow being b 
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campaign in 





EELING, W. VA. 
KANSAS CITY 
ST. LOUIS 


MPANY ° WH 
COLUMBUS 
PHILADELPHIA 


DETROIT 
RICHMOND 


UGATING co 


CHICAGO CLEVELAND 
NEW ORLEANS new YORK 


WHEELING CORR 


BOSTON BUFFALO 


ATLANTA 
MINNEAPOLIS 


LOUISVILLE 
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HARD 


* i 
Holds MORE steck! MORE convenient: MORE Say 
© é 
Sf 


8-ROLL CAPACITY 


R-V-LIT 


! 44 Parposc WINDOW MATERIALS 
! TRY HOUSES STORM COONS & mmmOWS att 
‘ . ~ Ay FAN ARAL BOIL Dein 


with 
| CUTTING 
TABLE 


MEASURING 
DEVICE 


Outstrips anything in the field! Com- 
bines display, utility and advertising in 
an all-metal dispenser equipped to fill 

orders fast and easy. Sturdy table will Sica, ' 55” high | 
support 200-lb. pressure. So convenient a | 40” wide | 
for cutting and wrapping. Assures 25” deep 
straight cut, accurate measure, as the 
material is drawn from the roll. Steel- 

















SWING-AWAY ACCURATE SFUSOT, AOEROT AS 


rod dowels fit any size core. Fixture 
holds 8 full 150-ft. rolls. Literature pock- 
ets on both sides of big display panel 
help sell all 4 types of R-V-LITE for doz- 
ens of year ‘round uses. Light grey 
baked enamel overall finish. 


Place it where street traffic 
can see the display. Measure, 
cut and deliver from the 
table. Keep it filled, and stimu- 
late larger-scale impulse sales. 


MEASURING DEVICE 


Always ready for use, yet out of the 
way when not needed, this Arvey- 
designed, patent-pending device 
permits accurate measurements as 
the material is drawn from the roll. 
Measures in inches and feet up to 1 
yard, manually repeated. Smartest, 
most compact device ever ... an 
integral part of the fixture. 


SETS UP IN 5 MINUTES 


No. R-V 500-D 
FLOOR FIXTURE UNIT 


Available with order for 3 150’ 
rolls of R-V-LITE (1 each 100-C, 
200-P, 300-W) 





TABLE makes cutting 
convenient and perfect- 
ly straight (using cut- 
ting channel) yet does 
not hide merchandise 
displayed beneath. 


COUNTERSUNK CUTTING 
CHANNEL guides your 
scissors for even, ac- 
curate cutting. Channel 
starts at zero on meas- 
uring device, 


FEED MONITOR holds 
material {lat against 
table, prevents unwind- 
ing or backing upon 
roll, makes accurate 
measurement easier. 











4 types for year ‘round profit 


100-C Cotton Reinforced, 200-P Plastic Reinforced, 
300-W Wire Reinforced, 400-T Wax Impregnated Fabric 


ORDER from your JOBBER 


fy Aer 
Now available. A sturdy all-metal = == US 
table with countersunk cutting 
groove, Feed Monitor and tent- 
pending Accurate Measuring Device 
(all similar to those on new fixture). 
Steadying “boots” and all parts fin- 
ished in heavy, light grey baked 
enamel. 


NO. R-V 600-DT 
TABLE ATTACHMENT 


AVAILABLE from your jobber 
WITH 150’ ROLL of any type of oe ek Gi a eee 


R-V-LITE bE Te ee ie 
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It’s the 


No. 900 DOOR SET 


* Attractive—Modern Styling assures 
architectural harmony 


* Smooth Operating—Just a light fin- 
ger-tip touch starts the door action 


* Easy to Install—No special mechan- 
ics needed (a standard set can be 
installed in 3 hours) 


Garage doors glide up in a flash 
... leaving full use of the entire door opening 


The higher powered, longer-wheel-base cars of today with their sleek 
lines and contours need plenty of door clearance for a quick, safe garage 
entrance and exit. 

The smooth, efficient No. 900 Door Set created by National not only 
offers greater safety in serving motor cars but the garage doors too are 
protected from damage by being safely parked overhead out of harm's 
way, leaving full use of the floor area below. 

Vertical springs operating in conjunction with steel cables (over large 
enclosed pulleys) provide the simple, trouble-free mechanism. A slight 
lift on the center door handle starts the doors 
gliding up and away, overhead. 

The new style No. 900, illustrated above, is 
now made with a six-panel-type door, increas- 
ing the strength and the attractiveness of the 
installation. 

The popularity of these new sets is steadily 
increasing—be prepared to serve the requests 
of your trade now. 





DOORS 8 FEET WIDE BY 6 FEET 6 INCHES HIGH 






Below—special 
closing feature 


Above—note 
rabbeted joint 





MANUFACTURING COMPANY : Sterling, Illinois 
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MODEL 16...Genu- MODEL 17... All MODEL E-17...for 
ine Clemson engi- the features of Model those who want the 
finest! Deluxe fea- 


16 but with full 17- 
in. cut... Steel 
wheels with over- 


neering superiority. 
Cutting swath 15 § 
inches plus. Welded § 


tures include shears 
bracket integral with 
forked-tube handle 







angle-type reel that fi size semi-pneumatic 7 

minimizes fanning F tires. No mower like ... palm-fitting plas- 

action. Steel wheels Fi this ever sold for tic covered hand 

with solid rubber & less than $30! grips...bronze 
oe tenite rollers 





tires. 








the world’s 
best known 
hack saw 












Make today’s selling easier by stock- 
ing a known brand for the right job 
at the right price. The results, quick 
turnover and greater profits. 

Free Metal Cutting Booklets or Wall 
Charts from the manufacturers of 
STAR Hack Saw Blades will help your 
customers solve their cutting problems. 








vg 819° | “rs 894" | cee $999 


STAR STEELRITE 


metal marking crayons 














*Suggested resale prices .. . slightly higher Denver West 


BOX-FRAME CONSTRUCTION — Fixed bed-knife converts main frame into a rec- 
tangular truss ... far stronger, more rigid. 

INSTANT HEIGHT ADJUSTMENT — Pull out two spring pins, let them snap back at 
desired grass cutting height. 

FINGERTIP SHEAR ADJUSTMENT — Micrometer-type adjustment of fly-knives to 
bed-knife. 

NO-BOBBING FEATURE — Clemson handle suspension puts handle thrust far 
back of wheel axis. 

DIFFERENTIAL-ACTION ROLLER — Divided in three parts for easier turns. 

BAKED ENAMEL FINISH — Spray painted, then infra-red baked for lifetime 
lustre. 

ALL THESE FEATURES IN EVERY CLEMSON 


SS AS a A a a —_ COMPLETELY PACKAGED — 
Clemson mowers 


CLEMSON BROS., INC. 
Dept. HA-10, Middletown, N. Y. | come to you individu- 
RUSH ME THE ITEMS CHECKED: ally packed in hand- 
C) Price Sheets (CD Set of Mewspaper Advertising Mat« | Dein coe oer . 
C (state quantity) envelope stuffers st ae Wileteates to 
| Pe  idsc ve dcansink pees eetnsseeeedsnnene —— of marred 
(Please print) | 
IN oasis dhceccounssacsesecsieeete tiene’ Clemson Lawn 
| Machines are 
exclusively to retailer 
outlets through recog- 
nized distributors. 










Clemson Bros., Inc., has recently added 
another profit producing item to the 
STAR line... STAR STEELRITE METAL 
MARKING CRAYONS.. Special extru- 
sion process using genuine soapstone in- 

sures uniform strength and composition. 

Markings can be made on hot, cold, damp or 
grimy metal and withstand pickling, yet do 
not affect enamel application. Attractively 
boxed and available in a variety of sizes, these 

crayonsare a natural for off-the-counter sales. 


TLENSON WIS. NX. 


Wi daletord. WN 





Makers of world famous Star Hack Saw Blades, 
Frames and Metal Cutting Band Saw Blades. ® 
5991 
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POINTERS 


FOR 


PROFITS 


RENT OR SELL THE DUO 


Many dealers are building two-way 
profits on Clarke’s popular Duo— the 
handy 6-in-one toolshop that sands, 
buffs, grinds, polishes, wire brushes and 


The ‘6-Tools-in- 
One’ Clarke Duo 
rents fast and builds 
store traffic. 





drills. The Duo is in great demand as a 
rental tool for occasional use and is 
also a profitable item to sell to hobby 
crafters, carpenters, painters and shop 
owners who want to own this low-cost 
tool. 





Advertising Program Builds 
Rental Volume for Clarke Dealers 


Here are a few of the profit-builders 
ready for the Clarke dealers: 


1. Beautiful floor displays and window 
streamers. 

2. Strong-selling newspaper display ad 

mats. 

Colorful envelope stuffers that pull 

in customers. 

4. Easy-to-understand “How-to-Do-It” 
folders. 

5. Two-color, postage-prepaid mailing 
cards for low-cost, effective dealer 
mailings. 

6. National advertising by Clarke... 
to create a rental demand and bring 
customers into your store. 


w 





Machine Rentals Build Sales 
in Related Lines 


A highly profitable by-product of ma- 
chine rentals is the sale of related 
merchandise such as sandpaper, floor 
varnishes and sealers, brushes, waxes, 
rug shampoo emulsions and other prod- 
ucts used in conjunction with the vari- 
ous Clarke machines. 

In addition to these related items, the 
Rent-A-Clarke department attracts 
many prospects and customers to the 
dealer’s store, who are then exposed 
to all types of displayed merchandise. 
Dealers attribute sizable sales increases 
in general merchandise to the store 
traffic generated by their rental depart- 
ments. 


CLARKE SANDING MACHINE COMPANY 
3010 Clay Avenue, Muskegon, Michigan 


Send complete information on Rent-A-Clarke Line 
[|] Have representative call to demonstrate Clarke 
Rental Equipment 
COMPANY 
ATTENTION 


ADDRESS 


crry 
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DEALERS REPORT 


The current dollar-conscious buyers’ 
market, which has slowed down sales of 
many hard goods lines, has actually 
boosted income from rental-equipment 
departments, according to reports from 
the more than 12,000 Clarke Sanding 
Machine Company’s rental dealers. 
Customer caution is a boon to rental 
dealers because the public is looking 
more than ever for ways and means of 
saving money on rug and floor main- 
tenance services. The high cost of these 
professional services has already caused 
one out of every three American homes 
to rent some type of floor maintenance 
equipment, according to a recent inde- 
pendent survey made for Clarke. 

Clarke Offers Complete Rental Line 
Clarke, long recognized as the pioneer 
and leader in the manufacture of floor 
maintenance equipment offers the most 





complete line of rental equipment on the 
market. 

FLOOR SANDERS—The Clarke MV-8 and 
LV-8 Electric Floor Sanders are easy to 
use and rent quickly for at least $4.00 
per day. These machines have become 





The MV-8 heavy-duty Clarke rental sander, key- 
stone of the Rent-A-Clarke line. 

the standard of the entire rental trade 
and their rugged and powerful con- 
struction assures a minimum of main- 
tenance. 

EDGER—The Clarke V-5 Edger, com- 
panion rental machine to the MV-8 and 
LV-8, is high-powered yet compact for 
easy handling. It rents for approxi- 


mately $2.00 per day. 

POLISHER— Another popular rental ma- 
chine which has a high repeat-rental 
record is the Clarke P-12 Polisher. This 
lightweight machine can be handled 
easily by women to polish and wax, and 

































FOR 


RENTAL 
a Ol 


' SEND COUPON NOW! 



































“Rentals to 1 out of 3 U. S. Homes!” 






RENTAL BUSINESS 


PROFITS SHOW CONSTANT INCREASE 





in addition it scrubs and steel wools. 
Rents for $1.50 to $2.00 per day. 


RUG SHAMPOO SET—Clarke’s revolutionary 
and exclusive new P-12RS Rug and 


Carpet Shampoo Machine is the latest 
addition to the rental line. The tre- 





The Clarke P-12 Polisher builds important repeat- 
rental volume. 


mendous savings offered by this do-it- 
yourself method mean possible repeat 
rentals two to three times per year per 
customer. 






This fast, easy-to-han- 
dle V-5 Edger is an 
essential companion 
rental machine to the 
MV-8 and LV-8. 


The Clarke Foam-Vac picks up the 
dirt-laden foam and leaves rugs spark- 
ling like new. The machines rent to- 
gether for about $4.00 to $5.00 per day. 

Additional dealer profits come from 
the sale of Clarke’s specially formulated 
“C” Emulsion Concentrate, the cleans- 
ing liquid used with the rug shampoo 
machine. 








The new P-12RS Rug Shampoo Machine is the 
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newest addition to the Rent-A-Clarke line. 









































No: 
peauty 
kitche 
face - 
Paint. 
This 

paint 
magic 
prote 
many 
It is : 
that | 
busin 





HAR 





SPOUTS RN aay 


INESS 
REASE 


steel wools. 
r day. 

evolutionary 
‘ ug and 
is the latest 
e. The tre- 





ortant repeat- 


this do-it- 
ble repeat 
r year per 


asy-to-han- 
iger is an 
ompanion 
hine to the 
LV-8. 


ks up the 
igs spark- 
; rent to- 
0 per day. 
ome from 
ormulated 
he cleans- 
shampoo 








line is the 
ne. 





0, 1949 





When your customers want a better 
paint that saves costs... 


No special skill is needed to give gleaming new 
peauty to walls, shelves, pipes, fixtures, basements, 
kitchens, fences, tools — almost any paintable sur- 
face — with Permite Chrome Finish Aluminum 
Paint. 

This general purpose, ready-mixed aluminum 
paint for interior or exterior use goes on like 
magic; and its velvety smooth, silver-bright finish 
protects like a coat of metal. Every customer has 
many uses for this high-quality aluminum paint. 
It is so easy to use, so truly economical in results, 
that one can sells another — it is an unfailing 
business builder. 


ALUMINUM INDUSTRIES, INC. 





For those customers who may want a specialized 
paint, you can also supply Permite Outdoor, an 
extra long oil type aluminum paint which assures 
durable protection against the most extreme 
attacks of sun, wind, rain, smoke and fumes; 
Permite Hot-Seal Aluminum Paint for hot surfaces 
up to 1000° F; and Permite Aluminum Roof Coat- 
ing for all bituminous type roofs. 


Get a stock of Permite from your Permite Whole- 
saler; use Permite window streamers, store cards, 
counter displays, newspaper mats, and other “sales 
helps”, and watch your aluminum paint sales grow. 


- CINCINNATI 25, OHIO 


The Originator of Ready-Mixed Aluminum Paints 





to 





PERMIT 
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cM (ALK 
SPEED LOAD 


SPEED LOADER 


The famous SPEED LOAD and its 
handy partner, the SPEED LOADER 
calking gun gives you the most efficient 
sales team on the market. It’s popular! It’s 
practical! It sells! Packed 10 loads to car- 
ton — 4 cartons to case. 











This handy CG-4 Speed 
Loader is priced so low 
it will pave the way to 
more calking sales. 




















amaacrsete a 
May “poncl™ 
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Nothing can compare with 
Nu-CALK! It’s the “standard 





of calking compound quality.” 
Available in ¥ pint, pint, 
quart, gallon, 5-gallon cans. e 


Also 55 gallon drums. You can 
recommend Nu-Calk tully con- 
fident it will neyer let you 
down. A best seller for many 








years. 





MNu-Glaze | 
GLAZING COMPOUND 


. " — When you sell Nu-Glaze 


instead of putty you make 


satisfied customers because Nu- 
Glaze really stays put! What’s 
lf aze more you make bigger profits! 


Sells because it does the job 


CLAZING CoMPOUNP 








NATIONALLY 
ADVERTISED 


Every month millions of people 
are being told they can buy these 
famous products from you! There’s 
no reason for you to miss any of 
these sales. Order a good stock of 
each of these fast-selling weather- 
proof items and keep well supplied 
all season long! 










Me (AlK NimetalWEATHERSTRIP 

















FOR DOORS AND WINDOWS 



























An old friend, and a leader in weather strip sales for f 
nearly 30 years. Conveniently packaged in sets for windows 
or doors in individual cartons. A perfect 
over-the-counter sales item. Place your 
order today for your Fall a Cc 
Numetal requirements. 


The 
is the r 
A sim} 
show ‘¢ 
practic: 








BRASS & FELT DOOR BOTTOM WEATHERSTRIP c 


Numetal Door Bottoms are the largest selling weather- 


better. Nationally advertised, proof item because they’re absolutely tops in the field. Wool Tt 
nationally known and nationally felt— heavy gauge brass. More sales — more profits — weath 
used. Stock up on Nu-Glaze better satisfied customers — you should have a stock now alias 
today! that the fall season has started. Order today. eee 
Alacr« 
threst 


Be ready for the big weather- 
proofing sales season ahead! 
Your stock will be shipped 
same day your order is rec-ived! 
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MNu-GARD AUTOMATIC 
DOOR BOTTOM AND DRAFT ELIMINATOR 


The new, improved Nu-GARD Automatic Door Bottom 
is the most efficient, most practical door bottom of them all! 
A simple demonstration makes the sale every time. So 
show ‘em and you'll sell ’em. Homeowners need them on 
practically every door in the house both inside or outside. 





x 





MW ‘ART THRESHOLDS 


These attractive thresholds can play a big part in your 
weatherproofing sales. While Nu-ART Thresholds are 
available in a wide variety of types and sizes, we picture 
above three popular types. Furnished in either brass or 
Alacrome, with holes drilled, screws furnished — each 
threshold individually wrapped and labeled. 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA 


OKLAHOMA CITY 1, 





Order your supply of these famous profit makers now! 









_/Ma-WAY 
WEATHER 
STRIP 


The easiest strip to 
sell because it’s the 
easiest strip to put on. 
Any clerk can sell it! 
Any customer can in- 
stall it. Can be used 
on most any 
type window, 
storm sash 
or door. Nu- 
WAY Weather 
Strip is really 
a fast seller — so 
keep well supplied! 
Order today! 


KEEPS 

COLD 

OUT... 
HEAT IN 





DRIP CAPS FOR DOORS AND CASEMENT WINDOWS 


These drip caps in both styles illustrated are very 
effective in keeping rain from dripping or running under 
doors and wood casement windows. Furnished in either 
brass or aluminum in any lengths desired. You need these 
practical items to have a really complete weatherproof stock! 















‘tion. . . quality . .. selling aids? _ 
~The Lucas Line has everything you 
need, Now, that’s not a very modest 
statement, but it’s true. After a hun- 


\ q / dred years of specializing in dealer 
Cae e in PA : business we know what it requires 


TRADE maRKx REGISTERED 


to make your paint department pay 
off ... further, we see that you get 


it and encourage you to use it. 

Your inquiry will be appreciated 
and handled quickly according to 
your wishes. 


JOHN LUCAS & CO., INC., ADMINISTRATION OFFICES: PHILA., PA. Offices, Factories, Warehouses in Principal Cities 
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Send for our NEW 1950 listing 


PLACE. YOUR ORDERS NOW 
FOR SPRING DELIVERY 






MADE FOR HOUSEHOLD 
AND PROFESSIONAL USE 







Service excels Pre-War . . Shipments made within 24 hours 





FOR OVER A QUARTER CENTURY OUR MANAGEMENT HAS 
MANUFACTURED AND MERCHANDISED POPULAR PRICED BRUSHES 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET « BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 


$27 Canol Stree? 17 Eost 42nd St. 122 So. Michigan Ave, Southland Hotel 1590 E Strent 
New Orleans 16, Lovisiona New York 17, N.Y. Chicoge 3, illinols Dalles 1. see seedlreg = hee 
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Sales 
JOHN H. GRAHAM 
& CO., INC. 
105 Duane Sercet, 
New York 8, N. Y. 


SANFORD BROTHERS # 
Chattanooga, Tenn. 


ESTAB. 1836 


iene CHENEY “anes 


LITTLE FALLS, NW. Y., U.S. A. 


am, a | 
ie VA N (7 I 








THE BEST 1S ALWAYS NUMBER ] 


Only one can be first . . . and that one is 
C&L! For C&L’s uncompromising 
60-year policy of employing only the 
finest craftsmen and the best materials 
available has made C & L Blow Torches 
the first choice in every field of service. 
Wise buyers know the C&L brand... 
know they can count on it! 

Choose from 12 “Job Engineered” models 


at your jobber’s ... or write for catalog. 


CLAYTON & LAMBERT MFG. CO. 


Dixie Highway e Louisville 10, Kentucky 


(ZL, BUILDS GREAT HEAT TOOLS 


> 
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STANDARD [OOL (0. 


Successor to The Standard Tool Company 


CLEVELAND 4, OHIO 
New York + Detroit - Chicago 
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HOMESHOP VISES 


Sturdily designed balanced 
strength and attractive appear- 
ance. A complete range of 
sizes, jaw widths 3”, 314", and 
4"; jaw openings 314", 4”, 
414"', for home workshop, 
garage and general use. 


RAPID ACTING & 
AND CONTINUOUS SCREW 
WOODWORKERS’ VISES 


Simple rapid acting mechanism. 
A slight turn of the handle en- 
gages threads of the nut and 
screw. A half turn tightens the 
vise to the work. Also furnished 
in continuous screw style. Ad- 
justable steel handle available 
at slightly higher cost. Made in 
all popular sizes with jaw 
openings up to 12 inches. 





COLUMBIAN 
‘““PENNYPINCHER”’ VISES 


Columbian meets the demand _ 


for the low-priced vise with the 
Columbian ‘‘Pennypincher’’. 
Jaw width 314", jaw opening 
3"', stationary base, weight 
approx. 9 lbs. 





WOODCRAFT VISES 


Quality woodworkers’ vises at 
low cost ideally suited for home- 
shop work bench. Available with 
fabricated steel front and back 
jaw parts or strong cast iron 
jaws with adjustable steel dog 


"in front jaw. Jaw openings 7”. 





HINGED PIPE VISES 


Columbian Malleable Iron 
HINGED PIPE Vises have self. 
locking unbreakable hooks, tool 
steel pipe jaws, cold rolled steel 
screws and handles. Sizes for 
holding pipe from % up to 
12”. Available with long jaws 
or interlocking jaws. 


MACHINISTS’ VISES 


Columbian engineering has 
built into these vises the finest 
mechanical perfection and 
special features. Exceptional 
strength and guaranteed un- 
breakable. Made in all standard 
sizes — 3" to 8” jaw widths 
equipped with replaceable tool 
steel jaw faces. 


THE WORLD'S LARGEST MAKERS OF VISES 
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CRESCENT 





Jucrease Your Christmas “fool S ates 


@ Any man...whether householder, handyman, hobby 
worker or professional mechanic...is a prospect for one 
or all of these 3 popular tools. Put them in a gift wrapper 
and friends and family quickly catch on. It’s a simple 
merchandising twist that has proven to sell more tools 
during the holiday season. Order from your jobber now 
and cash in on added Christmas sales. 

The T47 Snip is a tool that can be sold to men and 
women alike because of its many uses around the home 
and garden. The L26 Plier—a thin nose, slip joint tool 
of fine quality and plenty of strength—has a wide range 
of usefulness. Six inch size. The AC1i8 Wrench—forged 
CRESTOLOY alloy steel, eight inch size. Fits practically 
any nut or bolt in common use on lawn mowers, bicycles, 
garden implements, etc. Useful alike to mechanics or 
home owners. Chrome plating withstands rust. 


Fine quality, bright red, Christmas wrapping 
paper in bell and holly design makes 
many attractive holiday 
displays possible. 


Any left over after holiday season 
can go into regular stock by merely 
tearing off the wrapper. 

Beneath it is. the standard 

Crescent box and label. 






To ot 
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L26 PLIER ij 
The handiest tool in the kit. The 
famous CRESCENT thin nose 
90¢ F 
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THESE Ste 
CARDS . 
HELP Bis nd “iy 
SALES “ 





One is packed bt. ay 
in each special box. a 

Use them on counter and ea 
table displays as illustrated above. Sa ME 
They invite sales by pointing out the we 
usefulness of each tool. 











— 


<< CRESCENT TOOLS 


e. JD 2 Sign Uf the Sfrlisan 
OY | Gynt Oudllince 


<a 
VY 


“Crescent” is our trade-mark, registered in the United States and abroad, for wrenches and other tools, Sold by leading distributors and retailers everywhere and made only by 


cOMPAN Y. 


SAMEST OWN. NEW Yor kK 
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This AUGER | 
less effort. It § 


ease. This is time-saving} 
carpenters, Per 0 
etc.— yet, it ¢ no 
ventional bit! 


Made of drole argh 
rately machined and heaf-t 
AUGER BIT is one that can & 
confidence. ~ & . Z 

























Consists of One Each: 
%, V2, Ve, V%, 
%, 1 Inch Dia. 


$5.90 


Sets are packaged in a 
. eee roll having clear plastic pockets, 
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AUGER BIT NO. 900 
List List List 
Size Price Size Price Size | Price 
Inches Each Inches | Each Inches Each 
q : es 
% | $ .70 "Ag $ .90 1 $1.15 
Ae | 75 % 90 1%6 1.35 
Ya | 75 1% 1.05 1% 1.35 
Ne .80 % 1.05 1% | 1.55 
i .80 15hg 1.15 oh: | at 
; foie SP ; 3 
4a 7! ; Se Ps 7, > SG rl fe is j 
rs : ae » ; 
i: 
a ® nen ® 
. * 
a 
O A O O 
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This information may be of service to you from a 
salesman’s viewpoint. 

in my territory, | find that my customers remember 
the first and last thing | tell them, so | make these my 
more important selling features. For example, 406 
Streamline customers like the feature of graduations on 
both sides of the tape for bench as well as inside 
measurements. | usually follow this point with the advan- 
tages of the smart, chrome, rust-resistant case, the 
extra-long tip for reach measuring, the smooth, easy 


MASTER TIPS FROM 


Con Hiya 


y ..» MASTER RULE SALESMAN 


action of the blade and the heft and ‘feel’ that assures 
it of being a superior measuring tool. Then in closing, 
! point out the new thumb-fitting brake to hold readings 
for as long as needed. 

_ It’s as simple as that. My customers know that Master 
Rules are good because they can see it as | say it. It 
seems to me to be a pretty good system in this particular 
line. Why not try it on your customer when he asks for 
a good measuring tool? 





MASTER RULE MFG. CO., INC. 


201 MAIN STREET oe WHITE PLAINS, N. Y. 
General Field Sales Office: 


105 W. Adams St. © Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Cakland, Calif. 
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YES, THE GRASS IS GREENER IN THE 





Next season, come over and play in our 
yard ... and see how much more money 


Gren Spot --- 


A COMPLETE GARDEN HOSE EQUIPMENT DEPARTMENT 
ready to set up in store window or garden 





| y 
= 
= 


t libs J. ngfcsa oe 


" 


there is in promoting Scovill’s GREEN _ section, requiring no more space than nor- ro 
SPOT line of garden hose equipment. mally allotted to garden hose equipment. feng 
The GREEN SPOT line gives jobbers Diagrams on the back of the product ~Aeagy 

plenty to talk about to dealers... gives cards suggest the most effective arrange- Wang 
dealers plenty to talk about to customers. ments. 4 
aS 


y! 





“BONUS ITEMS” 


PRODUCT DISPLAYS 
FEATURING DON HEROLD CARTOONS— 


for extra sales—items more people 
want and would buy if they knew 
about them and understood their 
use. “‘Bonus Itéms” get special 
attention in the GREEN SPOT 
promotional material. 


easy-to-understand pictures explain the 
product and suggest uses to the customer. 


“DON HEROLD” 
BACK AGAIN— 


a repeat performance of the 
very successful booklet by the 
famous humorist and cartoon- 
ist, don herold. “How To 
Water Your Lawn Right’ 
will increase demand for 
GREEN SPOT. Available 
free to your retailers. 
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CHOICE OF 3 “BASIC SALES STARTERS” — 
pre-arranged groups of stock, displays and,sales 
helps designed to suit three different retail re- 


They add fun @ efficiency ¥ 
to sprinkling 


open stock. 


PRODUCT TAGS— 


they help sell by telling how 
to use GREEN SPOT items. 
Package inserts help sell other 
GREEN SPOT items. 


NEW CATALOG— 


which will soon be in the hands 
of virtually every worth- 
while retailer in the country. 


. & 
A Pe 
on! T OF $covn, 


RIGHT NOW—zget in touch with Scovill about the extra profit opportunities in the GREEN 
SPOT line. Address Merchandise Division, Scovill Manufacturing Com- 
pany, 36 Mill Street, Waterbury 20, Connecticut. 


Gre HOSE EQUIPMENT 


A PRODUCT OF SCOVILL 


KEEPS 
THAT 
SPOT 
GREEN 





mtb eb) mrdadb) 


quirements. Basic Sales Starter No. 1 is shown 
above; Nos. 2 and 3 consist of smaller stock for 
minimum investment, limited space, etc. Also 


SPRINKLERS - FAN SPRAYS + HOSE NOZZLES - QUICK CONNECTORS - COUPLINGS - HOSE MENDERS > CLAMPS - NIPPLES - GOOSENECKS 
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The New Model C-12 Delco 
Wellmaster Shallow Well Pump! 


Dollar for dollar, feature for feature—the New C-12 
offers more pump for the money—which means 
greater value for your customers and more profits for 
you ! Look at the many outstanding quality features — 
large eccentric drive . . . 3-piece stuffing box . . . large 
valves and water passages . . . V-belt drive . . . built-in 
pressure relief valve . . . 12-gallon welded steel pres- 
sure tank, galvanized inside and out . . . automatic 
air volume control . . . automatic pressure switch . . . 
and the revolutionary 4 HP Delco “Rigidframe”’ 
capacitor-type motor ! 


With the addition of the Model C-12, Delco Water Systems requirements of your value-conscious customers. 
dealers can offer a complete line of pumps—deep well, 
shallow-well and jet—to meet their customers’ every re- 
quirement. Now a Delco Water Systems franchise becomes 
even more valuable-—now your profits can be greater than 


3. You'll be backed by a manufacturer whose research 
and engineering facilities will keep the products you're 


selling out in front. 


ever before, because: 4. You'll have a sales promotion program that really 
works—aggressive advertising and alert merchandising 

1. You'll be selling products that carry a name your helps geared to meet your needs. 

prospects know and trust . . . General Motors Delco 


Why not investigate now? For more information about 
your profit opportunities in selling the full line of Delco 
2. You'll have Delco Wellmaster Shallow-well, Deep-well Wellmaster Pumps, write to Delco Appliance Division, 
and Jet Water Systems that will meet the exacting Dept. HA-10, General Motors Corp., Rochester 1, N. Y. 


Water Systems. 


Your Keys to Greater Profits 





Delco Wellmaster Delco Wellmaster Delco Wellmaster 
Shallow Well Pumps Deep Well Pumps Jet Pumps 





Also manufacturers of automatic Delco-Heat for homes © Fractional Horsepower Electric Motors * Electric Automatic Clocks 


" 
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ey ; : @ Your customers know and look for the red tag on these 
' Cyclone Hardware Products: Hardware Cloth . . . Insect 
Wire Screening . ..Catch-all Baskets... Flexible Steel Mats 
e IVE STAR . . . Lawn Fence and Gates. Brand preference for these 
“Red Tag” products will bring customers into your store 
... While there, there’s a good chance they'll buy other items 


A LE on your shelves. 
Be a | ecc Be sure that all five of these salesmen are on the job for 


you every day. Check your stock and then contact your 
jobber today. He will give you prompt service on all these 
Cyclone “Red Tag” products. 


¢ ° 
Kady bring ins CYCLONE FENCE DIVISION 
(American Steel & Wire Company ) 
é / WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
ubuees, 





UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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CYCLONE ‘Red Tag” 
HARDWARE PRODUCTS 





FLEXIBLE STEEL MATS 
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Tell customers 
IT MAKES HOSE STRONGER! 





Steer your customer's attention to hose rein- 
forced with Du Pont Cordura* High Tenacity 
Rayon. This long-life material, that gives stam- 
ina to heavy-duty truck tires, makes hose stand 
up against strain, flexing and internal friction! 








ee 
@ oe oe Se 


e 





"COROURA" 


HIGH TENACITY 









Tell customers 
IT MAKES HOSE LIGHTER! 


Demonstrate the lightness of “Cordura”- 
reinforced hose! This super-strong rayon 
yarn means fewer plies—or lighter plies. 
“Cordura” reduces the weight of hose— 
up to 50% in heavy-walled industrial hose. 








Tell customers 


IT MAKES HOSE EASIER TO HANDLE! 


th, 





Here's ppealing plus in 
hose reinforced with Du Pont “Cordura” 
High Tenacity Rayon. Besides weighing 
less, it has much greater flexibility—coils 
smoothly. 





— 








When a customer hesitates about say- 
ing, “I'll buy,” that’s your cue to guide 
him to the “INNER CIRCLE” advan- 
tages that Du Pont “Cordura” High 
Tenacity Rayon gives to hose. It’s a 
strong story ... for clinching sales. Be 
sure the hose you stock is reinforced 


with “Cordura.” Specify it whenever 
you order. We'll be glad to send you 
the names of your nearest suppliers. 
Write Rayon Division, E. I. du Pont de 
Nemours & Co. (Inc.), Wilmington 98, 
Delaware. . 


*REG. U. 8. PAT. OFF 


for RAYON... for NYLON... for FIBERS to come... look to DU PONT 
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BETTER THINGS FOR BETTER LIVING 


.« . THROUGH CHEMISTRY 
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E FOR 1950 
























= 

E. C. STEARNS & CO. _ 4 

122 Dickerson Street 5 

Syracuse 2, New York 5 

Please send me (Quantity) copies of the new 1950 : 

g «Stearns Power Lawn Mower Catalog. , 

. ing 1 . I asc srecetcintidnanickoanctacioscvedemnernisineat > 

ha: Cae panes es eee ; 4 __ EERE ee eee : 

; , le lie ate e y a ‘ ¥ 

| How Many ; Do You Need? I CD sanicntaicijenonaeinanpccans J scesssssQone ; 
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PRICES ARE DOWN” 
... YOUR PROFITS UP 


NET CONTENTS ONE GALLON 


ob mepn: 
INSEED OI 
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POL-MER-IK QUALITY MAINTAINED! 


100% PURE LINSEED OIL ------- 


ARCHER-DANIELS-MIDLAND CO. 





' 
! 684 Roanoke Building, M polis, Minnesota 
' ag ; , 
Lower government loan prices on flaxseed j Please send me the latest information on Pol-mer-ik 
ie ° ° Linseed Oil. 
means lower prices on Pol-mer-ik Linseed 
; i 
Oil. : ? Name seainiiiacaninionn -_ —_ 
At the same time retailers are now aver- 
aging 334% gross profit on selling prices Address, —________ — 
at this lower level. Sales are increasing, a a ae 


turnover has speeded up, and volume is 
greater. The fine quality of Supertreated 
Pol-mer-ik, America’s best known and 
fastest selling Linseed Oil, is being strictly 
maintained. 


@ We usually buy our Linseed Oil from: 
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You can fill all your customers’ needs 





FROM THE COMPLETE 


PEERLESS LINE 
CT Na 
SYSTEMS 






































DEEP AND SHALLOW 
WELL JET SYSTEMS 


Your Best Bet is 
o Peerless Jet! 
e CAPACITY 
Up to 7500 Gals. Per Hr. 
¢ PRESSURE 
Up to 40 Lbs. or More 
e LIFT 
Up to 170 Feet from 
2’ Wells and Larger 
¢ MOTOR 
V4 -3H.P. 





THE AMAZING PEERLESS 


Water King 


Exclusively fo? Suction Lifts — 
Shallow Wells, Cisterns 
CAPACITY 

275 to 860 Gals. Per Hr. 
PRESSURE 

Up to 40 Lbs. or More 

© LIFT 

Up to 20 Feet 

MOTOR 

Ya, V3 and 2 H.P. 


PEERLESS SHALLOW 
WELL PUMPING UNIT 
Everything in a Package 
CAPACITY 

275 to 430 Gals. Per Hr. 
PRESSURE 

Up to 40 Lbs. or More 

© LIFT 

Up to 20 Feet 











RECIPROCATING PUMP 













Deep Well Pumping Economy! 
CAPACITY 

200 to 1100 Gals 
PRESSURE 

Up to 40 Lbs. or More 
LIFT 

From 25 to 1000 Feet 
MOTOR 
V4 -34H.P. 


Per Hr. 


























Write for full details today. 
PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 
los Angeles 31, California Indianapolis, Indiana 
District Offices: New York 5, 37 Wall Street; Chicago 40, 4554 North 
Broadway; St. Louis 8, 3908 Olive Street; Atlanta Office: Rutland Bidg., 
Decatur, Georgia; Omaha, Nebraska, 4330 Leavenworth Street; Dallas 1, 
Texas, 3905 Elm Street; Fresno, California; Los Angeles 31, California 
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Nations 
hive that extra value 


i” that scores 


[EXTRA SALE 





The National Screen line clears 
the way to an open field for large 
sales gains . sturdy construc- 
tion, excellent appearance and 
no extra cost consistently win 
customer approval of Natione! 
Screen products. 


ASK YOUR JOBBER 
ABOUT OUR COMPLETE 
LINE OF PRODUCTS 


National 


SCREEN DOORS 
WINDOW SCREENS, FRAMES 
and VENTILATORS 






NATIONAL SCREEN COMPANY 
INC. 


SUFFOLK, VA. 


~ 
New York Office, 200 Fifth Ave. AL 
Southern Selling Agents: Peterson and Lowe nATgoN 
22 Light St., Baltimore, Md. 
Reg. U.S. Pat Off 
THE SIGN OF SUPERIOR QUALITY AND VALUE 


HARDWARE AGE, OCTOBER 20, 1949 


















Patente 
of sup 
track, | 
plus sn 
advant 











HARDWA 








R-W Lock-Joint Trolley Track 


--'For Any Door That Slides” 


Yes, Richards-Wilcox Trolley Track with the exclusive 
patented lock-joint feature, has now “gone gray” with a special 
new gray enamel finish. Longer lasting and more resistant to 
rust and weather, Lock-Joint’s distinctive new finish is another 
outstanding first in trolley track achievement. Like America’s 
famous warships painted this same shade, R-W Lock-Joint 
Trolley Track outranks all competition, rates highest in 
sturdiness, efficiency and dependability. 

Insure customer-satisfaction and increase profits 
with color-identified R-W Lock-Joint Track .. . 


Patented R-W Lock-Joint method 
the gray Trolley Track. 


of supporting and coupling 
track, insures tight treadways, 


plus smooth, silent operation 
advantages of a jointless track. For further information, write, wire, or phone our nearest office. 


“A HANGER FOR ANY DOOR i ae 2 ee a 
AURORA, ILLINOIS, USA. 
brs Branches: New York Chicago Boston Philadelphia ‘Cleveland Cincinnati Washiagton, D. C. 
Reg. U. S, Pat. on. Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansas City 
OVER 69 YEARS Los Angeles San Francisco Denver Seattle Detroit Atlanta Pittsburgh 





US. Pat. Off 
D VALUE 
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SELL THE COMPLETE 
BETHLEHEM 


FENWCE 


PACKAGE 


BARBED WIRE 


STUDDED “T’’ POSTS 


WOVEN-WIRE FENCE 


Every buyer of woven-wire fence is a good prospect 
for steel fence posts. After you make each sale of Bethlehem 
BS L@CKED-ON Fence, show the customer a Bethlehem Studded “T’’ Post. Let 
CLIPS him handle this double-strength post with its rigid backbone 
of extra steel. It won't be hard to convince him that his fence 
will stay tighter, look neater, and last longer with these easy- 
to-install posts. 
Then show him one of the handy wire clips. He'll like the 
» way it locks the fence line wires securely to the Studded “T” 
a a Post. And don’t forget to suggest that he may want to top his 
Bothichem Studded “T" Posts, in lengths from 5 to & ft, fence with one or more strands of Bethlehem Barbed Wire. 
are painted farm red. The handy clips are easily locked Farmers can really anporeciate the time end money 
y app 
has tallied ty tails an Gn ga. Wh cod 90 Gem te they'll save by choosing their fencing supplies from the com- 
customer receives a bag of 50 clips at no extra cost. plete Bethlehem line. They'll get the satisfactory service from 
these quality products that means repeat business for you. 
Talk over your fence needs with your jobber. He can 
WOVEN-WIRE FENCE . STUDDED "T" POSTS supply you with all standard sizes and designs of Bethlehem 


— Sl ee Fence, Barbed Wire, and Studded ‘“'T’’ Posts. 
SOLID WIRE CLOTHES LINE + _ BALE TIES 


BOLTS AND NUTS BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
GALVANIZED ROOFING AND SIDING On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


ecu BETHLEHEM FENCE 
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around the post, holding the line wires securely between 


Bethlehem Hardware Products That Sell! 








LISTS 
AT 


? $109.50 
f.o.b. factory 











jj 





gee If; ei = More Quality 

a de . for Less 

=> Money Than 
» Ever Before! 


prospect 
Bethlehem 
’ Post. Let 
backbone 
t his fence 
hese easy- 


‘ll like the 
dded “T” 
to top his 
bed Wire. 


nd money 


rvice from 


Bethlehem 


WORCESTER LAWN MOWER COMPANY 


Division of Savage Arms Corporation 
CHICOPEE FALLS, MASS. 
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AMAZING SELF-POLISHING SIMONIZ FOR FLOORS 







it’s ELECTRIC!’? 


course., 
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sastmaster’’ Toas 
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Y-> Guaranteed by > 
74 Good Housekeeping 
. ” tor at 
, 45 apveariseo 


Greatest-of-all campaigns assures 
Tait mileage ...more Miss Vays 
adi mote for you! 


Watch your Self-Polishing Simoniz profits skyrocket . . . with 
the headline of '49—OUTSHINES THEM ALL! This compelling 
story will sell and resell millions all year—through the greatest 
national advertising program ever! So capitalize on it—and 
the famous name of Simoniz—for ever-increasing profits. 
Order an ample supply of Self-Polishing Simoniz—today! 
THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS 


SELF-PoLIsHING SIMONIZ 


T.M. REG. U.S. PAT. OFF, 


FOR FLOORS 


FOR LINOLEUM, FINISHED WOOD, ASPHALT OR RUBBER TILE AND TERRAZZO FLOORS 
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EACH ROOM AT THE 
DESIRED TEMPERATURE 


Heat-Timer is inserted in place of regular radiator 
air valve...makes all the other valves old fashioned! 
This precision, thermostatic valve enables your cus- 
tomers to enjoy the exact temperature they want in 
each room. They simply set the dial — Heat-Timer 
does the rest. Works on any one-pipe steam system 
without interfering with present controls. 


- REAL PROFIT FOR YOU! 
Heat-Timer retails at $4.95 — 
costs you only $3.30 (334% 
discount). You make $1.65 on 
every valve you sell. Compare 
this with your profit on ordi- 
nary valves! 


HEAT-TIMER Sells Teself/ | 


Each half-dozen Heat-Timers comes 
packed in an attractive ‘Silent Sales- 
man” carton. Set it up on your counter 
—it takes only a few inches. Place 
leaflets alongside (furnished free with 
imprint). Watch Heat-Timers sell 
themselves right off the counter! Use 
coupon below to order — or send $3.50 
for sample shipped prepaid, with 
money-back guarantee 














TSS SSS SSS SSS SS TSC SSS SSS SS See ee ee ee 


: HEAT-TIMER "t 
H - 160 Fifth Ave., New York 10 H 
®@ CORPORATION t 
+ : : : 7 
a (©) Send me "Silent Salesman"’ cartons, each containing a half- +4 
4 dozen Heat-Timer valves @ $19.80 per carton, F.O.B., N.Y. C. 5 
(] Send me a sample valve, postpaid. I enclose $3.50. a 
* 
|] 
g = Individual = 
] . § 
a Store a ' 
i . 
a Address 1 
s ’ 
8 My wholesaler 1s 7 : > 
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A BLUE WHIRL 
} Ball Bearing 


BEATER 


Blue Whirl beats ’em all in popularity—efficiency— 
and fast turnover. It is and has been the No. 1 beater 
for nearly 25 years. Two generations of housewives 
know Blue Whirl and ask for it by name. They pre- 
fer Blue Whirl’s ball bearing action that is smooth, 
quiet and efficient. They also like its modest cost. 
The ready-made market for Blue Whirl is yours to 


cash in on. Write now for complete information. 


Blue Whirl is one of the famous 
Blue Line Kitchen Tools that in- 
e§ clude the Deluxe Superwhirl Die 
Cast Beater and fast-selling No. 65 
Westco canopener. 
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CHALLENGE THE FIELD 





Here’s how LYON features compare 
with those of 7 best-known competitors: 































































































{ Make | Make | Make | Make | Make | Make | Make 
LYON] Mae | Me | Mot | Moe | Mee | Mae | MS 
= i | 
Roller Bearing YE NO NO NO j NO | 
Drawers | | 
r T 
Rounded Corners YES NO YES NO NO NO NO NO 
7 7 i 
Adjustable Shelves lv NO NO 
Platter Grooves YES NO NO NO NO NO NO NO 
Tap-O-Matic Handle YES NO NO NO NO NO NO NO 
Steel Kitchen Cabinet —_ 
Institute Seal si nd ne | ne | | ne wal 
insulated Doors VE | ; | 
and Drawer Fronts | | | 























Get up-to-date information on 
how and why dealers are making 
fast profits on the LYON line of 
steel kitchens and kitchen units. 


LYON 


METAL PRODUCTS, 
INCORPORATED 


General Offices: 1023 Monroe Ave., Aurora, Il. 
Branches and Dealers in All Principal Cities 








nen ¢ 
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THEN—get the latest information on LYON PRICES 


Our direct-to-dealer prices, with all the above features, are lower than the above competitors 


MAIL THIS COUPON TODAY! eee eee eeeeeeeeeeeeeeeeeeeee 


LYON METAL PRODUCTS, INC. 

1023 MONROE AVE., AURORA, ILL. 

Yes, I would like to know more about the 
Lyon Kitchen Cabinet dealership you have 
to offer. 


NAME 





ADDRESS 





CITY STATE 

















XMAS SPECIAL 
IDEAL LASTING GIFT 


A Fountain Brush of this quality has never before been offered at 

retail for less than $7.50. This handmade brush of custom quality ~~ 

scrubs—washes and rinses in one operation—Houses, Windows, ri ALL 

Screens, Awnings, Cars, Trucks, Trailers, Boats and any ha ALUMINUM— 
other washable surface. The public is waiting for this Ps Light weight—no corrosive 
brush at this new low price—display them and Lage sat hte — Ay Ma mc 
they will sell themselves. The brush is 6 inches & ty Geer Gelinas sitet wnae- 
in diameter and fitted with aluminum handle _- vinageses 

to fit any garden hose. Suggest this re HAND DRAWN BRISTLES— 


brush every tim sel = / Genuine Horsetail Mixture Bristles are hand 
yin 7 on la hose drawn with rust-proof wire and will never pull out. 


suggest a new hose with eve 

b — | d h rY MAR-PROOF BUMPER— Genuine scratch - 
rus sa nd and watc your proof rubber bumper that will not mark or mar any surface. 

profits climb. No other brush at this low price has this feature. 


BRUSH REFILLS — replaceable brush elements available at low 


cost. However, original brush element wiil last several years with 


ordinary use. 
ae EXTENSION HANDLES— 2, 4 and 6 foot aluminum pipe extension handles 


for reaching upstairs windows, screens, etc., available at 65¢ per foot retail 
including coupling. 






































DEALER: This is our No. 104 Brush which is sold only direct to dealer. Because 
of this policy of selling dealers direct, we are able to offer especially attractive 
discounts. Write for complete information and discount schedule. 


SUGGESTED RETAIL PRICES 


oes aa A ANS ine E 


WITH TWO FOOT WITH FOUR FOOT 
HANDLE .... +s HANDLE ... ++ © 


This Special Price Offer Expires Dec. 15, 1949 


K.C. FOUNTAIN BRUSH CO., 1230 OAK ST., KANSAS CITY, MO. 


“« 
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PO eee Mat perfect CORDination \_* 


) 


Electrical appliances c \ 
work like a team with . — 


CORNISH Cords and Plugs (, Sg 
d e 


Sure contact, long wear— 


Stop Customer Walkouts _ Sure Stee ong 
..- THAT COST YOU MONEY with 


Stock the housewares your 
customers want at a price 
they are willing to pay. 
Pretty's complete, fast-sell- 


Gan ae CORDS and CORD SETS 


mats, shower and bath mats, APPROVED BY UNDERWRITERS LABORATORIES 
sink stoppers and others. Ask 
our salesman to call or let 
us send literature. 


Rubber Housewares For 22 Years 


pretty products, inc. 


Coshocton, Ohio, U.S.A. fc 


CORNISH WIRE COMPANY. wc 
15 Park Row New York 7, N.Y. 
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WISS 


Nationally Advertised 
Scissors & Manicure Sets 
For Christmas Profits 


* Build substantial extra sales volume by 
displaying and featuring WISS Gift Sets. They 

are the most wanted and fastest selling sets— 
beautiful, practical, convenient and long lasting 
gifts for every occasion. Tie-in with WISS full color 
page advertising during the holiday season and 
get your share of the business this advertising will 
bring to alert hardware dealers. 


J. WISS & SONS CO., NEWARK 7, N. J. 
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THE COST BOOK 


New Tackle Line Features 
Slashes Up to 50% 


Here at H-I we’ve “done something” about 
We determined that 
right now was the time to make it possible for 
you to meet the insistent demand of your 
customers for a quality line of fishing tackle 
which they could afford to buy. 


fishing tackle prices. 


So, when we designed our new line for 1950 
—by far the finest we have ever offered—we 
“threw the price hook out the window.” We 
cut prices to rock bottom ... . many items up 
to 50%—some below prewar. 


What this means to YOU 


We don’t have to tell you, Mr. Dealer, what 
these sweeping price reductions will mean to 
you in the form of increased fishing tackle 
sales, turnover and profits. With the new H-I 
line, you'll not only have “fishing tackle for 
every fisherman and every kind of fishing”— 
but gear that’s priced for their pocketbooks 
and your profits. 


But . . . we urge that you get your order in 
now! Wages and materials continue to be 
“sky high” and, while we'll do our darndest, 
we can’t guarantee to maintain these new, 
lowest level prices. See your H-I salesman or 
write us direct. 


HORROCKS -IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the largest line of fishing tackle in the world 
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EVERY PET OWNER 
(over 1/2 of U. S. Families) 
WILL WANT ONE OF THESE 


Ooxco 
5 


1 DOZ. OF 
EACH ITEM 


plus. 
FREE 


COUNTER 
DISPLAY 
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All over the country, alert dealers are taking advantage 


of Oxco’s national consumer advertising and selling 
the COMPLETE Pet Set at a buck and a half. “‘Brush 
Comb” combs out snarls, etc. with round-tip, rubber- 
set wire bristles; ‘‘“Master Pet Comb’’ removes 
burrs, with wide-tined, rustproof metal teefh; and 
“Smoothie’”’ glosses coats with resilient hair 
bristles. They need all three . . . they 
buy allthree. Get on the bandwagon! 


SEE YOUR JOBBER 


LBRUSHES 


OX FIBRE BRUSH COMPANY, INC. 


FreDvericx <vizbtished /S&%$ MARYLAND 
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FOR ICY 
EMERGENCIES! 


SAIF , the chemically treated wood-flake compound, takes 
the slip out of slippery snow, sleet and ice and then con- 


tinues to work until the ice dissolves. Non-corrosive to car 
fenders, brightwork or finish, non-poisonous and non- 





inflammable. 
3 Every motorist and home owner a prospect. Sprinkle a 
he ere pean small amount of SAIF under the wheel of a car stalled on 
z slippery ice, sleet or packed snow and the motorist is on 
STREAMERS AND CONSUMER : : , 

FOLDERS PLUS CONSUMER ADVER- his way. Sprinkle sparingly on slippery walk or steps and 
TISING ALL COMBINE TO PRODUCE they are instantly made safe. Come spring, the residue 
~ SALES. GET SET NOW FOR SUBSTAN. can be swept onto lawns where it acts as an excellent 

TIAL REPEAT PROFITS WHEN ICE sel teens, 
MAKES THE GOING DIFFICULT. Sells on sight, because motorists and home owners have 

WRITE FOR DETAILS. long awaited this truly remarkable winter necessity. 





~~ 


N -y  SAIF Takes the SLIP out of Winter Profits 





NORMANDY CHEMICAL CORPORATION 


NINTH AND WESTERN MUSKEGON, MICHIGAN 
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at a Popular Price 


No. 227 All-chrome finish 
with colorful marbleized 
rubber mat in choice of 
black, grey, pale jade, sky 
blue, citrus yellow, and 
shell pink. Large flat top 
platform only 2%” from 
oor. Large magnifying 
dial lens and Zerostat dial 
control. The finest per- 
sonal scale in the popular 
price range. Retail Fair 
Trade Price $6.95 Denver 
and West, 50c higher. 


No. 222 Same model as No. 227 except finish is 
in high-gloss enamel with chrome head plate. Colors: 
white with black or grey mat, also pale jade, sky 
blue, citrus yellow, and shell pink with marbleized 
rubber mats in matching shades. Retail Fair Trade 
Price, $4.95 Denver and West, 50c higher. 


Deluxe Model — With Electric Dial Light 


LOW PRICED! 


FILLS A LONG -FELT NEED 
IN THOUSANDS OF HOMES 


An exclusive “Ideal” model. Nothing like 
it on the market. Can be hung in any cor- 





No. 479 DeLuxe model in 
a gleaming all-chrome fin- 
ish. Black molded rubber 
mat, ribbed for safe footing. 
Equipped with an electric 
dial light, current supplied 
by a replaceable flashlight 
battery. Magnifying dial 
lens and Zerostat dial con- 


ner (bathroom, kitchen, bedroom). Mirror 
14” x 20” with stainless steel frame. Two 
glass shelves—large shelf space. Cadmium 
plated hardware. 


17 Models 


Write for descriptive litera- 
ture on our complete line of 


bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 


trol. Retail Fair Trade 
Price $8.95 Denver and 
West, 50c higher. 


No. 449 Same model as No. 479 except finish is in 
high-gloss enamel with chrome trim in dial housing. 
Colors: white, pale jade, sky blue, citrus yellow, 

and shell pink. Black ribbed mat only. Also equipped 
with dial light. Retail Fair Trade Price $6.95 

Denver and West, 50c higher. 





NATIONALLY 
ADVERTISED 
TO MILLIONS 


THE BREARLEY CO. 
ROCKFORD, ILLINOIS 


New York Office, 1125 Broadway NEW TIM 
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JINGLE BELLS ! 


f 


This Christmas, Feature the Famous Family of 
Westinghouse TRAFFIC APPLIANCES 


Thousands of Christmas shoppers from Maine to California will look 
to Westinghouse when filling gift lists. Why? Because Westinghouse 
is wrapping up a big package chock-full of colorful national ads, a 
dramatic television show over 26 stations, timely Ted Malone radio 
commercials on a nationwide hookup and a bright, five-piece Christ- 
mas appliance display that says Westinghouse Appliances are thrilling 
surprises to give or get. 

So don’t lose a sale. See your distributor now for a full stock of 
Westinghouse Appliances. 


Westinghouse Electric Corporation * Appliance Division +* Mansfield, Ohio 





) o c ——s Ted | ory ¥ 1 | 
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NEW TIME FOR TED MALONE: You can now catch the Westinghouse Storyteller at 3:55 P.M., £. $.T., 2:55 C. $.1., 4:55 M.T., 3:55 P.. T., Monday through Friday, over A. B.C. Network 
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In Stock—Immediate Delivery! 


MADE IN SWEDEN for American Sportsmen... 


Husqvearna 


RIFLES 


Designed for use with AMERICAN 
AMMUNITION 


-30-.06 cal .270 cal. .220 swift Ags 
Shooting Accuracy Guaranteed 


Husqvarna 


Manufactured by 
Husqvarna-Vapensfabrik A. B. 
Huskvarna, Sweden 





Gunmakers for 
260 Years 


PRECISION ARMORERS 
SINCE 1689 
















SPECIAL 
Swedish Steel 


ROUND TAPERED 
BARREL 
23%" LONG 


In Stock in the U.S.A. 


Available Now—Write 


stating calibre. We will send 
complete data and dealer 
discounts. 


~$12985 


price includes Fed. Excise Tax 
and Import duty 


Regulation open ! 
rear sights; 
hooded front 
sights; hand 
checkered 
stock. 


Every Rifle is carefully assembled and 
fully guaranteed by the manufacturer. 


Now, one of the world's great rifles 
is available for your sportsmen cus- 
tomers who seek a precision instru- 
ment built by old world craftsmen 
for use with American ammunition. 
These guns represent the skill ond 
experience of more than 2 centuries 

H craf hip in the 





art of armory. 





U. S. SALES REPRESENTATIVES: 
ERIC S. JOHNSON, 360 N. Michigan Ave. 
Chicago 1, Illinois 


West of Rockies: 
K. W. FACTORY WAREHOUSE 
1904 Tacoma Ave. So., Tacoma 3, Wash. 


In Canada: 
DORKIN BROS. & CO. 
408 McGill St., Montreal, Canada 




























NEW! 


A LAWN RAKE THAT 
REALLY SELLS! © 




















a oa 


Misaigs 


LAWN RAKE 








PATENTED — PROFITABLE 


See for yourself that this sen- 


} 


sational new lawn rake has 
everything! It really sells! It's a 
better rake! It’s priced right! 
It gives you plenty of profit. 
Volume sales.and rapid | 
turnover make Flexsweep 


the ideal leader! 


BOTTOM 
VIEW 














. qq 
SELL THESE FEATURES! 
1. Tines will not break! 4. Sweeps cleaner! 
2. Cannot clog up! 5. Will last for years! 
3. Cannot injure lawn! 6. Lighter in weight! 


WIRE OR WRITE, TODAY, FOR COMPLETE 
INFORMATION AND DESCRIPTIVE LITERATURE 


ANCHOR DIVISION 


STRATTON & TERSTEGGE CO., Inc. 
P.O. BOX 311 
New Albany, Indiana 
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Now—A Rich New Field 
for Homecraft & Hobby Sales 






“ WIN] # fm Date tyj 


PORTER-CABLE 


vil 


does hundreds 
before possible for the home 








of fancy jobs never 
craftsman 









PRICED WITHIN REACH OF 
THE AVERAGE HOBBYIST 


















New. Exciting. Profitable. The Guild ROUTER will 
put new zip into your homecraft and hobby depart- 
ment. Offers all features of big, professional machines. 
Simple, reliable and low-cost for the amateur user— 
also a convenient-size, accurate tool for skilled me- 
chanics. Works on wood, plastics, compositions. Serves 
toy and novelty manufacturers, furniture and cabinet 
makers, wood-working, pattern and millwork shops, 
builders, contractors, antique dealers and specialty 
display houses. 


LOOK AT THESE FEATURES 


@ Super-Rev motor for ® Motor held safely on 
high power. 20,000 rpm spiral rack. Can't drop in 
insures clean, smooth cuts frame when adjustment 
screw loosened 





















and contours cut- 


Carves in display panels. 


bets, ee 
es, grooves, ra a 
pe ~ 4 Nadoes. ploughs. 


~~? 


veins for 






ts relief work, 

edges of all types: penne and inlays. 
Shapes eo rnental cuts. 

makes @ Extra heavy thrust bear 

ings ® Non-wobble dynami« 

@ Micrometer adjustment balance 

in 64ths up to 1" marks 

















@ Exclusive True-Spin 





@ Index lines front and chuck, individually ground, 
back for easier calibration concentric with spindle 
® No-slip, clear vision in- @ Stock bits and cutters 
ver! 13/16th" diz hank 
. ‘ dexing ring prevents change / 6th ja shanks up 
years! Makes ogee cuts, coving. in cutting depth while op to '," dia 
. : - ing. eratin 
; Ideal for chamfering, bevel: beads and fluting a @ Die-castaluminum hous 
1) ht! ; nding corners, etc. @ Cut can be varied with ing and router base—hand 
ing, rou ig 
out resetting calibration somely polished 


OME — There'll soon be — 
for the Gu! 
inati shaper-jointer-plane — apn wv 
agora will more than double the vers are oes 
s 
or ss of this handy tool. Actually make 
usefulne 


IN ONE all sin the motor in our original router. 
y 
’ v g ; 


AND STILL MORE TO © 


BE FIRST to offer this exciting new tool in 


your community. A grand Christmas item. Wire, 
write or drop a postcard today for complete dealer 
information, specifications and other helpful and 
interesting data. Do it now. Just address... 














PORTER-CABLE Machine Co., 1770 N. Salina St., Syracuse, N. Y. 


Manufacturers of SPEEDMATIC and GUILD Electric Tools 
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Listo’s big, thick leads make clear, 
easily read prices on everything in your store. 
Writes on glass, metal, plastic, paper, cellophane 
—or any other surface! You'll find merchandise 
moves faster—that you get your full price and 
profit on every item in your store. LISTO pricing 
saves clerks’ and customers’ time. Cuts out loss- 
es from costly errors at time of sale. LISTOS 
are quick and easy to use. No broken leads 
—no sharpening needed—no 
wasted stubs. America’s great 
Marking Pencil value! 










Ask your jobber, stationer 
or paper supplier for LISTO! 


Only LISTO has the patented 
“GRIP TYPE SLEEVE” 


This tapered metal sleeve grips the entire length 
of the lead. Prevents breakage and the leads do 
not fall out! Change leads instantly. Quickest, 
easiest-to-use marking pencil in the world! 










EXTRA HEAVY LEADS 
THAT DON’T BREAK 
in 6 cotors 
RED YELLOW 
BLUE BROWN 
GREEN BLACK 
Single colors to the box 


"An EXTRA sleeve in 
every box of leads! 











6 quick-change scrow- 
drivers in 1 in this 
CK-3 roll plastic kit! 


Don't Miss These Profit-Makers! 


Practically any detachable screwdriving, nut driving or reaming combina- 
tion you can name in this most-imitated XCELITE line! Another set, 
BC-23, has 3 Phillips-Regular blades and combination handle in 
UNBREAKABLE transparent plastic box. 

Stick to XCELITE for ‘‘firsts’’ in tool design—and ‘‘first’’ in salos! 


12 quick-change nut driving and 
screwdriving combinations in this 
No. 99 Kit! 


ASK YOUR 








SIMONSENIBOXES 














JOBBER or 


XCELITE was first to introduce write us! | 


the ‘‘Combination-Detachable Screw- 


i | 
7 PARK METALWARE CO., INC.” 
@ 70h Dept. G, Orchard gem aod 


PREFERRED BY *Originators — Not Imitators 
EXPERTS "First to use plastic for screwdriver handles | 
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THE HOUSE OF QUALITY 
America’s Fastest Selling Tool Case 


Sturdy, heavy gauge = 
steel. ~~, 
Strong handle. : 
Reinforced through- 


out. a 


Rounded corners. | a ae 

No raw edges. Pag 
Built in continuous D> 

piano hinge. Fe s 







SIZE 


18" = 10%" x 13" CAT. NO. 


184-H 


Here is the tool box that is the favorite of 
mechanics everywhere. 4 tray, cantilever action, 
baked Hammer finish. 2 side bolts and 1 center 
locking hasp. 18” x 1044” x 13”, also in 20”—24” 
sizes. Plenty of room. Form Fitting Handle. 


SIMONSEN INDUSTRIES INC. 





1410 S. MICHIGAN _ CHICAGO, ILLINOIS 
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HEAVY LEADS 
ON’T BREAK 


» COLORS 
YELLOW 
BROWN 
BLACK 

Ors to the box 
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BY TRE NEW WALKER. TURNER LINE 


5 ‘ 
AR 


as vd 


e . The< ‘Setpaté ful. Turner line ok metal and 
<< We odworkidg) machines, backed by sound’ advertising 


Ny 


f 
~hY 


“ea, 


and selling. Atrétegy that builds customer /acceptance, 


puts our dealers i in scoring. position for more sales and 


~ = profits. — ye A) \y 
ea |Walker-Turner aggressively adyertises in twenty-two 
_-pefipet magazines“covering the metal, woodworking, 
\ pleats and building trades, plus vocational and manual 
Zhreining schools. Mailing pieces, promotional literature 
=< & and other, sales helps thatvare strong, down- to- 
- “Felling. ore are always. available to back up your 


selling,effo rts. 1) 
Am . < f 
Mm we a 
a" LOS ‘gab 


BQ"y a -\ 
¥ —write\ today for complete information, 


\ \ \A\ \\ 
he & \\ \ 


a m Yaa . mia y 
e eh WALKER-FURNER PRODUCTS ARE SOLD ONLY 
yesoy es | THROUGH. AUTHORIZED: DEALERS 





“REARNEY-TRECKER CORPORATION 


~~ ~ PLAINFIELD, NEW JERSEY 


Pe tea ts a eae 
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READY NOW! 
The first really fishable 


PLASTIC 





Weighs Less 
Almost as light as cork, and even 
more buoyant. 


Adjusts Quicker 

Flatted peg will not cut line and 
permits quick change from casting 
float to bobber. Easy to thread. 


Casts Better 

With peg out, float slides freely 
on line, adjusts automatically to 
whatever depth stop is set. 


Lasts Longer 

Made of polystyrene cast in sharp new dies. 
Shiplap joint seals ball watertight. Sealed 
tube through center prevents seepage along 
line. Bright colors last forever. 


Costs Less 
In larger sizes, prices are same as natural 
finish cork . . . Other sizes cost less than 
painted cork. 


/ 
Jrother Fase! _ 


FURNISHES lete with 10- 

Ready-to-use crab _ — Pang A 
i i nker, 

Te po gp ern on Can be — 

Great seller in coastal are 





4 SIZES 
V4" - 14" - 134-2" 
Red and White 














over and over 


Stock HOUSTON Tackle —~ 


an CORK FLOATS 


all shapes, sizes, natural 








finish and painted 


LEAD SINKERS 


all shapes and weights 


FURNISHED LINES 
sell-on-sight lines for every fisherman 


Metal winders. Retail from 5c up. 
















HOUSTON tackle is distributed through recognized jobbers and 
wholesalers of sporting goods and hardware. Write for free catalog. 


HOUSTON FISHING TACKLE COMPANY 


P.O. Box 1046 Houston 1, Texas 


FREE SAMPLE PLASTIC FLOAT 


i# you retail or wholesale fishing tockle 
Mail us this coupon, attached to your company letterhead, and we'll send 
you a Houston Plastic Float and new catalog. No charge or obligation 


Your name _ 





Your firm — stnieninaeialtadatis —— —— 


Your address — 


Your position = 
If you are a retailer, give name of jobber or wholesaler from whom you buy tackle 


MAIL TO HOUSTON FISHING TACKLE COMPANY, BOX 1046, HOUSTON, TEXAS 
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The Gift For Gunners 
HOPPES GUN CLEANING PACK 


This handy kit contains every Hoppe Product that any 
shooter needs for the cleaning, care and protection of 
his guns. It makes an IDEAL gift. 
Order Your Supply Today 
From Your Jobber 


Put the Hoppe Pack up front—on display—where gift 
seekers can see it. Take full advantage of our pre- 
Christmas advertising. It is none too early to order 
NOW. 


FRANK A. HOPPE, INC. 


2314A: North 8th St., Philadelphia 33, Pa. 























A POINT OF ADVANTAGE! 


SPEED KING 








vfPAPED TO THE Eiag 


reas 
(6) FOR 
EXTRA SKATING 
COMFORT 





Speed King’s exclusive “Shaped-to-the- 
Shoe” toe-plate design gives you a strong 
selling point...extra skating pleasure. 
Speed Kings fit the foot as naturally and 
as comfortably ‘as an old shoe”. Then 
too, you can offer both quality and price 
with Speed King. Five models cover 
the entire price range from the Famous 
No. 600, guaranteed for 500-miles of 
use, to the inexpensive No. 550, Be- 
ginner’s Model. That's why dealers say: 
“For real customer satisfaction, we sel 
Speed King Skates.”’ 


HUSTLER CORPORATION 
STERLING, ILLINOIS 
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HERE’S THE GREATEST REEL VALUE EVER OFFERED 
BY THE WORLD’S LARGEST MAKER OF FINE REELS! 


- LOTTE ER SLIT IT aa, 


© Dl lL AOS as ney "st aaron 


Bronson 





@ It’s more than just a $5 reel, it’s the Bronson Green Hornet—a 
beauty with green anodized aluminum head and tai! plate, and 
it combines premium features with an outstanding low price! 

You have to feel this reel to believe how light, how perfectly 
balanced it actually is. Look at that sturdy three-unit design. 
It defies any amount of rough treatment—yet can be taken 
down quickly and easily. Then turn it over. See the brand new 
speed control button on the end plate. There’s no chance for 
uneven wear or jerky stops—just dial the easy-to-reach cap for 
whatever tension you need. Then look at the exclusive Bronson 


Duo-Pawl ! 


the feature that doubles the life of your reei! 
Put them all together and you’ve got the greatest reel value 


ever offered—and still at a price of only $4.95! 
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@ SNAP-ON PLASTIC ARBOR—Bronson engineers developed this 
lightweight arbor especially for Bronson models. Equipped with easy 
to-use line ties; eliminates line backing 


@ BRONSON DUO-PAWL—Simply remove the pawl, turn it 
around, then reassemble. You always have @ spare—it doubles the 
life of your reel! 


@ SPOOL SPEED CONTROL-— Instantly visible, easily adjusted 
you get accurate tension adjustment at all times with this backlast 
proof dial. 


2 SPIRAL GEARS—A Bronson introduction in the low-priced reel 
field. Give smoother, quieter operation with far longer wear. 


Bronson made Q 


4 Ulex é 


Bronson 





BRONSON REEL COMPANY - BRONSON, MICH. 
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Weldwood Glve_— 


Want woodworkers to beat a path | 
to your door? Whether they work for 
pleasure or for pay, everybody knows, 
needs, and wants Weldwood Glue. 


It mixes quickly and easily with cold 
tap water...spreads smoothly... sets 
- fast... gives you a permanent bond.. 
and is stain-free on all woods, highly water-resistant. 





Stock this modern plastic bonding agent, and tie in with 
national Weldwood Glue advertising. It will help customers 
make your store headquarters for all their hardware needs. 


Sell Weldwood Glue in 15¢, 35¢,65¢,95¢ and larger size cans. 
Write us for dealer plan and name of nearest wholesaler. 








* o = 
Firzité__— 
FIRZITE fills an important need. 
al Used as a sealer or undercoat before 
staining or painting it closes wood 
pores tightly... taming the wild 
grain and virtually eliminating 
annoying checking and grain raise. 
Available in white or clear. 








Profit, too with this inexpensive, 
easy-to-use material that brings out 
and preserves the rich, natural 
beauty of wood... plywood or solid. 
SATINLAC is a clear coating that 
brushes on without marking. It helps 
assure a lasting, fine finish that will 
not darken or yellow with age. 





Write for more details on FIRZITE and SATINLAC 


UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, Dept. 515 


55 West 44th Street, New York 18, N. Y. 
\Weldwwood od | 












WELDWOOD PLASTIC RESIN GLUE 


838 


Sheffiele 


Brings You The BEST 
in COLL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OIL 
COLORS FOR YOU ON SIGHT. 
COLORFUL TINTING CHA®T ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
OIL COLORS AND WHITE. 






Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH...and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


ShetticldZrongze 
PAINT CORPORATION 
CLEVELAND 19, OHIO 









*Slightly higher on West Coast 
THE MODERN DROP CLOTH 


Scientific, ALL-WAY stretch paper impregnated with 
wax and plastic resin. Sure, clean protection yet so light 
one person can handle. 


* PAINT RESISTANT * NO DUST * NO LINT 


Housewives and home-owners have heard master paint- 
ers talk about Ma-Crepe. Now you can sell them a size 
big enough (five feet by 10 feet) for their use at a price 
which will make this one of the hottest items in your 
retail store. 


SEE YOUR DISTRIBUTOR, or write to... 


MMa-Crepe |s A Product OF 
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oy (| OM Me S| FAMOUS PAINTING 
— - The artist, William Sidney Mount recaptures 
on canvas the rustic vitality of the “Long 


Island Farmhouses.” The painting shows to 


advantage the sympathetic knowledge of farm 


DISPLAY 
MORE OIL 
N SIGHT. 


detail that the artist possesses. This is part of 





HAST ON 
OZENS OF 
ING FROM 
TIONS OF 


the collection of the Metropolitan Museum of Art. 





The Choice of those who appreciate the Best 
deal in the 
e very finest THIS 


n a complete 
triple ground 
-. all FULL | 
at popular 
y cabinet... 
olor sales | 


is FAMOUS for PAINTING 


| THIS MASTERPIECE—is one of the many excellent sash 


brushes industrially designed to specifications of perfection 


















by the master brushmakers of the Baker Brush Company. 
Its makeup consists of only the finest materials, skill- 
fully put together by years of experience to make 


it worthy of belonging to the family of 








VW ° e a 
the finest painting tools.” Own one! 
Men who know paint brushes do! 
ed with 
so light 
O LINT 
er paint- ‘ 
m a size ~ 4 
ta price a. sae 
in your 


Evklenburg & Abbott. Exon. Massachusetts painting contractors, say. 


“We made a great many tests in order to find out for ourselves which parting 


materials eave us the greatest values. The Baker paint brushes always proved : 


to be excellent. The quality of the materials in them made for a long painting life and the workman- 
ship accomplished as a result of painting with Baker brushes was first class. Because of these results, & 


we heartily endorse all Baker paint brushes.” 


FREE—A Full Color Reproduction of the above famous painting can be secured by dealers writ- 
ing the HARDWARE AGE or the Baker Brush Company, 83 Grand Street, New York 13, N. Y. 
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INCREASES 
YOUR PROFITS 
WITH... 


.. adjust han- 
dle to vertical position, 
takes less space on floor. 


fu rp Aan | 


.. handle adjusts 
to proper angle for tall or 
short operators. 


Fay OOH 


...Wwith handle 
detached, machine fits com. 
pactly in trunk of car. 





These features mean 
bigger-than-ever profits 
for you in sander 
rentals with American! 
Dealers report steady monthly income on rental fees— 
plus extra volume in sale of seals, paints, abrasives, etc. 
Get your share now with American! Send coupon today 
for details on profit-plan! 


MERICAN 


FLOOR MACHINES * PORTABLE TOOLS 

aS a SS SS ee ee oe ee ae a a ee 

The Anierican Floor Surfacing Machine Co. a 

t 522 So. St. Clair St., Toledo 3, Ohio i 
Please send latest catalog on the following, without obligation. 

0 Floor Sanders 0) Floor Edgers 4 
| 
| 

endl 





| Name 
i Street 


City State 
6, as an on oe oe oe ee a 
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easy to sell 


hecause 
it’s easy 








caulking compound cartridge 


No wonder more and more contractors and home owners are 
demanding famous CALBAR Caulk-O0-Seal in the convenient 
‘‘HOLE-IN-TOP’’ Cartridges! They just insert the Cartridge into 
any CALBAR cartridge caulking gun, replace the gun nozzle and 


pull the trigger. It’s as simple as that . . . and NO cleaning 
required —the compound never touches the sides of the gun! 
Your JOBBER can supply you. 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street °* Philadelphia 25, Pa. 





‘SAME OAY 
SMEMENT! 















2 LOW COMPETITIVE PRICES! 
On Our 


SUPERIOR KICK PLATES 


MADE TO YOUR SIZE AND SPECIFICATION 
AND SHIPPED SAME DAY ORDER IS RECEIVED! 
ay ON TRO PLATED WICK PLATE 


MERE WIL BE A SLIGHT DE 


+ Solid Brass Oval Head Screws in Finishes 
to Match Kick Plates 
+ Made of Brass, Bronze, Aluminum ond 


4 Stainless Steel. 
+ Flawless Finish. 
\V ‘ + Heavy Gauge Material. 


N * Finest Materials Obtainable. 


+ We Furnish All Plates with Counter Sunk 
Holes and Bevelled Edges. 








WRITE FOR FREE CATALOG / 


S. PA RE ER srsowsze manuracturine cone 


23-27 LUDLOW ST. - NEW YORK 2, N. Y. 
PHONE: WAlker 5-6300 
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| your store 


reflect Its persora 


@ A pretty face stops people—whether it’s a girl’s 
face or a store’s face. The store that has a pleasing 
personality—whose face is modern and inviting—is 
the store that attracts the eye of the passer-by .. . 
that brings in the most customers. 

Many merchants have given their stores a new, 
more attractive sales personality with Pittsburgh 
Products. They have found that a complete mod- 
ernization job (not a half-way measure!) imme- 
diately increases sales—and profits. And they have 
found modernization to be a sound investment in 
the future of their businesses—not an expense! 

Add new sales personality to your store by mod- 
ernizing with Pittsburgh Glass and Pittco Store 
Front Metal. Your architect knows all about these 
recognized products and will see that you get a 
well-planned, economical design. Both of you can 


count on our fullest cooperation. If you wish, you 


SHAROWARE 





r 


Store fronts , 
and Interiors 


~ 


a 


can arrange for convenient terms through the 
Pittsburgh Time Payment Plan. 

Meanwhile, why not return the convenient cou- 
pon for a free copy of our booklet, “Modern Ways 
for Modern Days”? It is full of illustrations and 
descriptions of remodeled stores, and projected de- 
signs by some of the world’s foremost architects. 


rc--------------- 
| Pittsburgh Plate Glass Company 

| 2306-9 Grant Building, Pittsburgh 19, Pa. 

| Without obligation on my part, please send me a FREE copy 
| of your book on store modernization, “Modern Ways for 
| Modern Days. 

| Name 

Address 

City State 

=... 


ANDRINGAS 


=. Fr 


APPLIANCES? 


by Pittsburgh 
a » 


PAINTS - 


A TRIM, MODERN STORE like this one in Cutlerville, Mich., invites passers-by to come 
in . . . stimulates sales. The “open-vision” design permits unobstructed vision from the 
street .. . helps make the sale before the customer enters. Give your hardware store 
sales personality by modernizing now with Pittsburgh Products. A complete mod- 
ernization job is the proven way to greater profits. 











GLASS + CHEMICALS - BRUSHES - PLASTICS 


PLATE GLASS COMPANY 


PITTSBURGH 
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GUARANTEED SEAT... 





FEDERMS: cuarawréen ric... 


GUARANTEED PROFITS... 


A GUARANTEED PRICE AND GUARANTEED 
PROFITS. Our customers everywhere feature 
Federal Deluxe Seats because they all get the 
same good break, the usual discounts — and 
Federal allows the freight anywhere in the U. S. 
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A REAL LANDSUDE! Sales figures are staggering! Stores are flooded with 


mail orders, phone orders! In big cities, towns, villages, coast-to-coast, the traffic 


jam in houseware aisles means PROFITS ...PROFITS...PROFI 7S 


NATIONAL ADVERTISING \ [a 
SELLS MILLIONS on the \s [Pr ) ] 
terrific Federal values! 





SEE YOUR FAVORITE WHOLESALER 


THE LABEL KNOWN FOR QUALITY by 3 million satisfied users. 


FEDERAL SEAT CORP. “servo” 
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MASTER BRONZE POWDER CO. 


DULL Le Se 


HAMMOND, 


 d BROMA CHROME FINISH 


a 


COVER metal, wood, concrete, plaster, canvas, 
etc. . . . PROVE superior under most ex- 
haustive tests .. 
durable protection . . 


.. CUTS paint costs to a 
minimum, 
acceptance testifies 
mas... 


LUMINUM PAINTS 









. PROVIDE better, more 
. LARGE COVERAGE 


Its nation-wide 





WRITE TODAY 
FOR FULL PARTICULARS 





































WAGNER 


FOLDING STEEL LEGS 


$e? 
he St erate Re 





MAKE MORE SALES .. MORE PROFITS 


Used wherever convenient, sturdy steel legs are 
needed — Ideal for carpenters, painters, deco- 
rators, and home shop workers — used also for 
Ping-pong and banquet tables, display booths, 
exhibits, etc. Made in 24” and 30” heights with 
exclusive Alligator-Grip. Easy to carry and fold 
for storage. Write, wire or telephone for prices 
today! 


WAGNER MANUFACTURING CO. 


Cedar Falls, lowa 
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COLLECT UP TO $5.00 EVERY DAY 
IN RENTALS ALONE... BOOST 
FINISHING SUPPLY SALES 


wt LINCOLN Sanoer 


It's a promise! You can share 
in extra heavy profits now being made 
on home building and modernization 
jobs by owning and renting out this 
new Lincoln Speed-O-Lite 7” Sander. 
Customers eagerly PAY UP TO $5.00 
PER DAY in rentals alone. 





Besides, each rental cus- 
tomer invariably buys paint, 
varnish, filler, brushes, sand- 
paper, tools and supplies. It’s 
a fact—this Lincoln Rental 
Sander will stimulate sales 
throughout your store. Avail- 
able in 7”, 8” or 9” models. 


Write. 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 


= . ~ 
=— \ . . 
a ~ 
(4 

FLOOR MACHINERY COMPANY 
/ 1252 WEST VAN BUREN ST., CHICAGO 7, ILLINOIS “4 


| World’s Manafacturer of the Most Complete Line of Floor Maintenance | 
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MORE KAY-TITE PROFIT DOLLARS 


ROLLING INTO YOUR 
CASH REGISTER! ... 

























Home owners are rolling Kay-Tite profit 

dollars into the tills of thousands of deal- ail 
yFies 
peter, 


ers... Lhis has been going on for more | Rs aiiek BEAUT 
— vars of Satetector’ 





than 20 years. . . and still going strong. 


= ——— 

; WHITE and EIGHT 

Those dealers selling to farmers and DIFFERENT COLORS 
contractors do a volume business because Witte fer cofer chart 


Kay-Tite is meeting the need for an outside, or inside, finish on 
cement or stucco that stands up better than any other finish. 


Talk Kay-Tite with farmers and contractors and watch your profits 


roll up. 


KAY-TITE company 





WEST ORANGE « NEW JERSEY 
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ALL WOOD BORING TOOLS 

INCLUDING: 

a. Snell-Clark Expansive Bits, 
boring range from 2” up to 3” 

b. Snell-Simplex Expansive Bits, 
boring range from 1/9” up to 3” 

c. Solid Center Auger Bits 

d. Ship Auger Car Bits 

e. Ship Augers—with Screw 

f. Ship Augers—no Screw 

g- Screw Driver Bits 

h. Countersink Bits 
Also Ring Augers with and 
without screws 


SNELL 


Manufacturing Co. 
_WORCESTE R, MASSACH USETTS 


5 Te yr 
aes ae seas | 


. . — 7 
—=«*PACTORY 

| “ing Male emer a 3 : 
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Famous Snell wood bor- 
ing bits, manufactured to 
rigid Snell standards of 
craftsmanship, hold their 
keen edge and time-tested 
cutting ability. Satisfy every 
customer with these high 
quality, Better Boring Bits 
unconditionally guaran- 
teed just as they have been 
the entire 159 years of 
Snell’s history. 
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wit NONE BETTER 


HAND TOOL STOCKING PANELS 


Make your cust & roving eye stop—look—and glisten 
with that buging urge! Show famous NONE BETTER Hand 
Tools gp + handsome Stocking Panels. NONE BETTER 
Is carry balanced, fast-selling Tool Assortments — care- 
@ fully selected to cover the whole range of modern Tool needs 
in shop, farm, garage and home. What’s more, each Panel 
is yours without charge upon purchase of the Tool Assort- 
ment. You'll find NONE BETTER Panels light in weight, 
easy to handle and readily adaptable to your display needs. 
And how they'll sell NONE BETTER for you! Gleaming 
triple-plated, Chrome Finish Sockets & Drive Parts, Box 
End, Open End and Combination Wrenches move fast from 
these eye-catching Displays. Write TODAY for the address 
of your nearby NONE BETTER Jobber... learn how YOU 
can insure a balanced Hand Tool Stock and mounting 
Hand Tool profits with a minimum inventory investment! 






NONE BETTER Panels make it 
eosy for you to have effective 


wane am jy 


secttes Om 


mae sete fs 
esate 


Combination Displays for your 
counters or windows. Each handy 


“ 
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EN 5g commen Ny 


I’ x 2’ Panel comes with a com- 
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plete Kit for quick assembly with 
other Panels. Sales-making Dis- 
play variety is yours — without 
bother or delay! 
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THE NEW BRITAIN MACHINE COMPANY 
New Britain, Conn. 























‘No. 


Fl 


in your want book 


Be sure of clamp sales and satisfied custom- 
ers with Hargrave—the most popular name in 
clamps. .Each one is Individually Tested under 
hydraulic pressure far above rated capacities 

. they must be stronger, tougher and flaw- 
free to make the grade. 


Improved Spring Clamp 
In three convenient sizes 





Hand Screw ae. 
Maple jaws, all popular sizes Quick Clamp 
Openings 4 in. to 


5 ft. 


<p 


Brace Wrench 
Standard square & 
hexagon openings 





Improved Saw Vise 
For any standard saw set 





I 

i< 

las 

Clamp Fixture DEI 
For '/2'' to %"' pipe 





No. 640 "I" 
1 ff. to 12 ft. 


Individually Tested 
Chisels & Punches 


Bar Clamp 





WRITE FOR CATALOG showing the 
complete line of Hargrave Individually 
Tested Clamps, Chisels, Punches, Star 
Drills, Brace Wrenches, File Cleaners, Saw 
Vises, Washer Cutters, etc. 


MONTGOMERY RD. 
CINCINNATI 12, OHIO 


HARGRAVE 
Tedtid Tools 


THE CINCINNATI 
TOOL COMPANY 
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YOUR HARDWARE JOBBER CAN SUPPLY YOU | 


| gives more power—easier opening. Fine alloy 











World's Most Useful 
Hand Tool! 


The original VISE-GRIP Wrench was, without question, the most 
powerful, most useful, hand tool ever made! 

The N-E-W VISE-GRIP is Even Better! Double-lever action 
LOCKS jaws with tremendous grip—quickly adjusts to non-locking 
action. New Involute Jaw Curve holds all shapes—nuts, rounds, 
irregular shapes, with unbelievable ease. Has Knurled Jaw Tips that 
do not slip. Thin Nose and Super Wire-Cutter. New Geometry 
steel. Nickel plated 


No. 10W—10-in., $2.50 
No. 10€C —10-in., $2.25 
No. 10 —10-in., $1.95 


Order from your jobbers 


PETERSEN MFG. CO., Dept. H-10, DeWitt, Nebr. 


Peerless 


Accurate and Dependable 
CARPENTERS’ and MASONS’ 


LEVELS 


Known from Coast 
to Coast! 


finish. WITH Cutter: No. 7W—T-in., $2.25; 
WITHOUT Cutter: No. 7€ —7-in., $1.85; 


Also world famous original model: No. 7 —7-in., $1.65; 





Guaranteed, 

Tested. Made from 

fine, seasoned woods. 
« 


Packed in individual cartons. 


Workmanship that has made Peerless 
a leader for over 30 years. 
® 


Sold only through recognized jobbers 


Write for new Peerless literature. 


LEVEL & TOOL 
COMPANY 


STERLING, ILLINOIS 
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2155 SCRANTON ROAD e 


“SHINYHEADS” 


America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true,"mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 
Made of AISI C-1018 stee]—bright 


finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point, Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock. 


ca 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 





e° CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made cf high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producing 


Cup Point Set Screws by the cold _ 


upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


s 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4"",15/16"’ across the flats, 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 











j 
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j 
/ 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 














TANDARDS 

carried by 
LEADING 

DISTRIBUTORS 










* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 










, 


| 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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NEW—SCIENTIFICALLY DESIGNED 


<uusteWINDMASTER” 





BAROMETRIC 


DRAFT CONTROL! 


4099 BEAUFAIT AVENUE ¢ ¢ DETROIT 7, MICHIGAN 





@ BETTER CONTROL @- EASIER INSTALLATION 
@ MORE PROFIT 


Square housing and patented angle mounted vane provides more 
uniform opening with larger effective area. Tested characteristics 
show a flat curve, assuring even, effective control—efficient 
operation at all draft values. See the test chart—it shows definite 
superiority. 


Exceptional simplicity of design and sturdy construction enable 
you to offer your customer higher quality at lower cost and 
better profit. 


Installation is exceptionally easy—ask your jobber. 


THE SKUTTLE MANUFACTURING COMPANY 








39 years’ service. 


Exclusive ingredients make it the per- 
fect, non-acid emulsion. No rubbing 
required. Will not injure hands or 
leave a greasy surface. I.C.U. is the 
polish your customers want and will 
buy in preference to all others. Order 
from your jobber, today. 





Back On The Market Time to get on the ball 


STRONGER THAN EVER! ... Stock these “ACME” 





Here is the polish that has achieved a reputation 
for effective metal cleaning never surpassed in its 





THE LIVINGSTON 


casters today! 








Here's the caster 

you'll want to recom- 
mend. It rolls on balls, 
not wheels, in any direction 
with minimum effort ... won't tear rugs... 
can never break or get out of order .. . re- 
quires no oiling yet can't bind or rust. 


Caster with Grip 
Neck Mounting 













And you can sell "Acme" casters as easy 9s 
they roll. They're available in every standard 
type—with grip neck, threaded stem, round 
plate, countersunk or flush plate mounting. 
List prices, per set of four, begin at $1.30. 
Get on the ball. Write for literature 

and discounts today. 
CALL YOUR DISTRIBUTOR 
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‘Acme’ Ball Bearing 


















THE SCHATZ MANUFACTURING COMPANY 
153 AMITY ROAD NEW HAVEN, CONN. POUGHKEEPSIE, N. Y. 
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JUST $500 WILL GREATLY 
INCREASE YOUR 





Just a five dollar bill is all this colorful 
Swan Garden Hose display merchandiser 
cost any hardware merchant. 


Swan consulted with many hardware re- 
tailers in developing this smart display 
unit. Hence it is correct in every detail, 
and requires a minimum of floor space 
in your store. Swan not only bought these 
displays in large quantity, but also stands 
the major part of the cost. You could not 
get this unit built locally for many times 
the price we ask for it. 


QUICK FACTS ABOUT Sunes NEW MERCHANDISING DISPLAY 


1. HEAVY 18 Gauge Steel. Expert Construction, 5. Hold 25 coils of Swan Garden Hose. 
and covered with weather proof enamel. 

2. Ball bearing casters make for easy movement 6. Keeps Swan hose off of floor out of dust and dirt. 
about store or out on sidewalk. 

3. Easy to clean and keep clean. Will last for years. 7. Lets you keep a visual check on your inventary. 


4. Requires small floor space—measures only 21” ; 
long by 135%” wide, by 74” high. Weighs only 8. Helps your customers to serve themselves. Will 
58. lbs. pay for itself many times over. 


















Date 





Gentlemen: 


Please ship me___§_§_=__—==s=s=sEWu SWAN GARDEN HOSE MERCHANDISER 
quantity 
DISPLAYS, for which | agree to pay $5.00 each F.O.B. Cleveland, Ohio. 


You are to bill me for same through 





name of my Swan Distributor 





Street address City State 
Please make shipment on or about 





Date 





Name 





Street address 


SWAN RUBBER COMPANY 


D> 


° aaa | 
Bucyrus, Ohio =a 


World's Largest Manufacturer of Garden Hose 
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Nothing Sells Running Water 
Like Water Running! 


by R. C. Broyles, Sales Promotion Department, 


Motion ... the product in action... 
these are important factors in any 
store display of merchandise. Pro- 
fessional displayers tell us they rec- 
ommend “live” displays whenever 
possible. 

Water systems dealers have a 
great opportunity for action display. 
They have movement — the fascina- 
tion of flowing water — at their 
command in creating displays. 


Demonstrators Available 

Here at Goulds, for instance, we 
long ago realized the value of run- 
ning water to a water systems dis- 
play. Accordingly, we designed sim- 
ple, attractive demonstration units, 
for use at the retail level. Available 
to all Goulds dealers, they have been 
enthusiastically hailed as “extra 
salesmen” every where. 


Point Out Superior Features 

Aside from their value as atten- 
tion-getters, demonstrators — offer 
dealers a graphic means of pointing 
out outstanding mechanical pump 
features. For example, our Raced 
Flow Jet unit is the only pump with 
“self-adjusting capacity.” That’s a 
phrase that means little to the aver- 
age prospect, and it’s a difficult one 
to explain. With a Balanced-Flow 
demonstrator, however, it’s the sim- 
plest thing in the world to show how 
the flow of water from one outlet is 
not changed when another faucet is 
opened. And other claims can be 
proven — demonstrated. Dealers 
show prospects how Goulds pumps 
handle air and gases . . . cannot lose 
their prime. You can’t beat a demon- 
stration for easy, effective selling of 
outstanding consumer features. 


Tie-in Display Material 
Wall posters, decals, signs, ete., 
are designed to tie in with the Goulds 
demonstrator for an engaging, at- 
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Water Systems Division, Goulds Pumps Ine. 


tractive display. They are furnished 
free to Goulds dealers — except for 
our electric sign, which is supplied 
at our cost. Goulds dealers are able 
to establish their stores as “area 
headquarters” for water systems 
and related items — with a mini- 
mum cash outlay. 


Dealers Enthusiastic 


Wherever Goulds demonstrators 
have been used, they ve sold pumps! 
And, of course, each pump sale leads 


to many other profitable sales — the 
related items that depend upon run- 
ning water. Goulds dealers call dem- 
onstrators “the best buy I ever 
made”— and say that their contin- 
ued use builds up a highly profitable 
pump volume. 


The Sales Promotion Department 
at Seneca Falls, N.Y., will be glad to 
answer any questions you may have 
about Goulds demonstration-dis- 
play setup. 











Here’s Verne Shafer of 
Shafer Hardware Com- 
pany, New Berlin, N.Y. 
He's using his Goulds 
demonstrator, a part of a 
simple, inexpensive dis- 
play that has sold plenty 
of pumps, according to 
Mr. Shafer. Those pump 
sales, profitable in them- 
selves, are extra profitable, 
too — they lead to so many 
big-figure related — sales. 
Profits pyramid when you 
sell GOULDS !! 


Good Business 
with Goulds 





WATER SYSTEMS 


Bn 101" Vie 


FOR EVERY FARM AND 





(Advertisement ) 
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AS GOOD AS THEY LOOK 





Opportunities for big and immediate profits await 
those who apply first. Dealerships in 
and attractive territories are open now. 


@ Order today Dealer Package (6) tools with 


counter display. 


Name 


Address 


Town State 


HYANNIS TOOL 
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MANY GOOD DEALERSHIPS STILL OPEN 





several large 


CO. HYANNIS, MASS. 


WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 


Yes, not only are 
Warwood Tools attractive and 
well finished, but they are prop- 
erly designed to do the job, 
durable and long wearing. 


When you sell Warwood Tools 
... you sell the finest of 
forged tools. 


TOOLS FOR 
GENERAL CONSTRUCTION eRWO> 


AGRICULTURE AND GARDENING / _ »’ 
MINING AND INDUSTRY | SINCE 1854 


RAILROAD TRACK MAINTENANCE as ay 
D >» 


















Superior 
Products 
Since 1876 


DEALERS’ 


PREFERENCE 
and 


CUSTOMERS’ FIRST CHOICE / 


Jax Barrow 


WHEELBARROWS DRAG SCRAPERS 


CONCRETE CARTS MORTAR TUBS AND 
SALAMANDERS MIXING BOXES 


LAWN ROLLERS 
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Farmers KNOW and quickly BUY 


my, RED BRAND FENCE 


BECAUSE IT’S GALVANNEALED 





FOR LONGER LIFE 











Here’s the simple answer to Red Brand’s 
quick sales acceptance—/onger fence life 
due to Galvannealing. 

Galvannealing is the exclusive Key- 
stone process that fuses zinc alloy to the 
strong steel wires of Red Brand Fence. 
As a result, Red Brand outlasts ordinary 
wire fence. 


Red Brand now provides you with a plan 
that increases your fence sales and your over- 
all business as well. It’s an easy-operating, 
fast-acting plan that really boosts sales and 
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Besides, the steel in Red Brand Fence 


contains copper for extra wear and rust- 
resistance. Farmers who use Red Brand 
Fence practically become salesmen for you 
when they tell their neighbors about Red 
Brand’s longer-lasting advantages. 

So, for bigger, better fence sales, stock 
and sell Galvannealed Red Brand Fence. 


profits. Ask your Red Brand representative 
about this business-building plan the next 
time you see him. Then let it go into 
action for you! 





Red Brand Offers YOU this Business-Building Opportunity 
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Here are shotguns for ébiny speedily 
‘streamlined auto-loaders (standard and light- 
weight models) . . . fast handling “ ‘pump” 
guns... well balanced bolt action repeaters 
and dependable “singles” and “doubles”. 
Every model is “First in the Field” in value. 
Looks, performance and dependability at 
lowest cost — that’s what you offer shooters 
when you sell Savage-built firearms. Plan to 
make the most of this fall’s bigger-than-ever 
gun business—feature this fast-moving, profit- 
building line for every shooter and every kind 
of shooting. Order from your jobber now. 





mechanisms 


‘sepia BRAIN 






SAVAGE ARMS CORPORATION 
Firearms Division 
Chicopee Falls, Mass. 
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“First in the Field” in VALUE 


Lightweight and 
Standard Weight 
two new sleekly 
streamlined models 
with improved trig- 
ger and hammer 


time-tested, service- 
proven, functional 
design is retained. 


els 755 (standard for long range shooting 
775 (lightweight for upland 
game and skeet). 12 and 16 ga. 3-5 shot. 
New, streamlined design. No changes in 
tested, service-proven functional design, but 
trigger and hammer mechanisms have been 
improved. 


SAVAGE STREAMLINED AUTOMATICS.... Stevens Model 530 — Double Barrel Shot- 
M gun. 12, 16, 20 and .410 gauges. Hammerless 

. coil springs . . . forged steel barrels. Check- 
ered walnut stock and forearm, full pistol 
grip. Well balanced, natural pointing, depend- 
able. (MODEL 311 DOUBLE — same as 
above but with stock and forearm of Tenite). 


with heavy loads); 


Stevens Model 620 — Slide Action Repeat- 
ing Shotgun. 12, 16, 20 gauge. 5-shot with one 
in magazine, making 6-shot repeater. Fast 
handling, smooth operating, dependable. 
Checkered walnut pistol grip; checkered slide 
handle. 


Stevens Model 820 — Slide Action Repeat- 
ing Shotgun... 12 gauge only. . . The newest 
Savage ‘“‘first in the field’’ value. Sensationally 
low priced. Natural pointing, smooth oper- 
ating. Stock and slide handle of Tenite. 


Stevens Model 124— Repeating Shotgun. 12 
gauge only. Features a compactly efficient, 
simple to operate cross bolt action — a Sav- 
age pioneered design. A new value in the re- 
peating shotgun field. Tenite stock and fore- 
end. 
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evens Model 107 —Single Barrel Shotgun. 
, 16, 20 and .416 gauges. Hammer style... 
. automatic ejector . . . takedown .. . case 
hardened frame. Walnut stock and forearm. 
(MODEL 94 SINGLE — same as above but 
with stock and forearm of Tenite). 


Stevens Model 59 — Bolt Action. Tubular 
Magazine, 6-shot Repeater. .410 gauge. 2!4 or 
3 inch shells. One piece walnut finish stock 
with black tipped forearm. Lightweight, well 
balanced, attractively priced. 


Stevens Model 258 — Bolt Action, Clip 
Magazine 3-shot Repeater—20 gauge. 2 shells 
in clip, one in chamber. Walnut finish stock 
with black tipped forearm. Takedown. A fast 
handling, low priced model in a popular gauge. 
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There's GOLD For You In 





Stock and Display 


STERLING 


acrov ROCK SALT 


To Make Snow and Ice Removal Easy- QUICK! 


@ Your customers will take a tip from America’s lead- 
ing Highway Commissions who clear our roads. They’!I 
want STERLING Auger-Action ROCK SALT for melt- 
ing and loosening ice and snow. And they’ll want to 
carry a bag of STERLING Auger-Action ROCK SALT 
in their cars to free wheels when they get stuck. 





CASH IN ON THIS DEMAND. 
BUILD DISPLAYS LIKE THIS, 


STERLING 


DISPLAY 100-1b. bags 
with snow shovels and 
ice scrapers ! 





STERLING STERLING 






snow tires! 








AND FOR QUICK, VOLUME PROFITS contact local apart- 
ment houses, banks, office buildings, schools, etc. Sterling 
Auger-Action Rock Salt gives them clear, safe driveways, 
sidewalks, and steps at low cost. Added profits for you! 











In bales of six 10-lb. bags 







Amazing NEW 
FIBERGLAS* 


Insulation Material 
SELLS ON SIGHT! 


This is it . . . Glastrip 
Fiberglas* miracle insula- 
tion gives you a hot, year 
‘round fast seller. The 
most effective, most eco- 
nomical insulation on the 
market. Even a child can 
apply it. Just an ordi- 
nary table knife does it. R 
No fuss—no muss. Your 4 , 
customer wants it... : 
You'll make big profits 
selling it . . . Comes in 
generous sized package 
containing 27 feet in 
7/16” a Write for 
details to 

*OWENS- COMMING FIBERGLAS 

















Registers— Radiators 








Storm Windows. Screens 








14410 S$. WESTERN 


BLUE ISLAND, ILLINOIS 





MODEL 

AND 
DISPLAY 10-1b. bags AUXILIARY 
with skid chains and yi 


A PROFIT MAKER | 
FOR ALL DEALERS® 


Order now for ‘‘pre-snow’’ delivery 









ROTARY 
SNOW PLOW 


STANDARD 


* Auxiliary engine model can be 
used with other than Mighty 
Man tractors. 


the method successfully used 
Man , Snow Plow is scien- 

ocomotive snow plows 
ly constructed curved steel blade 
forces snow into six rotating blades. Exclusive Mighty Man agitators 
help the blades “‘chew" into the snow which is thrown far up and 


Here's the easy way to clear snow. . 
wherever snow flies. The Mighty 
tifically designed after the principle used by 
in mountain passes. The specia 


to the right of the operator. Adjustable guards control height of 
the "throw'' and prevent snow from hitting the operator. 

Actual tests show that the standard model efficiently clears snow 
up to 7 inches, and the auxiliary- engine model is suitable for snow 











’ D up to 14 inches. Because auxiliary engine model can be operated 
ON T | or 100-Ib. bags. independently from the tractor, it may be adapted to other than A co 
D NO e a we tractors and may be mounted on trucks or hand- FASTE 
ed devices. 


STERLING ccrion ROCK SALT 


International Salt Company. Inc., Scranton, Pa. 
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prope 


Send today for full dealer information on this profitable implement 
and for details of the Mighty Man 3 H.P. and 11/2 H.P. tractors 
and implements. 


FARM EQUIPMENT DIVISION, MARINE IRON WORKS, INC. : 


1120 East ‘'D'’ St., Tacoma, Wash. 
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BOLTS, NUTS «SCREWS 
saanet senvect 
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Be LY ilk Ml 
=. ign of MODERN H gndwane aud 
ILLINOIS an rah 

Thee IS MONEY—particularly to a hard- 


THE LA — SON ware dealer. With hundreds of products on 
Self - Sewice sale, some of which require demonstration, 
today’s hardware man has to move fast to serve 


SPEED MERCHA, WZ. all his customers efficiently. 


That’s why thousands of hardware dealers are 
rhage cheering—and buying—Lamson Self-Service 
Speed Merchants. Then folks can wait on them- 
selves when buying bolts and nuts—and the 











































dealer is free to serve other customers. 
If you haven’t yet streamlined your fastener 
selling this modern way, better order a Lamson 
~ & Self-Service Speed Merchant from your dis- 
= .. ‘tributor today. Then you can make bolt, nut 
sfully used | and screw sales “without service’ and save 
| . : 
ey Bion - eee ganvnth® yourself valuable time. 
) agitators P Byte * 
ars 
eight o 
oad , THE LAMSON & SESSIONS COMPANY 
sented eaniog General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
ther than A COMPLETE SELECTION OF POPULAR Plants at Cleveland and Kent, Ohio ¢ Birmingham e Chicago 
or hand- FASTENERS IN A HANDY DISPLAY CASE 
plement 
tractors 
me LAMSON & SESSIONS — 





FASTENERS OF QUALITY 


~ i ye ee 
a4 many other 





20, 








for use 






Consumers 
like its ease 
of use — painters 

like the way it 
spreads and covers 


White, 
Off White and 
10 Beautiful Colors 








¢ This sensational new sales-boosting Sapolin paint 
seals, primes and finishes in one coat. For all interior walls 
and ceilings — covers wallpaper, plaster, waterpaints, calci- 
mine, wallboard, brick etc. MEL-LUx dries quickly and may 
really be washed without harm to the color or finish. 


TO HELP YOU SELL MEL-LUX 
These free advertising and merchandising aids: 


1. Attractive 4-color label, illustrating major uses. A bill- 
board ad in itself, dressing up your shelves — compelling 


attention. 
2. Beautiful 27 chip composite color card —tying in Gloss 
and Semi-Gloss woodwork finishes in matching colors 


for extra sales. 


3. Large chip (2” x 3”) plastic-protected hanging color 
display — for counter use. 
4. Colorful 6 page descriptive leaflets. 
5. Full-color lithographed displays for window and counter, 
Interested in more sales—faster profits? 
-—-—-—CLIP AND MAIL THIS COUPON TODAY-—— 
Please tell me more about Mel-Lux A-10 


Name 


Address 


SAPOLIN PAINTS INC., 229 East 42nd Street, New York 17, N. Y. 
Warehouses: Brooklyn, N. Y., Plymouth, N. C., Jacksonville, Fla., 
Hovston, Texas, Los Angeles, Cal. 


ee ee ee ee Ee Ge GE GS Ge Gee Ge Gee 


| 
| 
| 
| 
| City and State 
| 
| 
| 
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Seventy-four years of know-how | 
go into the making of these quality 
knives and scrapers. Professional 


men say they are 


"BEST by TEST” 


CALL YOUR JOBBER 
and order today. 


GOODELL COMPANY 


ANTRIM * NEW HAMPSHIRE 





STEER Vi 6 HEAD 
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CAPACITIES AT 20 LBS. 
DISCHARGE PRESSURE 


SUCTION GALLONS 
HEAD FT. PER HOUR 


ANY 


>SHIRE 
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Set it up, side by side, with any other shallow well 
jet pump and watch the new F&W VARIJET 
Bullet deliver 40 to 70% more water without using 
more electricity. Check the certified capacities at 

the left —they’re actual. And every VARIJET will 
meet them because every pump is tested for pressure 
and capacity before it leaves the F&W factory. 


Check the extra quiet, the complete cleanliness, 

the modern lines and the dependability. You'll say 
the F&W VARIJET Bullet is the biggest buy you 
can give your customers. Get the facts on this 
“sellingest” water system. Write for full details today. 


BACKED BY 83 YEARS OF WATER SYSTEM EXPERIENCE 


ee a oe a a oe ee ee eee ee oe oe oe oe 


FLINT & WALLING MFG. CO., INC. 
1088 Oak Street, Kendallville, Indiana 


Gentlemen: Rush full details on the FeW VARIJET Bullet Pump 
and the complete Fa W line. 


Name 
Address 
City State 


Lil 




















More Profit 
in this distinctive kitchen 
clock. Newly styled plastic 
case; oil-sealed electric move- 
ment for long service and split- 
| second accuracy. 



















More Volume 


in guaranteed Gilbert alarm 
clocks. 


Sales-proven designs; 40-hour move- 
ments. Feature luminous dials for 
higher dollar volume and wider profit 
margin during the winter months. 














Distributed 


thru the wholesaler 


THE Wan. L. GILBERT CLOCK Corp. 
WINSTED, CONN. 
Laconia, N. H. 
| 551 FIFTH AVE 
NEW YORK 17, NY 


141 W. JACKSON BLVD 
CHICAGO 4, ILL 


Clock makers to the nation 
Since 1807 





A CHRISTMAS SPECIAL 


that's a ‘wow’ 
with Fishermen 


A hand made to perfection 
rod for those who demand { 
the finest. It has an eye tip, : 
3 “band-eye” guides, reel 
seat, rolled edge nickel 
plated brass ferrules. Made / 
of hand straightened flame 
tempered special bamboo, 
beautifully finished. Comes 
with plastic carrying case. 


7 
Ss roix 
DE LUXE 


The aristocrat 
of cane rods. 
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A DEALER-DES/GNED DEAL 


A= —thati Cummins 
LLL 


Here's the line that's selling for dealers 
TODAY! Customers like the extra value 
they get for their dollars . . . from 
modern quality construction, to the 
leading features ofhigher-priced tools. 
Dealers like the broader markets, 
steady turnover, aggressive merchan- 
dising help, greater profits, that 
Cummins gives ‘em. It's a dealer- 
designed deal that's paying off NOW 
Interested? 













Model 150— %-inch 
General Utility Drill—$20.95 














CUMMINS PORTABLE TOOLS 
4740 North Ravenswood Avenue 
Chicago 40, Illinois 





Model 200 
Y,-inch Drill—$39.95 





Model 425 
Y%-inch Drill—$33.00 


ASK YOUR JOBBER! 
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Model 607 BalanSaw—$62.50 
($68.00 with steel case) 
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Extra FALL PROFITS 




















Taylor 


INSTRUMENTS 
* 











Cc fall days bring fresh new interest in cooking as well as the weather. So, 
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Order this No. 5187 
Home Instrument Package NOW! 


Retail 

No. Description Each 

5908 Taylor Candy Thermometer. .$3.00 
5936 Taylor Roast Meat 


TROON s660006020000% 1.74 
17AA1 Taylor Wall Thermometer ... 1.25 
5546 Taylor Ashton Humidiguide* 

ea 2.00 
5140 Taylor Wall Thermometer...  .85 
5304 Taylor DeLuxe Window 

ET eee 3.50 
5316 Taylor Window Thermometer 1.75 
“SS” Home Instrument Display.... N ¢ 


YOU MAKE FULL 41+% PROFIT! 


istered Trade-Mark 





for extra sales, put this exciting new Taylor Thermometer Display on your 


counter now! Sells seven high-profit, fast-turnover items on just 20” of space. 


Pushed by hard-hitting national advertising in Saturday Evening Post, Better 


Homes & Gardens and other leading magazines. Best of all—you’ll clear $13.50 on 


an investment of only $19.35! Get your order in NOW for big extra profits all year 


‘round! Taylor Instrument Companies, Rochester, N. Y., and Toronto, Canada. 


@ALSO DISPLAY this Taylor In- 
door-Outdoor Thermometer that 
tells your customers both indoor 
and outdoor temperatures while 
they’re comfortably parked indoors 
... regardless of fogged windows! 
Metal tubing to outside bulb con- 
forms to window sill. 914” high in 
walnut (1AP1) or ivory (iAP2) 
plastic case. Retails for $7.50. 
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MEAN 


ACCURACY FIRST 


IN HOME AND INDUSTRY 


Z > 
‘Taylor Instruments 




















THE “tops 3 
the exacting cra 
best tools money 


Drop-forged, fine all® 
and tempered. ComfortaB 
handle, ‘‘Evertite’’ processed 
locked to head three ways. Mirror Pe 
cision-curved claws. 


WM. ¢ 


Exceptional Stanley 100 Plus design provides extra driv- 


ing power, extra pulling power... and the right balance 
for easy handling. Feature the finest hammer made—Stanley 
100 Plus. 


BACKED by powerful national advertising in The Saturday 
Evening Post and other publications. Order now from your 
jobber. Stanley Tools, New Britain, Connecticut. saieee 
Chestr 

Phila 


Tel.; 


THE TOOL BOX OF THE WORLD 


EVERI 


HAR 
GEC 





Reg. U.S. Pat. Off. 





Wasi 
1015 | 
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“Why do so MANY people — 
insist that Pennsylvania 


, 
7" - makes the best mowers? 


rN 


a 
a 






Great American 


The all-time favor- 
ite—the largest 
selling quality 
PA j mower—the one 
j that made the 
Pennsylvania 
name famous. 










Pennsylvania Jr. 





After all, what makes a lawn mower 
A super-quality 


** good,” *“‘better’; or “‘best’’? hand mower— 

i made to cut the 

The PENNSYLVANIA idea is that a lawn mower—regard- oe etng, 2 ae 

less of how it’s propelled—is made for just one purpose: 3 este both 
to do a good job of grass cutting. So Pennsylvania builds sides gives great 


driving power. 


hand, power and gang mowers that have superior quality in 


all parts; that’s particularly important in the parts that ened — 
have to do directly with efficient grass cutting. aes eek a 
In the 70-odd years that Pennsylvania has been build- oe 
ing lawn mowers, a great many users have discovered that te — 7 blodes 
Pennsylvania-built mowers do cut grass better—keep in ——— 





adjustment longer—sharpen more easily and last longer 
than other mowers. 


Penna-Lawn 


This new medium- 
priced mower will 


So that’s how the word got around that Pennsylvania spec 


makes the best mowers. That’s why two generations of hard- lar model. It is cn 
all ‘round mower 
with typical Penn- 
sylvania grass-cut- 
ting quality—easy 
to operate and to 
service. 


ware retailers have been saying to their good customers... . 





“‘A PENNSYLVANIA LAWN Mow.eEnr is your best buy.” 


- amet 






| (PENNSYLVANIA SERVICE———— 


Trimmer and Bdg 


ants UST 
co A popular time-and-work-sav- 
ing tool— Pennsylvania qual- 
ity throughout. The trimmer 
has a 6” width of cut. The 
edger—a steel disc with small 
plow—is optional. 


To simplify your service problem, 
PENNSYLVANIA offers you a complete 
REPLACEMENT PARTS CATALOG. A copy of 
this will be sent free of charge on request. 





. as Pennsylvania Power Mower 
Place your order with your jobber— SOON! oe “en . 
18” and 21” widths. 

Briggs & Stratton motor 


' 
é 
| i with Push-Pull control of 
carburetor and clutch. 
| — Typical Pennsyl- 
: vania grass-cut- 
ting quality, y 













plus a de- 
QUALITY LAWNMOWERS SINCE 1877 —" 
5 we 
“. 2, unit. 
‘\. PENNSYLVANIA LAWN MOWER DIVISION /“S°° 4 
Ay AMERICAN CHAIN & CABLE | 
jf Bridgeport, Conn. © Camden, N. J. Ww y 


a ome 2 y~ 
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The Three Major Hardware Gatherings 
In October Were Busy Places 
With Participants Optimistic 


| = first half of Octo- 
ber was a mighty busy period for 
many producers and distributors 
of hardware and allied lines, as 
three major hardware events took 
place in one, two, three order 
without much breathing space be- 
tween any of them. 

On October 3rd the builders’ 
hardware convention and exhibit 
started at the Statler Hotel, New 
York City, and drew a record 
crowd to attend the splendid ses- 
sions and view the finest builders’ 
hardware display I have ever seen. 
The detailed story on this gather- 
ing starts on page 200 in this issue 
and is worthy of careful reading 
attention. 

Hardly had the builders’ hard- 
ware show closed when the always 
big Atlantic City convention of 
hardware manufacturers and 
wholesalers got under way and 
here again a great crowd gathered, 
starting Friday, October 7th, al- 
though the convention did not 
officially open until Monday, Octo- 
ber 10th. Headquarters, as usual, 
were at the Marlborough-Blenheim 
as were the two periods for use of 
the “Contact Area” plan. 

The “Contact Area” idea has 
great merit and, according to cur- 
rent plans, is to be broadened in 
1951 by the use of the big Munici- 
pal Auditorium. Despite the op- 


pressive heat in these “areas,” 
representatives of both producers 
and distributors participated in 
large numbers and | heard nothing 
but genuine praise of this part of 
the program. 

An interesting aspect of the At- 
lantic City convention was the in- 
creasing number of younger men 
who took active parts in the formal 
sessions, especially from whole- 
sale ranks. Their general and spe- 
cific grasp of hardware distribu- 
tion problems, methods for greater 
efficiencies and economies was 
very marked—and most encourag- 
ing for those who are thinking 
about the future of the hardware 
business. 

Two outstanding addresses from 
non-hardware men were delivered 
by Walter Chamblin, Jr., vice- 
president, National Association of 
Manufacturers and Senator Harry 
F. Byrd (Dem., Va.). Mr. Chamb- 
lin spoke before the opening ses- 
sion of the manufacturers and the 
Senator addressed the Wednesday 
joint session of the two groups. 
Practically in full, as are the con- 
tributions from hardware men, at 
various sessions, these two stirring 
messages appear in this issue in 
connection with the story of the 
Atlantic City Convention, starting 
on page 126. I cannot urge too 
strongly a thorough reading of 


this Convention story, the first and 
most complete available. 

Throughout both the builders’ 
hardware and Atlantic City meet- 
ings there was widespread opinion 
that business generally is sounid, 
substantial and definitely on the 
upgrade. This was evident in the 
formal talks and in the many lobby 
and boardwalk discussions among 
groups of varying sizes. 

Both conventions gave appro- 
priate attention to the crying need 
for tax equality, specifically taxing 
the co-ops on the same basis as the 
many businesses with which they 
compete. The National Wholesale 
Hardware Association went defi- 
nitely on record on this subject 
with a resolution reading: 

“WHEREAS, it appears that 
the next session of Congress will 
present an excellent opportunity 
to obtain legislation which 
would make the income of all 
business taxable on the same 
basis, with Cooperatives being 
required to figure their tax prior 
to the deduction of patronage 
dividends, and 

“WHEREAS, the need for ad- 
ditional revenue is becoming in- 
creasingly necessary due to the 

National Budget being out of 

balance and 

“WHEREAS, Chairman Seth 
Marshall and his Committee on 
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Cooperatives have been most 
active in endeavoring to obtain 
Congressional action and 
“WHEREAS, at the present 
time more people are acquainted 
with the great importance of 
taxing the untaxed, in fairness 

to those who are now sharing a 

heavy burden of taxation; there- 

fore, be it 

“RESOLVED that our Members 
continue to direct the attention 
of their Senators and Represen- 
tatives to the need for action 
and that they also support the 
efforts of our Committee, and be 
it further 

“RESOLVED that we place on 
record our sincere appreciation 
to our Committee on Coopera- 
tives and to Chairman Marshall 
for their able and untiring 
efforts.” 

This organization also passed an 
appropriate resolution calling for 
some clarifying decision on S. 
1008, a bill now pending in Con- 
gress which would permit quoting 


of delivered prices, a need which 
has become very pressing since 
U. S. Supreme Court's fairly re- 
cent decision in the Cement Case. 
This expression reads as follows: 
“WHEREAS, the United States’ 
Senate and the House of Repre- 
sentatives have recognized the 
very real need for clarifying the 
situation created by the Supreme 
Court’s decision in the Cement 
Case and 
“Wuereas, Bill 5S. 1008, 
which would permit the quoting 
of delivered prices, provided 
there is no collusion with com- 
petitors, is now in Conference 
Committee, needing only agree- 
ment on minor differences, and 
“WHEREAS, action on this leg- 
islation would be extremely 
helpful to business in making 
plans for the future and in 
eliminating the present con- 
fusion: therefore. be it 
“RESOLVED, by the Members 
of the National Wholesale Hard- 


ware Association in Convention 


ge GB 


assembled this 13th day of Octo- 


ber, that we go on record urg- 


ing the Conference Committee. 

under Senator Pat McCarran 

and Representative Emmanuel! 

Celler, to act and report the Buil 

to both Houses for final vote. 

and be it further 
“RESOLVED that a copy of thi. 

Resolution be forwarded to the 

above Members of Congress 

both by the Association and by 
all Members.” 

The National Association of 
Sheet Metal Distributors likewise 
took similar action in both in 
stances. 

The third big hardware event 
this month was the National Harid- 
ware Show, Inc.. with its largest 
exhibit on record at the Grand 
Central Palace in New York City. 
October 13th to 15th. A news story 
is planned for the next issue in the 
regular news section. As this issue 
is going on the press before the 
show is over, any opinions, at this 
time. would be premature. 


Hardware Age Acquires Your Business 
Magazine Which Ceased Publication 


With Its October Issue 


N October 8th, 1949, Harp- 

WARE AGE acquired Your 
Business Magazine which for the 
past three years has been published 
under the sponsorship of the 
Liberty Distributors’ Wholesale 
Group with headquarters in Phila- 
delphia. As most of our readers 
know, the Liberty group includes 
28 wholesale hardware firms oper- 
ating in non-competing areas. Its 
objective was, and is, developing 
cooperatively more modern mer- 
chandising methods and opportun- 
ities for the respective dealer-cus- 
tomers of its members. 

In connection with this trans- 
action, Wm. Geo. Steltz, managing 
director of the Liberty group is- 
sued a signed statement, reading 
in part as follows: 


“HARDWARE AGE will absorb 
Your Business following the 
publication ‘of its last issue, 
dated October, 1949, and now 
in the mails. 

“While this announcement 
may come as a complete sur- 
prise to many in the hardware 
industry, it is the opinion of our 
group that Your Business mag- 
azine has accomplished its origi- 
nal purpose and has established 
our group in a most favorable 
position with many leading 
manufacturers, many of whom 
have been advertisers. 

“It seems to our group that 
the hardware field is well served 
and covered by existing and 
well-established hardware _busi- 


ness publications and so we feel 

that we can gracefully turn ove: 

our publication to HArpwart 

AGE. 

“On behalf of the 28 whole 
salers in our group I wish, at 
this time, to voice heartfelt ap 
preciation to our advertisers. 
subscribers and the new owner.” 
Certain features of Your Busi 

ness will be continued, consistent 
with the editorial and publishing 
practices and policies of Harp- 
WARE AGE. 

On page 217, in this issue. is 
more formal announcement of thi- 
acquisition including a reprodu« 
tion of the signed statements by the 
heads of the two publications in- 
volved. 
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ord urg- THE LOCKWOOD BALL-BEARING DOOR CLOSER 
mumittee. 
{cCarran has ALL these ESSENTIAL FEATURES! 
mmanuel 
t the Biil 
nal vote. 
‘of this i 
3 re , . Make Your Own Comparison Test! 
. 
Jongress Here are 10 basic features of design in the 
gre: 
and by Lockwood Ball Bearing closer. Use them to 
make your own comparison between the 
ie Lockwood closer and any other make. . . . 
oO oO 
a a Lockwood Any 
likew " ci Ball-Bearing other 
oth in Closer make 
e event i ht Bearing Yes 
il Hari- - 
arge« 2. Precision Ma- 
large chining through- Yes 
Gran out. 
rk City. 3. Minimum of In- Yes 
vs story ternal Friction. 
e in the 4. Minimum Resist- Y 
bra : es 
S 1sSUe _ t . 
oh he Compare the new precision Lockwood Ball- DR ae 
bre 1e : 
at this Bearing Rack and Pinion Door Closer with any 5. eg: aout Clee | Yes 
i ' i t 
other leading make. On every point that counts a ae to 
most with users and buyers, the Lockwood 
Closer will pass with flying colors . . . proving 7. Shaft and Pinion | Yog 
the superiority of Lockwood's design and oper- ee 
ating principle. 8. wna monety Yes 
Basic factors that make up the backbone of 
' 9. Patented Leak- Yes 
any door closer test are listed on proof Gland. 
the chart at the right. Use them 10. Climatic (All | Yeg 
to compare the Lockwood Ball Weather Liquid) 
Bearing closer to any other closer. 
— Item by item you'll agree: Lock- 
n ovet wood is far and away out front... ; 
)WARI in efficiency just as it is in sales. What’s BEHIND this test 
is important TO YOU! 
whole- This comparative test will prove without doubt 
sh. at the superiority of the Lockwood Ball Bearing 
Jt: closer. But more than that, it will demonstrate 
at ap to you why this closer performs in a way custom- 
tisers. ers can see and appreciate. . . why it lets doors 
mer.” open at a child’s touch, almost as if no closer was 
, mounted there at all . . . why it closes doors 
Busi quickly and positively right down to the final 
eas click of the latch — with enough reserve strength 
™ ‘ - to meet adverse conditions — yet gently and 
shing quietly so there is no unexpected sharp closing 
TARp- or slamming. 
This test arms you with a powerful sales mes- 
sage worth telling over and over again. Use it 
—_ to back up your story of Lockwood superiority . . . 
ee with a net result of more sales than ever before! 
f this Wp 
-12 
oduc 
y the 
_ HARDWARE MANUFACTURING CO. 
—— DIVISION OF INDEPENDENT LOCK COMPANY e¢« FITCHBURG, MASS. 
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Uses Personal Letters to 


Friendly touch helps build business for the firm of 
Matthews & Barker, Inc. Offer of gift used as reason 
for sending letter which has attracted many customers 





VALSPAR 








2020 HENDRICKS AVENUE 


tised and our prices are 
sincerely that will 
= hope you feel free to make our store 


PAINTS BUILD’ 
ING HARDWARE sPORTING GOODS GUNS & AMMUNITION HOUSEWARES GIFTS 


MATTHEWS & BARKER, Inc. 


atdware 


JACKSONVILLE, FLORIDA 


August 16, 1948 


Mr. Louis J. Blank 
Blank .Ave. 
Jacksonville, Florida 


Dear Sir: 


We are glad that you have become a Tesident of 


the Southside We on this 
° side of town feel that we are 
& part of the most Progressive People in the city of 


midst. 


» and we are indeed glad to have you in our 


Our store is conveniently located to your home 
, 


and we have 
ange 4 of parking space available to our 


lines that we cerry are nationally adver- 
geared to a volume business. We 


when shopping for hardware items. We 


Sincerely yours i. 


J. M. Barker 
President 








TELEPHONE 98-0262 















Letters like this are signed by the firm's president. 


HEN you visit the 
Matthews & Barker, Inc., hardware 
store, 2020 Hendricks Ave., in the 
San Marco section of Jacksonville, 
Fla., you are impressed by the 
friendly atmosphere of this neat 
and modern establishment. If you 
are a new resident of that section 
you quickly receive an invitation 
to visit the store and to receive a 
small gift. And if you drive your 
car to shop at the store there is a 
store-owned, triangular parking lot 
across the street, which will accom- 
modate 25 passenger cars. This 
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feature makes a hit with both old 
and new residents. 


Gifts to Newcomers 


A plastic spoon or some other 
gift is given new residents, who 
accept invitations to visit the store. 
The friendly invitation is as fol- 
lows: 

“We are glad that you have be- 
come a resident of the Southside. 
We on this side of town feel that 
we are a part of the most progres- 


sive people in the city of Jackson- 
ville, and we are indeed glad to 
have you in our midst. 

“Our store is conveniently lo 
cated to your home, and we have 
plenty of parking space available 
to our customers. The lines that 
we carry are nationally advertised 
and our prices are geared to 2 
volume business. We sincerely 
hope that you will feel free to mak: 
our store your headquarters when 
shopping for hardware items. We 
also have a little gift that we woul’ 
like for you to have when you find 
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Welcome New 





Residents 









The attractive visual front makes it possbile to see the store's interior at all times. 


it convenient to drop by our store, 
and we will appreciate it if you 
will bring this letter with you as 
we like to meet all new residents 
personally.” 


Makes Customers 


Mr. Barker says of the invita- 
tion, “Some people shop around 
for a while before showing or men- 
tioning the letter to us, but their 
visits usually result in substantial 
sales. When a person is new in a 
community he or she is looking 
for a place in which to shop. 
They'll stay with you as a cus- 


tomer if you welcome them when 
new.” 


The Opening Day 


Originally operated as Matthews 
Hardware Co., the store opened in 
October, 1947, and attracted from 
3000 to 4000 visitors that day, the 
result of full-page newspaper ad- 
vertising. Since then according to 
Mr. Barker, “We have found our 
most effective method of advertis- 
ing is through our letter to new 
residents. Our store caters to 
people in both moderate and well- 
to-do groups, including executives 





This wide door, open most of the time, is an invitation to passersby. 
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of many different concerns. They 
are people who like to putter 
around. We sell all kinds of gar- 
den equipment and tools, mostly 
quality tools. Although we do have 
competitively priced tools, we have 
them chiefly for comparison with 
the best quality tools when com- 
plaints are received as to price.” 

Paint and builders’ hardware 
are among the big volume depart- 
ments at Matthews & Barker, and 
sales leads for these portions of 
the concern’s business are fre- 
quently obtained from reading a 
financial service to which the firm 
subscribes. 


Builders’ Hardware 


In commenting on the builders’ 
hardware department, Mr. Barker 
says, “We go after builders’ hard- 
ware by calling on contractors and 
home owners. There are different 
people you might have to see about 
a new building. If a speculative 
builder, you only have to contact 
him. If a contractor who is build- 
ing for an owner, you first see the 
contractor and if you get in his 
good graces he tries to steer the 
owner to you. In such a case you 
take mounted samples and litera- 
ture and pictures of installations 
showing what other homes have 
used. Where a home owner is in- 
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The tool and sporting goods departments are visible from the street. 
The section is extremely neat and prices invariably are in eviderce. 


volved, it is a matter of salesman- 
ship, since you are selling an engi- 
neering job. If it is for some large 
public building, institution — or 
office building you see the archi- 
tect. in which instance it is strictly 
a bid proposition.” 


Near Shopping Center 


The firm was established in th» 
San Marco district because in the 
opinion of the owners. “It is the 
most progressive section of Jack- 
sonville.” In faci the section is 
still building and is near the San 
Marco shopping center. which con- 
tains about every type of business 
except a hardware store. When 








shopping center as he 
could. 

Paint is a big line because the 
store sells two different lines. One 
is a nationally-known brand. One 
is for contractors and the other for 


possibly 


home owners. In most instances. 
sales of paint to contractors are on 
a cash basis or on the home own- 
Where 


the sale is on an owner's guar- 


ers personal guarantee. 


antee the store asks the owner to 
make the check payable to the 
painter and the store jointly. 
The store’s wrapping counter 
was originally toward the front of 
the store. Now it and the cash ree- 
ister table are in the rear, on an 
“L” shaped fixture in order to 


Mr. Matthews opened the store his 


thought was to get as close to the 





Paint brushes, cleaners and allied items are flanked on each side by 
paint displays. A venetian blind adds to the section's appearancc. 
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The combination "L" wrapping table and cash register desk provides 
ample space for displaying impulse items. Wrapping materials are 
below display top level. Customers have ample space on all sides. 


give full space for wrapping fa 
cilities and cash register and still 
have space for displaying impulse 
and seasonal items. This location 
serves to better attract trafli 
through the entire store. 

The brush display on either side 
of the venetian blind was con- 
structed by the store staff and each 
portion of it is easily accessible to 
persons of average height. The 
wide space between it and the cas! 
register and wrapping table e: 
courages people to serve the: 
selves from the brush trays whic! 


are fastened at an angle whi 
makes inspection and service 
easy matter. 

Matthews & Barber have a show- 
room 25 by 50 ft. in size and 
35 by 20-ft. stock room. 
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Giese's store and restaurant 





¢ busi present this 


wide sweep of display windows with open and semi-closed backs. 


Center-of-Store Location 


Attracts Appliance Prospects 


Win people walk 


into the store of the Giese Hard- 
ware Co., East Grand Forks, 
Minn., population, 3562, they are 
impressed by the large stock of 
appliances which they see display- 
ed at the center of the establish- 
ment, 

This appliance display has pur- 
posely been placed in a central 
position by H. G. and C. H. Giese, 
brothers, who own the store, for it 
is figured that in such an advan- 
tageous spot, appliances will get 
attention from the greatest volume 
of store traffic. 

People seeing so many different 
appliances are more inclined to 
stop and inspect them, pick up a 
folder or two to take home and 
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W hen a customer and the Giese Hardware Co. differ 
as to the value of a trade-in, the firm offers to 
sell the disputed item to another customer. Should 
they fail to do so, the firm's offer is accepted 





Appliances get central display. Note kitchen cabinet display at left. 
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read, or to ask some questions of 
a salesman. 

“We like this center of the store 
spot for appliances,” says Harold 
Giese, manager of the appliance 
department and son of H. G., “be- 
cause it’s easy to lead customers 
into it from all sides. In crossing 
from one side of the store to the 
other, or from front to back, cus- 
tomers will often walk through the 
appliance section. In this way we 
get many an extra sale.” 

A model kitchen flanks the ap- 
pliance display in an attractive 
manner. Mr. Giese wants this 
kitchen close to the general appli- 
ance display so there is continuity 
of interest. 

However, when the firm gets a 
good lead on a prospect, one of 
the staff visits the prospect’s home 
in order to talk over the matter. 
This is especially true with model 
kitchens, where a visit to the home 
and inspection of the kitchen to 
be modernized can prove decidedly 
fruitful. 


An Unusual Policy 


The second interesting thing 
about the store’s appliance depart- 
ment is its policy on trade-ins. As 
every dealer knows many custom- 
ers feel that their trade-ins are 
worth what they ask. 

When a store offers a certain 
trade-in on purchase of a new ap- 
pliance and a customer wants 
twice that figure, Giese Hardware 
Co. tells the customer the top price 
it will allow him. If he does not 
wish to accept this price they say 
they'll put his trade-in on display 
at his own price in their store. In 
the meantime, the prospect can buy 
his new appliance knowing that he 
can always get the store’s trade-in 
offer. 

Sometimes the prospect’s trade- 
‘in sells at his price, and the store 
does not need to bother with the 
matter further, says Harold Giese. 
However, if it doesn’t sell at the 
prospect’s asking price, then the 
store will buy it at its agreed price. 


“Putting the customer’s used 
merchandise on display in our 
store gives him the benefit of our 
daily traffic,” says Mr. Giese, “and 
we always point out this factor to 
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the customer. It shows him that 
if his trade-in does not sell at the 
price he asks that he’d better let 
us handle it at our offer. However, 
if the appliance sells, we don’t 
have to worry about taking it in.” 


Added Assistance 


The Giese Hardware Co. appli- 
ance department also benefits in- 
sofar as appliances are concerned 
by the activities of the Giese Hotel 
& Restaurant Supply Division. 
This latter firm is owned by H. G. 
Giese and it frequently turns over 
domestic appliance tips from its 
customers to the hardware store. 

Another excellent source of ap- 





pliance sales comes from the firm’s 
bottled gas division. The store 
has more than 300 bottled gas cus- 
tomers with deliveries being made 
throughout a wide area of western 
Minnesota. The service man who 
handles such deliveries often 
makes many appliance sales to his 
customers, usually through invita- 
tions to them to come to the store 
and see the appliance display. 

Advertising on appliances is 
done in newspapers, by direct mail 
and via the radio. The firm uses 
large size newspaper space sea- 
sonally in a daily newspaper pub- 
lished across the Red River in 
Grand Forks. N. D. 


Santa Still Pulls Them In 


T’S a smart store that knows a 
good promotion and last year 
Jones-Mack, Topeka, Kan., proved 
that a visit from Santa was a sure- 
fire drawing card. The proprietors 
of this hardware store flew Santa 
in from the “North Pole” and were 
at hand with 6000 others to greet 


his landing at the airport. A cara- 
van of admirers followed him to 
the store and into the store, as this 
photograph proves. But Santa’s 
work wasn’t done for each evening 
he broadcast from the store during 
a 15-minute radio program 
for youngsters and grown-ups. 





Santa about to broadcast on his regular program. 
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Tom Sawyer, champion high school skier at left, looks on while Bob Henderson, ski shop 
manager, demonstrates a ski repair job to John Bulson, store sporting goods manager. 


Ski Sales and Repairs Account 
For 15 Per Cent of Volume 


™ from the ski 
sales and repair shop operated by 
King & Dexter, 11 Monument Sq., 
Portland, Me., accounts for 15 per 
cent of the store’s annual sales vol- 
ume despite the fact that the shop 
is open for only six months every 
year. 

One side of the sporting goods 
department at King & Dexter’s is 
devoted each winter to a display of 
skis and ski accessories. Just off 
the department, in a small alcove, 
is the ski repair shop. The shop 
is decorated in knotty pine panel- 
ing, and its entrance resembles the 
entrance to a log hut. 

King & Dexter’s ski shop is 
headquarters for skiers in south- 
ern Maine. As many of the state’s 
ski tows are within 50 miles of 
Portland, the firm makes every ef- 
fort to keep the latest up-to-the- 


Radio and newspaper advertising, together with 
service and the proper setting, get results in 
a six-month season for firm of King & Dexter 


minute information posted for the 
benefit of its customers. Ski tow 
operators cooperate with the hard- 
ware firm and frequent reports of 
ski conditions and other data are 
sent in by them. Tickets for ski 
films and ski club sponsored 
events in the Greater Portland area 
also are handled by King & Dexter. 

Promotion of the shop is kept in 
high gear during the winter 


months by use of radio and news- 
paper plugs. Regular spot an- 
nouncements over local’ radio sta- 
tions call listeners to the ski shop. 
while two-column, 1-in. ads for the 
ski shop are found on the daily 
newspapers’ sports pages. 

The ski shop is the product of 
14 years of growth. It was first set 
up by Frank and William Dow, 


(Continued on page 285) 








11 Monument Sq. 


SKI SHOP 


Equipped to Do Complete Repair Work on Your Skiis 


KING & DEXTER CO. 


DIAL 2-4668 


Portiand, Me. 








One of the spot ads used by the firm. It was two columns wide, 1 in. high. 
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Skyline of Atlantic City 


a’ A Review of the 


W sresincs of the 


need for curtailed Federal spend- 
ing and the dangers inherent in 
the threat of Communism and the 
spreading of the holdings of co- 
operatives, while the tax bill of 
private enterprise continues to 
soar were among the main topics 
of the joint annual convention of 
the American Hardware Manu- 
facturers’ Association, the Na- 
tional Wholesale Hardware As- 
sociation and the latter’s affiliate 
the National Association of 
Sheet Metal Distributors. Held 
at the Marlborough-Blenheim, 
Atlantic City, N. J. Oct. 10 to 13, 
inclusive, it was the 55th annual 
convention of the N.W.H.A., the 
39th annual session of its af- 
filiate the N.A.S.M.D. and the 
97th semi-annual convention of 
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the A.H.M.A., The A.H.M.A. an- 
nounced that in 1951 it will hold 
its Conference Booth Program 
in the Atlantic City Public Audi- 
torium. 

Total registration was slightly 
under that of 1948. This year’s 
total, including delegates and 
guests numbering 2424, compared 
with 2480 in 1948. Despite this 
slightly lower total there were 
more companies represented, 632 
this year as compared with 621 
concerns last year. 


Resolutions 


Resolutions were passed by 
both the N.W.H.A. and its affil- 
iate, the N.A.S.M.D., one seek- 
ing to have co-operatives taxed 
on the same bases as the busi- 
nesses with which they compete 


HARDWARE AGE, OCTOBER 20, 1949 


and the other to favor Bill S. 
1008, “which would permit the 
quoting of delivered prices, pro- 
vided there is no collusion with 
competitors.” 

The resolution on delivered 
prices reads: 

WHEREAS, the United States’ 
Senate and the House of Repre- 
sentatives have recognized the 
very real need for clarifying the 
situation created by the Supreme 
Court’s decision in the Cement 
Case and 

WHEREAS, Bill S. 1008, which 
would permit the quoting of de- 
livered prices, provided there is 
no collusion with competitors, 
is now in Conference Committee, 
needing only agreement on 
minor differences, and 

WHEREAS, action on this legis- 
lation would be extremely help- 
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as seen from the sea. 


ful to business in making plans 
for the future and in eliminating 
the present confusion; therefore, 
be it 

RESOLVED, by the Members of 
the National Wholesale Hard- 
ware Association in Convention 
assembled this 13th day of Oc- 
tober, that we go on record urg- 
ing the Conference Committee, 








rag gob BP ™ 


under Senator Pat McCarran 
and Representative Emmanuel 
Celler, to act and report the Bill 
to both Houses for final vote, 
and be it further 

RESOLVED that a copy of this 
Resolution be forwarded to the 
above Members of Congress both 
by the Association and by all 
Members. 
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Fred Hess & Son 


Atlantic City Convention 


ro slightly under 1948's nearly 2500 at joint annual convention of the 
National Wholesale Hardware Association and the American Hardware Manu- 
facturers Association, in Atlantic City, Oct. 10 to 13. Senator Byrd tells joint session 
of need for balanced budget in Federal Government and of the necessity for fighting 
for the American System of Free Enterprise. Wholesalers and Sheet Metal Distribu- 
tors ask for Tax Equality which would place Co-ops under same taxes as private busi- 
nesses with which they compete. Urge passage of bill “which would permit the quoting 
of delivered prices, provided . . . no collusion." Manufacturers re-elect H. F. Seymour 

as president and Wholesalers re-elect John H. Mize. 


The N.W.H.A 
the taxation of 
reads :- 

WHEREAS, it appears that the 
next session of Congress will 
present an excellent opportunity 
to obtain legislation which would 
make the income of all business 
taxable on the same basis, with 
Cooperatives being required to 


resolution on 
co-operatives 


127 








figure their tax prior to the de- 
duction of patronage dividends, 
and 

WHEREAS, the need for addi- 
tional revenue is becoming in- 
creasingly necessary due to the 
National Budget being out of 
balance and 

WHEREAS, Chairman Seth Mar- 
shall and his Committee on Co- 
operatives have been most active 
in endeavoring to obtain Con- 
gressional action and 

WHEREAS, at the present time 
more people are acquainted with 
the great importance of taxing 
the untaxed, in fairness to those 
who are now sharing a heavy 
burden of taxation; therefore, 
be it 


RESOLVED that our Members 
continue to direct the attention 
of their Senators and Represen- 
tatives to the need for action 
and that they also support the 
efforts of our Committee, and be 
it further 

RESOLVED that we place on 
record our sincere appreciation 
to our Committee on Coopera- 
tives and to Chairman Marshall 
for their able and untiring ef- 
forts. 


Sen. Byrd Decries Spending 


In the principal address of the 
convention, delivered at the joint 
session, Wednesday morning, 
Senator Harry F. Byrd, of Vir- 








JOHN H. MIZE 


Blish, Mize & Silliman 
Hardware Co. 
Atchison, Kan. 

President 


OFFICERS 
of the 


NATIONAL WHOLESALE 


HARDWARE 
ASSOCIATION 


Re-elected at Atlantic City, N. J. 


Oct. 13, 1949 


Vice-Presidents 


W. P. Tracy, The Tracy-Wells Co. 
William A. Parker, Beck & Gregg Hardware Co. 
Ray P. Farrington, Potts-Farrington Co. * 


Managing Director 
George A. Fernley 


Executive Secretary 


Thomas A. Fernley, Jr. 


Advisory Board 


F. A. Heitmann, F. W. Heitmann & Co. 

C. J. Whipple, Hibbard, Spencer, Bartlett & Co. 
Shannon Crandall, California Hardware Co. 
Mark Lyons, McGowin-Lyons Hardware & Supply Co. 
Glenn E. Jennings, Wright & Wilhelmy Co. 
Edward F. Pritzlaff, John Pritzlaff Hardware Co. 
Henry J. Allison, Allison-Erwin Co. 


Executive Committee 


1952 


L. M. Stratton, Jr., Stratton-Warren Hardware Co. * 
Charles Wheeler, Salt Lake City Hardware Co. * 
A. W. Shapleigh, Shapleigh Hardware Co. * 


1951 


Charles L. Hildreth, The Emery Waterhouse Co. 
Robert C. Lenfesty, Seattle Hardware Co. 
R. C. Neely, Jr., Amarillo Hardware Co. * 


1950 


Wakefield Baker, Baker & Hamilton 
George W. Welles, Jr., Kelley-How-Thomson Co. 


* Newly Elected 


Spencer E. Cram, W. Bingham Co. 
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ginia, a member of the Senate 

Finance Committee, gave a chal- 

lenging revelation of the state of 

the nation’s finances. 

Senator Byrd explained that 
the country’s debt now stands at 
more than a quarter of a trillion 
dollars. Nothwithstanding this, 
he told his audience, “I frankly 
concede that to date there is no 
indication of a public conscious- 
ness of the immediate danger in- 
herent in our position which is 
approaching the brink of na- 
tional insolvency.” 

The senator said that if the 
present trend of government 
spending continues at a rate far 
in excess of its income, national 
insolvency lies ahead. “Neither 
the democratic form of govern- 
ment nor a free enterprise sys- 
tem can exist in national in- 
solvency,” he warned. 

Both the wholesalers and the 
manufacturers re-elected their 
presidents for another year, 
and new members of their re- 
spective executive committees. 
R. C. Neely, Jr., Amarillo 
Hardware Co., Amarillo, Tex., 
was elected a member of the 
N.W.H.A. executive committee, 
to succeed Charles E. Nash, 
Nash Hardware Co., Fort Worth, 
Tex., who resigned. L. M. Strat- 
ton, Jr., Stratton-Warren Hard- 
ware Co., Memphis, Tenn.; 
Charles Wheeler, Salt Lake City 
Hardware Co., Salt Lake City, 
Utah, and A. W. Shapleigh, 
Shapleigh Hardware Co., St. 
Louis, Mo., were elected mem- 
bers of the executive committee 
of N.W.H.A. to serve until 1952. 

Newly elected members of the 
A.H.M.A. executive committee 
are: R. W. Chamberlain, The 
Stanley Works, New Britain, 
Conn.; Mark J. Lacey, Peck, 
Stow & Wilcox Co., Southington, 
Conn., and Walter W. Rector, 
True Temper Cerp., Cleveland. 

Roy P. Farrington, Potts- 
Farrington Co., Philadelphia, Pa., 
was elected as president of the 
Sheet Metal association succeed- 
ing John P. Speck, Tiffin Art 
Metal Co., Tiffin, Ohio. 

Details as to the complete ros- 
ter of officers of each of the as- 
sociations appear elsewhere in 
this issue. 


Opening Session 


Dr. Ralph C. Hutchison, 
president of Lafayette College, 
Easton, Pa., was the featured 
speaker at the traditional open- 
ing joint session on Monday 
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evening. Taking as his subject 
“The Imperalism of Peace,” he 
said that there is in the world 
today the making of a third 
global conflict. The impulse for 
war now exists in Russia. She is 
being driven to conquest by the 
conditions which obtain within 
her borders. She has no choice. 
Communism is not the present 
issue. It is conquest. 


Could Have Prevented War 


The Japanese invasion of Man- 
churia, the Italian march into 
Abyssinia, Hitler’s march across 
his borders could all have been 
stopped if America had acted in 
a prompt, courageous and re- 
alistic manner. Instead of act- 
ing first and determining the 
cause of the conflicts after, we 
reversed the process with the 
result that we were finally ob- 
liged to pay for our indecision 
with lives and money. 

America could have stopped 
the conquest now going on in 
Europe. It may be a compara- 
tively bloodless conquest to date 
but it is, nevertheless, conquest. 
Russia’s only hesitancy now with 
regard to Jugoslavia is as to 
whether America and the United 
Nations will take a stand for 
the freedom of that country. 


The Monroe Doctrine 


The Monroe Doctrine firmly 
emphasized by this country has 
kept the Western Hemisphere 
free from the aggression of for- 
eign spoilers. What we have done 
for this continent we could now 
do for the world, he concluded. 





OFFICERS 
of the 
AMERICAN HARDWARE 
MANUFACTURERS 


ASSOCIATION 


Re-elected at Atlantic City, N. J. 
Oct. 13, 1949 


Vice-Presidents 
George H. Halpin, Minnesota Mining & Mfg. Co. 
Richard L. White, Landers, Frary & Clark 
Herbert B. Megran, Starline, Inc. 
Secretary-Treasurer 
Arthur L. Faubel, New York City 


Executive Committee 
1952 
R. W. Chamberlain, The Stanley Works * 


Mark J. Lacey, Peck, Stow & Wilcox Co.* 
Walter W. Rector, True Temper Corp. * 


1951 


Stanley Woodward, The Ruberoid Co., Chairman 
W. F. Barnes, New York Wire Cloth Co. 
Arch L. Hager, C. Hager & Sons Hinge Mfg. Co. 


1950 


R. H. Coleman, Remington Arms Co. 
T. D. Vandervoort, Clemson Bros., Inc. 
B. B. Wood, The Wood Shovel & Tool Co. 





HAROLD F. SEYMOUR 


Columbian Vise & 
Mfg. Co. 
President 


Advisory Board 
P. B. Noyes, Oneida, Ltd. 
Fayette R. Plumb, Fayette R. Plumb, Inc. 
Isaac Black, Russell & Erwin Mfg. Co. 

S. Horace Disston, Henry Disston & Sons, Inc. 
D. A. Merriman, American Steel & Wire Co. 
J. E. Stone, The Stanley Works 
A. E. Alverson, Greenlee Tool Co. 
Robert G. Thompson, The Lufkin Rule Co. 
H. B. Wilson, Mathias Klein & Sons 
Richard Harte, Ames Baldwin Wyoming Co. 
Spencer T. Olin, Western Cartridge Co. 
John S. Tomajan, The Washburn Co. 
Herbert P. Ladds, National Screw & Mfg. Co. 
Charles F. Rockwell, New York City (Honorary Member 


* Newly Elected 





N.W.H.A. Seeks Tax Equality and 
Clarified Rules on Delivered Prices 





T the final session of its 55th 
annual convention the Na- 
tional Wholesale Hardware Asso- 
ciation again expressed its ap- 
proval of the premise that Con- 
sumer Co-ops should be taxed on 
the same basis as private busi- 
nesses with which they compete. 
Another resolution urged pas- 
sage of Bill S. 1008 “‘which would 
permit the quoting of delivered 
prices, provided there is no col- 
lusion with competitors.” 
The first separate meeting of 
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N.W.H.A. held Tuesday morn- 
ing, in Ocean Hall, Marlborough, 
heard a review of association ac- 
tivities by Thomas A. Fernley, 
Jr., Philadelphia, Pa., executive 
secretary. Mr. Fernley pointed 
out that “A recent survey of the 
members of the American Hard- 
ware Manufacturers Association 
revealed that 931% per cent ex- 
tend the customary 2 per cent 
cash discount. 

“Our Overhead Expense fig- 
ures also show that members re- 


1949 


















ceive an average of 2 per cent on 
over 86 per cent of the volume 
of their purchases.” 

He gave September, 1949, 
comparisons, with the same 
month last year, on wholesale 
hardware sales, inventories and 
accounts receivable. Sales were 
reported to average 9 per cent 
below September, 1948, inven- 
tories 7 per cent less on Sept. 30, 
1949, than they were the same 
date last year. Accounts receiv- 
able, for Sept. 30, 1949, were re- 
ported as 6 per cent under the 
same date in 1948. 

John H. Mize, Blish, Mize & 
Silliman Hardware Co., Atchi- 
son, Kan., who presided at all 
meetings of N.W.H.A. was re- 
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(Fred Hess & Son) 


Some of the members and guests attending the joint opening session, Monday evening, in the Wedgewood Room 
of the headquarters hotel. Dr. Ralph C. Hutchison, president, Lafayette College, Easton, Pa., was the speaker. 


elected president. In his annual 
address at the final session he 
said, in part: “Particularly, at 
this very eventful period I am 
anxious to confirm the views of 
many in our industry that we 
are actually breathing deeply 
the scents of a dying recession in 
our national economy. There is 
a well defined belief that our 
post-war business ‘let down’ has 
already traveled, both in time 
and depth, a long, long way and 
is now struggling toward a lev- 
eling off period of so-called good 
business as compared to boom 
business or poor husiness. 

“My predecessors for the past 
12 or 13 years have been able to 
report to you that business has 
been increasing in volume each 
vear and I am indeed sorry that 
my annual address cannot im- 
part an equally favorable busi- 
ness report. Our monthly reports 
on volume would indicate that 
our average decline this year 
through September is off about 
12 to 14 per cent as comnared 
with the same period in 1948. 
From now on our declines should 
level out, and by the end of the 
second quarter of 1950 an opti- 
mistic view most certainly can 
be taken. It is apparent, though, 
that volume must be kept on a 
relatively high level or we are 
likely to find a lot of bright red 
ink on the face of our onerating 
statements. There is no way on 
xarth to keep profits from de- 
clining several times as fast per- 
centagewise as volume declines. 
Operating expenses have an un- 
flinching habit of remaining 
static, and any potential reduc- 
tion lags far behind a falling 
volume. The thing that makes 
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me most hopeful that a great 
deal of our recession troubles are 
behind us is that industrial 
prices have not gone down 
nearly as fast as after the last 
war. It goes without saying that 
the 1929 to 1933 depression over- 
shadows all in depth and dura- 
tion. We still have a lot of 
inertia to overcome—inertia re- 
sulting from recent lush years. 
New demand must be created by 
our industry through superior 
merchandise, superior perform- 
ance and distribution know-how. 
We have simply got to turn 
wasted dollars into profits. 


The Last Stages 


“We are now passing through 
the last stages of a jittery busi- 
ness uncertainty. Our recession 
was approximately 10 months 
old on Sept. 1 and there is rather 
convincing proof that within the 
last 60 to 80 days we can see a 
steady improvement in business 
activity in the production and 
distribution of goods. Steel op- 
erations continue at better than 
85 per cent capacity. Scrap steel 
prices are fairly firm. Carload- 
ings, while down from a year 
ago, are showing a smaller per- 
centage of decline for the com- 
parative period. Lumber ship- 
ments are un considerahly. Cor- 
ynorate profits for the first nine 
months continue to reflect a high 
level. There is continued high 
activity in the auto and building 
industry. Seasonal sales at the 
retail level are highly satisfac- 
tory. Domestic business has 
been going through a period of 
intensive liquidation of inven- 
tory, and, as a result, merchants 


will have to take fewer inventory 
losses. Construction has picked 
up so sharply that some steel 
mills are actually a month be- 
hind on delivery of steel shapes. 
The farmer is still a highly pros- 
perous citizen and labor con- 
tinues to take a healthy share 
of industrial earnings. And 
finally our administration is 
making drastic efforts to talk up 
business through optimistic 
statements and emphasis. on 
good news. Capital expenditure 
for construction in 1950 as a re- 
sult of these favorable factors, 
should be high. On the other 
hand, there are certain unfavor- 
able factors which tend to cloud 
an otherwise rosy picture. 

Part of our recovery was due 
to protective buying and produc- 
tion against a _ possible steel 
strike which now has occurred. 
The chief lifting force of recent 
weeks is the fact that inven- 
tories were quite low as com- 
pared to actual needs. Unfortu- 
nately there was a tendency on 
the part of many retailers and 
some wholesalers to stop buying 
anything until inventories were 
reduced, and this had a tendency 
to retard actual balancing of 
stocks. For example, distribu- 
tors in our industry could see no 
percentage in placing normal 
pre-season orders for domestic 
heating stoves earlier this year 
with shipments down some 60 
per cent as compared to 1948 
Inventories were relativel) 
heavy in retail stocks and the 
general business picture looked 
none too good in May and June 
for fall sales. Manufacturers 
having no orders could see no 
point in building up inventories, 
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and right at this moment we are 
facing a good many shortages 
because there was no forward 
buying during the early summer 
months. Wholesale stocks and 
retail stocks of merchandise are 
much more diversified than pre- 
war—this plus depleted stocks 
and added emphasis of a normal 
seasonal demand at this time of 
year makes it a little too early 
to assume with confidence that 
our business adjustment has ac- 
tually run its full course. It is 
well to keep in mind that the 
normal needs of business men 
and their customers are filled. 
All of us are buying from hand 
to mouth. But this buyer’s mar- 
ket is a very normal thing—in- 
tense competition is a very nor- 
mal thing—and it is the Ameri- 
can way of doing business.” 


The Strike and Inflation 


“This morning, it is very ap- 
parent,” he continued, “that the 
strike situation now existing in 
coal and steel will soon loosen an 
inflationary force of great po- 
tential magnitude. There is little 
coal being produced and the pro- 
duction of steel is practically at 
a standstill. Opinions are a dime 
a dozen but only a miracle can 
avert a long shutdown. Whole- 
salers all over the country will 
be back on an allocation: basis 
as manufacturers dependent on 
basic steel feel the pinch and 
deliveries begin to slow. More 
and more shortages will appear 
in jobbers’ stocks just at a time 
when inventories were appear- 
ing to fill. Shortages are the 
eternal problem of distributors 
and these strikes will make a 
present annoying situation much 
the worse. Stabilization, just 
around the corner a few days 
ago, is now only a discarded hope 

-unless a prompt settlement of 
America’s labor problems is an 
immediate assurance.” 

“While here at the convention 
we must impress our manufac- 
turing friends with the fact that 
one of their main objectives 
should be to produce merchan- 
dise of good quality that can 
finally be sold to the consumer 
at a fair and competitive price. 
Our job as distributors is to 
make sure that we have this 
merchandise when our custom- 
ers want it and priced at a fair 
and reasonable figure. Finally 
the manufacturer and the dis- 
tributor and the retailer must 
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work in conjunction to render a 
final sale that will completely 
satisfy the hardware consumer. 
As prices decline or level out, all 
three levels of distribution must 
see to it that the consumer 
shares in the saving. The presi- 
dency of your association has 
given me an opportunity to see 
things and do things that may 
not come my way again, and 
your apparent and outward con- 
fidence in our administration 
makes me very humble. I hope 
that our decisions have been 
prudent and wise. Our various 
committees have been headed 
by able men and have functioned 
without a hitch. 

“IT can’t say too much for the 
performance of our Philadelphia 
office. The Fernleys simply get 
the job done and get it done 
right. Your executive commit- 
tee representing large and small, 
east and west, north and south, 





brings a cross section of thought 
to our association that is sincere 
and cautiously aggressive. More 
and mere I am impressed with 
the caliber of men in our indus- 
try—their ‘bigness’ shines in the 
toleration that the more mature 
hold for those who are ‘40 and 
under’ and the respect that those 
who are ‘40 and under’ hold for 
those who are mature. Truly we 
are one of the fine industry or- 
ganizations of the nation. 


Socialistic Thinking 


“In closing I wish to re-empha- 
size a feeling that permeates the 
serious thinking of practically 
all of us—and that is the very 
apparent trend of our Govern- 
ment toward socialistic think- 
ing. Too many government offi- 
cials in this country appear to 
want more government in busi- 
ness. In America today we con- 





RAY P. FARRINGTON 


Potts-Farrington Co.* 
President 


OFFICERS 
of the 


NATIONAL ASSOCIATION 


SHEET METAL 
DISTRIBUTORS 


Elected at Atlantic City, N. J. 


Oct. 11, 1949 


Vice-Presidents 


Alexander Thomson, Tanner & Co. * 
William H. Bowe, Herrick Co. ** 


Executive Secretary 


Thomas A. Fernley, Jr. 


1950 


Secretary 


Robert C. Fernley 
Executive Committee 


Roger K. Becker, Ohio Valley Hdwe. & Roofing Co. * 
Joseph F. Stumpf, York Corrugating Co. * 


1951 


Louis F. Demmler, Demmler Bros. Co.* 
Lee J. Haines, E. E. Souther Iron Co. ** 


1952 


E. M. McKenney, Conklin Tin Plate & Metal Co. ** 
A. G. Earnshaw, Earnshaw Sheet Metal Supply Co.** 


Advisory Board 
F. O. Schoedinger, F. O. Schoedinger 
A. J. Becker, Ohio Valiey Hdwe. & Roofing Co. 
Eugene Foley, Bayonne Steel Products Co. 
A. M. Vorys, Vorys Bros., Inc. 
John P. Speck, Tiffin Art Metal Co. 


* Re-elected 
** Newly Elected 















AT THE X-CLUB LUNCHEON 






(Fred Hess € Son) 


Thirty-five members and guests attended the X-Club luncheon, Tuesday, in the Chevy Chase 
Room, Marlborough-Blenheim, with Chief X John S. Tomajan, former A.H.M.A. president 
presiding. The club is comprised of past presidents of the American Hardware Manufac- 
turers Association, National Wholesale Hardware Association, Southern Wholesale Hard- 
ware Association, Texas Hardware Jobber's Association and the Old Guard. George H. 
Harper, Baltimore, Md., National Enameling & Stamping Co., the club's secretary-treasurer, 
was in charge of arrangements for the luncheon and meeting of the organization. 


tinually read a great deal about 
the so-called common man. The 
Government should do this for 
him; provide him with that; and 
take full care of him, if possible, 
from cradle to grave. 

“This may be all well and 
good. But what about the un- 
common man—the man of excep- 
tional ability and talent—the 
type of man who develops a 
country’s raw materials, who 
builds up new industries that 
provide the common man with a 
livelihood, who invents things 
which make life easier for the 
common man? What about 
him?” 


The Present Trend 


He said, further, “The trend 
seems to be to pull the uncom- 
mon man, upon whom rests the 
entire responsibility for human 
progress, down to the level of 
the common man, who enjoys his 
present high standard of living 
only because of the things made 
possible by the uncommon man. 
It is all very well to provide for 
the common man, but definitely 
not at the entire expense of the 
uncommon man. It has_ been, 
and always will be, the latter 
who points the way toward 
human progress and makes it 
possible for the former continu- 
ously to improve his _ living 
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standards and way of life. The 
amazing thing about all this is 
that there are still those among 
us, including some in govern- 
ment and labor and educational 
circles, who seem to believe that 
a socialistic—yes even a commu- 
nistic—economy would work out 
beneficially for the ‘common man’ 
if given a fair chance. And this 
despite the mountains of con- 
trary evidence which loom before 
us on the pages of history—both 
ancient and current. There must 
be an incentive for a man of 
exceptional ability to rise above 
the common level. 

Policies of fréedom and individ- 
ual enterprise have been respon- 
sible for our progress to date, 
and they will serve us well in the 
future if we will but adhere to 
them. Yet I believe business men 
must realize that the trend to- 
ward socialistic thinking on the 
part of the masses—at least the 
voting masses—is with us. There 
are many people who hold that a 
larger share in the benefits of 
our way of life and the products 
of the capitalistic system must 
reach the lower income groups, 
especially unorganized labor. It 
is possible that either we busi- 
ness men must work out some 
solution whereby this can be 
achieved or, by default, foresee 
that the politicians will do it for 
us in a much less satisfactory 
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way. The best brains in America 
are found in business, and if 
more of them are applied to some 
of our social problems, in order 
that they will mesh with our 
democratic form of capitalism, 
we will achieve a better way of 
life for either the common or the 
uncommon man. 

“Whatever we do, we mustn’t 
forget the uncommon man,” he 
concluded. 


Report on Cooperatives 


The report of the Committee 
on Co-operatives, was read by 
Seth Marshall, chairman of the 
board, Marshall-Wells Co., Du- 
luth, Minn., as the concluding 
portion of the Tuesday morning 
session of the N.W.H.A. In part 
it stated, “In the first place, 
there is no hope that a separate 
tax-equality law will ever be 
passed by Congress. We know 
now that we must have a tax- 
equality provision in a general 
revenue bill. 

“In both the House and the 
Senate are at the present time 
bills awaiting action, and though 
neither has been voted on during 
the first session, both will be 
fully alive and ready for consid- 
eration when Congress recon- 
venes in January. Furthermore, 
it is now practically assured that 
there will be a general tax re- 
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vision bill in 1950—and the pros- 
pects are brighter than ever be- 
fore that this bill will contain a 
provision to tax the tax-exempts. 

“Let us repeat the statement 
we made last year. In 1937 the 
national co-op volume was $600 
million a year. In 1948 it was 
nearly $18 billion.” 

Further the report stated, 
“You might be interested to 
know that in Great Britain, a na- 
tion with some 40 million people, 
there are nine million members 
of co-ops; that co-ops do 25 per 
cent of the national volume; that 
they not only do not pay a cor- 
poration tax, but their patron- 
age dividends are not taxed 
either; that they are the strong- 
est political factor in England 
today. They crack the whip po- 
litically, and private enterprise 
is just about helpless against 
this kind of competition in En- 
gland.” 

A special sporting goods ses- 
sion held Wednesday morning 
by N.W.H.A., was addressed 
by Mrs. B. A. Coleman, vice- 
president in charge of sales, 
B. F. Gladding & Co., Ince., S. 
Otselic, N. Y., manufacturers of 
fishing lines and the first woman 
to address an individual meeting 
of N.W.H.A., in its history. She 
outlined a program, for whole- 
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The Marlborough-Blenheim, scene of the convention. 


salers, by which she thinks the 
hardware trade can do a greater 
share of the potential sporting 
goods market of almost $650,- 
000,000 per year. She urged 
wholesalers to do a more in- 
tensive job of merchandising 
sporting goods by more special- 
ized selling and by working more 
closely with hardware stores on 
sporting goods. 

R. H. Coleman, director of 
sales, Remington Arms Co., 
Bridgeport, Conn., spoke on 
“How the Wholesaler Can Be- 
come a More Important Factor 
in the Sporting Goods Field,” at 


ATTEND OLD GUARD DINNER 


+ ty: 


the same session. He pointed out 
that the yearly manufactured 
value of sporting goods products 
is now three times what it was 
in pre-war days. He _ recom- 
mended that wholesalers, desir- 
ous of making their companies 
greater factors in sporting 
goods, consider adoption of a 
definite workable plan pointed 
toward that objective. 

W. N. Dixson, Jr., Brown- 
Rogers-Dixson Co., Winston- 
Salem, N. C., at the concluding 
N.W.H.A. session, Thursday 
morning, spoke on “Turn-over 
and What It Means to the Whole- 





(Fred Hess & Son) 


The Old Guard's convention dinner and meeting were held Tuesday evening, in the 
Brighton Hotel, with C. R. Eaves, C. R. Eaves & Co., Chattanooga, Tenn., manufacturers’ 
agents, and president of the organization conducting the meeting and festivities. Sixty 
members and guests attended the gathering. Among the honored guests were: H. F. 
Seymour, president, A.H.M.A.; John H. Mize, president, N.W.H.A.; John H. Tomajan, past 
president, A.H.M.A.; Thomas A. Fernley, Jr., executive secretary, N.W.H.A.; Robert C. 
Fernley, secretary, N.A.S.M.D.; A. C. Rankin, Teague Hardware Co., Montgomery, Ala., a 
past president of the Southern Wholesale Hardware Association and Arthur L. Faubel, 
secretary-treasurer, A.H.M.A. Arrangements were in charge of George H. Harper, Balti- 
more, Md., National Enameling & Stamping Co., chairman of the advisory committee. Each 
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of the honored guests and others at the speakers’ table was invited to say a few words. 










ATES HARDWARE CLUB'S HEAD TABLE 





rt * gfe vt - ' J » = 
(Fred Hess & Son) 
Officers and honored guests at the guest table of the Central States Hardware Club's 
stag party, Sunday evening in the American Room of the Traymore Hotel. Honored guests 
were officers of the N.W.H.A., A.H.M.A. and Southern Wholesale Hardware Association. 
At the head table were, left to right: J. A. Billings, The Payson Mfg. Co., treasurer of the 
club; Ben Leve, Chicago, The Carborundum Co., club secretary; Rollin B. Plumb, Eagle 
Lock Co., club vice president; Will J. Feddery, Cleveland, Ohio, central western manager, 
HARDWARE AGE, and chairman of the board of the club; H. F. Seymour, Columbian Vise 
& Mfg. Co., Cleveland, Ohio, A.H.M.A. president; A. R. Meyers, General Hardware Co., 
Milwaukee, Wis., president of the club; John H. Mize, Blish, Mize & Silliman Hardware Co., 
Atchison, Kan., president, N.W.H.A.; W. H. Terstegge, Stratton & Terstegge Co., Inc., 
Louisville, Ky., president, $.W.H.A. and T. W. McAllister, Southern Hardware, and sec- 





saler.”” John H. Stauffer, Herr & 
Co., Inc., Lancaster, Pa., then 
spoke on “What We Are Doing 
to Assist the Retailer,” outlining 
reports his company issues to 
its salesmen and its dealer cus- 
tomers. 

George W. Welles, Jr., vice- 
president, Kelley-How-Thomson 
Co., Duluth, Minn., gave the con- 
cluding address on the subject, 


retary, S.W.H.A. 


“How Freight Rates Are Affect- 
ing The Wholesaler and Retail- 
er” and indicated his distress 
over “the increasing pressure 
for unusual and illogical equal- 
ization of freight rates and for 
prepaid delivery to the retailer.” 
It was his contention that such 
practices adversely affect the 
cost of those originating or 
meeting them. 


] 
ij 


A.H.M.A. Votes Conference Booth 
Plan in Atlantic Auditorium 


During 1951 Convention 


NE of the most important 

business sessions of the 
American Hardware Manufac- 
turers’ Association was devoted 
to an open forum discussion of 
the Contact Area vs. Contact 
Booth plan. Taking place on 
Tuesday morning, the floor dis- 
cussions were opened by H. C. 
Seymour, Columbian Vise & 
Mfg. Co., Cleveland, Ohio, presi- 
dent of the manufacturers’ 
group, whose entire president’s 
traditional message was devoted 
to the subject. Mr. Seymour had 
this to say: 

“T want to bring out in open 
discussion this Contact Area- 
Booth Idea in the hope of having 
our members “take their hair 
down” and give us all the benefit 
of their thinking on this sub- 
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ject which has taken on such im- 
portance. 

“As you know, the conven- 
tion is primarily to afford oppor- 
tunities for contacts—it is a con- 
tact convention and I assume we 
all want it to continue to be and 
to improve it in every way pos- 
sible. 

“However, for the last few 
years we have been facing an 
increasingly difficult condition, 
and that is the size of the con- 
vention. Both associations have 
increased in membership with 
the natural result that the con- 
ventions have grown to a point 
where there are only a few cities 
in the country with accommoda- 
tions capable of housing them, 
plus the possible added necessity 
of contact areas and booth space. 


Announcement was made that 
the contact booth plan would be 
carried out in 1951 at the Atlan- 
tic City Public Auditorium. 
Asked how they felt about this 
year’s contact area plan, one 
third of those present indicated 
they thought it successful, while 
about an equal number expressed 
the opinion it was only partially 
successful in its present form. 


“The result has been that our 
size is tending to defeat the very 
purpose for which we come 
contacts. 

“Last year, to counteract this, 
the ‘contact area’ plan was used 
and in many respects it served 
our purpose. This year, we have 
endeavored to profit by our ex- 
perience of last year with the 
results which you experienced 
yesterday and will also experi- 
ence tomorrow. 

“Obviously, the whole idea is 
to make it possible for whole- 
salers to find the manufacturers 
whom they wish to meet. It was 
for that purpose that I wrote 
our members a letter on August 
29, urging manufacturers’ execu- 
tives to take their places in their 
respective contact areas on Mon- 
day and Wednesday of the con- 
vention week from two to four 
o’clock each afternoon. 

“Accompanying this letter, as 
you know, was a copy of a let- 
ter written to me by John Mize, 
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president of the National Whole- 
sale Hardware Association, 
stressing the desire that our 
members follow this procedure. 
(You may well ask why we do 
not reverse things on one day 
and have the wholesalers in their 
Contact Areas so that we man- 
ufacturers can locate them. 
Frankly, I do not think that it 
would be fair. They would be 
mobbed by those who do sell 
them as well as those who do 
not sell them but who would 
like to.) 

“Before asking for your sug- 
gestions and criticisms I wish to 
say that the National Supply 
and Machinery Distributors’ As- 
sociation and the American Sup- 
ply and Machinery Manufactur- 
ers’ Association held their con- 
vention here and beginning in 
1948 their size forced them to 
follow somewhat this same pro- 
cedure for making contacts pos- 
sible. 

“We have 118 members in our 
association who are also mem- 
bers of the manufacturers’ asso- 
ciation and many of them are 
here. Our secretary and treasur- 
er, Arthur Faubel, has had a 
booth set up in this corner. This 
booth indicates the method used 
by these industrial supply asso- 
ciations and it is a further step 
in the direction of making: con- 
tacts possible quickly and easily. 


The Booths 


“These booths, which average 
about 10 feet by 12 feet, would 
cost not in excess of $100 each, 
completely equipped; with some 
manufacturers having two 
booths. The company name and 


W. P. TRACY 
The Tracy-Wells Co. 


N.W.H.A. 
VICE 
PRESIDENTS 





A.H.M.A. VICE PRESIDENTS 





R. H. COLEMAN 





GEORGE H. 





. HALPIN RICHARD L. WHITE 
Remington Arms Co. Minnesota Mining Landers, Frary & Clark 
& Mfg. Co. 


the booth number appear over 


each booth, and correspondingly 
in the program. It makes it very 
easy for a distributor to contact 
any manufacturer he desires. 
(To give you my personal expe- 
rience, we had 64 distributor 
companies at our booth in 1948 
here in the auditorium, and this 
year, in the Cleveland Auditori- 
um, we had 85, with an average 
of over two men per distributor. 
Other manufacturers had simi- 
lar and in many cases even more 
impressive experiences than that. 
I defy anyone to contact that 
many different manufacturers 
without some such method.) 
“There is no thought of very 
serious conversations taking 
place in the booths, or at any 
rate, the number in attendance 
makes such a thing almost im- 





W. A. PARKER 
Beck & Gregg Hdwe. 
Co. 
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possible, but it does afford the 
opportunity to make an appoint- 
ment to meet at some convenient 
room or any other place for seri- 
ous conversation. 

“The booths are assigned by 
drawing lots by an impartial cer- 
tified public accountant, and 
none of them is changed in ex- 
act location except to avoid put- 
ting two or more competitors in 
close proximity. There are no 
exhibits, no samples and no 
liquor; and there will be none. 
Each manufacturer agrees to 
these conditions in applying for 
his space and if any of the con- 
ditions are violated, his booth 
may be closed and he will leave 
the auditorium. 

“The lobbies and public areas 
of a hotel like the Marlborough- 
Blenheim work out fairly well 
for the contact areas plan, but 
when the Industrial Supplies As- 
sociation adopted the booth plan 
it transferred the contact-con- 
ference feature of its convention 
to the Auditorium here in At- 
lantic City, and again last April 
in Cleveland. 


Could Do It Next Year 


“We could do that beginning 
next year—1950—provided we 
are willing to hold our Conven- 
tion in November for that one 
year. Beginning in 1951, if we 
signed up right now, we could 
have the Atlantic City Auditori- 
um in October, at our usual con- 
vention time, and undoubtedly 
thereafter. 

“There is one other possibility. 
The Haddon Hall in Atlantic 
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City would like our convention 
beginning in 1951, in which case 
it would make available to us the 
lobbies and public areas suffi- 
cient to accommodate about 350 
conference booths. 

“The executive committees of 
the National Association and our 
own visited Haddon Hall last 
Sunday afternoon with the idea 
of sizing it up for future use. 

“There is the story and here 
are the replies to my letter of 
August 29—72 in all; favorable 
—64; no opinion (usually on ac- 
count of no experience)—7; op- 
posed—1. 

“There may be some who have 
not participated in the Contact 
Areas or in the Booth Plan in 
which case there may be ques- 
tions which you would like to ask. 
I believe there are enough of us 
here in the room who have had 
sufficient experience to give you 
intelligent answers. 

“We would welcome the expres- 
sion of anyone here as to whether 
either of these ideas, namely, 
contact areas or the booth, is 
desirable; and if there is a pref- 
erence of ‘opinion, to express it.” 


Discussions 


Following his address, Mr. 
Seymour called for discussions 
from the floor. R. L. White, 
president, Landers, Frary & 
Clark, New Britain, Conn., was 
first to voice his opinions and 
while he said that last year he 
did not feel that the contact area 
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had proven too successful, at 
this convention it was success- 
ful and had enabled his company 
representatives to see a good 
many more wholesalers than 
otherwise possible. A point in 
favor of the plan, made by Mr. 
White, was that it enabled new 
people to get acquainted. Fol- 
lowing Mr. White, L. M. Knouse, 
Stanley Tools, rose to state that 
he favored the Contact Booth 
idea. 

Robert Kastor, Camillus Cut- 
lery Co., said that with the Na- 
tional Hardware Show dates 
overlapping this convention, it 
was unfortunate that many 
wholesalers were leaving Atlan- 
tic City on Wednesday in order 
to attend the show. This, he said, 
weakened the contact area idea 
during Wednesday. 

Mr. Seymour, manufacturers’ 
president, answered Mr. Kastor, 
acknowledging the conflict of 
dates and promised that next 
year the same situation would 
not appertain. He pointed out 
that the National Hardware 
Show had become an important 
reality for hardware people. 


Favored Contact Plan 


George Halpin, Minnesota Min- 
ing & Mfg. Co., said he favored 
the contact plan because it en- 
abled everyone to get better ac- 
quainted; because it made it 
easier to locate people. He also 
said he favored the Contact 
Booth plan over the Contact Area 
plan. 

G. N. Coughlan, G. N. Cough- 
lan Co., asked if it would not 
be permissible for manufactur- 
ers to display a placard listing 
the brand names or types of 
product made. He said that often 
a company name did not pro- 
vide any indication of the type 
or brand name of product sold, 
and such a placard would solve 
that problem. Mr. Coughlan also 
discussed the “conflict” of dates 
between the National Hardware 
Show and the convention and ex- 
pressed himself as being against 
the idea of a privately sponsored 
show. He also expressed himself 
as favoring an association spon- 
sored hardware show. 


Ralph D. Mount, The Bassick 
Co., asked if it would not be pos- 
sible to lengthen the hours dur- 
ing which the contact area plan 





was in effect. The present two- 
hour periods, on two days of 
the convention, were inadequate 
for affording sufficient time to 
make all the desired contacts. He 
suggested two, four-hour peri- 
ods. 

After the floor discussions, Mr. 
Seymour asked for a show of 
hands favoring both plans— 
either the Contact Area or the 
Contact Booth. The vote for the 
idea was opposed by only one. 
Also asking for a show of hands 
as to which of the two plans 
should be adopted, the majority 
expressed themselves as favor- 
ing the Contact Booth idea. 


“The Washington Shadow" 


At the same session of the 
manufacturers’ association, the 
meeting was addressed by Walter 
Chamblin, Jr., executive vice- 
president of the National Asso- 
ciation of Manufacturers, Wash- 
ington, D. C. Speaking on “In- 
dustry and the Washington 
Shadow,” Mr. Chamblin traced 
the steps taken recently which 
have diverted this country from 
its founding principles. He 
pointed out the need for rally- 
ing at the polls to elect a num- 
ber of conservative representa- 
tives to Congress in order to 
counteract a welfare, or totali- 
tarian state. 

Mr. Chamblin commented in 
detail upon President’s Truman’s 
seven-point program as an illus- 
tration of how far we’ve moved 
from the principles of govern- 
ment established at our coun- 
try’s founding. These _ seven 
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“fundamental things in the life 
of man” are jobs, food, health, 
security, housing, heat, and edu- 
cation, all of which he termed as 
designed to perpetuate the pres- 
ent administration. 

In his report as the American 
Hardware Manufacturers’ Asso- 
ciation, secretary-treasurer Dr. 
Arthur L. Faubel, New York 
City, announced a membership 
of 409, exactly as a year ago. 
Offsetting the loss of 22 old 
members was the addition of a 
like number of new members. 
These were: Arnold, Schwinn & 
€o., Chicago, Ill.; The Black & 
Decker Mfg. Co., Towson, Md.; 
Bridgeport Fabrics, Inc., Bridge- 
port, Conn.; Chattanooga Wheel- 
barrow Co., Chattanooga, Tenn.; 
Chicago-Latrobe Twist Drill 
Works, Chicago, Ill.; The 
Draper-Maynard Co., Cincinnati, 
Ohio; The Geyer Mfg. Co., Rock 
Falls, Ill.; Hampden Mfg. Co., 
Inc., Plainfield, N. J.; Hardware 
Trade, St. Paul, Minn.; Hemp 
& Co., Inc., Macomb, IIl.; The 
Larsan Mfg. Co., Columbus, 
Ohio; The New Britain Machine 
Co., New Britain, Conn.; New- 
man Mfg. Co., Kansas City, Mo.; 
North American Industries, Inc., 
Chicago, Ill.; Ocean City Mfg. 
Co., Philadelphia, Pa.; Parker 
Mfg. Co., Worcester, Mass.; 
Petersen Mfg. Co., Inc., De Witt, 
Neb.; The Rawlplug Co., Inc., 
New York City; The Rich Lad- 
der & Mfg. Co., Cincinnati, Ohio; 
Shopmaster, Inc., Minneapolis, 
Minn.; D. B. Smith & Co., Utica, 
N. Y., and Whitman & Barnes, 
Div. United Drill & Tool Corp., 
Detroit, Mich. 

Dr. Faubel reported on six dif- 
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ferent membership trips made 
during the spring and summer, 
when he personally called on 68 
of the association’s members. He 
stated that members might be 
interested to know that when he 
began his membership trips last 
spring, most hardware lines were 
down from 15 to 25 per cent as 
compared with a year ago. But 
on his last trips in September, 
most of the reports were that a 
very definite upward swing had 
set in in most lines in July and 
that all indications were that the 
last six months of this year 
would be as good or better than 
the last half of 1948. 

Several changes in the asso- 
ciation’s by-laws were suggested 
and adopted. The changes were 
termed as “minor” and include 
changes in the structure of the 
advisory board to go into effect 
next year. By the change, pres- 
ent members of the board, if no 
longer connected with the com- 


Oo 


a) 





pany they represent or no longer 
representing an association mem- 
ber, will be dropped from the 
board. 

It was also decided to increase 
the membership on the associa- 
tion’s executive committee from 
nine members, as presently con- 
stituted, to 12 members. 

Two articles in the by-laws 
were eliminated; one pertaining 
to the presentation of creden- 
tials before voting and the sec- 
ond concerning admission to 
meetings. The American Hard- 
ware Manufacturers’ Associa- 
tion will notify its membership 
of changes. 

With regard to the contact 
area plan, it was decided that 
the present system would con- 
tinue for the next convention, 
that in 1950. However, for the 
1951 convention, the contact 
booth plan would be put into 
effect, taking over the Atlantic 
City auditorium for that purpose 


a) 


Sheet Metal Distributors Urge 
Taxation of Cooperatives 


O. Tuesday after- 


noon, Oct. 11, The National 
Association of Sheet Metal Dis- 
tributors met with John P. 
Speck, Tiffin Art Metal Co., pres- 
ident of the association presid- 
ing. Thomas A. Fernley, Jr., 
executive secretary of the group, 
in his report on “The Activities 
of the Association,” stated: 

“Our members have been con- 
tributing to the master report 
of our affiliate, The National 
Wholesale Hardware Associa- 
tion, for many years. The fig- 
ures in that tabulation are quite 
detailed. This year, to provide a 
better reference to those of our 
members who contribute to this 
report, we have placed an ‘S’ 
following the house number so 
that you can readily refer to it. 
Fifteen members participated in 
that tabulation. 

“Another innovation during 
this year has been our list of 
delinquent accounts. Twenty- 


one members have participated 
by sending us on or before the 
20th of the month a list of those 
accounts they consider delin- 
quent, together with the address- 
es and amounts owing. A master 





list has been compiled and fur- 
nished to all who participated. 

“Our surplus stock bulletins 
have been used to a greater ex- 
tent this year and several mem- 
bers have written us indicating 
that these were extremely help- 
ful in promptly liquidating items 
they had listed. All you need do 
is send us a description of the 
merchandise, prices at which it 
is offered and we will be glad 
to bulletin all members. There 
is no charge for this service.” 

At the election of officers for 
the sheet metal distributors, Ray 
P. Farrington, Potts-Farrington 
Co., Philadelphia, Pa., was elect- 
ed president of the association 
and William H. Bowe, Herrick 
Co., was elected to the vice-pres- 
idency. Other new officers elected 
were E. M. McKenney, Conklin 
Tin Plate & Metal Co. and A. G. 
Earnshaw, Earnshaw Sheet Met- 
al Supply Co., who comprise the 
1952 executive committee. Lee 
J. Haines, E. E. Souther Iron 
Co., was elected to take the place 
of Herman L. Lodde, The Conner 
Co., resigned from the 1951 
executive committee. 

Two resolutions were adopted 
by the association, one urging 
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taxation of co-operatives on a 
basis like that to which busi- 
nesses with which they compete 
are subject, and the other urging 
clarification of the legality of de- 
livered prices. 


Resolutions 


The first read: 


WHEREAS, the very real need 
for clarifying the question of 
the legality of delivered prices 
has been recognized by both 
Houses of Congress, and, 

WHEREAS, Bill $1008, per- 
mitting the quoting of delivered 
prices in the absence of collusion 
with competitors, has been sent 
to a Conference Committee for 
adjustment of minor differences, 
and, 

WHEREAS, the future plan- 
ning of business would be mate- 
rially assisted and the present 
confusion eliminated by action 
on this legislation; therefore, be 
it 

RESOLVED by the Members of 
The National Association of 
Sheet Metal Distributors in Con- 
vention assembled this eleventh 
day of October that we go on 
record urging the Conference 
Committee, under the direction 
of Senator Pat McCarran and 
Representative Emmanuel Col- 
ler, to expedite this bill through 
the present Conference and to 
report it to both Houses for final 
vote, and be it further 

RESOLVED that a copy of this 
Resolution be forwarded to the 
Members of Congress. 

The resolution concerning tax- 
ation of cooperatives read :— 

WHEREAS, it appears that Con- 
gress in its next session will 
consider legislation to make the 
income of all businesses taxable 
on the same basis and thereby 
require Co-operatives to figure 
their taxes prior to the deduc- 
tion of patronage dividends, and, 

WHEREAS, the current deficit 
of the National Budget necessi- 
tates the need for additional rev- 
enue, and, 

WHEREAS, the great impor- 
tance of taxing the untaxed and 
equalizing the heavy burden of 
taxation, has become apparent; 
therefore, be it 

RESOLVED that our Members 
vigorously direct the attention of 
their Congressmen to the need 
for immediate action to pass 
legislation which will accom- 
plish these objectives. 
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R. S. Hammond, vice-president 
and general sales manager, 
Building Products Division, 
Johns-Manville Corp., New York 
City, in discussing “The Re- 
sponsibility of Wholesalers and 
Manufacturers to Each Other” 
indicated that the efficient whole- 
salers must prepare for the com- 
petitive days ahead by having 
adequate salesmen, trained with 
the assistance of manufacturers; 
must maintain closer contact 
with dealer’s outlets; must pro- 
vide adequate warehouse serv- 
ice; efficient delivery service, and 
must seek every way to maintain 
fair prices to the trade. 

The manufacturers responsi- 
bility, Mr. Hammond said, is to 
provide products of high quality 
suited to dealer’s needs in the 
area served; maintain salesmen 
to support the wholesalers, and 
should recognize the wholesaler 
in his advertising and sales pro- 
motion. 

David C. Melnicoff, associate 
economist, Department of Re- 
search, Federal Reserve Bank of 
Philadelphia, spoke on “The 
3usiness Outlook.” It was Mr. 
Melnicoff’s contention “that we 
could look forward to a good, if 
rather hectic, six to eight 
months ahead.” 


Three Areas 


He pointed out that there were 
three areas of economic activity 
in which changes in policy made 
during the past year were par- 
ticularly influential in causing 
the downturn, and which will be 
important in deciding whether 
recovery comes quick or late. The 
first, he said, was the consumer, 
who in 1948 decided to save 
more; the other two were made 
by business men and concerned 
expenditures for new plant and 
equipment and the inventory 
situation. 

Speaking on “The Steel Situ- 
ation, David C. Roscoe, assistant 
general manager of sales, Beth- 
lehem, Steel Co., Bethlehem, Pa., 
said that if steel and coal stop- 
pages are of short duration our 
national economy can “probably 
pick up pretty nearly where it 
was on midnight, Sept. 30.” He 
declared that, “I think that the 
much heralded recession of this 
spring and early summer was in 
reality nothing more than an or- 
derly retreat from inflation, re- 
sulting in the liquidation and 
digestion of hysteria inventories 
and the establishment of produc- 





tion schedules on realistic but 
still profitable bases.” 

In a discussion of past and 
present conditions in the pro- 
duction of steel he pointed out 
that, “The steel industry in the 
United States in 1948 produced 
a grand total of 88,640,470 tons 
of steel ingots, thereby exceed- 
ing the biggest previous peace- 
time year by nearly 4,000,000 
tons and falling less than 114 per 
cent under the all-time record 
established in the peak war year, 
1944.” 

go oC OG 


Central States Party 


The Central States Hardware 
Club on Sunday night, Oct. 9, 
entertained approximately 450 
members and guests at its 9th 
annual banquet and entertain- 
ment at the Hotel Traymore, 
Atlantic City. The dinner was 
preceded by a cocktail hour and 
following were several acts of 
entertainment. Rollin B. Plumb, 
Eagle Lock Co., headed the en- 
tertainment committee on which 
Sam D. Allen, Henry Disston & 
Sons, Inc., and Charles B. Lein- 
bach, Supplee-Biddle Co., served. 

The Club also sponsored a spe- 
cial train to Atlantic City from 
Chicago and Cleveland. There 
were 196 hardware men aboard. 


Entertainment Program 


On Tuesday the ladies attend- 
ed a bridge and tea party in the 
solarium of the Marlborough- 
Blenheim. In the evening from 
8:30 to 9:00 there was an or- 
chestral concert in the Wedge- 
wood Room and that was 
followed by a floor show, con- 
cluding with an informal dance. 

Boardwalk chair rides were 
made available during Wednes- 
day morning. On Wednesday 
evening the Blenheim Ballroom 
was the scene of the annual ball. 

The entertainment committee 
was comprised of F. A. McClel- 
land, Wheeling Steel Corp., 
chairman; J. B. Fleming, Flem- 
ing & Sons, Inc.; John C. Hays, 
Jr., Iron City Tool Works; 
Ralph D. Mount, The Bassick 
Co., and R. E. Streckenbach, H. 
D. Hudson Mfg. Co. Mrs. Dan 
C. Swander, Jr., Cleveland, Ohio, 
was chairlady of the ladies’ re- 
ception committee. 

In the pages immediately fol- 
lowing are major portions of 
most of the addresses given at 
the joint convention. 


HARDWARE AGE, OCTOBER 20, 1949 











Bi 


watcl 
this 
ment 
than 


basis 
quart 
whic 
fede 
the § 
$1, 7 


In 
Gove 
whil 
mor 
of e 
the 
eral 
billi 
is ¢ 
of t 
mer 
$37 
is ( 
of 
wil 
to 
sta 
fisc 


def 


HA 


istic but 


past and 
the pro- 
nted out 
‘'y in the 
produced 
470 tons 
' exceed- 
'S peace- 
1,000,000 
11144 per 
> record 
far year, 


tertain- 
1ymore, 
ier was 
ur and 
acts of 
Plumb, 
the en- 
which 
ston & 
. Lein- 
served. 
a spe- 
, from 
There 
board. 


ttend- 
in the 
‘ough- 
from 
n or- 
‘edge- 
was 
con- 
lance. 
were 
dnes- 
osday 
room 
ball. 
littee 
-Clel- 
/orp., 
‘lem- 
lays, 
rks; 
3sick 
» H. 
Dan 
Yhio, 
’ re- 
fol- 


; of 
n at 





Joint Wednesday Session 


Big Government and 
Big Government 
Spending 


41" HE freedoms we have cherished under democ- 

racy complemented by the initiative inherent 

in the free enterprise system will not exist under 

the form of government which lies at the end of 

our present course,’ warns Senator Byrd, voicing 
fear of tendency toward insolvency. 


By HON. HARRY F. BYRD 


United States Senator 
From Virginia 


= time your 
watch ticks while I am making 
this speech the Federal Govern- 
ment will be spending $210 more 
than it takes in. ‘ 

I make this statement on the 
basis of the record for the first 
quarter of the current fiscal year 
which expired Sept. 30 with a 
federal deficit, accumulated over 
the 92 days from July 1, totaling 
$1,750,000,000. 


Federal Expenditures 


In that peridd the Federal 
Government spent $11 billion 
while it was taking in a little 
more than $9 billion. If this rate 
of expenditure is continued for 
the remainder of the year fed- 
eral expenditures will exceed $44 
billion. If this rate of revenue 
is continued for the remainder 
of the year the Federal Govern- 
ment’s income will be a little over 
$37 billion. If this rate of deficit 
is continued for the remainder 
of the year $7 billion or more 
will be added to the national debt 
to record our contribution to 


stability in the government’s . 


fiscal year 1950. 
The debt upon which this new 
deficit is to be superimposed al- 
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ready stands at a postwar high 
of more than a quarter of a tril- 
lion dollars. 

These few statements sum up 
the federal fiscal situation upon 
which our ability to maintain 
our free enterprise system and 
our democratic form of govern- 
ment depends. And I frankly 
concede that to date there is no 
indication of a public conscious- 
ness of the immediate danger in- 
herent in our position which is 
approaching the brink of na- 
tional insolvency. 

I make this statement on the 
record of no persuasive public 
demand for economy in the fed- 
eral government during the ses- 
sion of Congress now ending, al- 
though there were numerous op- 
portunities for its development in 
overwhelming proportions. It did 
not develop then. It had not de- 
veloped in the past 15 years. And 
it does not exist now; for in- 
stance: 








et ; hag 
HON. HARRY F. BYRD 


Our military establishment in 
peace time has been employing 
one civilian for every two men 
in uniform. At the war peak it 
got along with one civilian for 
every five men in uniform. Sec- 
retary of Defense Johnson has 
promised reductions in the civil- 
ian force. But at the same time 
we propose to arm 16 European 
nations including the supply of 
military equipment, and _ tools 
and equipment for armament 
factories and raw materials for 
a foreign military program 
which undoubtedly will lead us 
into the tremendous obligation 
of financing at least one side of 
a European armament race in 
the atomic era, and require more 
peopk. 


Foreign Relief Bill Up 


‘xclusive of the European 
Arms Program, it is estimated 
on the basis of the President’s 
recommendations that he will 
spend $634 billion for foreign 
relief and recovery this year, as 
compared with $434 billion two 
years ago. There is neither econ- 
omy nor progress apparent in 
that record. 

Exclusive of military costs, 
and exclusive of foreign aid 
costs, and exclusive of interest 


"We know that private enterprise is the foundation stone 
upon which this nation has built its freedoms and its prog- 
ress. It is a good system and in most respects it is tough 
and durable. But, we know that it cannot survive excessive 
regimentation; it cannot survive excessive taxation; and it 
cannot survive excessive government competition.” 
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"Those who, willfully or otherwise 
would destroy the American enter- 
prise system, would destroy the 
freedom of people everywhere. — 
Senator Harry F. Byrd. 


og 8 


on the public debt, it is estimated 
that, on the basis of the Presi- 
dent’s recommendations, we will 
spend $15 billion this year for 
the ordinary domestic civilian 
activities of the Federal Gov- 
ernment, as compared with $13 
billion for these items two years 
ago. 

I have personally analyzed this 
increase in these run-of-the-mill 
civilian activities at home. And, 
in order to see the real picture, 
I eliminated interest on the debt, 
federal contributions to retire- 
ment systems, veterans pensions 
and benefits, claims and judg- 
ments, and all other non-deferra- 
ble commitments, imperative ob- 
ligations, and fixed charges. 


Home Costs Up, Too 


With items in these categories 
eliminated, along with the exclu- 
sion of those for the Military Es- 
tablishment, and all foreign pro- 
grams, I found 300 expenditure 
items in the budget recommend- 
ed by the President for the cur- 
rent fiscal year which were raised 
above the figure fixed for last 
year. 

The increase alone in these 
300 items totaled nearly $3 bil- 
lion. More than $1 billion was 
in nearly 150 salary and expense 
items, and nearly $2 billion was 
in more than 150 other items. 
The increases ran through three- 
fourths of the independent agen- 
cies and half of the executive de- 
partments, exclusive of the Na- 
tional Military Establishment 
components. The increases aver- 
aged more than 60 per cent. 

This is our current record on 
economy. 

If you will analyze the federal 
budget as I have done you will 
find nearly a hundred different 
programs’ operating through 
most of the 59 principal federal 
departments and agencies (with 
a thousand component parts) 
dispensing aid, grants, subsidies, 
payments, benefits, pensions and 
virtually every other form of 
government assistance and con- 
tribution, including the federal 
payroll. 








Feeding at these federal 
troughs (exclusive of those on 
contributory insurance rolls such 
as old age assistance and sur- 
vivors insurance and the Rail- 
road Retirement System) we 
find 13,500,000 people receiving 
regular direct federal payments 
totaling $1434 billion a year. 
These include: 

More than 2,000,000 on the 
executive payroll. 

About 7500 on the legislative 
payroll. 

About 3500 on the judicial 
payroll. 

About 1,600,000 on the mili- 
tary payroll. 

About 3,000,000 on the mili- 
tary and veterans pensions and 
aid rolls. 

About 140,000 on the civil pen- 
sions rolls (including those who 
make contributions to be matched 
by the federal government). 

About 1,250,000 on the depen- 
dent children’s rolls. 

About 86,000 on the aid to the 
blind rolls. 

About 3,100,000 receiving 
farm aid payments. 

About 2,500,000 receiving old 
age assistance payments outside 
of the contributory system. 

In addition to the 13,500,000 
people receiving regular direct 
federal payments listed above 
there are half a million members 
of the National Guard and or- 
ganized military reserves who 
receive monthly pay checks for 
training. This brings the total 
of those receiving regular direct 
federal payments to 14,000,000 
exclusive of those on contribu- 





tory insurance rolls such as old 
age assistance and survivors’ in- 
surance and the Railroad Retire- 
ment System. 

If we choose to include 2,500,- 
000 participants in the old age 
assistance and survivors insur- 
ance program, and 500,000 in the 
Railroad Retirement system the 
number of people receiving 
monthly pay checks directly from 
the federal government becomes 
17,000,000. 

To these we may add approxi- 
mately 5,000,000 people on state 
and loeal pay and pension rolls 
(exclusive of contributory in- 
surance systems such as unem- 
ployment insurance) receiving 
direct individual payments total- 
ing $12 billion a year. Thus the 
number of persons on federal, 
state and local rolls (exclusive 
of those participating in con- 
tributory insurance systems) re- 
ceiving monthly checks regularly 
from the government totals 19, 
000,000. 

If we choose to add another 
2,500,000 persons participating 
in state and local contributory 
insurance systems the total num- 
ber of persons receiving regular 
monthly checks from state and 
local governments becomes 7,- 
500,000 


Approximately 25,000,000 


When all these are added the 
grand total of all persons receiv- 
ing regular payments from fed- 
eral, state and local governments 
(including those participating 
in contributory insurance pro- 
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grams) becomes approximately 
25,000,000. 

In summary, these people re- 
ceiving federal, state and local 
payments fall into the following 
categories: 

Number of persons receiving 
regular direct payments (ex- 
clusive of those on contribu- 
tory insurance rolls such as 
old age assistance and sur- 
vivors insurance and the 
Railroad Retirement Sys- 
tem) : 

Federal ..... 14,000,000 
State and local 5,000,000 


Total 19,000,000 
Number of persons participat- 
ing in contributory insur- 
ance and assistance pro- 
grams: 
Federal ..... 3,000,000 
State and local 2,500,000 


Total 5,500,000 


GRAND TOTAL 24,500,000 
The 14,000,000 people receiv- 
ing regular direct payments 
from the federal government, ex- 
clusive of those in the contribu- 
tory programs, are more than 
all of the military manpower we 
required in all of our military 
services to win the most devas- 
tating global war of all time. 


1 in 6 Get Public Funds 


The 25,000,000 in all cate- 
gories is the equivalent of about 
one in every six men, women 
and children in our total popu- 
lation, and it is nearly half as 
many people as there are in the 
total labor force of the United 
States. 

And even this is not all. Mil- 
lions more individuals are re- 
ceiving interest payments on 
their war bonds and other gov- 
ernment securities. 


Still more millions benefit in- 
directly from more than $25 bil- 
lion which flow from federal, 
state, and local governments into 
business through subsidies, pur- 
chases and public construction. 

As if there were not enough 
of our own people pocketing 


ao 

", . . there is no indication of a 
public consciousness of the imme- 
diate danger inherent in our posi- 
tion which is approaching the 
brink of national insolvency.” — 
Senator Harry F. Byrd. 
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public pap, there are still other 
unestimated millions abroad par- 
ticipating in our foreign pro- 
grams which are costing more 
than $6 billion a year. 

These millions of people feed- 
ing at the public trough are the 
1949 example of how we are 
heeding the 150 year old warn- 
ing by Thomas Jefferson that, 
“If we can prevent the govern- 
ment from wasting the labors 
of its people, under the pretense 
of caring for them, they will be 
happy.” 

Perhaps some of us may be 
happy to learn that payments 
from governments to individuals 
now average $3.50 for every 
$1.00 that was paid out in 1940. 
But this happiness is certain to 
turn into gloom when we realize 
that while the government is 
now passing back to us 314 times 
its individual payments of ten 
years ago, it has increased by 
ten times the amount it takes 
away from us in individual taxes. 

Coming to the subject of taxes, 
the purpose of any tax policy in 
a free nation at peace should be 
to produce the revenue required 
to meet its public expenditures. 
When the tax requirement 
reaches the point of diminishing 
returns prosperity expires. When 
it becomes confiscatory freedom 
is lost. In either case the pro- 
duction and incentive of our free 
enterprise system is destroyed. 

It is conceded by fiscal experts 
that we are now close to the 
point of diminishing returns in 
our annual tax take. Actually 
about $1 out of each $3.50 we 
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earn is now going into federal, 
state and local taxes. 


Tax Bill Up 1000 P.C. 


Since 1940 our individual in- 
come has increased nearly 300 
per cent; our cost of living, ex- 
clusive of taxes has increased 
250 per cent; our taxes have in- 
creased one thousand per cent. 
Thus we see where our money is 
going. 

And, as we have seen, even 
with this tremendous increase 
in taxes we are still going in the 
hole at the rate of more than a 
million and a half dollars an 
hour. 

These daily deficits are being 
piled on top of a federal debt 
which is climbing rapidly from 
its postwar low point of $250 
billion. Add to that federal debt 
several billion more in state and 
local debt and to this combined 
public debt add $230 billion more 
of private debt and. we arrive 
at a total public and private debt 
in this country of $500 billion 
—or a half a trillion dollars. 

That is more than twice the 
total income of all of us. What 
is more important is the fact 
that it is perilously close to the 
$620 billion estimate of our to- 
tal national wealth. 

Again I refer to the wisdom 
of Jefferson who said that in- 
dulging in public profligacy 
means that “we must be taxed 
in our meat and drink, in our 
labors and amusements, and in 
our necessities and comforts.” 
How true this is in our time is 

(Continued on page 186) 
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A.H.M.A. Tuesday Morning Session 





Industry and the 
Washington Shadow 


Me. CHAMBLIN explains how today's “intel- 

lectual hierarchy" is throttling the principles 
on which our government was founded 160 years 
ago. He enumerates the legislative processes which 


Nov: other than 


the President of the United 
States has called to the attention 
of the citizens of the Republic 
that there is material difference 
between the concept of govern- 
ment today and the concept of 
government 160 years ago. Mr. 
Truman, in several public 
speeches, has stated that those 
who do not agree with the Ad- 
ministration’s program of the 
present are living in the past, 
and he has timed that past as 
160 years ago. 


A Change in Thinking 


Today there has been a change 
in thinking. This situation was 
well pointed up in the heyday of 
the New Deal in the 30’s in this 
way. This is how it was told: 

The trouble with America is 
that it has no intellectual hier- 
archy. The reason that it has 
no intellectual hierarchy is that 
America, as a virgin continent, 
was settled first by the farmer, 
and being the first here the 
farmer obtained economic power. 
Next came the transportationist, 
and he, by virtue of being an 
early settler, also became an eco- 
nomic power. Then followed the 
miner, and he, likewise, obtained 
economic power. And after these 
three there came the manufac- 
turer, and he, too, by being 
among the first obtained eco- 
nomic power. 

So this economic power devel- 
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are making this possible. 


By WALTER CHAMBLIN, JR. 
Vice-president, 
National Association of 


Manufacturers, 
Washington, D. C. 


Go G 


oped among special groups now 
called the privileged groups be- 
cause they made their money 
with one hand and shot Indians 
with the other. But they were 
all individualists. 

The new school of thinking in 
Washington says that the 
farmer is interested only in his 
farm. The transportationist is 
interested only in his vehicles. 
The miner is interested only in 
his mine, and the manufacturer 
is interested only in his factory. 
So now what is needed is an in- 
tellectual hierarchy composed of 
public minded government offi- 
cials, public minded professors 
and public minded intellectuals, 
to weld all of this separated eco- 
nomic power together by the di- 
rection of the intellectual hier- 
archy. 

This thought was currently 
talked in Washington more than 
a decade ago. But during the 
last decade this thinking has 
emerged in the form of legisla- 
tion. And there is today pending 
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It has been figured that the 
cost of writing the checks to 
spend your money amounts to $2 
million a year and that the aver- 
age cost per check is 6!/2 cents.— 

Walter Chamblin, Jr. 
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in Congress legislation which, if 
enacted, would set up just such 
an intellectual hierarchy. 

Let’s examine _ specifically 
what Mr. Truman proposes: 
lst—The federal government 
would provide jobs; 2nd—The 
federal government would pro- 
vide food; 3rd—The federal 
government would provide 
health; 4th—The federal gov- 
ernment would provide security ; 
5th—The federal government 
would provide housing; 6th— 
The federal government would 
provide heat, and 7th—The fed- 
eral government would provide 
education. 

There you have it . . . jobs, 
food, health, security, housing, 
heat and education. That’s the 
program of the year 1949. Let’s 
get down to the specifics: 

First, there is the question of 
jobs. The administration has 
two bills pending. One is the 
Spence Bill now before the 
House Banking and Currency 
Committee. The other is the 
Murray Economic Expansion 
Act pending before the Senate 
Banking and Currency Com- 
mittee. 


Jobs Unlimited 


The Spence Bill and the Mur- 
ray Bill both were drafted to 
give the federal government au- 
thority to undertake any indus- 
trial enterprise whatsoever that 
might be needed to provide jobs. 
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The government could build fac- 
tories, ration materials or allo- 
cate materials. This way it 
could eliminate any private con- 
cern that it might choose. 

Under the Murray Bill gov- 
ernment would be permitted to 
set up a National Industrial Pro- 
duction Council. This would be 
supplemented by regional pro- 
duction councils, local production 
councils and by plant production 
councils. 

These councils would be com- 
posed of representatives of. gov- 
ernment, labor, the farmer, the 
consumer and the fifth would be 
a representative from manage- 
ment. Their functions would be 
to plan production in the plant, 
in the region and in the nation 
and in all this planning manage- 
ment would have one vote out of 
five. 


Purpose of Program 


The purpose of this govern- 
ment program would be to raise 
the salary of the $2,000 class to 
the $4,000 class. And to make 
certain that this will succeed, 
Leon Keyserling, member of the 
President’s Council of Economic 
Advisers, has come forward with 
another proposai to raise the na- 
tional income by $300 billion. 

He would do it this way: 1st— 
Every family must have an in- 
come of not less than $3,000. 
2nd—There must be an agricul- 
tural program of abundance. 
3rd—There must be an expan- 
sion of basic industries and ako 
of transportation. 4th—There 
must be an expansion of social 
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", . + Senator Harry Byrd of Virginia, posed this question: 





‘How long can our private enterprise system and our demo- 
cratic government endure our folly.’ But this question is 
obviously outmoded by present standards, as Thomas Jeffer- 


son, more than 160 years ago . 


. made this observation: 


'To preserve our independence we must make our choice be- 


tween economy and liberty, or profusion and servitude. 


security and public welfare. 5th 
—There must be an alignment 
of United States foreign policy 
to domestic planning. 6th 
There must be a revision of the 
national tax structure so that it 
will serve the dual purpose of 
raising more money and contrib- 
uting incentive to business. 7th 
—Private industry’s wage, price 
and profit policies must be 
geared to the idea of economic 
expansion. 

These policies with respect to 
industry and_ transportation 
would be motivated throughout 
the industry councils. That’s how 
we get jobs. 


Farm Supports 


Next there is food. The ad- 
ministration’s plan for this, as 
you well know, is the Brannan 
Farm Program. Under the Bran- 
nan Plan the farmer would raise 
whatever he wanted to raise. He 
would sell his produce at what- 
ever the market would pay. He 
would be reimbursed for any loss 
by a government check. This 
program would assure the 
farmer of a regular income and 
would provide cheap food for the 
city dweller. 

In this way the administra- 
tion would seek to weld a com- 
munion of interest between the 
farmer and the city worker. 
This not only would provide the 
farmer with income and _ the 
worker with cheap food but it 
would provide the administra- 
tion with votes. 

Simply stated it is this: Take 
the money from the rich and the 
votes from the poor to protect 
the administration in office. 
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Since the war, this government 
has given away almost exactly the 
amount of money raised in taxes 
in one year in this country.— 


Walter Chamblin, Jr. 








Major point three is health. 
This is commonly known as so- 
cialized medicine, although ad- 
ministration leaders deny that 
there is anything socialistic 
about it. No one knows the cost 
but guesses have been made and 
those guesses range from $5.6 
billion to $18 billion yearly. 
That’s a rather wide range. 

Then there is security. Social 
Security as you know already 
applies to persons operating in 
interstate commerce. Within the 
month, the House has passed leg- 
islation covering 11 million more 
persons. It is the aim of the ad- 
ministration to blanket all of 148 
million. In addition there is the 
old age benefits program and 
added to all of this there is un- 
employment compensation for 
those without jobs. 

At the same time, there is 
talk, in fact legislation was in- 
troduced this session looking to 
the regulation of the private 
insurance companies. Men _ in 
the administration are con- 
vinced that there is too much 
economic power exercised by 
private insurance companies 
which happen, incidentally, to 
exist because 78 million people 
have had enough faith in these 
insurance companies to buy 188 
million policies. 


Millions for Housing 

The next big point in the ad- 
ministration program is hous- 
ing. The theory here is that the 
private housing industry is not 
providing adequate housing and 
that which it provides is priced 
too high. 

Already the RFC has put up 
some $35 million for the con- 
struction of metal homes. The 
Congress this year has passed a 
bill looking to slum clearance 
and low priced construction. The 
Senate has as of this month 
passed a bill to extend the Fed- 
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eral Home Loan Insurance pro- 
gram and deferred for next ses- 
sion consideration of a bill 
designed to promote what is 
described as “middle class 
housing.” 

The plans of the administra- 
tion go so far as to include the 
construction of recreation fa- 
cilities so that every citizen will 
be a member of a federal golf 
and swimming club. 

Along with housing there is 
the question of heat. The Fed- 
eral Power Commission is anx- 
ious to get control over all 
sources of natural gas. The fed- 
eral government already owns 
vast oil reserves and seeks to 
develop both heat and power 
through vast valley authorities 
such as the TVA, with the Co- 
lumbia River Valley designated 
as the next river area to be de- 
veloped. 

But to go back to the Eco- 
nomic Expansion Bill and the 
Industry Production Councils, 
these Councils would be set up 
in mining, in oil, in gas and in 
power. And through these Coun- 
cils the government would exer- 
cise complete control. 

Then take education. Already 
a bill to provide an initial appro- 
priation of $300 million to edu- 
cation has passed the Senate and 
this bill is but a starter. 

The school lunch program 
preceded it. It will be followed 
by federal financing of school 
buses; federal financing of the 
construction of school buildings; 
federal financing of the furnish- 
ing of these buildings, and fed- 
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eral financing of the develop- 
ment of school recreation fa- 
cilities. 

Such are the seven major ob- 
jectives of the Truman admin- 
istration. 

You can call this program by 
any name you want. You can 
use the term “welfare state,” or 
“statism,” or “totalitarianism,” 
or “Truman socialism.” 

Nevertheless, you cannot es- 
cape the fact that legislation is 
pending to give the government 
the power to provide jobs, food, 
health, security, housing, heat 
and education .. . the legislation 
is at the Capitol. 


The Total Cost 


All of this seems to lead up to 
this one question: What is the 
total cost? To that again, you 
can get nothing more satisfac- 
tory than guesses, and the 
guesses run up to $50 billion per 
year. That is $50 billion added 
to the $42 billion now being 
spent. 

But it has been figured that 
the cost of writing the checks to 
spend your money amounts to 
$2 million a year and that the 
average cost per check is 6% 
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The Republican-Southern Demo- 
cratic coalition will pass from the 
Congressional stage with the end 
of this Congress unless more con- 
servative members are elected 
from both Democratic and Re- 
publican parties in 1950. And 
the "ClO-Dealers"” are at work 
now to prevent that from happen- 
ing.—Walter Chamblin, Jr. 








cents. None other than Senator 
Harry Byrd of Virginia, in 
talking about this fiscal situa- 
tion, posed, this question: 

“How long can our private en- 
terprise system and our demo- 
cratic government endure our 
folly?” But this question is ob- 
viously outmoded by present 
standards, as Thomas Jefferson, 
more than 160 years ago, appar- 
ently was thinking along the 
same lines. He made this obser- 
vation: 

“To preserve our indepen- 
dence we must make our choice 
between economy and liberty- 
or profusion and servitude.” 

Few people trouble to figure 
up what this nation has spent 
abroad since the war. The latest 
report from the National Ad- 
visory Council estimates the to- 
tal amount of foreign assistance 
granted by the United States 
since V-J Day through Dec. 31, 
1948, at $26.5 billion. Of this 
amount $14.5 billion was in the 
form of grants and $12 billion in 
loans. 

The above figures do not in- 
clude commitments by the 
United States to the Interna- 
tional Bank and the Monetary 
Fund totaling $6.3 billion. This 
brings the total to $32.8 billion. 
Add to that $3 billion spent by 
the War Department in Ger- 
many for civilian economic as- 
sistance and the total is $35.8 
billion. 

Then this year, that is since 
Dec. 31, 1948, Congress has ap- 
propriated $7 billion for foreign 
commitments and that brings us 
to a grand total of $42.8 billion. 

Since the war, this govern- 
ment has given away almost ex- 
actly the amount of money 
raised in taxes in one year in 
this country. By now it is ob- 
vious that the problems in Wash- 
ington are many but the Truman 
administration apparently en- 
joys handling these problems. 
... For it is already out to per- 
petuate itself in power. 


Election Rallies 


Two big Democratic rallies al- 
ready have been held, one in Des 
Moines and another in San 
Francisco. They have been at- 
tended by top men in the party, 
and the new chairman of the 
Democratic committee, William 
Boyle, is a vigorous operator. He 
was trained in the wards of the 
Pendergast machine in Kansas 
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City and he is a firm believer 
that the way to get votes is to 
punch doorbells and visit farm- 
ers in the barnyard at the farm. 

The Brannan Plan is designed 
to weld together the farmer and 
the tenement dweller. It seeks to 
weld a political affinity between 
the farm vote and the city tene- 
ment vote, which vote was 
largely responsible for electing 
Grover Cleveland twice, Wood- 
row Wilson twice, Mr. Roosevelt 
four times and electing Mr. 
Truman in 1948. 

The present day theory of big 
government bureacrats and big 
labor leaders is that once the 
Brannan Plan becomes operative 
it will practically perpetuate 
itself. Along with the Brannan 
Plan let’s mention again the 
Eeonomic Expansion Bill. This 
would tie industry down and 
thus make its opposition less 
forceful. 


Demands Repeal 


With these two major plans, 
big labor demands repeal of 
Taft-Hartley. The big labor lead- 
ers want this statute off the 
books as they do not wish any 
interference with their opera- 
tion. 

There you have it: The Bran- 
nan Plan for the farmers and 
tenement dwellers, then regula- 
tion of the industrialist and a 
free hand for the labor leader. 

With all this in mind, there is 
an election coming up next No- 
vember. In fact, in some states 
the primaries begin in April. 

As of the present, the Truman 
administration controls the ex- 
ecutive establishment and _ its 
friends man the judiciary. If 
perhaps you think the judiciary 
is not important, here are just a 
few of the problems to come be- 
fore the Supreme Court at the 
session which convened this 
month. 

The Court will be asked to rule 
on the non-Communist affidavit 
requirement; state laws affirm- 
ing the right to work; liability 
of a union for breach of con- 
tract; the validity of a District 
of Columbia law pertaining to 
the entrance into property by 
health inspection officers (this 
could have far reaching effects 
upon the sanctity of the home) ; 
the national rent-contro] law; 
the constitutionality of the 
House Committee on Un-Ameri- 
can Activities; alleged discrimi- 
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nation by railroad dining cars 
against Negroes; the refusal of 
a company to bargain with a 
union that no longer represents 
employees of the company; the 
attempt of a union and an em- 
ployer to get an_ injunction 
against rebellious union mem- 
bers; the right cf the wage and 
hour administrator to look into 
a company’s books. 

Those are just a few of the 
problems the Court is asked to 
solve. So it is important to bear 
in mind that Mr. Truman’s 
friends control the judiciary. 

Thus, between you and the 
Truman program, there stands 
a thin fringe in the legislative 
branch of the government. 

This fringe is getting thinner. 
It is interesting to note what 
happened to the Southern Demo- 
cratic-Republican coalition in 
the election last year. The House 
vote last spring on the Wood 
Bill, which was offered as a sub- 
stitute for the Taft-Hartley 
Law, develops this picture 
clearly: 


"C10-Dealers” 


There were 105 new members 
of the House whose predecessors 
voted to override President Tru- 
man’s veto of the Taft-Hartley 
Act. Of this 105, a total of 85 
reversed the position of their 
predecessors and voted to recom- 
mit the Wood Bill. Of these 85 
reversals, 81 were Democrats 
and four were Republicans. The 
remaining 20 new members 
voted as did their predecessors 





in that they supported the Wood 
Bill. 

This means that the “CIO 
Dealers” won to their side four- 
fifths of the new members 
elected to the House in the 81st 
Congress. And that’s quite a 
pick up. But it doesn’t stop 
there. 

The Wood Bill vote shows 
that, in addition to the losses 
among new House members, 38 
old members reversed their po- 
sition on the labor law. So the 
total pick-up of the “CIO Deal- 
ers” was 38 plus 85, or 123 votes. 
That’s a change of nearly one- 
third of the total House member- 
ship of 435. 

All of the conservative mem- 
bers of Congress have a clear 
view of what’s ahead. It is 
simply this: 

The Republican-Southern 
Democratic coalition will pass 
from the Congressional stage 
with the end of this Congress 
unless (and it is a BIG unless) 
more conservative members are 
elected from both Democratic 
and Republican parties in 1950 
and the “CIO Dealers” are at 
work now to prevent that from 
happening. 

This coming election is one of 
more than passing importance. 
If you would change about 12 
conservative votes in the Senate 
and about 25 or 30 conservative 
votes in the House, then in the 
82nd Congress which is elected 
in November, 1950, the admin- 
istration would take control, and 

(Continued on page 169) 
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N.W.H.A. Tuesday Session 


Report of 
The Committee 
On Cooperatives 


HE report of the Committee on Co-operatives 
reviews the fight for tax equality. It points out 
that "it is now practically assured that there will 
be a general tax-revision bill in 1950—and the 
prospects are brighter than ever before that this 
bill will contain a provision to tax the tax 


exempts.” 


By SETH MARSHALL 
Chairman 
Marshall-Wells Co., 
Duluth, Minn. 
Chairman 
Committee on Co-operatives 


7. fight for tax 


equality has been actively func- 
tioning for six years. Each year 
we have hoped that there would 
be an opportunity to secure tax 
equality. Looking back, however, 
the reasons why our final ob- 
jective could not be obtained 
earlier become very evident. 

In the first place, there is no 
hope that a separate tax-equality 
law will ever be passed by Con- 
gress. We know now that we 
must have a tax-equality pro- 
vision in a general revenue bill. 
But since 1946 there has been no 
general tax revision bill of suffi- 
cient breadth and importance to 
warrant the inclusion of the kind 
of tax-equality provision that we 
are seeking—in other words, a 
bill that the President would not 
veto. Only in the past two years 
have there been any tax-equality 
bills even introduced to Congress. 

Now, however, the situation is 
changed. In both the House and 
the Senate are at the present 
time bills awaiting action, and 
though neither has been voted 
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on during the first session, both 
will be fully alive and ready for 
consideration when Congress re- 
convenes in January. Further- 
more, it is now practically as- 
sured that there will be a general 
tax-revision bill in 1950—and the 
prospects are brighter than ever 
before that this bill will contain 
a provision ‘to tax the tax-ex- 
empts. 


Financial Reports 


Probably very few of our 
members have any appreciation 
of the work that has been done 
to bring us to this point and the 
progress that has been made. 
The first step toward tax equality 
was accomplished more than five 
years ago, when Congress de- 
manded that co-operatives and 
certain other tax-exempts make 
annual financial reports to the 
Treasury—which they had never 
done up to that time. On the 
basis of the facts developed, we 
were able to insist upon hearings 
before the Ways and Means Com- 
mittee, at which time we laid be- 
fore Congress the full extent of 
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the existing tax inequality and 
the competitive effects on tax- 
paying business. 

No legislation resulted, be- 
cause there was no general tax 
revision bill. But the Treasury 
became more conscious of the loss 
of revenue, and one valuable re- 
sult has been the insistence of 
the Internal Revenue Bureau 
that farmer recipients of patron- 
age dividends report them when 
received, whether in cash, in 
script, in stock or merely by book 
allocation—and pay income tax 
on such receipts. They may, we 
believe, force the farmer into 
our corner in the tax-equality 
fight, because farmers are not 
happy in having to pay taxes on 
money that they do not actually 
receive. 


Our cause is strengthened, 
too, by the present serious finan- 
cial condition of our Govern- 
ment. Increased spendings con- 
front us with increased deficits, 
for which the only possible solu- 
tions are deficit financing, in- 
creased taxes on businesses and 
individuals, or the taxation of 
the tax-exempts. More and more 
of our Congressmen are coming 
to the point of view that the most 
feasible way to raise additional 
revenue is to tax the business 
income of the growing number of 
tax-dodging corporations and or- 
ganizations. 

We can be very much encour- 
aged. We should be very opti- 
mistic. We may even consider 
ourselves fortunate that we have 
not had a tax bill up to now, be- 
cause we are now in a far better 
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position than ever before to 
secure the best possible tax- 
equality provision in the law. 

Friends of ours in both parties 
now advise us that our chances 
of a favorable tax equality bill 
are excellent if we can create 
grassroots pressure of sufficient 
power and volume. That, there- 
fore, is right now the biggest 
job we face. 


“Co-op Bucks" 


Before we take up the plans 
for action that have been sug- 
gested, let us have a resumé of 
just where we stand. 

Expecting a tax bill this 
Spring, we made careful prepa- 
rations to support a tax-equality 
bill on the floor of Congress. We 
issued 17 million “co-op bucks,” 
and congressmen and senators 
were flooded with them. We used 
500 newspapers, each paper 
using from 6 to 10 quarter-page 
ads, all paid for by local business 
men. 

We circulated factual folders 
illustrating the dire results to 
private business by tax-subsi- 
dized competition. Each folder 
was circularized by state commit- 
tees and trade associations to 
groups of from 500,000 to &850,- 
000 for each folder, or a total of 
three million contacts. 

Our field men were constantly 
speaking before groups of 
businessmen and taxpayers all 
spring, and we also had the usual 
follow-ups, with a lot of splendid 
editorial copy. 

As far as our committee is 
concerned, we sent out a number 
of letters to delinquent members 
on contributions and also so- 
licited the support of several 
thousand manufacturers, with 
very good results. 

Our committee, as you know, 
had the presidents of all our 
members to not only write their 
congressmen and senators in sup- 
port of tax-equality relief, but 
also to get each of their sales- 
men to contact twenty dealers to 
do likewise. 

We got little or no support 
from some of our members, but 
splendid results from a majority 
—and these contacts made a real 
noise in congress. Our friends in 
both Houses of Congress are con- 
gratulating us on the splendid 
job. They just think that what 
we have done this year is remark- 
able—but they want us to keep 
it up. So the political atmosphere 
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in Washington is becoming more 
and more favorable. 

We believe that we have now 
reached the crucial period in our 
tax-equality fight, and that this 
fight can be won in the next six 
or seven months if we take the 
necessary steps fearlessly and 
aggressively, and each one of us 
carries out his part in this very 
well-prepared plan of action that 
our NTEA officers and staff, con- 
sulting with the business heads 
of our state committees, have 
outlined for us to follow. 

Your Committee on Coopera- 
tives met here Sunday afternoon 
and reviewed the proposed poli- 
tical action publicity program. 
This program will be directed to- 
ward three general classes: (1) 
Business men; (2) Farmers; 
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(3) The great mass of Federal 
income taxpayers. 

The impact of six years’ work 
of pitiless publicity backing our 
slogan, “Tax the Untaxed First,” 
together with the necessity of 
raising more funds without rais- 
ing taxes, gives us every assur 
ance of a tax-equality amend- 
ment in the coming revenue bill. 
But that is not enough. The 
amendment must be sufficiently 
strong enough to give us real 
relief. 

How nearly 100 per cent for 
tax equality this amendment be- 
comes depends upon how much 
effort we businessmen put into 
this fight. The more congress- 
men and senators believe their 
constituents want 100 per cent 
tux equality, the stronger will be 
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the bill for 100 per cent tax 
equality. 

On the other side of the fence, 
the co-op press has never been so 
violent in their opposition to 
NTEA and our tax-equality 
fight. Their only arguments 
against tax equality are both 
weak and laughable but must be 
continually answered. 

No. 1—They state that NTEA 
is trying to put them out of busi- 
ness. Yet their financial state- 
ments indicate they could pay 
the total Federal Income Tax 
and remain financially sound, and 
also pay patronage dividends— 
but they wouldn’t grow so fast. 

No. 2—They state that they do 
pay taxes now, and advertise in 
local papers, listing their real 
estate and personal property 
taxes, and in some cases a small 
amount of Federal Income Tax. 

No. 3—They state that NTEA 
is composed of big business, 
whose real object is to put co- 
ops out of business and who are 
using small businessmen as their 
tools. 

No. 4—The statement is also 
made by co-op leaders, including 
Mr. Wright Patman and Mr. 
Jerry Voorhis, that if the co- 
ops were taxed, the federal trea- 
sury would only be enriched by 
less than ten million dollars. 
What a weak conflicting state- 
ment of defense this is. 


Clear Cut Issue 

The issue is clear-cut. Our 
friends in Congress in both 
houses are 100 percent back of 
a request for a continued, in- 
creasingly aggressive grassroots 
campaign, enlarging the number 
of newspapers we used this last 
spring, which was around 500; 
patting us on the back for the 
“co-op buck” campaign, and ask- 
ing for something more like it— 
and above all, personal contacts, 
letters and telegrams to our con- 
gressmen and senators. The next 
six months is going to tell the 
story. If we do our job. we are 
going to win. 

Your committee approves our 
new program one hundred per- 
cent and recommends that the 
members of our Association give 
wholehearted support in raising 
the extra funds needed. 

Our committee was presented 
with a list of achievements of 
NTEA during the past six years, 
and every member of the commit- 
tee that looked this over could 
not help but be impressed with 
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the enormous amount of work 
that has been done. 

Business expansion requires 
extra capital. Stockholders ex- 
pect a reasonable dividend. You 
can’t pay a reasonable dividend 
and pay the present federal in- 
come tax, or perhaps a higher 
one, and meet aggressive compe- 
tition that doesn’t have to pay 
this tax. 

Let us repeat the statement 
we made last year. In 1937 the 
national co-op volume was six 
hundred million dollars a year. 
In 1948 it was nearly eighteen 
billion. 

You might be interested to 
know that in Great Birtain, a 
nation with some forty million 
people, there are nine million 
members of co-ops; that co-ops 
do 25 percent of the national vol- 
ume; that they not only do not 
pay a corporation tax, but their 
patronage dividends are not 
taxed either; that they are the 
strongest political factor in Eng- 
land today. They crack the whip 
politically, and private enterprise 
is just about helpless against this 
kind of competition in England. 

We still have a chance here— 
but we won’t have for long, with 
the present rate of co-op expan- 
sion, unless we can get tax 
equality. 

Literally hundreds of private 
businesses are being sold to non- 
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Who spoke at the Tuesday morning 
session of the National Wholesale 
Hardware Association. Mr. Russell's 
talk, including statistical charts, 
had appeared as an article in the 
August 25th issue of HARDWARE 
AGE and was entitled “It's a Good, 
Safe and Profitable Business." Re- 
prints of that article and charts 
were distributed at the convention 
and are available from this publica- 
tion. 









taxpaying foundations, charities, 
churches, etc. Every sale means 
that fewer taxpayers must pay 
more taxes to obtain revenue. 

Our committee recommends 
that there be no letdown in our 
fiuancial contributions to this 
cause; that those members who 
have not contributed according 
tc the suggested formula, do so- 
and increase their contributions. 
even though our profits are down. 
This is not an ordinary contri- 
bution—it is a business-saver 
contribution. 


Federal Tax Increases 


Remember, we are in the cru- 
cial period of this fight. It is a 
fight to prevent our federal taxes 
being increased from 38 to 45 
per cent. We are going to have 
to win next spring, when every- 
thing is in our favor, or wait 
a long while for another period 
when our prospects are as favor- 
able as they are now. 

You just can’t expect business- 
men who are in this fight to win, 
and giving up a lot of time, to 
continue indefinitely on this kind 
of a job. We have in NTEA 
a marvelous staff. We don’t see 
how they could be better. But 
these men are paid by NTEA and 
that limits their usefulness in a 
great many respects. 

To win this fight we must have 
political contacts by businessmen 
and taxpayers—contacts by busi- 
nessmen who are vitally inter- 
ested—who are fighting for 
themselves and their industries 
without pay. Without this kind 
of support you just can’t win a 
nNolitical argument. 

We wholesalers, through our 
dealers and our salesmen, have 
tremendous horsepower that can 
be exerted. Before the year is 
out, we are going to present to 
you a definite program that 
everyone of us is going to have to 
support in order to win. 

Each year we have had high 
hopes that right around the cor- 
ner we would secure tax-equality, 
and because we have not, perhaps 
some have wondered if we wert 
making any headway. We hope 
you are as encouraged as we are 
and feel that the money we have 
contributed has built the strong 
foundation we now have. We 
urge each and everyone of you 
to get into this fight right now 
100 per cent. If we do, it is our 
belief that we can secure a satis- 
factory tax-equality amendment 
in this next session of Congress. 
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Joint Opening Session 





The Imperialism of Peace 


HE issue as Dr. Hutchison sees it is not between 

communism and Christian democracy. It is total- 
itarian conquest and human slavery versus democ- 
racy, freedom and peace. What we need to stop 
is not communism but war. He urges that we go 
imperialistic, that we threaten Russia and all other 
nations, that we use our weight for the stopping 
of international war everywhere, for the freedom of 
each nation in the world, for the bringing of peace. 


By DR. RALPH C. HUTCHISON 
President 
Lafayette College 
Easton, Pa. 


| is in the world 
today the makings of a third 
world war. America can pre- 
vent that war, but is not doing 
so. The officials of our nation 
could not do so if they would 
because they would not be sup- 
ported by our people. We will 
not support them because we are 
not adequately informed or alert. 
Therefore it is up to us, the peo- 
ple, to discuss, to think and to 
understand. It is our only hope. 
This formula justifies our con- 
sideration of this subject in this 
convention. The prospects in- 
volved are so horrible that con- 
sideration is justified in any con- 
vention anytime anywhere. 
International warfare begins 
the moment one nation attempts 
to take over control or impose its 
will on another nation either by 


external or internal intimidation 
and force. Usually the purpose 
is to take or control the assets of 
the nation being attacked and 
finds its origin in the inability 
of the attacking nation to feed 
itself through its own produc- 
tion. So there develops an un- 
answerable demand to raid 
others, under one pretext or an- 
other. This impulse is now rul- 
ing in Russia due to the long- 
concealed failure of Communism 
to produce food or supplies, or 
the barest necessities of life. 
Russia deprived of the meager 
production which existed under 
the wretched government of the 
Tzars must conquer one nation 
after another. It has no choice. 

If Mr. Stalin and all of his of- 
ficers were converted to a re- 
ligion of love and forbearance 
they still would have no choice 


. . . we have been earnestly and sincerely engaged in 


the United Nations, in Marshall plans, and other gigantic 
efforts to create a working agreement in the world which 
would make war unnecessary and impossible. Meanwhile 


war has started again... 


conquest is rampant. Human 


liberties are being destroyed. The Third World War is on 


its way." 
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but to attempt the conquest of 
the world, to live by the devour- 
ing of other nations and through 
the productive labors of enslaved 
peoples. The die is cast for 
them. There is no turning back. 
They have created a Niagara and 
they are rushed to their destiny 
with a force which they them- 
selves could not stop. And we, 
we have seen this same pattern 
so often in human history that 
we are weary of it. We fail, as 
always, to recognize it for what 
it is, until we are too late. 

We have been deceived in this 
case by the camouflage of Com- 
munism and Marxism which is 
only the clothing in’ which the 
wolf chooses this time to appear. 
The dialectic of real Marxian 
communism is fascinating to the 
speculative mind — always has 
been. Wether there was in 
Russia from the beginning any 
real interest in Marxian com- 
munism we are not sure. If 
there was it was quickly washed 
out by the greed of conquest, the 
savage hunger for the posses- 
sions of others which is implicit 
in every conquest since the dawn 
of history. The people of Rus- 
sia, always indifferent to pro- 
duction, have found a glorious 
work substitute in the age-old de- 
vice of raiding and conquest. 
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Their leaders found a fascinat- 
ing reinterpretation of conquest 
in the mission of Communism and 
a magnificent propaganda about 
which they could debate among 
people and nations while their 
armies, their agents, their tor- 
turers, and their officers con- 
sumed the goods, the resources, 
and the lives of those they con- 
quered. 

They have deceived many of 
our people who even now think 
Communism is the issue with 
which we are confronted. It is 
not Communism. It is conquest, 
the same old conquest which has 
led to the wars of history—con- 
quest by street mobs, conquest by 
the torture chamber, conquest by 
intimidation, conquest by dis- 
order, conquest by armies—the 
same story but cloaked in the 
Marxian terms, propagandistic 
camouflage. The sooner we 
awaken to the fact that we are 
up against old brutal conquest, 
the sooner we will begin think- 
ing in a straight line about the 
remedy. The question is not how 
shall we meet Communism but 
rather how shall we stop Com- 
munism and war. 

We are taking many construc- 
tive measures, notably the work 
of the United Nations... There is 
nothing wrong with what we are 
doing. The wrong is in what we 
are not doing. We cannot win 
a football game by playing on 
only one side of the line. Our 
own good work toward the peace 
of the world is deluding us. It 
is good but it is not enough. We 
must play on both sides of cen- 
ter. 


Stop the Maniac! 


When a maniac breaks loose in 
society, and begins to shoot down 
the citizens in the streets, what 
do we do? Do we call in the 
pschiatrists to consider what 
kind of a pathological or psycho- 
logical condition causes such 
tragedy? Do we convene a con- 
gress to debate the economic is- 
sues which may have unbal- 
anced the mind of the maniac? 
Do we study his background and 
heredity? Do we ask him to 
pause in his slaughter and join 
a mutual aid society for the pro- 
tection of our citizens? Do we 
debate with him through in- 
terminable meetings? The an- 
swer is no. Society has long ago 
learned that when one person be- 
gins to destroy others, there is 
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only one thing to do and that is 
to stop him. Shoot him in his 
tracks if necessary but whatever 
is necessary do it. 

After the maniac has_ been 
stopped, society then studies the 
causes which lay behind the at- 
tack. If his cause had some 
justification we try to secure 
justice. We then try to correct 
the conditions out of which came 
this disorder. We call in the 
psychiatrists, the sociologists, the 
welfare agencies, the various 
processes of a civilized society. 
Our attempt then is to correct 
that situation and to take con- 
structive measures to the end 
that such a crime may not oc- 
cur again. 

This process which we have 
learned in the democratic state 
we have not used in international 
affairs—at least we are not us- 
ing it now. Had we done so be- 
fore World War II there would 
have been no war. At the time 
when Japan invaded Manchuria 
thus beginning the long spiral 
which ended in the Second World 
War—at that time we could have 
stopped the war. Our diplomats 
urged that we do so. The Jap- 
anese army was marching con- 
trary to the orders of the then 
liberal and peace-minded gov- 
ernment of Japan. One battle- 


"If we believed in preventing 
World War II!, we would make a 
declaration of freedom for the 
world, each nation to be free 
from conquest and Russia to with- 
draw its officers and agents from 
all foreign lands.""—Dr. Hutchison. 


D. A. MERRIMAN 
American Steel & 
Wire Co. 
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ship started across the Pacific, 
probably one clear stern word 
from America, and the outbreak 
would have ended in abortive 
humiliation. When Italy march- 
ed into Abyssinia we could have 
stopped the war with one com- 
pany of Marines. In fact, Italy 
would have withdrawn before 
the Marines could have gotten 
there. When Hitler marched first 
across his borders, it is now 
claimed that his commanders had 
orders to withdraw if any major 
power objected openly and seri- 
ously. America acting promptly, 
courageously and _ realistically 
could have stopped war when it 
started had we, the people, and 
our officials been willing to do so. 


We Debated 


But we were debating the 
right and wrong of Germany’s 
attitude. We were holding con- 
ferences on the cause and cure 
of war. We had the pschologists, 
the sociologists, the welfare 
agencies working but we were 
not stopping war itself. When 
we finally moved in the war had 
grown to such proportions that 
we were compelled to pour out 
lives and money so extensively 
that civilization may never re- 
cover from that loss. 

Apparently we did not learn 
our lesson. Since the cessation 
of hostilities we have _ been 
earnestly and sincerely engaged 
in the United Nations, in Mar 
shall plans and other gigantic ef- 
forts to create a working agree- 
ment in the world which would 
make war unnecessary and im- 
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possible. Meanwhile war has 
started again. Nation after na- 
tion in Europe has been con- 
quered. That it was done by a 
new process of infiltration, in- 
timidation and finally conquest 
makes no difference in this rea- 
soning. These peoples have been 
conquered. Conquest is rampant. 
Human liberties are being de- 
stroyed. The Third World War 
is on its way. 

America can stop World War 
III. It could have stopped the 
conquest of Czechoslovakia, of 
the Balkans. It did stop the con- 
quest of Greece. It stopped the 
conquest of Iran at one point. It 
could have stopped the conquest 
of China. It could now stop the 
conquest of Korea und of Jugo- 
slavia. We can still stop the con- 
quest of eastern Germany, and 
then of Western Germany. If we 
believed in preventing World 
War III, we would make a de- 
claration of freedom for the 
world, each nation to be free 
from conquest and Russia to 
withdraw its officers and agents 
from all foreign lands. 


Could Make It Stick 


We could also make it stick 
if we were willing to fight. Add- 
ed to our present strength we 
would have in addition the im- 
mediate loyalty of nations and 
peoples, of friends in every 
down-trodden land, and the sup- 
port of unknown millions in Rus- 
sia itself. The world is sick of 
slavery and slaughter. Further- 
more we would have the tre- 
mendous force of moral integrity 
against which no force of evil 
can stand. At this very moment 


the armies of Russia are poised 
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“There is nothing wrong with 
what we are doing. The wrong is 
in what we are not doing. We 
must play on both sides of 
center."—Dr. Hutchison. 


on the borders of Jugoslavia. 
Holding no brief for Tito or his 
government, America could stop 
this impending war by a world 
declaration that America will not 
tolerate the conquest of one more 
nation anytime, anywhere. We 
could stop the war in Jugoslavia, 
probably without dropping a 
bomb or firing a gun. Russia’s 
only hesitancy at the moment is 
as to whether America and the 
United Nations will take a stand 
for the freedom of that nation. 


We Did It Once 


America did this once. There 
was then a certainty that the im- 
perialistic wars of Europe would 
be transferred to the American 
continent and a good begining 
in that direction had been made. 
We had neither army nor navy 
of appreciable strength but we 
did have leaders of realistic 
vision and moral courage—Madi- 
son, Monroe, Jefferson. They 
made the most audacious pro- 
nouncement in modern history to 
the general effect that no Euro- 
pean nation would go to war on 
this continent for the conquest 
of these peoples. Behind this 
challenge there was nothing 
but the right. To this day no 
power has ever been strong 
enough to defy that position. 
Small nations have lived here 
without danger of conquest and 
in perfect freedom. We have 
shown the world, in the Amer- 
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icas, that there can be interna- 
tional peace by the simple process 
of stopping conquerors and talk- 
ing about it afterwards. 

What America did for this con- 
tinent, it could now do for the 
world. The world is waiting for 
the sunrise and this sun rises 
here. With our immense strength, 
with the inevitable support of 
the free nations, with the moral 
right of the position, we can 
stop war now. 

Our thinking is muddled. We 
believe that the issue before the 
world lies between the opposing 
ideologies of Communism and 
Christian democracy. This is not 
the issue. No nation large or 
small has ever gone communistic 
excepting at the end of a gun. 
through the subordination of the 
mob, through the assassination 
of its leaders, through the mas- 
sacre of its people and the in- 
timidation of the human soul. 
Communism is not the issue. The 
issue is totalitarian conquest and 
human slavery versus democracy, 
freedom, and peace. What we 
need to stop is not communism, 
but war. The only way to stop it 
is, to stop it. 

This cannot wait the United 
Nations or any other slow demo- 
cratic process. This is a maniac 
running loose with slaughter in 
the streets of our civilization 
We can end it quickly. If we re- 
fuse, we will pay the price as wi 
have done twice before. 


It Is Imperialism 


Someone will say that this is 
imperialism—for us to tell any 
other people what not to do. This 
is correct. It is imperialism. We 
are tempted now with our 
strength and favored position to 
be the greatest imperialistic na- 
tion in history. I suggest that 
we do so, that we go imperialis- 
tic, that we threaten Russia and 
all other nations, that we use our 
weight, that we let loose every- 
thing we have in a riot of im- 
perialism. But not imperialism 
for possession of other lands and 
peoples, not imperialism for eco- 
nomic profit or power, but that 
it be imperialism for these great 
objectives—for the stopping of 
international war everywhere, 
now and in the future, for the 
freedom of each nation in the 
world, the bringing of peace. If 
we do that the battleflags of the 
world may be furled in the par- 
liament of the united nations 
and civilization can “take over.” 





143 








The Importance of an Adequate 


In Reducing the Cost 


GOOD inventory control system is one of the 

best ways of lowering the cost of doing busi- 

ness, says Mr. Pitts. Such a system pays for itself 

from a sales standpoint and also provides in- 

valuable help to the purchasing department and 
management. 


* subject, “The !m- 


portance of an Adequate Stock 
Control System in Reducing the 
Cost of Doing Business,” is one 
that I am very much interested 
in and one that every distribu- 
tor in this room should feel the 
same way about. 


A Serious Problem 


We distributors are faced with 
a serious problem—that of low- 
ering our cost of doing business, 
if we expect to stay in business. 
One of the best ways is to in- 
stall a good inventory control 
system, and I say this for many 
reasons. In the first place, no 
manufacturer wants to see an 
abnormal supply of his merchan- 
dise on one distributor’s shelves 
and too little of it on another’s. 
Either condition is bad, for ob- 
vious reasons, both for the man- 
ufacturer and the distributor. 

Too often our buyers wait un-~ 
til the factory salesman comes 
around before an_ order is 
placed and, even then, because 
that salesman might happen to 
be an old friend, excessive quan- 
tities are bought. In the mean- 
time, because that salesman’s 
visits are pretty infrequent, cer- 
tain stock items are entirely ex- 
hausted, and our customers 
either have to go_ elsewhere, 
when we cancel an item, or they 
have to wait several months for 
delivery, if a backorder is made. 

All of us carry a “thousand- 
and-one”’ items in stock, and that 
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means that it is a physical im- 
possibility always to know, with- 
out proper records, what items 
are slow-moving and should be 
pushed, and what items are dan- 
gerously low and should be re- 
plenished. Without stock control 
records, how can a ’phone order 
be intelligently handled, especial- 
ly a long distance one? Or, how 
can we know whether or not we 
might have petty pilferage, or 
even grand larceny, going on 
right under our very noses? 

Our system is far from per- 
fect, but I would like to mention 
it to you and recommend it to 
you for your’ consideration. 
When we receive an order, it 
first goes to our sales manager, 
who looks it over, then to our 
credit manager for his approval, 
then it goes to the stock control 
department. This department is 
manned by five employees, in- 
cluding a male supervisor and 
four young lady assistants, not 
one of whom, incidentally, was 
the least bit familiar with any- 
thing we carried in stock before 
he or she was assigned to the 
job. 

Each item is pre-posted on a 
separate card, on which an order 
point has previously been placed 
by the buyer, so that. as the item 
is checked off, simultaneously, a 
colored tab is moved. Thus that 
at any time, by merely glancing 
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at a tray, short and long items 
can instantly be noted, as well 
as close-out items, seasonable 
ones, open orders, sales _ by 
months for the past several 
years; just about any informa- 
tion that you might need to 
guide you intelligently in your 
purchase and sales policy on any 
particular item, or line. We par- 
ticularly like this pre-posting fea- 
ture (which means, of course, 
that items are checked off the 
stock control cards before the 
orders go to the runners to be 
filled), because, first, it elimi- 
nates the two or three days’ 
lapse that used to exist between 
the time the order was placed 
on its routine trip through the 
plant and office and its return to 
the stock control department for 
posting, thus throwing off our 
inventory position to that extent. 
Second, it permits immediate 
substitution or cancellation ac- 
tion by a responsible person in 
the office, rather than leaving 
this to an order runner or some 
other person not qualified to act 
in such a capacity. 


The Old Methods 


Before we started pre-posting, 
it often took us several days to 
find that we were out of some- 
thing, and by that time we were 
too ashamed to write or call a 
customer, whereas, we now know 
just as soon as we receive an 
order whether or not we can fill 
it. When an item is backordered, 
proper notation is made on the 
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Stock Control System 


of Doing Business 


"*,.. nor does it take us long to glance over the various trays 

and see just where our stock is unbalanced. Most of you 

know how much your sales were last month but how many of 

you know just how much business you lost last month because 

you were out of staple items? A good stock control system 
gives you that information." 


card so that the same day a re- 
ceiving report is posted, all 
backorders of that item are au- 
tomatically pulled out of the file 
and shipped. Frankly, I’m too 
ashamed to admit to you how 
our backorders were handled, 
rather I should say mishandled, 
before we installed a stock con- 
trol system. 


A Time Saver 


No longer do stock clerks con- 
tinually have to stop and make 
stock lists for our buyers, nor 
does it take us long to glance 
over the various trays and, with- 
out having to pull up any cards, 
see just where our stock is un- 
balanced. Most of you know how 
much your sales were last month, 
but how many of you know just 
how much business you lost last 
month because you were out of 
staple items? A good stock con- 
trol system gives you that in- 
formation, because you also post, 
in an appropriate column, the 
units you would have sold if you 
hadn’t had to cancel them, be- 
cause of having been tempor- 
arily out of them. This sort of 
information is pretty valuable 
to your buyer when he is mak- 
ing up his mind as to how many 
of an item he should normally 
carry in stock. 

Don’t get the idea that even 
an adequate stock control system 
can never operate automatically, 
or that it will do away with the 
necessity of having able experi- 
enced buyers in your business. 
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Order points must constantly be 
changed, either upward or down- 
ward, based on many factors, 
such as changing economic con- 
ditions, abnormal and non-recur- 
ring sales, changes in lead times 
of various manufacturers, and 
many such things. That’s where 
the buyer, with his many years 
of experience, fits into the pic- 
ture. He is familiar with all 
these factors. He knows how to 
evaluate them and should be able 
to add them together and come 
up with the right order point. 
But look how much easier and 
more accurate this important job 
of buying becomes, with so much 
vital information available by 
just glancing at a card. No sys- 
tem is going to work without the 
full cooperation of all interested 
parties. It is management’s job 
to call in all associates and sell 
them on the wisdom of installing 
an adequate stock control sys- 
tem and, once this is done, the 
benefits derived will engender 
enough enthusiasm to guarantee 
its continuance. 

I wonder if I’m the only head 
of a business who woke up one 
day and came to the conclusion 
that there were entirely too 
many things about our business 
that I didn’t know enough about. 
Things like “Just what items do 
we carry in stock? How long 
have we had them? How many 
months’ or years’ supply do we 
have on hand? How many 
sources do we buy from and who 
are they? What items are turn- 
ing over rapidiy, and which ones 
are dead stock? How much can 
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we depreciate our inventory at 
the end of our fiscal year, and 
how well can we _ substantiate 
such an inventory depreciation 
for income tax purposes? What 
lines should be dropped alto- 
gether? How well are our sales 
and purchasing departments co- 
ordinating their efforts?” 

All these things are vital to 
running a business and definitely 
affect your cost of doing busi- 
ness, but I defy any of you to 
give me correct answers to these 
questions without a good stock 
control system. All of us have 
been faced with the problem of 
surplus stocks during the past 
12 months, and some of us still 
are, for that matter. I shudder 
to think what ours would have 
been had we not had a stock con- 
trol system in operation during 
this period. 


Knows Where He Stands 


With such records so easily 
available, a sales manager can 
glance over them and determine 
just where his company’s capital 
is tied up and exactly what items 
are not moving. He has the am- 
munition with which to load his 
big guns as he aims them at his 
sales force, yet he can be sure 
that he is not overlooking about 
half his dead-stock items, which 
is an inevitable situation when 
no stock control records are 
available to him. 

It doesn’t take long for a good 


(Continued on page 192) 
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Tuesday N.W.H.A. Session 


Our New Warehouse 


and Equipment 


Me: VAN HOOGENHUYZE tells how his com- 

pany’'s warehouse, all one story, has stepped 
up efficiency and saved time in handling dealers’ 
requirements. The company made the move with- 
out /osing shipping or selling time. 


By N. F. VAN HOOGENHUYZE 
President 
Wm. Van Hoogenhuyze Hdwe. Co 
San Antonio, Texas 


W. have just moved 


into our new, modern, one-story 
building. Our old building had 
four floors with one shipping 
door, one receiving door, and one 
door for unloadings carload mer- 
chandise. Therefore, it was a 
task to unload, ship and receive 
LCL shipments at one time. 

All these doors were close to- 
gether, so the receiving and ship- 
ping departments were very con- 
gested at times, and this slowed 
down the handling of merchan- 
dise. 

Being handicapped as we were, 
we kept these problems in mind 
when planning our shipping and 
receiving departments in our new 
building. Our main thought was 





to have all departments arranged 
to function simply, economically 
and efficiently. 

One of the highlights of our 
moving was that we did not lose 
30 minutes’ time of shipping, or 
selling during the process of 
moving. 

We planned our moving as fol- 
lows: Since both warehouses are 
on the same railroad, we moved 
by rail. We started six weeks 
before the date set for opening 
in the new building. We would 
load a car of goods and have it 
switched to the new warehouse 
and then unload and place the 
merchandise in its proper place. 

To show the difference in the 
efficiency of the two buildings, 


The Wm. Van Hoogenhuyze Hardware Co. warehouse 
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it would take two days to load 
a car but only a half day or less 
to unload it. We have a 2000-lb. 
lift truck and 140 ft. of con- 
veyors. 

We first started moving our 
seasonable merchandise that was 
then out of season. Then we 
moved full case lots of regular 
merchandise, leaving what we 
would need for the remainder of 
the time in the old building. Next 
we started packing the broken 
stock, still leaving behind enough 
to fill our orders at the old ware- 
house. 

We had purchased new steel 
shelving for the new warehouse, 
and as soon as it was in place 
we started unpacking the broken 
cases and putting them in the 
shelves. When we had enough 
merchandise in the new ware- 
house we started shipping from 
both warehouses. 

Of course all carloads as well 
as LCL shipments of merchan- 
dise came into the new ware- 
house the last three weeks before 
we moved. 

The first thing we did before 
moving any merchandise in the 
building was to mark the floors 
as to aisles and to mark certain 
sections for different types of 
merchandise. We arranged our 
merchandise as much as possible 
as it is listed in our salesmen’s 
catalogs. 

One of the biggest improve- 
ments the new building has over 
the old one is our sales depart- 
ment. In the old building, our 
sales department was in_ the 
front end of our office and the 
shipping department was in the 
warehouse about 100 ft. from 
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the sales department. In the new 
building our sales department is 
in the rear of the office with the 
shipping department on the other 
side of the wall, not 5 ft. away. 
A window opens through the 
shipping department from the 
sales department. 

We have a side entrance to the 
building and customers can come 
in this door. They are then only 
12 ft. away from either the sales 
or shipping departments. 

After the customer has placed 
his order, the order clerk gives 
the order to the shipping clerk 
who gets an order filler to get 
the merchandise if the customer 
wants to take it with him. This 
saves time for the customer and 
enables us to operate more ef- 
ficiently. 

Our building is re-inforced 
concrete, fireproof with a sprin- 
kler system. It has approximately 
47,000 sq. ft. of floor space. There 
are 285 ft. of trackage with three 
unloading doors. One door is 22 
ft. wide so that pipe can be rolled 
into the building from the car. 

Our loading dock is 90 ft. long 
with four doors. These docks are 
covered and are equipped with 
lights and can be used to load at 
night or in any kind of weather. 
We have loaded seven trucks at 
one time from this dock, thus 
reducing the loading time in 
comparison with the old building 
about one quarter. 

We have about 1000 pallets in 
use and find that the 30 by 40 
size is the most practical one for 
our use. All of our broken goods 
and shelf merchandise is in one 
large room. Our packing tables 
are also in this room, leaving the 
rest of the warehouse for full 
package goods. Our ceilings are 
16 ft. high and we can stack our 
merchandise about 14 ft. high. 

We are now handling more 
orders with fewer people due to 
being able to watch operations 
more closely. 

We have lots to learn about 
stacking and arranging merchan- 
dise under this new system, but 
we have learned a lot in the short 
time we have been using it. We 
have placed our fast moving, 
heavy merchandise close to the 
shipping docks, so as to save time 
in handling. 

Our shipping stalls, where we 
put merchandise ready for the 
carrier to pick-up from our ship- 
ping department, are arranged to 
handle merchandise fast and eco- 
nomically. We have seven ship- 


ping stalls for the different car- 
riers. They are facing the load- 
ing docks and are about 10 ft. 
from this dock and are so ar- 
ranged that a lift truck can go 
in and pick up merchandise and 
load it onto a carrier. 

One of the big advantages in 
having a one-fioor building, be- 
sides the economy and efficiency, 
is that we find we can get dealers 
to walk through the building. And 
the merchandise is so arranged 
that they will see things that they 
didn’t even know we handled. It 
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is not necessary to maintain an 
unloading crew, for with the as- 
sistance of our lift truck, one 
or two men from the floor can aid 
in unloading cars. LCL ship- 
ments received are put on the 
pallets by the carriers’ truck 
driver and our man places the 
pallet in the proper place with 
the lift truck. 

We like our new building more 
every day we are in it, and up 
to now we do not see where we 
could have improved on the ar- 
rangement. 


Oo 


By FRED P. LUTHE 
Luthe Hardware Co. 


Des Moines, lowa 


R. LUTHE tells how a one-story plant brings 

such advantages as the elimination of eleva- 
tors and stairways; speeding up the receipt of 
merchandise; filling of orders through mechanized 
methods; greater facilities for simultaneous load- 
ing and unloading of trucks and freight cars; 
greater productivity from personne! with less 


fatigue. 


[.. has always been our 
idea that a distributor’s build- 
ing must be considered more 
than just housing for employees 
and a shelter for merchandise. 
It has to be a selling tool, the 
same as a catalog or any of the 
other sales aids we use to sell 
merchandise because we sell 
merchandise with service and an 
efficient building makes better 
service possible. 

The reason for our new build- 
ing is simple; the old location 
was too small as it was. The 
building was six floors and base- 
ment 130 by 130 ft., located in 
a congested part of town. The 
only room for expansion was up 
which meant more elevator han- 
dling. 

With that in mind, we design- 
ed our new building. We knew 
the obvious advantages of a one 
floor operation; the elimination 
of elevators and stairways to 
speed up the receipt of mer- 
chandise; the filling of orders 
through the use of mechanized 
methods; the increased facilities 
for simultaneous loading and un- 
loading of trucks and freight 
cars; the elimination of slow 
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FRED P. LUTHE 


hand handling through the use 
of fork lifts with the results of 
less fatigue and increased pro- 
ductivity of the personnel, and, 
since a one-floor operation usu- 
ally means an outlying location, 
the solution to parking problems 
and congestion. 

To give us these advantages, 
we built just outside the city 
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BReesciinm 


The Luthe Hardware Co. werehouse 


limits, north of the city on the 
main north-south highway and a 
few blocks north of the main 
east-west highway and included 
two big parking areas for em- 
ployees, customers, and freight 
trucks. The warehouse itself 
contains a little more than 100,- 
000 square feet of floor area. To 
get ceiling height for palletized 
storage as well as natural light, 
we decided on a monitor type 
roof consisting of alternate high 
and low bays. There are four 
low bays 17 ft. high and three 
high monitors 22 ft. high. The 
walls are concrete slabs, poured 
lying down and then tilted up- 
right. At the top of the wall 
there is a continuous window 
light around the building and the 
monitor sections are also con- 
tinuous window lights. 

Seven unloading doors are lo- 
cated across the north wall or 
back of the building for railroad 
cars. Ten truck doors are lo- 
cated in the center part of the 
south wall or front of the build- 
ing. Six of these doors are mo- 
tor operated and open into a re- 
cess in the building to permit 
enclosed loading in bad weather. 
The other four doors open onto 
a flush dock and are used only 
when necessary for overflow 
traffic. This allows additional 
floor space for what would other- 
wise be infrequently used dock 
well. In front of the 10 doors 
is a concrete ramp 150 ft. by 150 
ft. for parking and truck maneu- 
vering. 


Incoming Shipments 


Now since we have the build- 
ing built, let’s go inside and see 
what goes on. First, and very 
important, we handle as many 
incoming shipments as possible 
on flat or box pallets with four 
2,000-lb. fork lift trucks. The 
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storage area is divided roughly 
into thirds. The east third con- 
tains stoves, steel goods, fence 
and other items requiring only 
tagging or bundling and tagging 
for shipment. Practically all de- 
liveries and storage in this sec- 
tion are by fork lift and flat or 
box pallet. 

Assembling of outbound mer- 
chandise is by fork truck or tow- 
ing tractor and trailer warehouse 
truck as the situation requires. 
The towing tractor may be of in- 
terest to you as it is homemade. 
Believe me, we are in the whole- 
sale hardware business and not 
the manufacturing business but 
two trips to the materials han- 
dling convention and extensive 
inquiry have still failed to pro- 
duce what we wanted. The trac- 
tor is 40 in. long and 22 in. wide 
and has three wheels. 

It can be turned in less than 
its own length. The drive wheel 
is connected to a gas motor 
through a chain drive and cen- 
trifugal clutch and the whole as- 
sembly can be turned through 
360 deg. The only controls neces- 
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L. F. DEMMLER 
Demmlier Bros. Co. 


N.A.S.M.D. 
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sary are a steering wheel, throt- 
tle, and brake. The operator 
stands on a platform supported 
by the other two follower wheels 
and is about 3 in. from the floor. 
It will move a maximum 2,000 
lb. load at about four miles per 
hour. Order filling in the east 
section is done at six miles per 
hour with these tractors. 

These tractors and double deck 
trailer trucks are used to as- 
semble the merchandise on or- 
ders in the west third of the 
building. The west section con- 
tains the usual shelf hardware 
stored on steel shelving, and 
other merchandise that moves in 
either full package or broken lot 
quantities such as paint, glass 
and enameled ware stored in box 
pallets. This permits the in- 
bound handling of much of the 
box pallet merchandise by fork 
truck directly to the storage 
area, 


Bolt Storage 


We have also finally discovered 
a successful method of storing 
bolts with comparative ease 
through the use of the fork lift. 
The boxes are opened and four 
boxes stood on end on special 
pallets just the dimension of the 
four boxes. These pallet loads 
can then be handled by fork lift 
directly into extra heavy shelv- 
ing or surplussed on top. The 
original boxes serve as_ bins. 
This method has saved us about 
100 sq. ft. of floor besides tak- 
ing all the heavy lifting out of 
the bolt business. 

In the west section, we have, 
of course, the packing depart- 
ment, through which all broken 
package merchandise is double 
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LEE J. HAINES 
E. E. Souther Iron Co. 
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W. H. TERSTEGGE 
Stratton & Terstegge Co. 


Chairman N.W.H.A. 
Resolutitons Committee 


checked and packed. All full 
package merchandise is packed 
and tagged at a separate bench 
to avoid unnecessary confusion 
in the packing department. Full 
package merchandise from the 
west side is put with that from 
the east side on the shipping 
floor and is double checked there. 


Handling Linoleum 


The north or back half of the 
center third of the building is 
used for the storage of linoleum. 
All two, three, and four-yard 
linoleum is handled in-bound by 
fork truck with a special attach- 
ment. The three and four yard 
goods are stored horizontally on 
a structural steel mezzanine cap- 
able of storing 600 rolls. The 
rolls on this mezzanine are han- 
dled with an overhead bridge 
crane and grab. Beneath the 
mezzanine we store two yard 
rolls on end. The two yard rolls 
are handled out-bound on stand- 
ard two-wheel trucks. The three 
and four-yard rolls are put on 
modified two-wheel trucks, laying 
down, two rolls per truck. Tubes 
of linoleum rugs are stored on 
end in three rows of double 
sided racks extending 90 ft. 
along the west side of the mez- 
zanine. All handling of tubes 
of rugs is by hand truck because 
of their cumbersome nature. 

Asphalt, rubber, and linoleum 
tile are handled by fork truck 
and box pallet. Rug padding in 
9 ft. and 12 ft. widths in 60 ft. 
rolls is a new line with us and 
I am quite frank to admit, it has 
us whipped for the moment on 
just what is the best way to han- 
dle it. At present we are stand- 





ing the rolls on end to save space 
and generally exerting brute 
force to move it. Also in the 
linoleum section we have a cut 
order room 60 ft. by 20 ft., di- 
viding the shipping floor from 
the linoleum section, under one 
of the high bays. Above the cut 
order room is a warehouse lunch- 
room, toilet, and locker room. 


Shipping Floor 


The south or front half of the 
center third of the building is 
the shipping floor. This area 
faces the 10 loading doors and 
concrete ramp mentioned at the 
start. All L.C.L. and some truck 
load merchandise is_ received 
through certain doors. Other 
truck load merchandise is _ re- 
ceived on an open loading dock 
on the northeast corner of the 
building. However, the pre- 
dominant movement of merchan- 
dise in this area is south or out 
the front doors. 

All suitable merchandise from 
east and west is assembled onto 
as few four-wheeled warehouse 
trucks as possible, double check- 
ed and left on the trucks until 
the shipment is loaded out. This 
method requires quite a number 
of four-wheel warehouse trucks 
but eliminates much needless 
handling and chance for many 
mistakes. Large merchandise is 
brought on to the floor on pal- 
lets, checked and loaded out by 
fork truck. 

Running parallel to the dock 
face and suspended from the 
ceiling, we have a monorail track 
and electric hoist that can serve 
the six recessed loading doors. 





This device has proved invaluable 
in loading out such heavy mer- 
chandise as linoleum and pipe. 
This hoist equipped with a 
heavy canvas sling can slide two 
four-yard crates of linoleum 
weighing about 1,300 lbs. or sev- 
eral bundles of pipe into a 
freight truck or a customer’s 
pickup as easily as it used to be 
dumped off one at a time with- 
out the damage and without the 
sprained backs. It was a truck 
driver’s idea. 


The Shipping Office 


The shipping office is the heart 
of the warehouse operations. It 
is a room 14 ft. by 14 ft., en- 
tirely glassed in and raised four 
feet above the floor for vision. 
Within the room are the electric 
door switches, the main station 
of the pneumatic tube system, re- 
ceiving orders from the credit 
department and_ dispatching 
them to the appropriate locations 
in the warehouse and office. Here, 
too, is the master inter-communi- 
cations set connecting with all 
parts of the warehouse and office 
by loud speaker. There are other 
similar inter - communications 
sets located conveniently for the 
city order desk, buyers, packing 
department and shipping floor 
checker. These systems save in- 
numerable steps and time not to 
mention telephone rental charges. 

The office is a 70 ft. by 70 ft., 
two-story building on the front 
of the warehouse, spaced _ be- 
tween the west end of the load- 
ing doors and the west corner of 
the building. 
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Mfg. Co. 
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S. HORACE DISSTON 
Henry Disston & Sons, 
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N.W.H.A. Thursday Session 





Turnover and What It Means 
To the Hardware Wholesaler 


A SSUMING a business has an average turnover 
of four times a year; the average mark-up is 
20 per cent on sales, then by increasing the turn- 
over to six times, Mr. Dixson says, that for each 
million dollars of business done, the greater turn- 
over has increased dollar margin 50 per cent, or 
$100,000 without increasing investment in mer- 
chandise or accounts receivable. 


By W. N. DIXSON, JR., 
Brown-Rogers-Dixson Co.., 
Winston-Salem, N. C. 


M, few remarks 


deal with a subject which my as- 
sociates and I down in Winston- 
Salem, North Carolina, live with, 
work with, eat with, and sleep 
with—turnover. It is a very 
important word with us since we 
know it is our life’s blood. 

My discussion will deal only 
with turnover of inventory and 
accounts receivable. There are 
a few rare individuals and busi- 
ness concerns who are blessed 
with an unlimited amount of 
cash with which to do business. 
I am disregarding that class en- 
tirely. Turnover is not as im- 
portant to this group as it is to 
most of us. We realize that turn- 
over is our bread and butter. 

Assuming that mark-up is 
sufficient to cover the cost of 
merchandise, plus overhead ex- 
pense, plus a legitimate profit, I 
will say that, “A business is 
what turnover makes it.’”’ When 
I say turnover, I mean turnover 
on both accounts receivable and 
inventory. Let us consider as an 
illustration that an average 
turnover of a certain business is 
four times per year. Let us as- 
sume that the average mark-up 
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is 20 per cent on sales, now let 
us imagine that this turnover in 
the same business is increased 
to six times per year. For each 
million dollars of business done, 
the greater turnover has in- 
creased the dollar margin 50 per 
cent or $100,000 and it is done 
without increasing the invest- 
ment in merchandise or accounts 
receivable. There are only two 
ways by which this business can 
increase its turnover. It can in- 
crease its sales with the same 
inventory, or decrease its inven- 
tory on the same volume. 

There are many ways in which 
turnover helps the hardware 
wholesaler in addition to in- 
creasing his dollar margin. May 
I mention a few ways in which 
turnover has helped us_ at 
Brown-Rogers-Dixson Company: 


How Turnover Has Helped 


1. It is possible for us to op- 
erate on a lower capital invest- 
ment. 

2. We need borrow less money 
from the bank, thereby saving 
interest on borrowed money. 

3. A larger net profit is real- 
ized at the end of the year. 
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4. By turning merchandise 
faster we can keep cleaner, 
better arranged stock. 

5. Correct turnover eliminates 
slow moving items and stickers. 

6. Fast turnover enables us to 
take on new lines of merchandise 
without eliminating overstocks. 

7. Turnover has encouraged 
our company to adopt modern 
methods of handling goods. We 
are using pallet lift trucks and 
have built a one-story ware- 
house. 

8. Turnover has forced us to 
improve our purchase record 
system. 

9. It makes our buyers do a 
better job by keeping them alert 
and on their toes. 

10. It keeps our freight man- 
ager exploring for cheapest 
freight rates for shipping mer- 
chandise, which is important in 
these days of high freight rates. 

11. Turnover encourages us to 
do a better job of advertising in 
order to keep stock turning. 

12. It keeps our warehouse 
manager scratching his head for 
better arrangement of stock in 


(Continued on page 192) 
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Big advertisements . .. many of them in full color . . . adver- 
tisements that cover the entire field of shooting sports and 
shooting customers . . . advertisements appearing with sales- 
promoting frequency in the leading publications in their 
fields. That’s the constant urge-to-buy help you get from 
Remington. 


The vast majority of your shooting customers will see some 
of these hard-hitting advertisements. By featuring Remington 
shotguns, rifles, ammunition and shooting accessories in your 
windows and inside your store, you capitalize on the famil- 
iarity, the popularity, of this outstanding line. You realize 
full value from this all-important pre-selling aid. 
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And you can count on this pre-selling to help your selling 
when you feature popular Remington Arms and Ammunition 





SPORTSMAN-48 





MODEL 11-48 
SPECIAL PROMOTION! 


This fall, Remington is putting the biggest advertising 
and promotion campaign ever behind these new guns 

the ‘““Sportsman-48” and the Model 11-48. Featured in the 
advertising are two-page spreads in full color in leading 
outdoor magazines. Millions of sportsmen, your customers 
among them, are reading these colorful advertisements in 
leading outdoor and farm magazines. Beautifully stream- 
lined, easy to carry and fast to shoot, powerful and hard 
hitting, these light-weight shotguns are already the talk 
of the hunting season. Feature them and watch ’em sell! 
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sd THe wholesaler who has a definite plan for con- 
ducting his sporting goods business and who 
works that plan day in and day out is the one who 
is getting the most of the business," says Mr. Cole- 
man. Urges wholesalers to analyze sporting goods 
business in individual territories and to have 
trained personnel to operate sporting goods sec- 
tions. Emphasizes need for carrying merchandis- 
ing assistance beyond delivery of merchandise. 


By R. H. COLEMAN 
Director of Sales 
Remington Arms Co., 
Bridgeport, Conn. 
A.H.M.A. Executive 


Committee 


A NYONE in the 


business of distributing sport- 
ing goods today should know by 
now that United States expendi- 
tures for recreational purposes 
number several billions of dol- 
lars annually (more than 10 bil- 
lion in fact in 1948). They 
should know, too, that the yearly 
manufactured value of sporting 
goods products now stands at a 
figure nearly three times that of 
prewar days. Those who do not 
already recognize these facts 
cannot be seriously considering 
ways and means of obtaining 
their fair share of this great 
market. 

On the assumption that you 
have the over-all market thor- 
oughly in mind, I will devote the 
major portion of my remarks to 
the matter at hand—‘‘How 
Wholesalers Can Become a 
Greater Factor in the Sporting 
Goods Business.” 

For many years better than 99 
per cent of my company’s com- 
mercial manufacture has been 
sold exclusively through the 
wholesaler-dealer system of dis- 
tribution because we believe this 
plan to be the most efficient and 
most economical means of dis- 
tributing our merchandise to 
the estimated 17 million consum- 
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ers of our products. Because of 
this long and happy association 
with you we are naturally most 
interested in seeing that the 
wholesaler-dealer plan of distri- 
bution not only continues, but 
becomes increasingly successful 
and profitable to all concerned. 

How wholesalers can become a 
greater factor in the sporting 
goods business is a question that 
can only be answered by both 
manufacturers and wholesalers 
working hand in hand toward a 
common goal. This naturally 
raises the question—“‘What are 
manufacturers doing about this 
problem ?” 

Let me cite a few examples: 
Over the years manufacturers 
have made enormous strides in 
simplifying their lines to reduce 






How the Wholesaler Can Become 





R. H. COLEMAN 


inventories, save time and 
money, and improve service to 
customers. The total number of 
shotgun shell items alone, for ex- 
ample, has been reduced from 
over 4000 items in 1925 to 137 
today. Manufacturers, also, I am 
sure you will agree, have im- 
proved the quality and salability 
of their products. 

They have introduced more et- 
fective national advertising and 
sales promotion together with 
modern packaging and point-of- 
sale merchandising. 

Instructional motion pictures 
and slide films featuring modern 
business methods and _ selling 
techniques have been produced 
and made available free of 
charge to both wholesalers and 
dealers. 


“As you might suspect, some wholesalers are doing prac- 
tically nothing about sporting goods; some have excellent 
programs for other lines of merchandise but simply do not 
make an effort to apply what they know about these lines 


to sporting goods sales. 


"A few wholesalers . . . have shut their eyes to business sta- 
tistics which prove the value of sporting goods sold today 
is nearly three times that of prewar days and have been 
satisfied with a small advance in business while their com- 
petitors have doubled or trebled their volume in the same 


territory." 
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a More Important Factor 


In the Sporting Goods Field 


Industry-wide programs to in- 
crease public interest in sports 
have been developed and consis- 
tently promoted; for example, 
the extremely successful promo- 
tions of skiing, sandlot baseball 
and .22 caliber match rifle 
shooting. 

I could mention many more 
examples of manufacturers’ ac- 
tivities in the promotion of 
sporting goods but these, I 
think, are sufficient to illustrate 
the point. I could also admit to 
many instances where we manu- 
facturers have failed to pull our 
weight in the promotion of our 
products. That, however, is not 
your problem to correct but ours 
and time requires that I get on 
to the wholesaler phase of my 
subject. 


What Wholesalers Do 


What then are wholesalers 
doing about becoming a greater 
factor in sporting goods? 

We have a wholesome respect 
for the sales ability of the people 
who distribute and sell our prod- 
ucts. This, together with our 
interest in improving the over- 
all performance of our whole 
distribution system has inspired 
us to make extensive and care- 
ful studies of our trade records 
and other sources of field infor- 
mation to determine which 
wholesalers have been most suc- 
cessful in the sporting goods 
business and why. 

As you might suspect, some 
wholesalers are doing practically 
nothing about sporting goods; 
some have excellent programs 
for other lines of merchandise 
but simply do not make an effort 
to apply what they know about 
these lines to sporting goods 
sales. 

A few wholesalers (who really 
know better) have shut their 
eyes to business statistics which 
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prove the value of sporting 
goods sold today is nearly three 
times that of prewar days and 
have been satisfied with a small 
advance in business while their 
competitors have doubled or 
trebled their volume in the same 
territory. 

Still others (and for these we 
are most thankful) have dis- 
carded old fixed ideas about their 
sporting goods business and 
have applied sound, up-to-date, 
hard-hitting sales, buying, and 
merchandising policies. For 
these the results in increased 
volume and profit have been sub- 
stantial, and the costs surpris- 
ingly low. 

Out of our studies of what you 
are doing has come one simple 
conclusion, “The wholesaler who 
has a definite plan for conduct- 
ing his sporting goods business 
and who works that plan day in 
and day out is the one who is 
getting the most of the busi- 
ness.” 


N.W.H.A. Sporting Goods Session 


If you sincerely wish to make 
your company a greater factor 
in the sporting goods business 
we recommend that you first of 
all consider the adoption of a 
definite, workable plan pointed 
toward that objective. 

If you think that you now 
have such a plan may I suggest 
you first ask yourself these ques- 
tions before accepting this as- 
sumption: 


Ask These Questions 


1. Do you know how much 
sporting goods business there is 
in your sales territory? 

2. Have you made any changes 
in your sporting goods depart- 
ment or sales program in the 
last year? The last five years? 
In the last 10 years? 

3. Since retailers need mer- 
chandising assistance, does your 
service” stop with the delivery 
of your merchandise? 


“ 


4. Are you prepared to advise 
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ROBERT G. THOMPSON 
The Lufkin Rule Co. 


RICHARD HARTE 
Ames Baldwin 
Wyoming Co. 





H. B. WILSON 
Mathias Klein & Sons 













retailers about building a mod- 
ern sporting goods display and 
to suggest practical promotion 
ideas to utilize both inside and 
outside their store? 

5. Do you have a separate de- 
partment for buying and selling 
sporting goods? 

6. Have you selected person- 
nel experienced in_ sporting 
goods to operate your sporting 
goods department? 

7. Are you using the various 
manufacturers’ services avail- 
able to you? 

8. Have your sporting goods 
personnel received any _ sales 
training, either inside or outside 
of your own organization? 

9. Are the people in charge of 
your sporting goods operation so 
over-burdened with detail work 
that they cannot keep up with 
what is happening, what is new 
in the sporting goods business? 

If you have the right answers 
to these questions, then you are 
on the way to becoming a 
greater factor in the sporting 
goods business. If you do not 
have the right answers then 
your competition may be quietly 
but surely sawing off the limb 
on which you are sitting. 

Please understand, that when 
I say these things I have no in- 
tent to preach or to assume a 
“know-it-all” attitude. Goodness 
knows, we miss lots of good bets 
in our own bailiwick. 


Aids For Planning 

I believe you will agree, how- 
ever, that a sporting goods pro- 
gram cannot be hit or miss. I 
also believe you will agree that it 
is most impractical for anyone 
to recommend a plan that will 
work for every wholesaler. I will 
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certainly not attempt to do this, 
but I will suggest several prin- 
ciples that every planner should 
give some consideration to: 

First of all, an organizing or 
preparatory effort normally is 
required covering at least one, 
or perhaps two years, to develop 
the basic information and lay 
the organizational groundwork 
fer a modern, practical sporting 
goods department suited to your 
company’s operations. 

Secondly, it is usually desir- 
able that a steering committee 
be formed in your own organiza- 
tion to coordinate sporting goods 
buying, inventories and _ field 
sales effort. Some of the more 
important specific matters to be 
determined by this committee 
include the following: 

1. Selection and training of 
experienced sporting goods per- 
sonnel who know what to buy, 
and how much; when to buy it 
and where and when to sell it. 

2. Thorough training of your 
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Honorary Member 


regular sales force in your sport- 
ing goods lines, pointing out the 
extra commissions awaiting 
them from sales of these prod- 
ucts. 

3. Selection and training of 
specialty sporting goods men 
who can help establish your firm 
and your lines, paving the way 
for your regular men. (Obvious- 
ly your regular line salesmen 
must participate in commissions 
resulting from your specialty 
men’s work or they will lose in- 
terest.) 

4. Selection, stocking, and 
selling of balanced lines of na- 
tionally advertised merchandise. 

5. An incentive program for 
your department supervision and 
entire sales force. 

6. A modern sporting goods 
show room for your dealers. 

7. Participation in sporting 
goods shows. 

8. A special section of your 
catalog or a separate catalog de- 
voted to sporting goods. 

9. Special promotions on sea- 
sonal merchandise and special 
items. 

10. Consistent direct mail 
sales promotion to dealers. 

11. Consideration of sporting 
goods trailers and their applica- 
tion to your territory. 

12. Strengthening of the arms 
and ammunition operation since 
it is the backbone of your sport- 
ing goods department upon 
which you can build other sport- 
ing goods business. 

13. Adoption of a sales theme 
or slogan to point up your ser- 
vices. 

If this list of “things to do” 
for your steering committe« 
seems long, just remember that 


(Continued on page 191) 
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Mr. Dealer, you can increase your chain sales 
volume and profit by one simple action: Put 
Cleveland chain on display so it can sell itself! 


Chain on display consistently outsells chain in 
bins or on shelves by 40%. 





The Ree! Salesman turns the spotlight on chain 
—makes it a star attraction. It holds 4 reels or 
their equivalent in 2 or ¥ reels. 


These Cleveland merchandising tools 
will boost your chain sales! 


Customer attraction of Cleveland Chain is en- 
hanced by attractive, convenient packaging, mod- 
ern displays and sales aids. 


Put Cleveland profit-makers in your store today. 
Your jobber will gladly give you full details. 





The Sales-Master is built for heavy-duty service, 
streamlined to the needs of the busy, big store. 
Holds six reels ... promotes sale of heavy welded 
chain such as Proof Coil. 








*heg 


ROOF COIL CHA! 





Proof Coil and BBB Coil Chain in 


There’s beauty, col- 
or, sales appeal in 
this new dog chain 
display. Plastic 
handles in 4 colors 
add to the bright 
attractiveness of 
nickel plated chain. 








popular sizes now available in at- 
tractive plywood “Keg-ettes.” 
(250 ft. of 34”. 150 ft. of %”. 
100 ft. of 46”. 75 ft. of %”.) Can 
be reshipped by jobber without 
“epacking. green 
yellow 
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The Cleveland Chain & Co- 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, ” 

Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg. : 

Co., Bridgeport 1, Conn. ¢ Seattle Chain & Mfg 

Co., Seattle 8,Wash. ¢ Round California Chain Co., 

So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. 
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N.W.H.A. Sporting Goods Session 





The Wholesaler's Place 
In the Distribution 
Of Fishing Tackle 


Me:. B. A. COLEMAN, sales director of a fishing 

line firm, tells hardware wholesalers how they 
can regain a greater share of the $650,000,000 
sporting goods market. She says hardware stores 
should cultivate the patronage of the 25,000,000 
fishermen who are also the best prospective buy- 
ers of other sporting goods and hardware lines. 


) OU have asked me 


to discuss the wholesaler’s place 
in the distribution of fishing 
tackle. Although I am not an 
official spokesman for the fishing 
tackle industry, I feel sure that 
my views are supported by those 
other manufacturers of fishing 
tackle who sell, as we do, through 
you hardware wholesalers. 

I come before you to plead for 
your greater interest in and 
greater support of fishing tackle 
sales. This plea is not a selfish 
one. Your benefits from such sup- 
port will be even greater than 
ours. 

My plea for your support is 
organized under four major 
headings. These are: 

1. Fishermen And The Tackle 
Industry. 

2. How Important Fishing 
Tackle Is To You Wholesalers. 

8. How Important The Hard- 
ware Wholesaler Is To The 
Tackle Manufacturer. 

4. How We, Working To- 


gether, Can Increase Our Fish- 
ing Tackle Business. 


Fishermen and the 
Tackle Industry 


Fishing is the fastest growing 
sport in the country. There are 
more fishermen than there are 
participants in any other out- 
door sport. 

We estimate that at least 25 
million people indulged in the 
sport last year. Almost 15 mil- 
lion licenses were sold for fishing 
in fresh waters. At least 8 mil- 
lion more people fished in salt 
waters, where a license is not re- 
quired. Several million others 
who are not required to buy a 
license fished in fresh waters. 
The sale of fresh-water fishing 
licenses in 1948 showed a 4 mil- 
lion gain over 1946. 

There are many factors which 
contribute to the popularity and 
growth of fishing, but the most 
important are: more leisure 
time; low cost; enterprise and 


"There are 25 million fishermen, each one a repeat buyer... 
They are top prospects for other sporting goods. In addi- 
tion, they are above average prospects for general hard- 
ware items because they are tinkerers by nature and avid 
gadget hounds. A retail hardware store with a busy fishing 
tackle department should show better results in’ all depart- 
ments... 
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By MRS. B. A. COLEMAN 
Vice President in Charge of 
Sales 


B. F. Gladding & Co. 
South Ofselic, N. Y. 


ingenuity; relaxation; and pride 
of achievement. 

These factors are reflected in 
the wide variety of fishing tackle 
offered to meet fishermen’s de- 
mands. 

Tackle makers produce a large 
selection of lures and artificial 
baits. Each type is offered in a 
large number of shapes and sizes, 
and this number is multiplied by 
color variations. Fishermen put 
great store on the color of lures 
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é KNOTS AND SPLICES 
FIBRE GROWING 
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HISTORY 


Important Facts for Rope Users 


From cover to cover, the 32 pages of this handy, pocket-size booklet are just crammed 
full of important facts about the history and manufacture of rope. There’s a lot of useful 
every-day information, too .. . for farmers, ship operators, fishermen and industrial users . . . 
how to splice and tie knots . . . the really practical kind that are used in many occupations. 


There’s a detailed description about how to rig a block and | 
tackle, with a weight and strength chart to aid in selecting SAVE TIME... USE THIS COUPON 
proper rope sizes. Inside pages are attractively printed in two Steen ennd es the Amatinns Greed Condate 


colors . . . with a heavy four-color cover . . . a fine sales aid Destiiel. 201, 
and reference booklet. Write for a copy. 
ied aicsaanind-scacubadcemehsndeeniaateunninticis 
AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. | MPP PPEPETEETrerrrrrrerrrererre rire eri 
ROPE + TWINE * OAKUM * PACKING 
I cconisosecsis piciebdendanithinicisiioteies 


BRANCH FACTORY: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 





SALES OFFICES: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS © PHILADELPHIA § CITYV.......0000ce eevee e es -RONE......STATE.........- 
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and baits. despite the fact that 
science tells us fish are color 
blind. 

Each lure is claimed to have 
special powers for enticing cer- 
tain species of fish. It is fre- 
quently suspected that they are 
designed first, to catch the fish- 
erman, and second, to catch the 
fish. 

Tackle manufacturers shipped 
14 million dollars worth of lures 
and baits in 1947. This was 
more than five times as great as 
the 1939 production. 


Then there are fishing lines. 
They are offered in a variety of 
weights and sizes, and in special 
constructions for different types 
of fishing. They are made of 
cotton, linen, nylon, or silk, and 
in various colors, to meet differ- 
ent fishing requirements and 
fishermen’s preferences. 

Manufacturers of fishing lines 
shipped $9,500,000 worth of 
these products in 1947. This 
was 2'5 times as great as the 
1939 production. 

Next, there are many types of 
fishing rods and reels. Each has 
its enthusiastic supporters. Fly 
rods, casting rods and spinning 
rods, together with appropriate 
reels, are offered in a variety of 
sizes. They are a requisite for 
all but the simplest forms of fish- 
ing. Many fishermen equip them- 
selves with several types and 
sizes of rods and reels to cope 
with particular fishing situa- 
tions. 

Manufacturers of rods and 
reels shipped $33,500,000 of 
these products in 1947. This was 
almost five times the 1939 pro- 
duction. Four million rods and 
five million reels were shipped in 
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. we have believed that hard- 
ware wholesalers are a better out- 
let for fishing tackle than any 
other type of wholesaler."'"—Mrs. 
R. A. Coleman. 


SS 


1947. This was just twice as 
many as were made in 1939. 

Finally, there are a large num- 
ber of miscellaneous fishing 
tackle items. These include 
among others, landing nets, lead- 
ers, swivels, sinkers and bait and 
tackle boxes. Most of them are 
essential for success in fishing, 
and all of them add to the fisher- 
man’s pleasure. 

Tackle manufacturers shipped 
11 million dollars of these miscel- 
laneous items in 1947. This was 
four times greater than the 1939 
production. 


Tackle is Profitable 

Fishing tackle is of major im- 
portance to you hardware whole- 
salers for two reasons. 

First, it is highly profitable. 
Your gross profit averages 25 
per cent, far better than on most 
lines. Your net profit is excel- 
lent. These items are small, light 
in weight and easy to warehouse. 
They are inexpensive to ship and 
there is practically no breakage. 
Obsolescence is low, despite style 
influences. 


Traffic Builder 


Second, fishing tackle builds 
traffic in retail stores. There are 
25 million fishermen, each one a 
repeat buyer. They are always 
on the lookout for more effective 
fishing tackle. They can be sold 
new tackle items to supplement 
or replace equipment already 
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Allison-Erwin Co. 





owned. They are top prospects 
for other sporting goods. In ad- 
dition, they are above average 
prospects for general hardware 
items because they are tinkerers 
by nature and avid gadget 
hounds. A retail hardware store 
with a busy fishing tackle depart- 
ment should show better results 
in all departments, and this type 
dealer produces greater profits 
for you wholesalers. 

Sale of fishing tackle is es- 
sential to success in retailing 
sporting goods. The 25 million 
fishermen include practically 
every one of the 11 million hunt- 
ers who purchase guns and am- 
munition. The fishing season, 
which is far longer than the 
hunting season, keeps dealers in 
touch with hunters, and aids 
dealers in getting the valuable 
arms and ammunition trade. In 
addition, the 25 million fishermen 
include a very large segment of 
the participants in other sports. 
and tackle sales lead to sales of 
other sporting goods items. 


Shows Greatest Growth 


Fishing tackle has shown the 
greatest growth of all sporting 
goods lines, although it is a small 
part of your sporting goods sales 
volume. Other lines, although 
larger, have not shown the same 
rate of growth since 1939. The 
1947 Census of Manufacturers’ 
reports: 

Fishing Tackle, $68,000,000: 
four times greater than 1939; 

Arms and Ammunition, $135,- 
000,000; three times greater 
than 1939; 

Bicycles, $130,000,000; three 
times greater than 1939; 

Equipment for Games, such as 
golf and baseball, $144,000,000; 
not quite three times as much 
as 1939. 

Fishing tackle comprised 14 
per cent of the $477,000,000 total 
of these items. Arms and am- 
munition made up 29 per cent. 
bicycles 27 per cent and equip- 
ment for games accounted for 30 
per cent. And these figures do 
not include special shoes, cloth- 
ing or such items as outboard 
motors and boats. 

Incomplete as these figures 
are, they represent a potential 
sporting goods market of almost 
$650,000,000 for you at you 
selling prices. That is important 
money even in today’s inflated 
dollars. 

Two questions come to mind 
which are extremely important 
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Kwikset Locksets have eye appeal 
...and sales appeal. Their striking 
good looks help sell the house! 

Beauty is hand-tailored into 
Kwikset Locksets.Cleanly designed 
to match all traditional and mod- 
ern residential styles, they are of 
wrought brass, wrought bronze or 
Zamak No. 5...carefully hand- 
finished in satin or polished brass 
or chrome, or satin bronze. 


Kwikset Locksets look expensive 
...-but what a value they are in 
economy! Unit price is amazingly 
low—and simplified 2-hole instal- 
lation cuts costs further on the job! 
And remember—Kwikset 
beauty is more than skin deep! 
Working parts are of brass stamp- 
ings and tough, durable Zamak 
No. 5. They’re precision-built to 
give years and years of service. 


Manufactured by KWIKSET LOCKS, INC., Anaheim, California 
Distributed by PETKO INDUSTRIES, INC. 
1107 East Eighth Street, Los Angeles 21, California 
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MATERIALS AND WORKMANSHIP 
UNCONDITIONALLY GUARANTEED 





to you and to us. First, “How 
much of this market is the hard- 
ware wholesaler getting?” Sec- 
ond, “Is the hardware wholesaler 
gaining or losing position in this 
market?” 

Reliable current answers are 
not at hand. The last census of 
wholesale trade was made in 
1939. Another is being taken 
this year, but the results will not 
be known in full until 1951. 

It is worthwhile to look back 
at 1939 wholesale trade statis- 
tics. They reveal some startling 
facts. They show that hardware 
wholesalers, who once handled 
the bulk of sporting goods, had 
sunk to a relatively minor posi- 
tion in that trade by 1939. Our 
estimates, based on these figures, 
show: 

(1) 1343 hardware wholesalers 
sold 18 per cent of the sporting 
goods market. 

(2) 949 sporting goods and 
other specialty wholesalers sold 
17 per cent of the market. 

(3) 192 agents and brokers 
sold 4 per cent of the market. 

(4) Manufacturers’ own sales 
organizations sold 61 per cent of 
the market direct to retail 
dealers. 

These figures are alarming. 
They may not be entirely ap- 
plicable to fishing tackle. Our 
industry is composed of a large 
number of relatively small manu- 
facturers. There is no Spalding 
in our field. 


Causes Recognized 


The causes of these conditions 
are well recognized. Hardware 
wholesalers have not given ade- 
quate attention to sporting goods 
in their merchandising and sell- 
ing programs. They have failed 
to urge their dealers to do so. 
As a result hardware dealers 
have lost position to sporting 
goods stores, specialty stores, 
and chains. 

Manufacturers, seeing the 
hardware wholesaler become a 
distribution channel for a smaller 
and smaller part of the sporting 
goods market, have opened con- 
nections with specialty line 
wholesalers to reach additional 
parts of the market and secure 
more intensive selling effort. 
Many have set up their own sales 
organizations to get even greater 
selling effort and better to con- 
trol selling activities and ex- 
pense. 

In our judgment the sporting 
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goods business, and especially 
the fishing tackle end of it, is 
important to you wholesalers. It 
is important enough to deserve 
your best attention and your 
best efforts. 


Banking on Hardware 


This brings us to our third 
topic: How important the hard- 
ware wholesaler is to the fishing 
tackle manufacturer. 

We, at Gladding, have always 
cast our lot with you whole- 
salers. We distribute principally 
through 775 hardware whole- 
salers. You are our most im- 
portant market channel. 

Most of these 775 hardware 
wholesalers have handled our 
lines for many, many years. 
Gladding is 133 years old. We 
have within the last year given 
50 of these wholesalers, through 
whom we have distributed for 
50 years, a certificate to express 
our appreciation of their efforts 
in our behalf. These certificates 
are indicative of our deep feeling 
of appreciation and loyalty to all 
hardware wholesalers. 


Hardware Wholesalers Best 


We have believed that distri- 
bution through wholesalers is 
best for us. We have believed it 
is best for other fishing tackle 
manufacturers. In addition, we 
have believed that hardware 
wholesalers are a better outlet 


— m mM 
hand Lj 


“We distribute through 775 hard- 
ware wholesalers. You are our 
most important market channel.” 

Mrs. R. A. Coleman. 


A. J. BECKER 
Ohio Valley Hdwe. 
& Roofing Co. 


for fishing tackle than any other 
type of wholesaler. 

Our belief has been based upon 
the following considerations: 

First, we have been convinced 
that distribution through whole- 
salers gives us the most economi- 
cal means of getting our narrow 
line of products to many thou- 
sand retail dealers. You give us 
market coverage in every city 
and hamlet in the country. We 
have not felt in the past that we 
could afford to sell this market 
direct. 

Second, we could not secure 
such complete coverage through 
any other than hardware whole- 
salers. Your salesmen call in 
small communities that specialty 
wholesalers cannot afford to visit. 
Your salesmen call upon hard- 
ware dealers more frequently be- 
cause your lines are so broad that 
it is profitable for you to do so. 

Third, you add rods, reels, 
lures and other tackle items to 
our fishing lines to bring the re- 
tail dealer a complete assortment 
of fishing tackle. You do the 
same for other tackle manufac- 
turers. 

As I indicated under my sec- 
ond main point, not all fishing 
tackle manufacturers agree with 
Gladding. Many of them do not 
cast their fortunes with the 
hardware wholesaler. Some of 
them feel that concentrated sales 
effort is more important than 
broad market coverage, and sell 
direct to dealers. 

The tackle manufacturers who 
sell direct derive certain benefits 
from that policy. They secure 
more intensive selling effort in 
favor of their products. They are 

(Continued on page 193) 
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OUR SALES CURVE... 
SELL SCREENS WITH A REPUTATION 















































































































































































































































ROEBLING IS THE BEST KNOWN NAME IN WIRE, and that means your 
customers have full confidence in Roebling screen cloth. From Insect Screen 
Cloth and Panel Cloth to Standard Hardware Cloth, Wire Lath and Heavy 
Galvanized Commercial Steel Cloth, you'll find the Roebling line a natural for 
boosting sales and good will. 












































Assured leader among the profitable Roebling choice of wire cloth is Bronze 
Insect Screen Cloth. It’s unbeatable for strength and long life. You can offer it 
in both Bright and Antique finishes, and your hardware jobber is ready to back 


























you up with on-the-dot deliveries. 

















died Sell the Roebling line of screen cloth . . . the most reliable and economical in 
7 — service that’s made today. There’s the right type and size of wire, the right mesh 
for every requirement. Get full information from your jobber. 



























































JOHN A. ROEBLING’S SONS COMPANY an 
TRENTON 2, NEW JERSEY REE 
Branches and Warehouses in Principal Cities -—— 

















































































































































































































* WIRE ROPE AND STRAND & FITTINGS * SLINGS 
% SUSPENSION BRIDGES AND CABLES *% AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
*® SKI LIFTS * HARD. ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND 
COULD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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STYLING FOR COMFORT 





The proper styling of a work glove is mighty important. 

Work gloves may look alike...but Riegel styling will always 

provide perfect working comfort. We make them from raw 

QUALITY CONTROL cotton to finished glove in a single plant...to assure you of 
the best in quality, long wear and economy. No other work 


LONGER WEAR glove is made in this manner. 


Styling for Comfort is just one of many good reasons why 


SEALED CONTAINERS it will pay you to buy Riegel Work Gloves. To get the rest of 
+ 


PRECISION MADE 


BETTER VALUES exact specifications on our entire line. Write to 
RIEGEL TEXTILE CORP., 342 MADISON AVE., NEW YORK 17, N.Y. 


the story, write for our complete free catalog. It shows you 
how Riegel Gloves are made...with detailed photographs and 


UNCONDITIONALLY 


GUARANTEED = & 
Ri ¢ > 
TUAGON BRAND ' 


WORK GLOVES 


WORK GLOVES 
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EXPLANATORY NOTE OF PRICES 


Items 1, 2, 8, 4 and 6 represent Dollars per gross ton (2240 
lbs. 

Item 5 represents Dollars per net CWT (formerly quoted 
per gross ton). 

Items 7, 8, 9, 10, 11, 12, 18, 14, 15, 16, 17, 18, 19 and 20 repre- 
sent Dollars per hundred pounds. 

Item 21 represents discounts from Price List which would 
need to be consulted. ‘i { N 

For Example: bl | LE: k 
1st aio Ie _— Basic—Valley, $16.75 per gross ton a e O se ar cet \ 

4 BPs 


2nd item, Foundry Pig Iron No. 2—Chicago, $11.00 per ° 
gross ton (2240 tbs.) materials 


7th item, Common Iron a Pittsburgh, 95/100 of a 
Dollar (equals 95¢.) per 100 Ibs. 
9th item, Tank Plates, Pittsburgh, $1.00 per 100 lbs., etc. 











steadily until July, 1917, to points that probably will not be surpassed in this generation. In Novemb 

prices were agreed with or fixed by the Governnment on a majority of these items. The strong mar 
tinued until the signing of the Armistice. Then there was a “marking time” or gradual easing off until lz 
when the market began advancing again by leaps and bounds until July, 1920. This was the turning poin 
greatest inflationary movement we have yet witnessed, which was followed by the Post-War deflation culr 
early in 1922. Perhaps more remarkable, however, was the steady recession in prices from April, 1923, 
tember, 1929, when production was steadily mounting, together with profits. to record heights. 

The March, 1933, figures represent the period of the culmination of the banking crisis. Those for Augu: 
are the first Steel Code prices under the N.R.A. filed Aug. 29 of that year. The June, 1938, figures reflect the 
price cuts announced near the end of that month when the basing point system was broadened by the add 
many new market centers, and differentials in price at the various basing points were eliminated or modifie 

The 1941 to 1946 prices marked (*) are based on ceiling prices established by Government Price A 


trator or later by O.P.A. ; i : 
In considering this chart the fact should be taken into consideration that the cost of labor is much 


CC steadity une :—Attention is particularly called to the long price movement starting in April, 1915, ac 























































































































than prior to 1914. OT.TIVER BROTHERS, 

Col.No. 1 2 3 4 6 6 1 8 9 10 

Item Price Sept. | Sept. 5| Oct. 2 | Oct. 1| Nov. 1|Dec. 22) July July | Mar. | Jan. | Ja 
No. Material Based, | 1899 | 1900 | 1902 | 1904 | 1905 | 1908 | i907 | i908 | 1909 | i910 | “1 
1 | Pig Iron, Basic................Valley 16.75 | 23.00 | 22.00 | 14.60 | 14.95 | 16.88 | 12 

9 | Foundry Pig Iron, No. 2...... Chicago | 21.00 | 16.60 | 23.00 | 13.60 | 17.75 | 25.60 | 24.50 | 17.50 | 16.60 | 19.00 | 14 
$ | Bessemer Pig Iron......... Pittsburgh | 23.75 | 14.00 | 21.75 | 12.85 | 16.85 | 23.85 | 22.90 | 16.90 | 16.40 | 19.90 | 15 
4 | Stee? Billets, Bessemer... Pittsburgh | 38.00 | 17.50 | 29.00 | 19.60 | 26.00 | 29.60 | 34.00 | 27.00 | 25.00 | 27.00 | 19 
DS | WweReds............... Pittsburgh 33.00 | 36.60 | 26.00 | 32.00 | 39.00 | 36.50 | 33.00 | 33.00 | 33.00 | 24 
6 | Heavy Steel Scrap...........Chicago | 15.60] 9.00 | 18.60 | 10.00 | 14.60 | 17.50 | 15.60 | 11.60 | 12.60 | 16.50 | 10 

~¢ | Common Iron Bars........Pittsburgh a) 1.95] 1.30|/ 1.80| 1.30] 1.80] 1.80] 1.76] 1.40] 1.40| 1.70] 1 
4 | Merchant Steel Bars..... Pittsburgh | 2.60] 1.10| 1.60] 1.30| 1.60| 1.60| 1.60| 1.40] 1.20| 1.48| 4 
9 | Tank Plates..............Pittsburgh | 2.76| 1.10| 1.75] 1.40| 1.75] 1.70] 1.70| 1.60] 1.30| 1.65| 1 
“40 | Structural Material....... Pittsburgh | 2.26| 1.45| 1.85| 1.40] 1.70 1.70 | 1.70} 1.60| 1.30] 1.55] 1 
“it | Steel Sheets, No. 24 Black. Pittsburgh | 3.00| 2.76| 2.40| 1.75] 1.90] 2.25| 2.25] 2.16| 2.00| 2.10) 1 
“12 | Steel | Sheets, No. 24 Gav... Pittsburgh ~ | | | 2.60] 2.70} 3.10] 3.95] 3.05] 2.75] 3.00] 2 
“48 | Barb Wire—Galv..........Pittsburgn | 3.26| 2.80| 2.50] 2.06| 2.25, 2.45| 2.45] 2.40| 2.40] 2.16] 1 
ral Wire ‘Nails—Standard. _.. Pittsburgh | 2.65] 2.20 1.90} 1.60 | 1.80 | 2.00 | 2.00 | 1.95| 1.95| 1.86| 1. 
15 Cut Nails. |... . +. .Pittsburgh | 2.40, 1.95 2.06 1.60 | 1.65 2.05 | 2.05 i 75 | 1.80 1.80 “4 

“6 Copper, Ingot .. ~.... New York | 18.60 | 16.75 | 11.65 | 12. 75 | 16.624| 23.00 [21.00 12.874 13.00 13.93 | 14. 
1 Spelter—Zinc. ... St.Louis | 6.35| 4.024} 5.25| 6.00 6.10 | 6.66 | 5 80 | 4.36 | 4.65| 6.00] 6. 
“18 | Lead—Pigs............... St.Louis | 4.60| 4.324 4.10| 4.20] 6.25| 6.15| 5.00| 4.40 | 3.8244 “4.60 | 4. 
“19 | Tin—Pigs................New York | 32.00 | 30.75 | 26.00 “27.86 | 32.60 | 42.70 | 40.25 | 27.20 | 28.66 | | 32.74 | 44 
0 | Tint Plate...... __........Pittsburgh | 4.65 | 4.65] 4.00 3.30 3.45 | 3.90 | 3.90 3.70 | 3.45 | 3.60| 3. 
21 | Steel Pipegy..............Pittsburgh | 10% | 67% | 78%%| 79% | 75% | 72% | 74% | 19% | 78% | “81 














Col. No. 1 2 8 t 5 6 7 8 3 10 1 





of Market values 


materials entering into the manufacture of a great variety of hard 


irting in April, 1915, advancing 
generation. In November, 1917, 
items. The strong market con- 
adua] easing off until late 1919, 
s was the turning point of the 
2ost-War deflation culminating 
ces from April, 1923, to Sep- 
ecord heights. 

crisis. Those for August, 1933, 
1938, figures reflect the drastic 
s broadened by the addition of 
e eliminated or modified. 

’ Government Price Adminis- 


sost of labor is much greater 
LIVER BROTHERS, INC. 


Hardware Ag 


100 East 42nd Street. New York City 17, N. Y. 


from September, 1899, to September 30, 1949, of th 


DITOR’S NOTE:—We again submit the revised TABLE OF MARKET VA 

by Oliver Brothers, Inc., with offices at New York and Chicago, who are reco 
the most reliable sources of price information in America. Requests have come f 
the world for additional copies of the previous issues of this Chart, which is an i 
value and importance of the information herein contained. 


We believe that the work involved in compilation and the value of the infor 
would justify this Table being made a permanent record of your office. 





We again express to Oliver Brothers, Inc., our appreciation of their courtesy i 
Chart, and which we recognize as a service rendered the trade by their organization 




























































































































































































8 2 10 11 12 13 14 15 16 17 18 1y 20 21 22 23 24 26 26 
| 
uly | Mar. Jan. | Jan.1/| Jan. Aug. | April | Mar. | The Peak Government! May me. Dec. | April | Sept. | Sept. | Dec. | April | Sept. 
908 | 1909 | i910 | 1912 | i913 | 1914 | 1916 | 1917 | July | wAsreed | 1918 | 2408 | 1919 | 1920 | 1920 | 1922 | 1922 | 1923 | 1924 
1917 | Nev.1917 | @ Note 
}-60 | 14.95 | 16.88 | 12.37 | 16.45 | 13.00 | 12.50 | 32.00 [hth Ste) 33. .00 | 32.00 | 26.76 | 34.30 | 42.17 | 48.60 | 31.12 | 24.90 | 31.00 | 20.76 
}.60 | 16.60 | 19.00 | 14.00 | 18.48 | 14.44 | 13.60 | 35.66 |, Hich® |) 33.50 | 33.50 | 27.26 | 37.30 | 48.60 | 46.75 32.934| 28.41 | 32.61 | 21.11 
3.90 | 16.40 | 19.90 | 16.15 | 18.15 | 14.90 | 14.55 | 37.65 [High 5695) 37. 35 | 36.15 | 27.95 | 36.30 | 43.50 | 50.46 | 36.32 | 29.96 | 32.77 | 22.01 
}.00 | 25.00 | 27.00 | 19.50 | 28.40 | 20.17 | 19.50 | 70.00 wre [eh a Soo | 38.60 | 38.604] 60.00 | 60.00 | 39.55 | 36.55 46.71 37.00 | | 
3.00 | 33.00 | 33.00 | 24.50 | 30.00 | 25.25 | 25.00 | 80.00 |, Mish & | 67.00 | 57.00 | 52.00 | 52.001] iF5 | x00 | 46- 69 46.25 | 60.00 | 46.00 
60 | 12.60 | 16.60 | 10.60 | 12.75 | 9.75| 9.15] 24.26] 35.50 | 28.60 | 28.75 | 16.05 | 21.56 | 23.75 | 24.81 | 17.39 | 17.44 | 22.38 | 16.55 
40] 1.40] 1.70] 1.25] 1.65] 1.25] 1.20} 3.60 |Hish 525) 3. 50 | 3-50] 2.36) 3.45] 4.05) 4.50 2.33 | 2.474} 2.854 2.66 
40} 1.20] 1.48] 1.16] 1.40] 1.18] 1.20{ 3.26 | Nich& 2.90} 2.90] 2.36| 2.35+ 235 | 235 | 2.08| 2.00] 2.674 2.10 
fictincn sh, Fak ee ON Bes stirs a SE et oe i ei. | aac 
60] 1.30] 1.65] 1.16] 1.50] 1.18| 1.20] 4.36 |Hich 100 3.95/ 3.25) 2.65] 2.65+ 265 | 28 | 2.21] 2.00] 2.60] 1.90 
Shins, Aare’, pines, vent Bees Cinte  o ieee Baveant Rapa Anke 375 __ 3.25 : " 
60] 1.30] 1.65] 1.25] 1.60] 1.18] 1.20] 3.60] Hich& | 3.00 / 3.00] 2.45] 2.451 248 | 245 | 2.194 2.00] 2.474) 2.00 
}. 16 3 00 2. 10 1.65 2.07 1.63 i 1.55 § 4.65 — _ 4.76 4.75 4.10 ; 4.10t $35 | 11236 | 3.26, 3.10 3.73 3.25 
; 5 529 | szo | © Y, 
ised: mad Towed ected Mosinadt Wnsicecd Brsneest Mees Mien sted Bicnnd Btons, MB) Dissnad Rnsiendl Bocce, Ronee 
|. 40 2.40 2.15 _ 1.86 2.15 1.96 | 2.16 _ 4.06 , High . 4. 00 | 4.35] 4 10} 4.1 a | an | 3.21] 3.35] 3.80] 3.49 
A. S. & W.in3; . 9 : a a 385 | 3.25 i, 73 1 9° 
96 | 1.95] 1.86] 1.55) 1.75 | 1.65 | 1.55 |*co ap {th ® 4 3.60 | 3.60 3.26] 3.26 1 | Hs | 2-65] 2.70] 8.004 2.76 
.75| 1.80] 1.80] 1.650] 1.70] 1.65] 1.55] 3.50 ree 4. 35 | 4.00] 4.25| 5.70| 6.85 | 6.86 | 2.90] 3.00) 3.26] 2.90 
874 13.00 | 13.93 | 14.26 | 16.90 | 12.68 | 17.10 | 35.76 | 28.90 | 23.50 | 23. 50 | 15.01 | 18.48 ‘18. 64 | 18.05 14. 21 | 14.46 | 17.16 | 13.08 | 1 
36] 4.65] 6.00| 6.10| 7.06] 6.46| 11.25|/ 10.65| 8.65| 7.95 | 7.14| 6.20] 8.39| 8.25| 7.75 | 6.69] 7.13 | 7.35] 6.54 
——— ee Sn ee —EEE ee | ES Se —————— ee ae} | | | | 
40| 3.824 4.60| 4.46| 4.20| 3.74] 4.11] 9.63| 10.65| 6.25| 6.70| 6.00] 6.89| 8.70 | 8.25 | 5.89 | 6.98 | 8.06 | 8.00 | 
—_—_}— ee — ee —eEeEeeEEE——EE — _- | | —| 
20 | 28.65 | 32.74 | 44.60 | 60.45 |Hieh $5991 47 98 | 54.36 | 62.60 | pee A... J 67. 00 7.00 | 54.81 54.81 62.20 | 4 44.65 | 32.44 | 37.70 | 45.93 | | 49.12 | 5 
.70| 3.45| 3.60| 3.40| 3.60| 3.60 | 3.20] 8.00/ "$8 | 7.75) 7.75 is 7.00| 7.001} 72 | 2% | 4.76| 4.75| 6.74 | 5.60 | 
| = SS Be Retid Basted ued estes 
% | 19% | 7a, | 81% | 80% | 80% | 80% | 60% | 42% | 51% | 61% | B734% BTI4%I sm6% | 874% | ga, | 66% | 68% | 62% | 
8 3 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 26 26 





s New discounts apply to respective s 
bracing sizes \%” to 6”. Steel pipe no 





y 17, N. Y. 














E OF MARKET VALUES made up 
Chicago, who are recognized as one of 
Requests have come from all parts of 
Chart, which is an indication of the 


he value of the information set forth 
our office. 


bn of their courtesy in supplying this 
by their organization. 


| 1949, of the principal iron, steel, wire and metal 


ety of hardware and kindred supply Lnes 


e OTE: Prices under the heading “Marck 

the Steel Corporation’s prices (to which 
customarily followed by the Independent mill 
sets of prices are shown on the chart because 
In such instances the upper price in each ind 
Steel Corporation and the other price indicat 
two markets were caused by the Steel Corpc 
ton in March, 1919, while the outside market 
supply and demand. This dual price market 
demand had fallen off. Some finished and si 
ducers’ Mills, due to Supreme Court ruling on 




































































































































izes \%” to 6”. 


Steel pipe now F.O.B. shipping point, no freight allowance. 


260i i(itiati(<‘é‘éia:*=<ié‘iakCODti KC‘ RK“ CSC«C SC (<téiC CC‘ OSH!S*é«CGSSC*«CSC“‘;«;:ét«B 
Dec. April | Sept. | Sept. | Sept. | Sept. | Sept. | Sept. | Mar. | Aug. July June | June | June | Dec. 
1922 | 1923 | 1924 | 1925 | 1926 | 1927 | 1928 | 1929 | 1933 | 1933 | i937 | 1938 | 1939 | 1940 | 1944 
24.90 | 31.00 | 20.76 | 19.96 | 19.26 | 17.11 | 17.00 | 18.60 | 13.60 | 17.00 | 23.60 | 19.60 | 20.50 | 22.60 | 23.60 
28.41 | 32.61 | 21.11 | 20.80 | 21.26 | 20.11 | 18.60 | 20.00 | 16.60 | 17.50 | 24.00 | 20.00 | 21.00 | 23.00 | 24.00 
29.95 | 32.77 | 22.01 | 20.96 | 20.38 | 18.00 | 19.26 | 20.76 | 15.00 | 18.00 | 24.50 | 20.60 | 21.50 | 23.50 | 24.50 
36.55 | 46.71 | 37.00 | 33.60 | 35.00 | 33.00 | 33.00 | 35.00 | 26.00 | 26.00 | 37.00 | 34.00 | 34.00 | 34.00 | 34.00 
46.25 | 60.00 | 46.00 | 45.00 | 45.00 | 43.00 | 42.00 | 42.00 | 35.00 | 36.00 | 47.00 | 43.00 | 43.00 | 2.00] 2.00 
17.44 | 22.38 | 16.55 | 16.18 | 14.25 | 12.60 | 13.60 | 16.00 | 6.00 | 10.00 | 15.50 | 10.60 | 13.26 | 17.60 | 19.75 
2.474 2.86% 2.66 | 2.50 2.25 2.15 | 1.76] 1.75] 1.60] 1.60 2.45 2.45 2.15 2.25 | 2.26' 
2.00| 2.6741 2.10] 2.00] 2.00] 1.78] 1.90] 1.90| 1.60] 1.60| 2.45] 2.25] 2.15] 2.10| 2.16 
2.00} 2.60] 1.90| 1.80] 1.90| 1.78] 1.90| 1.90| 1.60| 1.60| 2.45| 2.10] 2.10 2.10| 2.10 
2.00/ 2.474 2.00] 1.90/ 2.00] 1.78| 1.90| 1.90] 1.60] 1.60] 2.45] 2.10 2.10] 2.10] 2.10: 
3.10| 3.73| 3.26| 2.86| 2.85( 3.00| 2.65] 2.85| 2.00| 2.25] 3.15| 3.06| 3.05] 3.00] 3.00 
3.85 | 4.824 4.10! 3.70| 3.80| 3.86] 3.40| 3.50| 2.60/ 2.86] 3.80] 3.50| 3.50| 3.60] 3.60" 
3.35| 3.80| 3.49| 3.36 3.35] 3.20] 3.25| 3.20] 2.35] 2.60] 3.40] 3.20/ 3.10] 3.40| 3.40 
2.70| 3.004 2.75| 2.65| 2.65/ 2.60| 2.65] 2.46] 1.86] 2.10] 2.76| 2.46| 2.25| 2.40] 2.40 
3.00| 3.26] 2.90} 2.80] 2.80| 2.80| 2.70| 2.70| 2.50 2.65| 3.60] 3.60] 3.60| 3.85] 3.86" 
14.46 | 17.16 | 13.08 | 14.78 | 14.187 13.05 14.95 | 18.03 | 5.26% 9.00 | 14.00| 9.00 | 10.00 | 11.60 | 12.00" 
7.13| 7.35] 6.54 | 7.75 | 7. 423) 6.22 6.26 | 6.78 | 2.99% 4 90%: 6.76 | 4.60 | 4.89| 6.24] 8.26" 
“6.98 | 8.06] 8.00| 9.37| 8.622] 6.05| 6.29| 6.69| 3.0%| 4.60| 6.85 4.60 )| 4.85 | 4.86 | 5.70 
(37.70 | 45.93 | 49.12 | 68.07 | 68.923 61.49 | 48.07 [ 45.38 | 24. $4444.78, 66.624) 43.00 | 48.90 | 64.67 | 62.00° 
4.76| 6.74| 5.60| 6.60| 6.60| 6.50| 6.25| 5. 26 | 4.25 | 4.65| 6.35| 6.36| 6.00| 6.00| 5.00° 
leexz | e8% | 2% | ea% | eac% | enc | eam | 62% | 11% | o73G%| 643501 €835%| 60¥Gcc] Gaxcorlensers: 
24 2 |0|OCU8tté=<CS*Sr*té‘éiaR#*‘é‘ia!SC!|CUkClClSSCOKt~<“<i«é«‘OGS*é«‘COGS*é‘C “COC;*«C 
punts apply to respective sizes, black and galvanized, these being for average em- r 





Compiled by 
OLIVER BROTHERS, INC. 








| . 421 Canal Street, New York 13, N. Y. 
met 327 S. La Salle St., Chicago 4, Ill. 


Published by Hardware Age, Issue of Oct. 20, 1949 
N. B. Prices Shown Are Domestic Prices Only 











the heading “March 21, 1919,” and those marked by dagger (+), represent 
»n’s prices (to which they adhered strictly) and which prior to N.R.A. were 
he Independent mills. From Jan., 1920, to Jan., 1921, in some instances, two 
n the chart because of the two markets prevailing on certain steel items. 
er price in each individual box indicates the one adopted by the U. S. 
» other price indicates figures that were secured in the open market. These 
by the Steel Corporation maintaining the prices suggested in Washing- 
the outside market was regulated to a considerable extent by the law of 
; dual price market ceased to exist in November and December, 1920, as 
ome finished and semi-finished items listed are now quoted F.O.B. Pro- 
eme Court ruling on Basing Points or Delivered Prices. 













































































































































































Cs > | ee i © 47 
June | June | Dec. | Sept. | Sept. |Dec.31] Sept. 30|Sept. 30 Sept. 30/Sept. 30} N.B. | N.B. | Item 
1939 | 1940 | 1941 | 1942 | 1944 | 1945 | 1946 | 1947 | 1948 | 1949 | ‘owest | Highest | Wyo. 
| | 1897 | 1897 
) | 20.50 , 22.60 | 23.60% 23.60°| 23.50% 25.25%) 28.00* | 36.00 | 43.50 | 46.00 | Ja, 1904 | July tei7) 4 
| 21.00 | 23.00 | 24.00% 24.00% 24.00°] 25.75+| 28.50* | 36.00 | 43.00 | 46.50 | Dec»1897 | July 117) 9 
) | 21.60 | 23.60 | 24.50°| 24.60% 24.60°| 26.25%] 29.00* | 36.50 | 44.00 | 47.00 | Pec 1897 | Joly i917) 3 
| 34.00 | 34.00 | 34.00% 34.00% 34.00% 36.00 | 39.00* | 452% | 61.00 | 61.00 | Pace t87 | July i817 |g 
)} 43.00] 2.00] 2.00% 2.00% 2.00% 2.15% 2.30*| 284! | 3.619] 3.40 | Ney, 1898 | Jay. tel7 3 
| 13.26 | 17.60 | 19.76°) 19.76% 18.75%] 18.75*| 19.75% | 2829" | 41.75 | 24.50 | AMf,!992 | Jone. tsi7 |g 
| 2.16 | 2.26| 2.26% 2.254 Tere] 0 15+] 2.40*| 2.80 | 3.35 | 3.36 | Dec 187 | Joly 97) 7 
| 2.16 | 2.10] 2.15% 2.15% 2.16%| 2.25*| 2.50*| 2.90 | 335% | 3.35 | Der1897 | delist] g 
| 2.10] 2.10] 2.10% 2.20% 2.10%) 2.25%] 2.60*| 3.00 | 3.40 | 3.40 | Dew,1897 | Jul 117 |g 
‘| 2.10] 2.10| 2.10% 2.10°| 2.10* 2.10*| 2.35°| 2.80] 3.25 | 3.25 | Det !87 | Julyt917 | 30 
‘| 3.05 | 3.00| 3.00% 3.00% 3.00% 3.10*| 3.325% 3.95 | 4.15 | 4.15 | Moy,1915 | Joly t17 | 3, 
| 3.60} 3.60| 3.60%] 3.60% 8.60% 3.70*| 3.90°| “35° | 5.80 | 5.80 | *y,l0" day tT “42 
| 3.10] 8.40| 3.40% 3.40% 9.40%) 3.50°1,,$5°, | 4.60 | 5.21 | 6.31 | “ey” | Semt,i8| 15 
2.25 | 2.40] 2.40% 2.40% 2.40% 2.76% Pol.360" [Pol 410; 5.05 | 5.06 | Dees,1897 | Sept. 1948) 44 
j 3.50. 3.85 | 3.85% 3.85% 3.85% 3.85°| 5.05% | 5.80 | 6.76 | 6.76 | Smrgett and | 16 | 
10.00 | 11.50 | 12.00% 12.00* 12.00%] 12.00*) 12.00* (21.6214) 23.623] 17.75 | Feb: 1955 | Mare iai7) 44 
‘| 4.89 | 6.24] 8.26+ 8.25% 8.26% 8.25%| 8.20* | 11.00 | 15.00 | 10.26 | May,J9%2 | Yume 1915 |” 37 
‘| 4.85 | 4.86| 6.70°| 6.36°| 6.36% 6.35*| 8.10* | 16.10 | 19.50 | 14.925| J>¥7,1952 | Sent 1048 39 
"| 48.90 | 54.67 | 62.00%] 62.00*| 62.00% 52.00% 62.00* | 80.00 |103.00 [103.00 | Per; 187 | May, 1318/19. 
| 6.00} 5.00] 6.00%] 5.00*| 6.00%) 6.00% 5.00*| 6.75 | 6.80 | 7.75 | Ney,t% | Jeet? | 20 
o| 6834%| 68347 16814% 16834% "16814%°168}4% "| 65%4%"l 68%m| 68% | 49% | Pryde! |smete7] oy 






































36 37 38 39 40 41 42 43 44 45 46 47 


a Terre Haute, Ind., new basing point for Common Iron Bars. * Denotes ceiling prices 








make 








N.W.H.A. Thursday Session 


What We Are Doing 
To Assist the Retailer 


HELPING the dealer begins with hiring salesmen 

who know hardware, believes Mr. Stauffer. 
They can do the best job being right on the spot 
when assistance is needed. Other means are keep- 
ing dealers in touch with new items; calling atten- 
tion to price trends, and backing up Fair Trade. 


By JOHN H. STAUFFER, 
President, 
Herr & Co., Inc. 


Lancaster, Pa. 


JOHN H. STAUFFER 


S: RONG reta. 


make strong distributors and it 
is our sincere wish to be as help- 
ful as possible to our trade. 
Since our customers range 
from village stores with one 
clerk to city stores with a dozen, 


” 


it would be risky to say that 
they all want or need the same 
type of assistance. But, let us 
consider the small town hard- 
ware store with a few clerks, the 
type of account that makes up 
the bulk of our trade. 


This retailer is invariably 


. ». all important is the recommendation that the dealers 


use their monthly sales record as a yardstick for the next 
month's total purchases, buying less than the cost of the mer- 
chandise they sold in a declining market and 100 per cent 


or better in a rising market." 
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short of help and, therefore, 
overworked, often out of date 
and generally uninformed as to 
business conditions. He gages 
his purchasing by the current 
size of his bank account. He does 
too little advertising and often 
fails to back that up with the 
necessary merchandise. 

He has forgotten all about the 
nails and other scarce items you 
gave him back in 1947. He, like 
all of us, just can’t find the time 
to do everything he knows should 
be done and when he does have 
the time, business appears to be 
so bad, he can’t afford it. 

In spite of all this, he is a 
darn good fellow, and we are 
all for him. Further, Bob Rus- 
sell proved that he was an ex- 
cellent credit risk. 

I would like to mention a few 
of the things our company tries 
to do to make this type of ac- 
count a better merchant and to 
help him regain some of the 
business he has lost to the chains 
and co-ops. 


Aiding the Dealer 


First of all, we attempt to hire 
salesmen in whom we have com- 
plete confidence—and they must 
know hardware. While we agree 
that it is sound business to have 
set rules concerning credits and 
returned merchandise, we have 
found that with few exceptions 
the salesmen can do the best job 
right on the spot in making the 
necessary adjustments. Nothing 
is more aggravating to the aver- 
age merchant than to have re- 
ceived some merchandise in mis- 
take —this ‘will happen — and 
then have to wait for the permis- 
sion and the trouble of return- 
ing it. 

It has also been our experi- 
ence that our. salesmen can be 
of unlimited assistance to the re- 
tailer in placing orders. 

First of all, we furnish our 
man with a weekly merchandise 
stock report. He also carries a 
copy of that customer’s last or- 
der showing any items that 
might have been cancelled and 
notations as to when such items 
will again be in our stock. After 
conferring with the dealer these 
items are either re-entered on a 
new order or the dealer puts 
them back in his want book to 
purchase elsewhere. 

To some of you this might 
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seem unnecessary, but we have 
found it to be worthwhile for 
it establishes a merchant’s con- 
fidence in us because he knows 
that if we take an order it will 
not be back ordered indefinitely, 
cancelled or forgotten. We have 
found that the average good re- 
tailer is prone to favor the house 
which causes him the least trou- 
ble and which is constantly look- 
ing after his interests. 

The well informed distributor 
salesman can do more for the 
retailer in his personal inter- 
views than any other possible 
medium. The ideas they pass 
along are usually accepted in the 
spirit given and the smart mer- 
chant is cashing in on them. 

With the rising cost of doing 
business, our company is con- 
stantly seeking items, not over- 
priced, which offer the retailers 
more profit. Practically all man- 
ufacturers seem to have the hap- 
py faculty of increasing their 
list prices but not their dis- 
counts. Distributors and retail- 
ers, like manufacturers, also 
need more profit to pay current 
wages and taxes. 

We attempt to keep our trade 
in touch with new items when in- 
troduced by the manufacturers. 
If the item has the earmarks of 
being a good one, the producer 
must prove his method of distri- 
bution: in short, just who can 
buy it on a distributor’s basis. 
If the manufacturer’s sales pol- 
icy is sound and the product is 
good, we can then offer it to our 
trade with confidence. 


Calling our retailer’s attention 
appearing in 
HARDWARE AGE is all important. 


to price trends 


So is the recommendation that 
the dealers use their monthly 
sales record as a yardstick fo 


the next month’s total purchases, 
buying less than the cost of the 


merchandise they sold in a de- 
clining market and 100 per cent 
or better in a rising market. 

If we, as distributors, followed 
this same pattern, there would 
be no need for inventory sales. 

It is also very important, when 
necessary, to help a retailer with 
display material furnished by 
the manufacturer and especially 
to advise him in advance of na- 
tional tie-in advertising. 

Currently, whenever practical, 
we are furnishing our custom- 
ers with net suggested retail 
price lists. We find that this defi- 
nitely discourages price cutting. 
Shot guns, and a pre-war price 
football, are now Fair Trade but 
a dealer although retailing a 
fair-traded pump gun at $84.95 
with confidence, may be afraid 
that the fellow in the next town 
is selling 30-40 center fire cart- 
ridges cheaper than he is. This 
brings up the importance of em- 
phasizing fair-traded merchan- 
dise, what the items are, and 
loyalty to the products. 

All of us, retailers included, 
need to make money. It is a 
wonderful thing when retailer, 
Bill Fisher, in a two-by-four 
store in Quarryville, Pa., can 
say: “Yes, sir, my price on that 
alarm clock is the same as 
Macy’s.”’ 
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the 82nd Congress would enact 
Mr. Truman’s plan. 

The Taft election in Ohio is 
regarded in Washington as per- 
haps as important as a Presi- 
dential election. If big labor and 
big government should be able 
to defeat Taft, men who believe 
as Mr. Taft believes will not seek 
office. None will be willing to 
puck the big labor, big govern- 
ment team. 

Taft’s defeat would be the 
end of the Southern Democratic- 
Republican coalition, as the 
Southerners would scramble 
back to the party fold and the 
Republicans with but few ex- 
ceptions would lean more and 
more to big labor. 

On the other hand, if Mr. 
Taft should win (and word from 
Ohio indicates that if the busi- 
nessmen and conservative citi- 
zns get out and work for Mr. 
Taft he can win) you find this 
situation. 

Even money already has been 
paid in Washington that if Mr. 
Taft is re-elected he could not 
be denied the Republican nomi- 
nation in 1952. In which case 
Mr. Taft and Mr. Truman, who 
would undoubtedly be renomi- 


nated by his party, would then’ 


draw the issue of whether the 
era of opportunity in America 
is to be replaced by the rule of 
an intellectual hierarchy. 

So much interest is being cen- 
tered on the Taft campaign that 
Republicans are fearful that too 
little attention is being given 
to the Republican campaigns in 
other states. Republicans argue 
that not only must they re-elect 
Mr. Taft but also his Republican 
colleagues. 

With this 1950 Congressional 
election less than 13 months 
away, it is startling to realize 
that in 1948 only 45 million per- 
sons out of approximately 93 
million eligible to vote did vote. 

If what happened in Ohio in 
1948, for instance, should hap- 
pen in 1950, Mr. Taft probably 
has a major problem. In 1948, 
when Mr. Truman carried the 
state by less than 8,000 votes, 
only 56.5 per cent of the voters 
voted. Out of 5,189,000 entitled 
to vote there were 2,252,929 who 
did not go to the polls .. . and 
Truman won by less than 8,000 
votes. 
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How Freight Rates 
Are Affecting 
The Wholesaler 
And Retailer 


A POLICY of freight equalization and freight 

delivery assumed by a wholesaler can mean, 
in reality, cutting prices, believes Mr. Welles. He 
illustrates how such policies affect operating costs 


By GEORGE W. WELLES, JR., 
Vice-president, 
Kelley-How-Thomson Co. 
Duluth, Minn. 
N.W.H.A. Executive Committee 


a title of my subject 


is not entirely accurate as my 
paper is slanted to the whole- 
salers’ problem primarily. In de- 


veloping some concrete facts as 








to the effect of freight rates on 
the material handled by whole- 
salers, I used the comparative 
order figures recently issued by 
the National Wholesale Hard- 
ware Association, which cover a 
well-assorted stock order. I esti- 
mated the weight of the ma- 
terial, and used as an example 
an average factory’ shipping 
point to the Kelley-How-Thom- 
son Co. at Duluth, the whole- 
saler. Most of you have studied 
the figures developed for this or- 
der which were issued a few 
weeks ago, and you will perhaps 
recall that of Sept. 1, 1941, the 
order totaled $398.56. 

Figuring the freight in from 








the factory as of that date and 
using the 1941 freight rates, we 
develop an incoming freight 
charge against this shipment of 
hardware of $17.71 or 4 4/10 per 
cent. On the wholesale level, on 
Sept. 1, 1949, this same list of 
hardware cost the dealer $715.37 
and the incoming freight to Du- 
luth was $29.69 or 4 2/10 per 
cent. 

To put it another way, the in- 
crease in hardware costs (using 
this list of merchandise) is 
about 65 per cent, comparing 
1949 with 1941; and the increase 
in freight costs over the same 
period is 68 per cent. It follows, 
therefore, that there is no ap- 
parent change in the relation- 
ship, percentage-wise, between 
the cost of the commodity and 
the freight costs. 


Landed Costs 

However, there are some very 
definite pitfalls in this situation, 
which it would be well to com- 
ment on. First, I assume that 
all distributors of hardware fig- 
ure their selling prices on their 
actual landed costs. These land- 
ed costs, however, cannot be de- 
veloped by a historical percent- 
age of freight against the cost 
of the merchandise. This can 
be very deceiving, as we have 
found in our operation. The only 
way to arrive at an accurate 
landed cost is to take the freight 
bill, divide the units into it and 
add the amount to the individual! 
cost of the item, thus determin- 
ing an actual landed cost and 
not a theoretical one. 

The size and weight of the 
shipment from the manufacturer 
have a great deal to do, under the 
present classifications of freight 
rates, with the amount that 
might be paid. As an illustration 
of this particular point, I find 
on an LCL shipment of third 
class material from New Britain, 
Conn., to Duluth, Minn., the 
weight of the shipment, being 
about 50 to 100 lbs., that in 1941 
the material would move at a 
minimum truck charge of the ac- 
tual weight rate applying on the 


', .. there is a tendency among smaller distributors, cover- 


ing a small area, to ignore or to underestimate the cost of 
freight equalization and delivery . . . | am shocked, in most 
cases, by the percentage cost they are assuming to make 
these deliveries possible. In some cases it runs as high as 
four per cent, more even than their selling costs of ware- 


house costs." 


HARDWARE AGE, OCTOBER 20. 





ESTED Al 
COMMEN 
PAREN 
rv ver v4 













STOCI 
Ntains enou; 
L 
Packe 
be to dealers, 


Per 
Profit t 


ORDER 
JOl 
















COMMENDED 

PARENTS 

date and MAGAZINE 
rates, we 
freight 
ipment of 
14/10 per 
» level, on 
ne list of 
r $715.37 
ht to Du- 
2/10 per 


y, the in- 
ts (using 
dise) is 
omparing 
increase 
che same 
t follows, 
S no ap- 
relation- 
between 
dity and 


(STEST SELLING 
__ WEATHERSTRIPPING 


ituation, a LOW PRICED 


to com- 











me that B 
ovale ag ji EASY TO APPLY 
on their 7 
se land- v / WwW E L L a Ai ° ed w 
it be de- 4/ 
percent. y THROUGH ADVERTISING 
“a AND USAGE DURING THE 
ve have PAST 6 YEARS 
The only : 
accurate 
freight a 
9 it and og EE 
dividual nes STOCK NO. JR-48 
‘termin- Contains enough Mortite for the average 
ost and size window 
List Price 29c 

of the Packed 48 to carton 
Price to dealers, list less 33'44% 
acturer Per Carton $9.28 
der the Profit to dealer $4.64 

freight 
t that 
tration 

I find 
f 6third 
sritain, 
1., the 

being 
n 1941 
p at a STOCK NO. B-2 
the ac- 


ntains enough Mortite for 
on the 5 windows 
List Price $1.25 

Packed 12 to carton 

¢to dealers, list less 33'4% 
Per carton $10.00 

Profit to dealer $5.00 


ORDER THROUGH YOUR 
JOBBER TODAY 












J 
| 
| 
| 
| 
| 


Raitt O84 trun» op 
© by 
Good Housekeeping 
a, ry 























45 apyransto WS 








29¢ and $125 
Higher west of 

Rockies and 

Canada 






























THE OPENING GUN 


IN THE 1949-50 MORTITE 
ADVERTISING CAMPAIGN 


..»» 29,000,000 circuLATION 


American Home Science & Mechanics 
Good Housekeeping Better Homes & Gardens 
Saturday Evening Post Parents’ Magazine 
Popular Mechanics Successful Farming 
Mechanix Iilustrated Popular Science 


Popular Homecraft 


ALSO - Nancy Sasser will promote Mortite in her 
BUY-LINES columns in 31 leading Metropolitan Sun- 
day newspapers — 10,406,000 circulation. 


ALSO — Mortite has Good Housekeeping and 
Parents’ Magazine seals of approval. 


ALSO — DEALER HELPS. THAT REALLY HELP 
e@ Colorful new hand-out circulars 
@ Attractive mats and electrotypes 
@ Displays 
@ Interesting radio scripts 








shipment for 100 lbs. This 
minimum has been changed to 
100 lbs. at the first class rate 
and on some truck lines to 200 
pounds at the first class rate. 

A 50 to 100-lb. shipment of 
third class merchandise from 
New Britain, which in 1941 
would have cost $1.66 to lay into 
Duluth, now would cost $4.22, or 
$8.44, if routed by the lines hav- 
ing a 200-lb. minimum. There- 
fore in placing orders, I would 
caution your buyers to be cer- 
tain that they are buying items 
in sufficient quantity to justify 
the lowest possible rate on the 
shipment. Otherwise they should 
very seriously consider parcel 
post shipments. 


Freight Allowances 


Another situation which has 
recently developed is the matter 
of freight allowances by manu- 
facturers on shipments to dis- 
tributors. To name a few allow- 
ances which are still in effect: 
on stove bolts, cap screws, wood 
screws, and other fastening de- 
vices, there is a 65-cent per 
hundredweight allowance based 
on seller’s factory or a compet- 
ing factory. There are many 
other manufacturers who, al- 
though the freight rates have 
increased, still state that they 
will only allow the same amount 
as was allowed in 1941. 

The fallacy in this type of 
thinking is similar to that shown 
in using historical percentages 
to determine freight costs. In 
other words, a manufacturer 
who is today offering us 65 cents, 
which is the same amount he 
gave us in 1941, actually is giv- 





ing us a freight allowance of 
about one half, in percentage, of 
what he gave us in 1941. 

To illustrate this very quickly, 
using wood screws as an ex- 
ample, we used to buy wood- 
screws on an f.ob. Chicago basis 
with a 65-cent freight allowance. 
The Chicago LCL rate to Duluth 
was 75 cents and we, therefore, 
were practically getting free de- 
livery at Duluth on wood screws. 
However, in 1949, with the same 
65-cent allowance and an LCL 
rate of $1.25, we were paying 
nearly 50 per cent of the freight 
costs in getting the material to 
Duluth. 

My conclusion, therefore, on 
this particular phase of. the sub- 
ject, is that the freight rates 
have not gone up out of propor- 
tion to the cost of the merchan- 
dise, but that is necessary for all 
distributors and retailers to fig- 
ure their landed costs very ac- 
curately because the freight fac- 
tor in dollar and cents can be a 
very serious one if it is over- 
looked or inaccurately figured. 

The second part of my presen- 
tation of these freight rates has 
to do with a subject which is 
somewhat controversial, if not 
explosive. I realize that in this 
audience are small distributors 
covering a very limited territory, 
and large distributors covering 
territories extremely large in 
area. The problems of all sizes 
of distributors are, however, 
very definitely interlocked, so I 
feel free to make my comments 
and let the chips fall where they 
may. 

Let me preface my next re- 
marks with the statement that 
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my company and most distrib- 
utors have always recognized 
and equalized other competitive 
distributing points. What I have 
to say has to do with the excep- 
tions to our historical practices. 

In our business we cover ap- 
proximately 1/6th of the United 
States in area with about 1/30th 
of the population. One of the 
situations which very seriously 
concerns us is the very high 
freight rate costs involved in 
making shipments to our re- 
tailers. Where these freight 
rates are borne by the retailers, 
there is no serious change in 
our profit factor, because the re- 
tailer simply adds it to the cost 
of the merchandise and in turn 
is re-imbursed by the consumer. 
However, when through the poli- 
cies of other distributors, or 
other sources of hardware com- 
petition, it is necessary to pre- 
pay freight or equalize freight, 
we find that our delivery costs 
are extremely high. 

To illustrate, using Fargo, 
N. Dakota, as a point and going 
back again to the comparative 
hardware order discussed previ- 
ously: The wholesale value of 
that order in 1949 was $715.37. 
The freight to Fargo on this 
merchandise from Duluth was 
$29.42 or 4 1/10 per cent. If 
we allow this amount of freight 
to Fargo, we would have to add 
to our cost of doing business, 
41/10 per cent. I leave it to you 
to estimate how much profit is 
left. 

There is another very serious 
competitive situation confront- 
ing us where some other types 
of competition in the hardware 
field have a standard practice 
of allowing up to $2.00 per hun- 
dredweight on shipments of $50 
or more to any destination. In- 
troducing this factor into the 
same hypothetical shipment and 
using the $2.00 rate, the cost of 
pre-paying this particular ship- 
ment, which weighs 2724 Ib., 
would be 8 per cent of total bill- 
ing price. That of course we all 
recognize is so fantastic a charge 
against gross profit that no dis- 
tributor would survive in this 
business for any length of time. 


Freight Equalization 


I am bringing up these mat- 
ters for two reasons: First, I feel 
that there is a tendency among 
smaller distributors, covering a 
small area, to ignore or to under- 


(Continued on page 190) 
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Remember when ordering your garden hose, to 
include your order for Firestone Velon screening in 
forest green, bronze brown, and aluminum grey, 
all standard widths. 
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Sheet Metal Distributors Session 


The Steel Situation 


THe steel industry produced, in 1948, a grand 

total of 88,640,470 tons of steel ingots, thereby 
exceeding the biggest previous peacetime year by 
nearly 4,000,000 tons and falling less than 11/, 
per cent under the all-time record established in 
the peak year, 1944, Mr. Roscoe reminded his lis- 
teners. Present strikes in steel industry and in bitu- 
minous coal mines have upset ideas as to the kind 
of markets available for various steel products in 
immediately foreseeable future. If steel and coal 
stoppages are of short duration, national economy 
can "probably pick up pretty nearly where it was 
on midnight, Sept. 30," says steel executive. 


By DAVID C. ROSCOE 
Assistant General Manager of 
Sales 
Bethlehem Steel Co. 
Bethlehem, Pa. 


O.: good friend, 


Tom Fernley, assigned the sub- 
ject of this talk—‘‘The Steel Sit- 
uation.” In my most ambitious 
moments I would hardly under- 
take the responsibility of cover- 
ing in detail such a tremendous 
segment of our industrial ac- 
tivity. I approach even a cursory 
discussion of the subject with 
considerable humility. The pres- 
ent impasse in the steel labor 


picture makes any authoritative 
discussion even more difficult. 
Until a few weeks ago we had a 
pretty clear idea of the kind of 
markets that we could expect for 
our various steel products in the 
immediately forseeable future. 
The present strikes against the 
great majority’ of the productive 
facilities of the steel industry in 
this country and the bituminous 
coal mines have completely upset 
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"To summarize the overall steel supply situation briefly, it 
can be said that the demand for most classes of pipe, cold 
rolled sheets, light gage galvanized sheets, and tin plate 
continue in excess of the supply in most markets; while the 
supply of structural shapes, carbon bars, alloy bars, railroad 
rails and track accessories, hot rolled plates, pig iron, tool 
steel and merchant wire products is more than adequate to 
supply current and anticipated requirements, most mills be- 
ing in o position to offer early delivery of these products.” 
", + | think | am on reasonably sound ground in the opinion 
that in the next 12 months you will have adequate supplies 
of all of the steel products you distribute with the possible 
exception of light gage galvanized sheets and roofing in the 
early months and that these latter products will be readily 
available by mid-1950, if not sooner." 





DAVID C. ROSCOE 


these ideas and it is extremely 
difficult to measure just what ef- 
fect these work stoppages will 
have on future business in gen- 
eral and accordingly on the steel 
industry in particular. If the 
work stoppages are of short 
duration, the economy of the 
country can probably pick up 
pretty nearly where it was on 
midnight, Sept. 30 and go on 
from there more or less along the 
lines we anticipated late in the 
summer. I am sure you will all 
agree, however, that if the stop- 
pages should continue for any 
protracted period, it will be nigh 
onto impossible to foretell the 
demoralization which might be 
experienced by our national 
economy. 

Since I am just a steel peddler 
and have no idea of how and 
when these strikes will be settled, 
I must of necessity refuse to don 
the mantle of the prophet and 
will limit my discussion to condi- 
tions in the steel industry as we 
foresaw them before this current 
shut down began, and we can all 
join in the hope for an early set- 
tlement of the difficulties and a 
continuation of our industrial 
program along the salutary lines 
it has been following for some 
weeks. 

I know that most of you are in- 
terested primarily in the supply 
of, and prospects for, the sale of 
flat rolled products (particularly, 
light gage galvanized sheets and 
roofing) and the so-called mer- 
chant trade wire products. I 
shall discuss both of these sub- 
jects in more detail later. 

The steel industry in the 
United States in 1948 produced 
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‘L asked my customers 
how they found me... 


heres what they told me F He knew the wide stocks I carried and 


recommended my services. 








1. This customer's friend told him about 





2. A lady telephoned fora particular brand 
of hardware. She said she had looked it up 
in the ‘yellow pages’ of her telephone 























directory where she found my name. 





3. This fellow wanted a set of wrenches. 

He checked the ‘yellow pages’ for a hard- 
oc il . . ' 

ware Cealer near his office and found my 





store, 





1. This man was passing by when my win- 
dow display caught his eye. He saw what 
he wanted, came in, and bought it. A quick 


sale. 





5. This couple was furnishing a new home. 
They checked their shopping list against 
the ‘yellow pages’ and found that [ sold 
many of the items they wanted. 


Li Tt pays to make sure your name is in the ‘yellow pages’ 
along with a description of what you carry. 9 out of 10 


shoppers use the ‘yellow pages’ as a buying guide, 
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a grand total of 88,640,470 tons 
of steel ingots, thereby exceeding 
the biggest previous peacetime 
year by nearly 4,000,000 tons and 
falling less than 144% under 
the all-time record established in 
the peak war year, 1944. This 
peacetime record entailed an av- 
erage operation for the year 
1948 of 94.1% of capacity and 
the year finished strong and con- 
tinued that way into the early 
part of this current year, with 
the result that the industry oper- 
ated during the first quarter at 
rates varying from 100 to 102% 
until the week of March 27, at 
which time it began a continuing 
decline which went unchecked 
until reaching a low of 61% dur- 
ing the week of July 4. Respond- 
ing to the general improvement 
in conditions throughout the 
major part of the country since 
that time, steel operations have 
steadily improved to the point 
where they have been hovering 
between 81 and 86% for the past 
seven or eight weeks—the last 
week prior to the strike being 
at 84%. 


Unsatisfied Demands 


Industrial schedules and con- 
struction programs, prior to the 
present interpretation, led us 
to believe that we could expect 
a continuation of these improved 
operations throughout the bal- 
ance of the year and for, perhaps, 
at least the first four to six 
months of 1950 with no sound 
reason in prospect for any sub- 
stantial change thereafter. It 
was apparent that the excessive 
inventories which were current 
in many parts of the country 
both of raw materials and fin- 
ished products (and this was par- 
ticularly true in the appliance 
field) had been brought into 
balance and the unprecedented 
production of many of these 
products had been largely di- 
gested by the consuming public. 
From all directions came reports 
of still unsatisfied demands for 
consumers’ goods, particularly 
automobiles, refrigerators, wash- 
ing machines, and many others; 
as well as continuing and per- 
sistent demands for more and 
more highways and_ bridges 
(both large and small), medium 
and large apartment houses, 
power plants, hospitals and small 
and medium sized _ industrial 
buildings. All of these demands 
will, of course, remain unsatis- 
fied at the conclusion of a pro- 
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Evidence coming in to us from 
most sections of the country has 
indicated, however, that in a ma- 
jority of cases the readjustment 
of inventories and schedules has 
been completed and production 
at satisfactory rates has been re- 
established with reasonable as- 
surance of a continuance of the 
same for some months to come.— 


David C. Roscoe. 


oi oO BG 


tracted work stoppage if such 
should be in store for us, but just 
how deeply such a stoppage will 
cut into the economic sinews of 
the nation will remain to be seen. 


Overall Situation 


To summarize the overall steel 
supply situation briefly, it can be 
said that the demand for most 
classes of pipe, cold rolled sheets, 
light gage galvanized sheets, and 
tin plate continue in excess of 
the supply in most markets; 
while the supply of structural 
shapes, carbon bars, alloy bars, 
railroad rails and track accesso- 
ries, hot rolled plates, pig iron, 
tool steel and merchant trade 
wire products is more than ade- 
quate to supply current and 
anticipated requirements, most 
mills being in a position to offer 
early delivery of these products. 
Most of you are fully aware that 
the operating rate of the indus- 
try which I just mentioned as 
fluctuating between 81 and 86% 
for the past seven or eight weeks 
refers to the production of steel 
ingots by the industry as com- 
pared to its capacity. And most of 
you are likewise aware that when 


the demand for rails, structural 
shapes, or carbon bars falls off 
the industry does not need to 
make as many ingots. Occasion- 
ally, however, we encounter a 
consumer who is unable to under- 
stand why he cannot secure all 
of the cold rolled sheets or gal- 
vanized sheets or pipe that he 
would like to buy, since the in- 
dustry is operating at only ap- 
proximately 84 or 85%. Why, he 
asks, don’t we just light up some 
more furnaces and make more 
steel? It is unfortunate that we 
cannot roll galvanized sheets on 
rail mills or pipe on bar mills, but 
it just simply can’t be done; and 
when the industry is making all 
of these products that it can pro- 
duce on its sheet mills and pipe 
mills, any reduction in structural 
shapes, carbon bars, rails, etc., 
is of no particular help to the 
sheet or pipe mills and can only 
result in decreased ingot produc- 
tion. 


Unbalanced Inventories 


Speaking of the unprecedented 
production of many products 
made from steel during the past 
year or so which resulted in the 
excessive inventories and drastic 
curtailment of many operations 
during the second quarter of this 
year and the subsequent diges- 
tion of this accumulated supply 
by the consuming public, I am 
sure you will be interested in the 
following typical case: 

The manufacturer of a well- 
known brand of vacuum sweeper 
in the eight years immediately 
preceding the war produced a 

(Continued on page 183) 


RETIRING A.H.M.A. EXECUTIVE COMMITTEE 


F. T. STONE 
Columbus-McKinnon 
Chain Corp. 


J. G. GEDDES 
H. K. Porter, Inc. 





GEORGE F. WRIGHT 
G. F. Wright Steei 
& Wire Co. 
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Get a Grip on BIGGER Christmas Sales with 


NICKEL CHROME 
MOLYBDENUM STEEL 


#1765 RLX set of 5 open end wrenches. 


10 openings from 3%” to 7%”. 






7 § #1346 RLX set of 6 wrenches; combination box 
te open end. 12 openings from 3%” to 4”. 


 hgey ingees is just around the corner, so get ready now 
to fill a big demand for these famous Barcalo wrench be ‘! ee e i 
sets. Precision-made combination wrenches of finest nickel . 


chrome molybdenum steel, chrome plated with highly 
polished. ends. Open end wrenches made from “special 


Attractive colorful plastic display 
cases, Christmas boxes and gift 


tags—with orders received before 





analysis” "tool steel. Lightweight, with longer handles and Ree % 196R 


thinner jaws, Barcalo wrenches are easier 
to work with in tight, awkward places. 
They come specially packaged in red and 
green plastic cases with a bright Christ- 
mas look. All you need do is have a supply 
on hand. Customers will buy them on sight 
because they’re the perfect gift for 
the man of the house. Better stock 
up now on these fast-selling, profit- 
able Barcalo wrench sets. 

There’s mo increase in price for 
this Special Christmas Packaging ! 













GET YOUR CRDER IN TODAY! 
BARCAILO MANUFACTURING CO. 
225 louisiana St., BurFaco 4, New York 
Please send me: 
seeeeeee Special Christmas Wrench Sets, Catalog +1346RLX 
Special Christmas Wrench Sets, Catalog +1765RLX 


Name. 
Address 


City 


BARCALO MANUFACTURING CO. 
BUFFALO 4, N. Y. 
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chlage Lock. Pantheon’ Design 


Schlage Display Cards 


Here’s your tie-in with Schlage advertising in 
leading national architectural, building, insti- 
tutional, and home magazines. These display 
cards emphasize the leadership of Schlage in 
the development of the cylindrical lock and the 
use of Schlage locks in the country’s outstand- 


ing buildings. 


j 


These colorful card units are attractive... 
can be used to dress up a window or counter 
display of Schlage mounted samples. 


Schlage cylindrical locks are leaders in both 
style and quality. They are the headliners in 
featured new homes. If you don’t have Schlage 
locks in stock, see your jobber or write direct 
to Schlage Lock Company, 2201 Bayshore, San 
Francisco 19, Calif. 


FIRST NAME IN CYLINDRICAL LOCKS SCHLAGE 


SCHLAGE LOCK COMPANY 
SAN FRANCISCO +. NEW YORK 








Editor’s Note: 


We submit the following table of values of manufactured hardware and affiliated 
lines compiled by Oliver Brothers Inc., for their clients and reproduced by us because 
of the valuable data given and which we know will be welcomed by our readers. 


This table of values applying to manufactured hardware will, we are sure, prove 
to be a valuable supplement to the table of values of iron, steel, wire and metal mate- 
rials—Editor, Hardwage Age. 


Comments: The prices shown in this table of manufactured hardware and afiili- 
ated lines represent the price fluctuations over the period indicated and we believe will 
be interesting to hardware merchants. Some manufacturers of special brands may 
have obtained prices different from those indicated. 











































































































































































































Col. No. 1 2 
| 
Item | Dec. March 
No. MATERIAL Unit 1913 1916 
1 | Steel railroad spikes, % x 644.0... . 0... coco cccccccccccccecceucee i 100 Lb. 1.50 | 1.36 
~~ | ‘ Si r. 1, 1927, per 100 " 
2 | Track bolts, square nut, 4 23)4.............. 0... eevee eee ees nll TR ng 2.16 1.70 | 
ee 2 se aphlecn ean tien 100 Lb. 1.90 1.65 
4 su ‘Striking hammers, Oregon pattern, oso ecaw ts Ree em, eS a the piece. | 4.76 3.54 a 
5 Railroad picks, 6 Ib... a ee eer Pe eer A Doz. 2.43 1.87 
6 | Machine bolts, 5424.0... 00.0.0. ec ccc cccc ec ececc cee eee. we ¥ 100 Pcs. gE 61 | 1.32 
TT Hot pressed nuts, square, er ee en ee ool ad enero use 2. -60_ a 2.20 3! 
8 Iron turnbuckles, 1 x 6 in., take up, with stub ends................ 100 Pcs. 27.80 26.34 5 
9 Spring cotters, steel, 4x14.. ee ge oe tenets Sdanisiae 1000 Pcs. 0.44 0.41 
10 | Small black rivets, 4 x 134, in kegs....... iuiaviecinincd 2.66 | 2.40 
a3 ‘Upholsterers cut tacks, No. 4, blued, in bulk*. ad idveneneussas nate 100 Lb. 5.20 | 4.96 1 
12 Wood screws, flat head, iron (new list prices July 1, 1947) . ee _Per Cent Off List 0.926 | 0.9198 
— ee = caiiaeanpes — ae ciciiaeiiaiinaiiaiinell —— 
13 Shovels, plain back, No. 2, C grade Te Doz. 4.31 | 38.90 
14 Ball tip, loose pin, steel butts, 344x3, plated, No. 241F. pearee Doz. Pr. | 0.90 0.90 | 
16 Wrought brass butts, 2 in. narrow. DR cet Se seca Re Gross Pr. | 3.38 | 3.80 | 
16 Stillson pattern wrenches, 10 in., wood handleo....... patchy Doz. 4.87 4.75 ; 
17 “Monkey wrenches, knife handle, 10 in.. erate: ee Doz. | 4.32 | 4.32 1 
ee coe SS — a — —_ —— ee ee ee _ | —— —— 
18 Files, 10 in. flat bastard. ee ee Doz. | ie i 8 
19 Carbon twist drills, Ye in., ‘round straight shank, Jobbers Lengths Doz. | 0.85 0.79 
20 Chisels, plain handle end edge, 1 in. socket firmer. . Se ee Doz. | 1.97 1.97 ! 
ues Sek te: SAREE EL TENCE SE eek, Me we 
21 Soldering coppers, 3 Ib. base........ tote ne noe Lb. 0.201% | 0.19 ( 
22 Post-hole diggers, Eureka pattern. ., 5 Doz. | 6.00 5.00 
23 Car movers, Badger. Sean bineiveleee i = Doz. 24.00 | 26.00 2' 
—EE —_ = a oe cmmebenate on enmunin —— EE _———e —— —_—— 
24 Wire rope, plow steel, 6 by 19, 5¢ in. bright, non-preformed Racing de 100 Ft. 4.72 | 4.41 1 
(Prices previous to 1948 on crucible cast steel, now discontinued.) 
= Roncee: SER nae) Eeeemeees 
265 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven@ . Roll of 600 Sq. Ft. 1.97 | 1.69 ‘ 
(Prev. to Sept. 30, 1947 were quoted on galv. after woven only.) 
a: a © noes = aa 
26 Wire screen cloth, 12 mesh, black, less than carload. . ; 100 Sq. Ft. 1.10 | 0.90 ; 
(Prices prior to 1949 quoted per 100 sq. ft.) Now per roll, 86 in. 
width, black 12 mesh, galvanized 18 x 14 mesh. 

— as — — - _—————— -_ 
27 Galvanized water pails, 10 qt., light pattern, less than carload.. a Gross | | 18.14 3: 
28 Enameled cast iron sinks, | flat rim, 18 x 30 Each | 1.80 | 1.80 : 
29 Finished brass compression bibbs, standard pattern, for I. P. 5 in.@ Doz. | 3.67 | 3.59 7 
30 ‘foes, unhandled, first quality standard grade, single bit, base... . Doz. | 6.75 | 3.60 1! 
31 Circular spring balances, 30 Jb. x oz. (As of 1947, 25 lb. x 8 oz.) . Each | | 6.00 : 
32 Lawn mowers, cast iron, 14 in., ball-bearing, medion grade, 4 Blade Each | 2.90 { 

(This size temporarily discontinued, from 1944-48 price based on 
16”, 5 blade, as of 1947 14 in., now reinstated.) 
Col. No 1 2 
*Prices previous to June, 1926, were on American Cut Tacks now ‘onc by most manufacturers. by O.P.A. In many cases 
1942, in other instances b 


tJune, 1936, to June, 1930, prices on 18 in.; other prices on 12% i ; 
tNew list Nov. 21, 1935. ® %” size generally disco 


® Ceiling prices established by Government Price Administrator in 1941: or later through to 1946 production. Manufacture o 
but resumed in March, 194 
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_ TABLE of MARKET VALUES of MANUFACTURED HARDY 
fili- DECEMBER, 1913, TO SEPTEMBER 30, 1949 
will Published by Hardware Age, Issue of October 20, 1949 
may Compiled by OLIVER BROTHERS INC., New York and Chicago, U. S. A. 
1 2 8 4 6 6 7 8 9 10 11 12 13 14 16 
Dec. March July Nov. Jan. March Sept. Dec. Dec. Dec. Dec. Dec. Dec. | March Aug. 
1913 1916 1917 1918 1920 1922 1922 1923 1924 1925 1926 1928 1929 1933 1933 





1.60 | 1.36 | 65.00 | 3.90 | 3.60 | 2.10 | 2.80 | 3.16 | 2.80 | 2.80 | 2.90 | 2.80 | 2.80 | 2.15 | 2.40 
|! 2.15 | 1.70 | 7.00 | 4.99 | 6.60 | 3.00 | 4.05 | 4.00 | 3.75 | 4.00 | 4.26 | 3.81 | 3.81 | 2.86 | 3.41 
~| 1.90 | 1.66 | 6.60 | 7.60 | 6.25 | 4.60 | 4.75 | 6.75 | 6.25 | 5.75 | 6.26 | 6.89 | 6.89 | 65.89 | 6.00 
~| 4.74 | 3.64 | 10.80 | 10.80 | 9.23 | 6.41 | 7.29 | 8.75 | 8.10 | 8.75 | 8.10 | 0.70 | 0.70 | 0.70 | 0.68 
“| 2.43 | 1.87 | 7.29 | 9.00 | 7.69 | 4.86 | 6.40 | 6.20 | 5.71 | 6.10 | 6.00 | 5.70 | 5.70 | 5.70 | 6.70 
1.651 | 1.32 | 4.97 | 3.88 | 4.05 | 1.68 | 2.81 | 2.43 | 3.04 | 3.04 | 3.06 | 3.33 | 3.33 | 2.49 | 3.00 
0! 2.60 | 2.20 | 6.60 | 6.60 | 6.60 | 3.25 | 5.10 | 5.20 | 4.95 | 4.95 | 4.95 | 0.655 | 0.655 | 0.41 | 0.60 
27.80 | 26.34 | 57.20 | 67.20 | 61.60 | 39.60 | 48.40 | 39.80 | 41.80 | 49.50 | 65.00 | 56.00 | 65.00 | 39.60 | 55.00 
0.44 | 0.41 | 0.96 | 1.02 | 0.78 | 0.62 | 0.65 | 1.06 | 0.68 | 0.75 | 0.75 | 0.78 | 0.78 | 0.78 | 0.78 
2.56 | 2.40 | 8.21 | 7.20 | 7.20 | 3.70 | 5.44 | 6.10 | 4.36 | 4.10 | 4.10 | 4.92 | 4.92 | 3.90 | 4.10 
| Beso: 






























































5.20 | 4.96 | 16.25 | 15.10 |17.15 | 11.76 |12.76 | 12.40 | 14.30 | 14.55 | 11.265 | 11.38 | 9.91 | 6.46 8.10 
“| 0.926 | 0.9198] 0.784 | 0.784 | 0.82 | 0.8847 | 0.8577| 0.8336] 0.835 | 0.87 | 0.8819 | 0.645625/ 0.6288 | 0.8108 | 0.679 
| 4.31 | “3.90 | 8.60 | 11.61 |10.90 | 9.90 | 7.41 | 9.16 | 9.16 | 8.47 | 8.47 | 8.28 | 6.62 | 7.46 | 7.45 
0.90 | 0.90 | 2.76 | 3.00 | 3.60 | 2.40 | 2.40 | 2.76 | 2.67 | 2.16 | 1.62 | 1.97 | 1.62 | 1.51 | 1.81 











‘| 3.38 | 3.80 | 7.17 7.81 7.02 5.49 | 6.33 7.20 7.20 | 7.20 | 7.20 7.20 | 7.20 5.84 6 
| 4.87 | 4.76 | 9.00 | 10.00 |10.00°| 8.78 | 8.78 | 9.00 | 7.50 | 7.50 | 7.60 | 4.86 | 6.13 | 3.25 | 4.63 
5 





















































































































































4.32 | 4.32 | 10.49 | 11.66 | 11.88 | 7.13 | 7.12 | 9.62 | 9.62 | 9.62 | 9.62 | 9.62 | 9.14 | 6.94 94 
1.43 | 1.13 | 2.09 | 2.73 | 2.39 | 1.70 | 1.89 16 1.89 (1.80 1.89 1.89 1.89 | 1.89 | 1.89) 
0.85 | 0.79 | 1.42 | 1.46 | 1.89 | 1.08 | 0.73 | 0.97 | 1.41 | 2.41 | 2.42 | t.a2 | aaa | aan | aa 
1.97 | 1.97 | 4.01 | 4.70 | 6.35 | 5.49 | 5.49 | 6.35 | 5.35 | 5.34 | 6.34 | 5.35 | 6.35 | 5.35 | 5.36 
‘| 0.20%4| 0.19 | 0.42 | 0.48 | 0.29 | 0.18% | 0.1934] 0.19 | 0.21% | 0.21 | 0.20% | 0.2334 | 0.26% | 0.1234 | 0.16 
“6.00 | 5.00 | 9.00 | 12.60 | 13.00 | 10.00 | 10.00 | 11.60 | 11.50 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 
24.00 | 25.00 | 27.60 | 36.00 | 34.80 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 "| 48.00 
| 4.72 | 4.41 | 11.90 |11.65 | 9.98 | 7.61 | 7.81 | 8.62 | 8.62 | 8.62 | 8.62 | 8.62 | ge2 | 9.71 | 9.71 
| 
1.97 | 1.69 | 3.47 | 4.13 | 4.13 | 3.61 | 3.61 | 3.76 | 3.63 | 3.33 | 3.08 | 3.13 | 3.01 | 2.48 | 2.48 
1.10 | 0.90 | 1.75 | 1.95 | 2.05 | 1.80 | 1.80 | 1.95 | 1.80 | 1.70 | 1.60 | 1.71 | 1.42 | 1.36 | 1.44 
we ee ee ee ee oe ee ee 

| 18.14 | 33.60 | 46.97 | 40.32 | 22.98 | 22.98 | 24.19 | 25.63 | 26.88 | 24.84 | 23.04 | 24.12 | 18.12 | 21.87 
“eo | 1.00 | 3.35 | 4.45 | 4.65 | 3.05 | 3.85 | 4.06 | 4.05 | 4.08 | 4.08 | 4.05 | 4.16 | 2.36 i 3.65 
3.67 | 3.69 | 7.18 | 8.60 | 9.68 | 6.67 | 6.30 | 6.80 | 56.98 5.98 | 6.30 | 6.99 | 6.36 | 6.25 | 6.75 
6.75 | 3.60 | 11.50 | 13.60 | 14.60 | 12.00 | 11.00 | 10.76 | 12.00 | 10.50 | 12.00 | 13.00 13.00 | 9.60 | 8.80 
ae 6.00 | 7.60 | 8.00 | 9.00 | 7.60 | 7.60 7.6934 7.69% |_ 7.6934 | 7.6914 7.6934 7.6914 |_8-60 _| 6.60 
2.90 3.60 5.00 5.50 6.40 6.40 7.00 6.40 6.40 | 6.40 | 6.00 | 5.60 | 3.75 | 3.60 

| | | | | | | 

1 2 3 4 5 6 7 8 9 10 li 12 13 14 15 

Fay oe ee oe oe pos ge name price ceilings at selling price in effect March, & rine ee. en ee a 

volection. Sllanutacture of fniahed FE Pay ae I Fang Rint Bd pg Ne Se ge erg hg 


ut resumed in March, Resisting finizk. 
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eS ee The prices shown represent what 
, manufacturer to the wholesale mer 

CTURED HARDW ARE During 1942 and 1943 a numb 

2 permissible but this does not neces 
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13 14 16 16 17 18 19 20 21 22 23 24 
Dec. March Aug. July Aug. July July June June June Dec. Sept. 
1929 1933 1933 1934 1935 1936 1937 1938 1939 1940 1941 1942 
2.80 2.15 2.40 2.40 2.40 2.60 3.00 3.00 2.90 3.00 3.00@ 3.00@ 
3.81 2.86 3.41 3.81 3.81 3.81 4.22 4.22 4.31 4.15 4.76@ 4.75@ 
5.89 5.89 6.00 6.00 6.00 6.00 6.30 6.30 6.16 6.25 7.67 7.67@ 
0.70 0.70 0.58 0.58 0.58 0.58 0.60 0.65 0.59 0.63 0.70 0.708 
5.70 5.70 5.70 5.70 5.70 5.70 6.16 6.73 6.06 6.39 7.58 7.58@ 
3.33 2.49 3.00 2.70 2.85 3.16 3.42 2.78 2.58 3.05 3.29 3.29@ 
0.555 0.41 0.50 0.46 0.475 0.527 0.57 0.43 0.44 0.44 0.57 0.57@ 








55.00 39.60 55.00 55.00 55.00 55.00 55.00 55.00 45.00 47.30 60.50 60.50@ 
-76 
-56 











0.78 0.78 0.78 | 0.80 








4.32 3.90 4.10 4.56 
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4 06 | 4.79 | 6.04 | 6.32 | 5.040 
9.91 | 6.45 | 8.10 | 8.37 | 7.16 
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16 9.30 9.30 | 10.65 | 10.55@ 
7832 | 0.7338 | 0.7346 | 0.6837 | 0.6337e( 








0 
4 5 
63 | 9 9 
.7825t| 0.7000 | 0 
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0.6288 | 0.8108 0.67949} 0.72631 
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1.62 | 1.51 1.81 | 2.00 | 2.00 83 22 
7.90 | 5.84 | 6.48 | 6.48 | 6.48 | 6.48 20 48 | 6.83 | 6.83 | 5.83 | 5.88@ 
6.13 | 3.25 | 4.63 | 3.92 | 3.92 | 6.13 | 6.80 | 5.38 | 4.85 | 4.60 | 6.80 | 6.800 
9.14 | 6.94 | 5.94 | 6.93 | 6.93 | 7.70 70 | 7.70 | 7.70 | 7.42 | 10.90 | 11.000 

1.89 | 1.89 | “1.89 6©| 1.89 | 1.80 | 1.89 | 2.36 | 236 | 2.36 | 2.36 | 2.36 | 2.360 
‘aa. | 1.41 | tat | 1.23 | 1.93 | 1.93 1.43 | 1.42 | 1.43 | 1.43 | 1.48 | 1.480. 
6.35 | 6.35 | 6.35 | 56.35 | 6.35 | 5.35 | 6.65 | 6.65 | 5.65 | 5.65 | 6.27 | 6.270 
“0.26% | 0.123, | 0.16 | 0.16%] .16 | .17 | 22%] .17 | 1.18 | .20 | 125 | .25e@ | 








11.50 11.60 11.60 11.25 ‘11.26 11.25 11.26 11.75 11.75 11.00 14.00 14.00@ 








48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00@ | 48.00 





8.62 9.71 | 9.71 | 8.81 8.81 | 8.81 9.33 9.33 8.81 8.81 9.27 9.27@ 




















1.42 | 1.36 1.44 1.29 1.32 1.49 1.60 1.475 | 1.33 1.50 | 1.63 tomes it 





24.12 |18.12 | 21.87 | 20.78 | 21.87 |24.36 | 31.68 | 24.40 | 26.08 | 26.40 
















































































4.15 | 2.95 | 3.65 3.02 (| 8-16 | 8.15 | 8.15) 8.15 | 8.12 | 3.27 z 76 | 6.350 | 
| 5.36 6.25 | 6.75 | 6.60 | 6.81 | 5.64 | 5.88 | 6.06 5.08 6.27 sfegite | si°aato | 
}13.00 | 9.60 | 8.80 | 9.60 | 9.60 | 9.60 | 10.80 | 12.00 | 12.00 | 12.00 | 12.75 | 12.76 | 
| 7.6934 | 6.60 | 6.60 | 6.60 | 6.50 | 6.00 | 6.00 | 6.00 | 6.00 / 6.00 | 6.00 | 6.000 | 
5.50 | 3.76 | 3.60 | “4.10 — 3.60. | 3 a | 430 | 4.90 | 3.85 3.85 | 4.50 | 4.350 
| | | | | | | | 
13 14 16 16 17 18 19 20 21 22 23 24 
1943. @ Denotes ceiling price. 
ed by O.P.A. @ Discontinued temporarily. 


ing for defense housing, Manufacture of enameled sinks was ordered stopped as 


per cent increase was allowed. Their manufacture has been resumed in Acid @ Wood handle permanently discontinued, s 


’s Note: 


ve reduced lists and discounts to unit prices or unit quantity prices as the case may be, and m 
we have taken into consideration the fact that the list prices on some items have been changed 
to time and the net prices shown are based upon the lists and discounts in effect on the dates 
e figures opposite the subject Wood Screws represent the discounts reduced to a unit percentage. 
; shown represent what would be recognized as a reasonable wholesale price allowed by the 
er to the wholesale merchant (the jobber). 


; 1942 and 1943 a number of these items were greatly reduced in range of sizes and grade 

» but this does not necessarily affect the prices. Some of the items shown here were, of course, 
nly on priority ratings in effect at time of purchase. , 

OLIVER BROTHERS, Inc. 

New York-Chicago 















































































































































































































































23 24 25 26 27 28 29 30 
- Dec. Sept. Sept. Dec. 31 | Sept. 30 | Sept. 30 | Sept. 30'| Sept. 30 | Item 
1941 1942 1944 1945 1946 1947 1948 1949 No. 
3.00@ | 3.00@ | 3.00@ | 3.25@ | 3.65@| 4.85 5.35 5.35 1 
4.75@ | 4.75@ | 4.75@ | 4.75@ | 5.00 7.00 7.50 7.50 2 
7.67 7.67@ | 7.67@ | 7.67@ | 7.67 8.44 | 11.20 11.20 3 
0.70 0.70@ | 0.70@ | 0.70e 17 0.84 1.38 1.16 4 
7.68 7.58@ | 7.58@ | 7.58@ | 8.93 9.82 | 12.50 12.50 B 
3.29 3.29@ | 3.29@ | 3.29@ | 2°shie | 4-26 5.36 5.36 6 
0.57 pl 
| 0.67 0.57@ | 0.57@ | 0.57@ | 257! | 0.74 0.92 0.92 7 
60.50 | 60.50@ | 60.50@ | 60.50@ | 66.00@ | 79.20 | 88.00 | 112.50 8 
1.05 1.05@ | 1.05@ | 1.05e | 1.37@/| 1.58 1.98 1.98 9 
7 B Ose | 504pl 
__| 8.82 5.04@ | 5.04@ | 5.04@ | Seu, | 6.48 8.40 8.40 10 
10.55 | 10.65@ | 10.55@ | 10.55@ | 14.00@| 16.16 | 15.10 14.55 11 
46 | 0.6337 | 0.6337@/0.6837@ | 0.6337@| jay opae | -79804) 76744) 80416 | 12 
.25 plu 
10.25 | 10.25@ | 10.26@ | 10.25@ | 107m, | 13.05 | 15.80 15.80 13 
2.35 2.35@ | 2.23@ | 2.45@ | 2.98@| 3.62 4.12 4.12 14 
5.83 | 5.83@ | 5.83@ | 6.41@ | M87, | 8.64 | 8.64 8.64 | 15 
6.80 6.80@ | 6.80@ | 6.16@ | 7-860@| 10.610 | 11.97 10.26 16 
10.90 | 11.00@ | 11.00@ | 11.00@ |12.5620@| 13.200 | 16.50 16.50 17 
2.36 2.36@ | 2.36@ | 2.36@ | 2.76 2.76 3.53 3.53 18 
1.43 | 1.48@ | 1.43@ | 1.43@ | 1.68@]| 1.82 | 1.95 1.95 | 19 
6.27 6.27@ | 6.27@ | 6.27@ |iizctpae| 8.08 8.08 9.26 20 
26 .25@ .25@ .25@ |isstgorae| 0.37% | 0.4114 | 0.3854] 21 
14.00 14.00@ | 14.00@ | 14.00@ | 15.40@ | 18.00 21.00 21.00 22 
48.00@ | 48.00@ | 48.00@ | 48.00@ | 60.00 | 60.00 | 85.20 | 85.20 | 33 
9.27 9.27e |) & 9.27@ | 9.40@] 9.40 | 12.24 12.24 24 
3.12 | 3.12@ | 3.12@ | 3.12@ | 3-192@| 6) | pie | saa belore | 25 
os 48 <i. ack | 835black | of 
1.53 srg |t-572@ | 1.57}c@| 1.98@ | 2.60 | 2esblack | sisblick | 96 
34.20 | 34.20@ | 34.20@ | 34.20@ | 40.20@| 40.80 | 51.66 | 48.00 | 27 
4.76 5.350 . mw | 5.95@@! 7.520 | 8.84 9.58 28 
= 67-8. *. - 3%: 3 e 7) 7 ad . < gn ’ — 
egite | 86-8338 Ey MB |shia Discoo.| 34 tos@| se 12088 | scr10s2 | 29 
a H | a ee 
12.75 | 12.75@ | 12.75@ | 12.75@ | 12.75@ | 13.60 | 14.85 14.85 30 
6.00 6.00@ | 6.00@ | 6.00@ | 6.00@| 6.30 6.30 | 6.50 | 31 __ 
4.50 4.35@ * & * 9.25 9.75 | 14in.-875) gg 
\ | ! 
| 1 | | 
23 24 26 26 27 28 29 30 
price. 
:porarily. @19 gage discontinued, 20 gage now standard. 


rmanently discontinued, steel handles only. 
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total of approximately two and 
one-half millions of such 
sweepers. Following the lifting 
of restrictions on production of 
such consumers’ goods in the 
latter part of 1945, retooling was 
indertaken and their first mil- 
lionth post-war sweeper was pro- 
duced in July, 1947. The second 
millionth was produced in Sep- 
tember, 1948, and the third mil- 
lionth in August, 1949. We have 
been advised that this manufac- 
turer’s best pre-war production 
was 400,000 units in one year, 
and in the last three years they 
have produced more units than 
in the entire eight years before 
the war. We all know that there 
was, of course, a vast pent-up 
demand for the consumers’ goods 
that this and other manufac- 
turers were prohibited from pro- 
ducing during the war, and the 
speed with which this pent-up 
demand has been satisfied has 
been a source of amazement to 
many not in daily contact with 
our American methods of mass 
production and efficiency. Never- 
theless, instances such as this, 
which is but one of a multitude 
of similar cases, point out more 
clearly than words can express 
the obvious temporary overshoot- 
ing of demand by supply which 
was largely responsible for the 
adjustment period experienced 
during the second quarter. 


Readjustment Completion 


Evidence coming in to us from 
most sections of the country has 
indicated, however, that in a ma- 
jority of cases the readjustment 
of inventories and schedules has 
been completed and production at 
satisfactory rates has been re- 
established with reasonable as- 
surance of a continuance of the 
same for some months to come. 

When recently mulling over 
what I might say to you gentle- 
men here today, I recalled that 
a speaker cecupying this same 
platform back in 1944 addressed 
you on roughly this same subject. 
I procured a copy of the paper 
he read to you at that time and 
found that the exact title of his 
remarks was “The Outlook for 
lron and Steel Products.” I think 
that you might be interested in 
the following quotation there- 
from, bearing in mind that this 
paper was presented in 1944, 
about a year before the end of 
the war: 

“I believe, when the time 
comes that our people can have 


the things they have been want- 
ing, which includes homes and 
the equipment for homes and 
thousands of other things made 
from steel, that the demand will 
be far greater than most of us 
estimate. You must remember 
that they will have been doing 
without through 10 years of de- 
pression and X years of war, and 
I think a lot of them will have 
the wherewithal to buy. This, 
plus the deferred needs of the 
largest steel consuming indus- 
tries down to the smallest, with 
undoubtedly an increased export 
demand, should and, in my opin- 
ion, will constitute a very sub- 
stantial production of steel prod- 
ucts for six to seven years after 
the war.” 


| think that the much heralded re- 
cession of this spring and early 
summer was in reality nothing 
more than an orderly retreat from 
inflation, resulting in the liquido- 
tion and digestion of hysteria in- 
ventories and the establishment of 
production schedules on realistic 
but still profitable bases. 
—David C. Roscoe 


A ae 


We have now concluded four of 
those six to seven years of sub- 
stantial production prophesied by 
that speaker, and I think you 
will all agree that he couldn’t 
possibly have stated the case 
more accurately up to this point 
and only a major dislocation re- 
sulting from external forces sim- 
ilar to those now being experi- 
enced in the industry should 
prevent us from running out the 
full six or seven years of good 
production he expected. 


Merchant Trade Products 


Now let’s get to those subjects 
that I know you want to hear 
about, particularly merchant 
trade wire products and light 
gage galvanized sheets and roof- 
ing. The term “merchant trade 
wire products” we apply to in- 
clude nails and staples, barbed 
wire, bale ties, woven wire fenc- 
ing and black annealed and gal- 
vanized merchant quality wire. 
Many of you, particularly those 
serving the rural areas, distrib- 
ute one or more of these com- 
modities. 

Following the end of World 
War II the combined demand 
from all merchant trade 
wire products distributors tem- 
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porarily assumed proportions be- 
yond the ability of the industry 
to satisfy. Therefore, in an effort 
to distribute production on as 
fair and equitable a basis as pos- 
sible, most producers established 
some form of quota system which 
was primarily based on individ- 
ual customers’ pre-war purchases 
of those products. With but very 
few exceptions the trade accepted 
these quota systems as the best 
possible solution to a_ difficult 
problem and the many expres- 
sions of appreciation from the 
trade of the efforts made by the 
industry to distribute fairly the 
production during the period of 
short supply have been most 
gratifying. With the gradual in- 
crease in production coupled with 
an easing in demand, quotas were 
yvradually eliminated, and so far 
as these merchant trade wire 
products are concerned the in- 
dustry is now generally operat- 
ing on the old established pre- 
war business formula of endeav- 
oring to sell each customer what 
he wants and deliver it in the 
quantity he requires when he 
needs it. 


Wire Fencing 


To again review a little, it is 
interesting that the average pro- 
duction of woven wire feneing 
by the industry in the big pre- 
war years, 1939 to 1941, inclu- 
sive, was approximately 266,800 
net tons. Due to the demand for 
priority steel products necessary 
tc carry on and win the war, this 
production was reduced by the 
War Production Board to a low 
of 113,650 net tons in 1942. 

In an all-out effort to satisfy 
the accumulated demand and lit 
erally to mend broken fences, the 
industry in 1947 and 1948 aver- 
aged approximately 408,000 tons 
per year of such woven wire 
fencing. 

The industry’s production of 
barbed wire on the other hand 
increased from 241,000 net tons 
per year pre-war to an average 
of 255,000 net tons in 1947 and 
1948 and these two products are 
currently in very good supply 
and we anticipate you will be 
able to secure all of them that 
you and your customers require 
from now on. Probably no single 
steel product was more in de- 
mand and the limited supply of 
it more declaimed than nails. 
When you consider that nails 
range all the way from %% in. by 
20 gage, numbering 9,432 to the 


18% 








pound all the way up to 12” by 
32” wire spikes, numbering 21% 
to the pound, it is obvious that 
there was a lot to talk about. 
Nevertheless, it is interesting to 
note that in the pre-war years, 
1939 to 1941, inclusive, nail pro- 
duction in this country averaged 
700,000 net tons per year, while 
in 1948, in an effort to satisfy 
the unprecedented requirement 
an all-time high of 859,000 net 
tons were produced. Despite 
these production records there 
were not sufficient nails available 
for everyone when they wanted 
them; but with the readjust- 
ments of the second quarter, 
supply is now more than equal 
tc demand. Around the middle 
of this year most producers were 
able to eliminate quotas on this 
product, although large head 
roofing and blued plaster board 
nails continued in short supply 
until quite recently. Increased 
facilities have now corrected this 
condition. 

Unfortunately, the supply of 
light gage galvanized sheets and 
roofing is still not in balance with 
the demand. It has not been pos- 
sible to bring about this balance 
as quickly and easily as has been 
achieved in other steel products 
in view of the transformation 
which has taken place in the light 
gage sheet producing industry 
since 1941, 


Galvanized Sheets 


In the pre-war years, light 
gage galvanized sheets and gal- 
vanized sheets for roofing were 
produced almost entirely on the 
old-fashioned hand sheet mills. 
The larger sheet producers who 
had installed continuous cold re- 


ducing mills for producing gages 
of sheets 19 gage and lighter had 
not generally learned how to pro- 
duce a sheet satisfactory for gal- 
vanizing on these units, and with 
very few exceptions continued 
the operation of their hand mills 
for their galvanizing stock. Dur- 
ing the war, as a result of War 
Production Board directives, and 
in the period since the cessation 
of hostilities, as a result of eco- 
nomic factors, some six manu- 
facturers of galvanized sheets 
have discontinued their produc- 
tion. In 1938 there were 22 
producers of galvanized sheets 
as compared to 16 producers to- 
day. Likewise, in 1938 there 
were 131 galvanizing pots avail- 
able in the industry compared 
to 104 today. In addition a ma- 
jority of the hand sheet mills 
have been dismantled to make 
room for continuous cold reduc- 
tion mills. Shipments of gal- 
vanized sheets and roofing in 
1938 totaled 996,114 tons. In 
1948, despite the reduction in the 
number of plants, furnaces, and 
pots producing this material, the 
industry shipped a total of 1,643,- 
337 tons; and in the first seven 
months of 1949, the industry 
shipped at an annual rate of 
1,752,000 tons, pointing to an 
all-time record for the year if 
we had been allowed to continue 
uninterrupted. This 75% in- 
crease in shipments in the face 
of the elimination of six pro- 
ducers and 27 galvanizing pots 
is clear evidence of the continu- 
ing efforts of the steel industry 
to meet the unusual demands 
placed upon it. 

The problem has been aggra- 
vated through the necessity of 





Shore line of Atlantic City as seen from the air. 
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developing methods of producing 
satisfactory galvanizing stock on 
continuous cold reduction mills 
and has been further intensified 
through the restrictions of Tin 
Conservation Order M43A which 
has prohibited the use of tin in 
galvanizing pots since April 1, 
1942, until the elimination of this 
restriction on August 18, just 
passed. Tin, as many of you 
probably know, has been an im- 
portant element in the produc- 
tion of the so-called tight-coat 
galvanized sheets, susceptible to 
severe forming without flaking 
or peeling of the zinc coating. 
The production of satisfactory 
tight-coat material without the 
use of tin is further evidence of 
the ability of the steel industry 
to meet the problems pressed 
upon it. 

In spite of the record rate at 
which galvanized sheets have 
been produced and shipped in the 
first seven months of this year, 
they still have been insufficient 
to meet the many demands you 
and your customers have placed 
upon us. The supply available 
was further reduced by the ab- 
normal grain bin program ema- 
nating from Washington and 
which continued for five months 
at the rate of some 8,000 tons 
per month or a total of 40,000 
tons, all in light gages which you 
so sorely needed and yet the de- 
mands for facilities for the stor- 
ing and conservation of our 
record grain crops this year were 
imperative. Incidentally, this 
40,000 tons was only the tonnage 
allocated by Washington and was 
over and above the tonnage nor- 
mally sold to producers of stor- 
age bins without allocations. 


Light Gage Black Sheets 


The question naturally arises 
as to whether or not there will 
be further increases in the pro- 
ductive capacity in galvanized 
sheets. I can answer this query 
with the statement that the pres- 
ent capacity of the 16 producers 
of galvanized sheets is in excess 
of 2,500,000 tons per year as 
compared to the record annual 
shipment rate for the first seven 
months of this year of 1,752.000 
tons. It is obvious, therefore, 
that the limiting factor in the 
production of galvanizing sheets 
is not the lack of galvanizing fa- 
cilities but rather the available 
supply of black sheets fur gal- 
vanizing; in fact, the only seg- 
ment of the galvanized sheet 
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The Vital 
gun and 
By - spouted cart- 
ce = ridges are prac- ridge have created 

tical! Ready to use — easy more caulk sales, 


to use — just snap into gun than any other 


and caulk. No messy cleaning. Filled with accessory, by making it possible for the home 
owner to do his own caulking. 


spouted cart- 


Vital - Calle Vital-Calk 
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top grade compound. 


Vital is the Leading Manufacturer 
OF ALL TYPES OF CAULKING GUNS AND ACCESSORIES 


Your jobber can supply you with 19 different gun models ‘ 

from 1 pint to 5 gallon capacities. ENGINEERED FEATURES 
Vital guns have long been FIRST CHOICE of painters, 
glaziers, weatherstrippers and professional caulkers. 
ALSO ...a complete line of interchangeable nozzles for 
every size and shape of caulk strip. 





Finger-grip triggers 
Longest trigger stroke 
Instant pressure release 
Contoured handles 
Positive bulk filling 
Built-in cartridge piston 
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market in which there is a short- 
age relates to gages 19 and 
lighter. The problem then _ be- 
comes one of supply of light gage 
black sheets. 

With the readjustment of do- 
mand and operations in the con- 
sumers’ goods and appliance 
fields, which have been such sub- 
stantial consumers of light gage 
sheets, and in view of the new 
cold reducing capacity now under 
construction, more and more of 
this product is becoming avail- 
able for galvanizing; and while I 
have earlier stated that I would 
refuse to don the mantle of the 
prophet. [| feel quite confident 
that with the resumption of op- 
erations in the steel industr*¥, 
production and shipment of gal- 
vanized sheets will very quickly 
attain an annual rate in excess of 


two to two and one-quarter mil- 
lion tons capacity by, perhaps, 
the second quarter of next year. 
When you remember that the 
consumption of this product 
when it was fully available just 
prior to the war was less than 
1,000,000 tons per vear, I am 
sure you will agree that supply 
and demand for this product in 
shortest supply will, in the not 
too far distant future, be in 
balance. 

In closing, I think I am on rea- 
sonably sound ground in the 
opinion that in the next 12 
months you will have adequate 
supplies of all of the steel prod- 
ucts vou distribute with the pos- 
sible exception of light gage gal- 
vanized sheets and roofing in the 
early months, and that these lat- 


Senator Byrd's Address 


(Continued from page 138-C) 


demonstrated by the fact that 
interest on the federal debt, the 
cost of federal foreign aid pro- 
grams, and federal expenditures 
for our Military Establishment 
this vear are totaling $27 billion. 

Twenty-seven billion dollars 
will be approximately the total 
of all federal taxes paid this vear 
by every tax-paying citizen in 
his individual income tax, and 
by every tax-paying corporation 
through the federal corporation 
tax levies. 

This leaves the rest of the 
costs of the federal government 
to be paid by excise taxes and 
miscellaneous receipts. This 
means that the taxes we pay on 
movie tickets, cigarettes, cos- 
meties, telephone bills, liquor, 
furs, etc., must finance the en- 
tire domestic civilian responsi- 
bility of the federal government, 
including veterans’ 
payments and benefits, farm sub- 
sidies, business subsidies, postal 
subsidies, health programs, edu- 
cation programs, public works 
programs, grants-to-states, pay- 
ments to individuals, contribu- 
tions to retirement systems, reg- 
ulatory requirements, etc. 

If the Federal Government has 
overlooked any tax sources con- 
templated by Mr. Jefferson, we 
may be sure that they have been 
pounced upon by state and local 
sales taxes. 

When we closely examine this 
picture of government spending 


pensions, 


L206 


and taxes, and government def- 
icits and debt, in the light of 
the income we earn and the 
wealth which is ours to exploit 
we see how closely we are run- 
ning to the brink of insolvency. 

The alternative is reduction of 
federal expenditures. If we do 
not choose to reduce these fed- 
eral expenditures, the alternative 
is more taxes or deficits. more 
government competition and 
more regimentation. 


Free Enterprise at Stake 


We know that private enter- 
prise is the foundation stone 
upon which this nation has built 
its freedom and its progress. It 
is a good system, and in most 
respects it is tough and durable. 
But, we know that it cannot sur- 
vive excessive regimentation; it 
cannot survive excessive taxa- 
tion: and it cannot survive ex- 
cessive government competition. 

There is a world full of exam- 
ples to prove that neither social- 
ist nor communist countries 
could meet such obligations as 
our government had assumed 
even before the President’s new 
proposals were submitted this 
year. 

The fact is that the deficit 
financing of federalized  pro- 
grams of excessive cost in time 
of peace is piling up a federal 
debt to proportions in which the 
liberties of free enterprise can- 


ter products will be readily avai! 
able by mid-1950, if not sooner. | 
think that the much heralded 
recession of this spring and ear): 
summer was in reality nothin; 
more than an orderly retreat 
from inflation, resulting in th 
liquidation and digestion of hys 

teria inventories and the estal 

lishment of production schedules 
on realistic but still profitable 
bases. In short, I believe we ar: 
entering upon a period of sound 
business growth where you 
problem will no longer be one of 
the right kind of materials t 
sell but rather the right kind of 
men to sell the materials. Let us 
all join in the hope for an early 
resolution of the labor difficulties 
which at present beset us to the 
end that this promising future 
be not destroved. 


not survive. If the debt is al- 
lowed to grow confidence will be 
destroyed. If effort is made to 
check or curtail the debt without 
reduction in expenditures de- 
structive taxation will be re- 
quired. In either event insol- 
vency would result. Neither the 
democratic form of government 
nor a free enterprise system cnn 
exist in national insolvency. 


Our System Challenged 

I have been in the Senate 16 
vears and I have seen both the 
beginning and the development 
to date of the American brand 
of socialism which is nurtured 
through costly paternalistic fed- 
eral programs which require th« 
insidious deficit spending that 
has been undermining the fiscal 
stability of our free enterprise 
system and democratic form ot 
government. Some choose to call 
our socialistic approach the wel- 
fare state; some call it statism: 
some ¢all it collectivism. Whether 
you call it one of these isms or 
whether vou call it socialism, is 
academic. The important fact is 
that the freedoms we have cher- 
ished under democracy comple- 
mented by the initiative inherent 
in the free enterprise system wil! 
not exist under the form of gov- 
ernment which lies at the end 
of our present course, 

Time and time again laws 
have been passed since I came to 
Washington in the belief that 
they were temporary expedients 
to meet emergencies. Almost in- 
variably it has been this type of 
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Assortment K454 
and Merchandiser 


Maurey Merchandiser 


80 to 90% of all regular V-pulley 
requests can be satisfied with 
Assortment K454 which includes 
Maurey’s new Merchandiser that 
stocks, displays and helps you sell 
the finest, most complete line of 
pressed steel pulleys made... 
profitably. it can be seen at the 
National Hardware Show but to 
get a good head start mail cou- 


pon for advanced information! 





Maurey Manufacturing Corp. 
2907 South Wabash Ave. 
Chicago 16, Illinois 


Please send more information about K454 
assortment and the Maurey Merchandiser. 


Nome. 





Address. 















City. 





My Jobber is. 





MAUREY MANUFACTURING CORP. 








legislation which opened the gate 
leading to the socialistic destina- 
tion now looming ahead. A few 
of them—not many—have been 
repealed but their objectives al- 
most without exception have 
been picked up and reincarnated 
in the legislation for the next 
emergency. 


Foundation for Socialism 


The foundation for socialism 
has been well laid in all of this 
previous legislation and even 
now it is being reinforced 
through nearly a hundred fed- 
eralized programs channelled out 
from among the 60 major fed- 
eral departments and agencies 
with a thousand component 
units. The aid, subsidies, as- 
sistance, payments and advances 
piped out of the federal treasury 
deaden the consciousness of the 
recipients and make them im- 
pervious to the pain accompany- 
ing the next freedom suffocat- 
ing program. 

Three such programs in rapid 
succession are scheduled now. 
The first is socialized housing 
which, within 10 years, is esti- 
mated to cost $20 billion. Part 
of the legislation for this pro- 
gram is already enacted. The 
second is socialized medicine 
which, within 10 years, will cost 
$23 billion annually. 

The third great pending pro- 
gram to commit this country to 
socialism is the so-called Bran- 
nan Plan. The most accurate 
thing said yet about this plan is 
that the cost cannot be esti- 
mated. It is opposed by the great 
farm organizations such as the 
American Farm Bureau and the 
National Grange. Despite this, 
politicians are exerting their 
most powerful effort to force 
this socialistic plan upon the 
farmers. The American Farm 
Bureau estimates its application 
to milk alone would cost $2 bil- 
lion. 

These three measures, if 
adopted, will irrevocably commit 
us to state socialism from which 
there is no retreat. 


No Retreat 
There is never any retreat 
from socialism primarily because 
the state usurps not only the 
machinery of agricultural, min- 
eral and industrial production, 
but also the sources of wealth 


and capital which would be re- 
quired by private enterprise to 
recapture its vitality. Moreover 
it can be expected that federal- 
ized education, which is an in- 
tegral part of socialization, 
would snuff out not only all de- 
sire of individual initiative but 
likewise all intelligence with re- 
spect to the advantages and lib- 
erties of free enterprise in de- 
mocracy. 


Political Pap No Good 

Certainly our friends overseas 
who seek American aid and com- 
fort must realize their only hope 
for recovery and security lies in 
our continued solvency, and by 
the same token those among us 
at home who, through pressure 
groups and otherwise, continue 
to advocate expansion of fed- 
eralized programs and more po- 
litical pap from the federal trea- 
sury should make a place in their 
consciences for the fact that im- 
pairment of our financial sound- 
ness will hasten our march to 
socialism and serve the enemies 
of individual freedom, free en- 
terprise and representative gov- 
ernment far more than any 
weapon they can devise. 

Reduction in federal expendi- 
tures of course can and should 
be made through economy and 
efficiency, but beyond a certain 
point drastic curtailment of fed- 
eral programs is required. If 
you want to know how you best 
can contribute to balancing the 
federal budget and preserving 
individual independence, the free 
enterprise system and the demo- 
cratic form of government, you 
will search your personal rela- 
tionships with the Federal Gov- 
ernment; you will search the 
record of all the organizations to 
which you lend your name, give 
your time and contribute your 
money, to determine their rela- 
tionship with the Federal Gov- 
ernment; and you will search the 
record of your business or other 
source of income to determine 
its relationship with the Federal 
Government. 

If you or your organization or 
your business or other source of 
income are a party, profession- 
ally, socially or politically, or 
otherwise, to federal programs 
which are contributing to the in- 
solvency of our democracy or 
the socialization of our institu- 
tions, it is your duty to deter- 
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Hou dont need a pitch to sell Chicago Safety Plus 


It doesn’t take a fast-talking super salesman with a mystifying “pitch” to sell 
CHICAGO Safety Plus products. They literally sell themselves on the basis 


of quality . . . clean, accurate dimensions . . . and sharp, true threads. 




















Performance tells the story when CHICAGO products are used for replacement purposes 
as well as for original assembly. Their consistent uniformity and greater 


strength make them perfect for every need. 


With increased inventories of sturdily packaged, clearly labeled screws, you'll 
find greater profit in stocking and selling CHICAGO Safety Plus products. 
For service—for quality—for protection—sell the line for replacement 


that is used in original assembly in all fields of manufacture. 


Ask for “Chicago” products when or- 
dering from your hardware distributor 


Chicago “Safety-Plua”’ Products Include: 


Socket Head Cap Screws °* Socket Set Screws 
Stripper Bolts * Square Head Dog Point Set Screws 
Socket Pipe Plugs °* Keys for ‘SAFETY PLUS” 
Products * Hexagon Head Cap Screws * Square ASHINGTON 8 
Head Cup Point Set Screws * Headless Set Screws stablis 
Fillister Head Cap Screws * Taper Pins * Milled Estao"™: 
Studs ° Semi-Finished Hexagon Nuts * Semi- 
Finished Hexagon Castellated Nuts. 


SCREW COMPANY 


LVD., BELLWOOD, ILL. 
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@ FAST-SELLING 








vba: ROYAL 
STEPS TO JOINT FASTENERS 
PROFITS! ROYAL 





\ yo \ 
Divergent corrugations, saw style, drive across 
er with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 

DEPTH: %", %”. 2", %”, %”, %",1" 
TIONS: 2, 3, 4, 5, 6, 7, ete. 
~SPECIAL SIZES TO ORDER : 


IN BULK: in kegs of 50 or 100 Ibs., and ca 
of 500 or 1000. 


ost Popular Wood Joiner— 




















. “INS OF Connucartt? 
«* *REG. U. S: PAT. OFF. 














Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 
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| estimate the 


mine, 
science, 


within your own con- 
what your course of 


| action should be. 


Those who, willfully or other- 
wise, would destroy the Ameri- 
can enterprise system, would 


destroy the freedom of people 
everywhere. We, alone, are beur- 
ing the standard of freedvum 
today. Without the light from 
our torch, freedom and progress 
will perish in the world. 


George W. Welles, Jr's., Address 


(Continued from page 172) 


cost of freight 


| equalization and freight delivery. 


| 
| freight 


| other hand, there is a trend (par- 


I realize that sometimes compe- 
tition forces freight equalization 
and, in fact, in some cases 
pre-payment. On _ the 


ticularly among people who have 
not thoroughly analyzed the situ- 
ation) to feel that freight al- 
lowances and freight deliveries 
are of no great consequence and 


| that they are additional means 


| truth, 


of getting business. I assure 
such people that this is not the 
because just as surely as 


| they give a dealer what they be- 
| lieve is an incentive for purchas- 


| ing from them, 


they are in 


| reality cutting prices and some 


| other competitor is 


} 
| 


going to 


| meet the situation and possibly 


beat their quotation by some 
other means. This results in a 
competitive battle which can 


| only be resolved by the loss of 


profit to all the participants. 


| Once a policy of freight equal- 
| ization and freight delivery of 





this sort is assumed by a dis- 
tributor, it is very difficult to 
change and it becomes like the 
“old man of the sea,” an ever- 
increasing burden to carry. 

Let me say that I have seen 
the operating figures of some of 
my good friends who have al- 
ready instituted free delivery to 


retailers in their respective ter- 
ritories. Some of them have their 
own trucks, some contract the 
hauling and some pre-pay rail 
freight. Frankly, in most of the 
cases, I am shocked by the per- 
centage cost which they are as- 
suming to make these deliveries 
possible. In some cases it runs 
as high as 4 per cent, more even 
than their selling costs or ware- 
house costs. 

In conclusion, I would like to 
make two observations: 


Two Observations 


1. The increase in freight 
rates percentagewise for hard- 
ware items is approximately the 
same as the increase in the cost 
and the selling price of the mer- 
chandise. I recommend strongly 
that all distributors and all re- 
tailers figure their landed cost on 
each invoice by items, rather 
than use a rule of thumb or his- 
toric percentage for freight. 

2. I am very much disturbed 
over the increasing pressure for 
unusual and illogical equalization 
and for prepaid delivery to the 
retailer. No matter what the 
reason or cause for such conces- 
sions, they are going materially 
to affect the operating cost of 
those who either initiate them 
or meet them. 





Atlantic City’s world-famed boardwalk. 
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R. H. Coleman's Address 


(Continued from page 154) 


it represents what successful 
sporting goods departments are 
now doing. These departments 
have gone beyond ordinary ef- 
forts. They have shown that re- 
sults can be achieved by achiev- 
ing them. 

Modern sporting goods opera- 
tions are not the exclusive prop- 
erty of large wholesalers. Small 
wholesalers, too, are accomplish- 








ing outstanding records in sport- | 
ing goods sales. Every success- | 


ful operator large or small, how- 
ever, recognizes there is 
factor which needs great 
continuing emphasis in their 
sporting goods program — one 
which I have mentioned repeat- 
edly in my list of things to do 
—and that is—sales training 
for one and all. 


Training Is Keystone 


Sales training is the keystone 
of the whole merchandising 
structure. 

Your department head and 
other special sporting goods 
sales personnel must be kept 
abreast of the times by system- 
atic and continuous training. 
These men in turn must see that 
their know how gets down the 


line to the newest cub on the | 


sales force. 
You will, of course, need as- 
sistance in developing a complete 


sales training program for your | 
personnel as this is a specialized | 


job. It strikes me that here is 
a place where your manufacturer 
suppliers can be of important 
service to you. Sales training, of 
course, embodies first of all, a 
thorough knowledge of the prod- 
ucts you sell; secondly, methods 
of best merchandising these 


products to your dealer trade, | 


and finally, ways and means of 
assisting your dealers in making 
the final sale to the consumer. 

In so far as their particular 
lines are concerned, each manu- 
facturer is in a favored position 
to offer you first hand expert in- 
formation. 

We at Remington Arms Co. 
are so impressed with the im- 


Yo 


"Sales training is the keystone of 
the whole merchandising struc- 
ture.""—R. H. Coleman. 
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on a wide variety of work 


Every time you sell a GREENLEE Chisel or 
. for a long, 
long time. Blades are of special-analysis, high- 
grade steel . . . for uniform toughness and 
long-lasting, fine-cutting edges. Each tool is 
expertly formed and heat-treated, highly- yl 
polished, perfectly balanced. In short— ) 
Yf' 
fi 


whenever you sell a GREENLEE you 
sell a tool of highest quality. Yf 





JCHISELS AND GOUGES 


TOOLS FOR CRAFTSMEN 


GREENLEE 





STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automctic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills e 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
| Greenlee Tool Co., Division of Greenlee Bros. & Co., |810 Herbert Avenue, Rockford, Illinois, U.S.A. 
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MORE SALES! 





A, 


for you. 


Contains New 
IMPROVED FLEXISEAL 
CAULKING COMPOUND 


Demand by customers who 
wanted to do their own caulking 
repairs without the need of a 
gun created the new Flexiseal 


Collapsible Tube. 


It contains improved Flexiseal 
Caulking Compound in Brilliant 
White... the whitest white 
made. The Flexiseal tube will 
not crack or break; gives even 
pressure, and is air-tight to 
prevent oil loss or drying. 


Sturdy key with every tube 


USE THIS SALES 
BOOSTING DISPLAY! 
Flexiseal Collapsible 
Tubes are shipped in 
self-displaying carton; 
place it on your coun- 
ter for bigger sales! 





NEW FLEXISEAL CARTRIDGE FITS ANY GUN! 


Another Flexiseal first! Only cartridge 
made to fit either 


conventional or 
skeleton type gun. Ve 2) 


50¢ Brilliant White 


For extra sales and extra profits, order 
Flexiseal from your hardware or paint 
jobber today; or write us for informa- 
tion. 


LANDEN PUTTY 


WORKS 
MALDEN, MASS. 
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h MORE PROFITS! 
= 


portance of the sales training 
phase of a successful sporting 
goods program that we are will- 
ing if you so desire to take im- 
mediate steps to set up a com- 
plete training program on our 
products for the key personnel 
of our wholesalers. 

We presume to suggest that 


| this first training step be taken 


in the field of sporting arms and 
ammunition because sales of 
these items represent 41 per cent 
of the value of all sporting goods 
sold by manufacturers, and it 
would appear logical that a sport- 
ing goods program be _ built 
around a product representing 


| this large volume of business. 


What we propose is not just a 
visitor’s one-day tour through 
the factory, but a complete school 


| of information and instruction. 


In this school we would plan to 
emphasize the product features 
and fine points of selling sport- 
ing arms and ammunition .. . 
fundamentals which would also 


| apply to the sale of any sporting 
| goods item. 


Typical Subjects 

Typical subjects to be covered 
would include: 

1. Knowledge of the product 
and how it is used. 

2. How to analyze 
sporting goods sales. 

3. How to adapt product lines 
to seasonal sales opportunities. 

4. How to use manufacturers’ 
promotional and advertising pro- 


potential 


| grams and where, and how to 


adapt them to wholesalers’ and 
dealers’ selling activities. 

5. How to conduct a complete 
merchandising Services program 
for dealers. 

6. How to prepare for sport- 
ing goods shows, lay out a sport- 
ing goods catalog, develop a 
show-room, a_ sporting goods 
trailer, etc. 


The proposed “Remington- 
Peters Training Program for 
Wholesalers’ Sporting Goods 


Personnel” would be conducted 
at our Bridgeport, Conn., and 
Ilion, N. Y., plants, and would 
require not less than one week, 
preferably two weeks. 

Whether or not we conduct 
such a school depends entirely 
on whether or not you wholesal- 
ers are interested in this project. 

In conclusion I wish to state 


| again that we and you have a 


common cause and a common 


"Ask yourselves ... ‘Am | doing 
all that | can to obtain for my 
firm its share of that rich and 


growing market — the sporting 
goods business?'"'—R. H. Cole- 
man. 

go Oo 8 


problem. In my talk this morn- 
ing I realize I have revealed no 
amazing panacea, no painless 
cure for our sporting goods mer- 
chandising ills. I sincerely hope, 
however, I may have sharpened 
up the focus for at least a few 
of you, and that all of you have 
asked yourselves the question— 
“Am I doing all that I can to 
obtain for my firm its share of 
that rich and growing market— 
the sporting goods business?” 


W. N. Dixson, Jr's. 
Address 


(Continued from page 150) 


the warehouses and stock rooms. 

13. Orders have been worked 
faster through the shipping de- 
partment thereby lowering over- 
head expense. 

14. Turnover has made _ it 
more important for us to keep 
close check on our competitors 
and what they are doing. 

Now, Mr. Average American 
Hardware Wholesaler, I have 
tried to show you the many ad- 
vantages of fast turnover. Your 
average , volume nationally is 
three million dollars annually 
with an average turnover of 
4.66. Why not try in the com- 
ing year to increase your turn- 
over 50 per cent which can be 
done on the same amount of 
capital, plus a nice little increase 
in additional margin to you? 





Joe W. Pitts’ Address 


(Continued from page 145) 


system to pay for itself just 
from a sales standpoint, but 
when you consider also the in- 
valuable help that it gives a 
purchasing department and man- 
agement itself, I marvel at the 
fact that any hardware whole- 
saler can long operate without 
it. Add up all these factors and 
it is pretty obvious that, so far 
as a hardware wholesaler is con- 
cerned, about the most expensive 
luxury that he can indulge in is 
to be without an adequate stock 
control system. 

We distributors properly feel 
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that we occupy a vital and neces- 
sary place in the business struc- 
ture of this country. By the 
same token, we have a definite 
responsibility to discharge ade- 
quately our obligations as such, 
not only to ourselves, but to 
the manufacturers, retailers and 
consumers who are also integral 
parts in the overall economic pic- 
ture. Let’s not overlook one of 
the best tools at our disposal: 
an adequate stock control sys- 
tem 


Mrs. B. A. Coleman's 
Address 
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assured that the dealer receives 
adequate training in merchandis- 
ing their fishing tackle and in the 
best way of selling to consumers 
in the retail store. However, 
they incur heavy added selling 
expenses, and they require 
greater investment in their busi- 
ness to finance dealer credit and 
larger factory inventories. 

The costs of direct distribu- 
tion are high, and beyond the 
reach of small manufacturers. 
However, as industry volume 
grows, the volume of even a small 
manufacturer grows. The 25 per 
cent margin enjoyed by whole- 
salers, combined with the manu- 
facturer’s own additional selling 
cost, become a_ substantial 
amount. It may become large 
enough to support a direct-to- 
dealer sales program. Or it may 
be made sufficiently large by 
adding related items from other 
manufacturers. 

In Gladding’s case, our volume 
has grown tremendously. Our 
rate of growth is far greater 
than the industry average. It 
would be unfair for me to say 
that we had never considered 
selling direct. We could add other 
products to our lines. We have 
a possible expense credit in the 
considerable missionary work we 
already perform to complement 
the efforts of you wholesalers. 
Our advertising and sales promo- 
tion expenditures would not be 
increased. 

Manufacturers’ branch sales 
offices now sell 61 per cent of the 
sporting goods market, and spe- 
cialty line wholesalers divide the 
remainder with you hardware 
wholesalers. 

When we see market data, such 
as I cited earlier, indicating that 
the hardware wholesaler is losing 
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that will put over that 
profitable fractional hp business 


70 million V-belt drives in homes, stores, farms, small industrial 
plants! That means plenty of replacement business — pulleys 
and belts—for you. 

With the Worthington line you have one-piece V-pulleys, 
famous QD rim-and-hub V-pulleys (easy to fit, can’t work 
loose, noiseless, trouble-free, no wobble), and Adjustable- Pitch 
V-Pulleys. . plus Worthington-Goodyear EC Cord V-belts— 
to fill the complete range of requirements. 
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and here’s what you get 
an | to make easy sales 
WORTHINGTON 


FRAC TIOWAL- HORSEP OWES 


V- heutyencir 


WORTHINGTON V-PULLEYS 


Profit-Maker Display Stand 







QD Jr. Display Poster 
Window Banner 


Envelope Stuffer 


Nip WORTHINGTON cos 
The Pin a 


V-PULLEY, 






WORTHINGTON- 
GOODYEAR V-BELTS 


V-Belt Wall Racks, 


Window Banners, Decals, etc 





also profit from 


More sales from less inven- 
tory with Worthington QD wees 
Jr. V-Pulleys with inter- 
changeable rims and hubs. 


Contact your local 
Worthington distributor 
and send the coupon for 
more information on the 
bigger profits with Worth- 
ington FHP Profit-Maker 


Goon/YVEAR veut 


assortments. 
oe a ow ow om oe ow ow oe oe oe 4 
| Worthington Pump and Machinery | 
WORTHI N GTON cervoration 
— MVD Sales Division, Dept. N853 | 
% a — —— Buffalo, N. Y. 

EGE S. xc KS on . , 

Please tell me how I can make higher 
; | 
MERCHANDISING DIVISION profits with Worthington FHP Profit- ; 

Maker. 

; : a ne ee eee 
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—te MOORE 


ENAMELING & MFG. COMPANY 





of glass-on-steel 


Bright color ware of glass-on-steel 
as gay as a carnival. It’s a customer 
offering with real sales incentive 
appeal. Ideal for cooking (in the 
oven or top of stove) as well as for 
serving hot or cold foods. These 
bowls are all purpose utensils 
equally at home on the range, in 
kitchen, dining or living room, and 
in the refrigerator. 


5-piece set consists of large red 
bowl (2 qt. cap.) and 4 small 
(% qt.) bowls; one each red, blue, 
green, yellow. 9-piece set has 8 
small bowls; two of each color and 
one large in red. 





4-piece 
Mixing Bowl 
Sets 





Same fiesta colors. Grad- 
uated sizes for perfect nesting. 
Capacities of 11%, 2, 34% and 
5 qts. Women really go for 
them for mixing, cooking, 
serving and storing foods. 
Send for 4-color descriptive 
literature. 











West Lafayette, Ohio 
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ground in the sporting goods 
field; when we see other fishing 
tackle manufacturers casting 
their lot with specialty whole- 
salers or setting up their own 
sales force; when we feel that our 
own growth makes it possible for 
our little business to do so, our 
management—and I—as the com- 
pany’s vice president for sales— 
owe it to those who depend upon 
Gladding’s future to give these 
alternate distribution methods 
careful thought. 

We at Gladding have elected 
to continue to reach our mar- 
ket principaily through the 
hardware wholesaler. We don’t 
wish to desert old _ loyalties 
and old relationships. We do not 
agree with those who are ready 
to count the hardware wholesaler 
out of the sporting goods fight. 
We believe you can recover a lot 
of lost ground. You have licked 
tougher problems in the past, 
and if you determine to do so you 
can lick this one. While you may 
find it impossible to displace 
large manufacturers now firmly 
entrenched in direct distribution, 
you can make secure the lines 
you already have. You can re- 
cover representation for most 
lines sold direct by smaller manu- 
facturers. 

In the fourth main section of 
this talk I present a program 
through which we, working to- 
gether, can aid in the recovery of 
your sporting goods and fishing 
tackle market. It is designed to 
enable us to continue our policy 
of selling principally through 
hardware wholesalers. 


There is a joint endeavor 
which neither one of us can carry 
out alone. 

We can be sure our principles 
are sound by measuring them 
against this time-tried yardstick 
for success: 

“Find out what people like, 
then do more of it. Find out what 
people dislike, and do less of it.” 

We must treat with four 
groups of people, the 25 million 
fishermen, the owners and retail 
sales clerks in stores which sell 
fishing tackle, and your salesmen. 

I have analyzed our joint com- 
petitors’ activities. Certain of 
their actions please the four 
groups of people we are dealing 
with. Let us resolve to do more 
of these things. I submit them 
to you as action steps for our 
joint endeavor. 

It is up to us as manufacturers 
of fishing tackle to take the first 
steps. We should be more active 
in six areas: 

(1) We should do a good job 
of studying the market to deter- 
mine market needs in terms of 
product. We should do this in 
retail stores and through con- 
tacts with fishermen. 

(2) We should shape our prod- 
ucts to meet these market needs. 

(3) We should work with you 
wholesalers to develop attractive 
sales kits for your salesmen. 
These kits should contain sam- 
ples, product information, and 
merchandising guides. 

If possible, they should intro- 
duce package sales deals to your 
retail dealers. 





The boardwalk as seen from above. 
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CASCOTWO-IN-ONE-IRON 4 HAS 
ur prod- 
t needs. SE OM . ALL THESE AMAZING FEATURES! 
. Good House! ai 
vith you sean oe 3 @HOLDS 50% MORE WATER —Yet beautiful, compact, 
tractive and as easy to handle as a dry iron! 
| @ xs seers s tk. @ IT STEAMS LONGER—Gives over 1/2 hours of continuous 
ilesmen. Leberetories a steam ironing. 
in sam- @ IT’S LIGHTER—Weighs only 32 Ibs. Not heavy, not cum- 
sis bersome like most steam irons. 
on, and 4 : 4 . @ STAINLESS STEEL—Never stains . . . crystal-clear water 
j oe re —_ forever. 
‘ FLIP-UP a @ IRONS DRY— IRONS WITH STEAM — Without attach- 
d intro- TO x eee ments, screw cops or funnels—foolproof . . fully fauto- 
‘ es FILL-UP TOP matic . . . changes from steam to dry ironing in a few 
to youl ‘ seconds. 


@iT FILLS EASIER—Flip, it's open—you don’t need rain or 
distilled water! 
World’s most efficient heating element * Scorch-proof, tip-proof 
heel rest * 7 ft. cord—not usual 6 ft. length—Easy to replaces 
Big, 40 sq. in. mirror-polished sole plate with button nooks 
Super-heated steam frem concentrated vents * Fully tested* 
1 year guarantee against mechanical or electrical defect 









WITH EVERY CASCO STEAM & DRY IRON YOU SELL... 


You Make Bigger Profits 
“uth CASCO Cea 


DEALER COST 


Casco 1-5 Irons Profit 6 or More Profit Retail 
Steam & Dry tron trons 
with Ironing 
Hamper. $11.95 
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THIS BACK SAVING CASCO Na Wrening bese’ high 
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weighs only 2'2 Ibs 


95 7 easy rolling plastic 
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33% % | $11.13 38% $17.95 
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What a “buy” for you! 
What a value for your customers! 



































4 $ bal ne mos! won ronin cess: 
$23.90 worth of merchandise for only °17. =: Yay Sarge ove tn mont wanted roving scmni . poche 
You give it away FREE . . it doesn't cost you a cent! 
There may still be time for you to cash- 
in on the greatest Xmas shopping value 
you've ever seen on un appliance. 
FROM YOUR WHOLESALER CASCO PRODUCTS CORP., BRIDGEPORT 2, CONN. 
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Pictures Add Atmosphere to Toy Department 








Children enjoy colored pictures and so Reinhold Bros. Co., Milwaukee, Wis., 
placed two hand-painted pictures of small clownish creations on two windows in the 
second floor toy department. The pictures help to create interest and build atmos- 

phere. They also serve as effective window shades. 





(4) We should aid in training 
your salesmen in knowledge of 
the product and how dealers 
should sell it. It should be our 
aim to catch the dealer so that he 
catches more of the consumers 
who catch the fish. The efforts 
we now expend on missionary 
work might be much more pro- 
ductive if teamed with yours. 

(5) We should provide ade- 
quate advertising and sales pro- 
motion material. Strong appeals 
should be directed to both con- 
sumers and dealers. 

(6) We should refer to you 
wholesalers all inquiries from 
dealers and consumers, which re- 
sult from our advertising. 

In turn, if you will permit me 
to place my thinking before you, 
I feel that you hardware whole- 
salers should assume full re- 
sponsibility for your share of the 
fishing tackle sales job. “Doing 
more of what people like’ re- 
quires, in my judgment, that you 
become more active in six areas: 

(1) You should allocate ade- 
quate space in your catalog to 
fishing tackle. Feature fishing 
tackle by giving it prominent 
catalog position. Separate it 
from the items which are carried 
for customer convenience. 

(2) You should assign ade- 
quate salesmen’s time to selling 
fishing tackle at various points 
throughout its long season. Place 
fishing tackle on your’ mer- 
chandising calendar. Be sure 
that every dealer who can sell it 
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carries fishing tackle. Follow up 
on your salesmen to see that this 
is done, and insist upon regular, 
repeat presentation of the full 
fishing tackle story to each dealer. 

(3) You should develop meth- 
ods for showing your complete 
fishing tackle line to your deal- 
ers. Dealers are as susceptible 
as consumers to the selling ap- 


peal of well displayed mer- 
chandise. Catalog selling is a 
poor substitute for a demonstra- 
tion. You can show your tackle 
lines by use of a permanent 
headquarters display or, better 
still, by use of a traveling mer- 
chandise trailer which visits 
your dealers. We have had great 
success with the trailer method. 

(4) You should help your deal- 
ers recover their fair share of 
the tackle market. You should 
give them adequate merchandis- 
ing counsel and sales training. 
Help them lay out effective tackle 
departments and plan window 
tackle displays. Guide them in 
establishment of balanced stocks 
and control of inventory. Train 
dealers’ retail clerks in proper 
methods of selling fishing tackle. 

(5) Follow up promptly and 
effectively the inquiries from 
dealers or consumers which 
manufacturers refer to you. Help 
your dealers by referring con- 
sumer inquiries to them. 

(6) Finally, you should im- 
prove your salesmen’s effective- 
ness. Increase their positive sell- 
ing effort. Reduce their passive 
“want list” order taking. Your 
salesmen should concentrate 
upon seasonable or selected pres- 
sure items during each call. 
They should get dealers to order 
routine stock fill-in items by mail. 





Builds Traffic—Helps Winter Sales 





The Gramatan Hardware, 176 Gramatan Ave., Mt. Vernon, N. Y., used this mass dis- 

play of 10- and 100-lb. bags of rock salt to keep customers coming into the store 

despite bad weather last year. Other hardware store owners can take similar advan- 

tage of newspaper publicity hints on how to remove snow and ice from driveways and 

pavements. This store suggests two 10-lb. bags for each customer—one for the home 
and one for the car. 
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oe Be sure to profit in the volume parade this 
stocks holiday season with the West Bend Gift 
Train Ware line. It offers time-tested headliners 
roper as well as sparkling newcomers that have 
ackle. grown to amazing popularity this summer 
and fall. They are gifts with ready appeal 
’ and at a reasonable price. All are supported 
from by outstanding national advertising. Send 
vhich your order today. You'll want some of the 
Help new holiday folders shown below for your 
Christmos mailing, too. 
















Electric CORN POPPER 


Everyone likes popcorn. This new popper 
makes it eosier than ever before. Special 


Trig. SINGING TEA KETTLE 


Heats water in a jiffy for dozens of daily uses. 
Trigger in handle for filling or pouring. Whistles 
when water boils. 2% qt. capacity. Chrome on 
solid copper (or natural copper). $3.95 







well provides extra-fast action. Pops full 2 







con- 


quarts. Has heat-resistant glass cover. $6.95 
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OVENETTE 


Bakes muffins, rolls, pies, cakes, casseroles and 
roasts meats. Uses only one burner. Saves fuel. 


Electric FLAVO-PERK 


The popular-priced electric percolator. Made 
of double-thick aluminum. Starts to perk in 
less than a minute. Molded plastic legs and 
handles. $9.95. 





HOT AND COLD SERVER 


A handsome dual-purpose chromed-steel server. 
Insulated to keep ice cubes firm or a hot dish 
hot. 2 quart capacity. Embossed design. $6.50. 








13 pieces, complete with all accessories. $5.95. 
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Color Gla TUMBLERS 


Beverages are frosty in these new polished alu- 
minum tumblers. Set of 4 packaged in full-color 
gift box. Spun gold, mint green, gay plum and 
southern blue. $2.95 per set. 


West Bend is backing its holiday promotion 
in consumer magazines with an attractive 


COPPER STEIN 


Brilliant Copper Stein fashioned after models 
found in famous old taverns. Decorative for 
what nots” or as plant holders, too. $1.50 each. 





mailing circular. It includes all the items on 





this page and many other best-sellers, too. 
Remember WB 380 when you order. 










: WEST BEND CUPILELELL. 
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How to Use Blotter Advertising Successfully 


Ad-Ventures 


This is a productive form of promotion if it 
is properly handled. There are many angles to 
be considered and this article describes them 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace College, New York City 


_ mer- 


chants have long recognized the 
value of blotter advertising. It is 
a long-lasting, effective medium. 
It has proven its worth for thou- 
sands of dealers who have used 
blotters to promote their stores. 

Blotter advertising, like all other 
types of advertising, can be high- 
ly productive only if it is prop- 
erly handled. Somehow, there is 
a tendency to “leave the job to 
the printer,” who though he may 
be a skilled craftsman often knows 
little or nothing about advertising 
techniques. It must be remembered 
that all of the important principles 
of advertising used in newspapers, 
magazines, direct mail, etc., must 
be applied on blotters. 

Expert layouts, hard-hitting 
copy, careful production must be 
employed in their making. The 
mailing list should be carefully 
chosen (usually it is your best cus- 
tomer list). While tests can be 
valuable, they are usually difficult 
in the case of blotters which are 
usually supplements to other 
media. 

As an envelope enclosure, blot- 
ters have been extremely effective. 
Rather than just another adver- 
tising piece, they are usually con- 
sidered as merchandise by recip- 
ients. In addition, because they are 
used for long periods of time, they 
offer the message over and over 
again. They act as a constant re- 
minder to the user. 

There are many excellent adap- 
tations of blotters which a retail 
merchant can make. Let us con- 
sider just a few: 
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1. A blotter can be used as an 
insert for every envelope that 
leaves the store. No matter what 
type of message you are sending, 
the inclusion of one not only af- 
fords goodwill, but presents your 
advertising message as well. 

2. Make it easy for all types of 
store traffic to obtain them. In 
addition, use your blotters as pack- 
age inserts. Every box or package 
which leaves your store should 
contain a blotter. 

3. Many dealers have distrib- 
uted blotters in front of their 
stores. Often, they are placed in a 
box bearing a sign, “Take One.” 

4. As “under-door” _ stuffers, 
they are almost always welcome. 

5. The printing of a calendar on 
the blotter makes it serve a dual 
purpose. If the calendar shows 
several months, the recipient will 
probably retain it for a longer 
period of time. 

6. Many hardware dealers have 
printed their regular business 
cards on blotters. As a result, the 
recipients are more likely to retain 
them for utility value. 


Many Other Uses 


Naturally, there are hundreds 
of other uses. New ideas always 
help to increase the effectiveness 
of the promotional piece. But other 
factors help to attain results and 
important among them are con- 
tent and presentation of message. 
Let us consider some of the rules 
which will assist you in designing 
a more effective, better looking 
blotter. 

1. Usually, “institutional” adver- 
tising is best for blotters. “Promo- 
tional” messages on lines subject 
to price and marketing changes, 
do not lend themselves quite as 


readily. The blotter should have 
long life as should your message. 
Consequently, tell about your 
store, the service, your easy pay- 
ment plan, etc. Present a message 
which is appropriate for all times 
and seasons. 

2. Use a short, simple, bold 
headline. Be sure that your store 
message (easy payment plan, etc.) 
is included in the headline. If pos- 
sible, use color. 

3. In the body copy, use as few 
words as possible. Make your mes- 
sage concise and easy to under- 
stand. Keep the type size as large 
as possible to make reading easier. 

4. Your store name and ad- 
dress should be at the bottom. 
Have it set as large or larger than 
the headline. This is the most im- 
portant part of the ad. If possible, 
use color here too. 

5. If possible, use an illustra- 
tion. A picture of the store, a rep- 
resentative product or a cartoon 
figure is most commonly used. In 
this way a great deal of interest 


to the blotter will be added. 


6. Whenever you can, include 
some item of value. For example. 
print ruler markings or calendars 
on the blotter to add utility value. 


7. Plan your blotters with some- 
one who knows about advertising, 
for maximum effectiveness. Don’t 
rely upon your printer to write the 
copy or make the layouts or do 
the work of an advertising man. 
If no promotional specialist is 
available, ask your local newspa- 
per to assist you. 

8. Use blotters as part of your 
complete advertising campaign. It 
is most effective as a supplement 
to other types of advertising 
media. 
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FOSTER HUMFREVILLE 
FAMOUS COLLIER'’S CARTOONIST 


‘No, Homer, you don't have to get inside to see 
if the light really goes out—now that . 
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C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. | 


FOUNDED 1849—EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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2,145 members of the National industry, as well as architects, at- 3 to 6. Newfou 
Contract Hardware Association tended the greatest exposition of Interest shown in the convention 
and the American Society of Ar- builders’ hardware ever assembled, __ sessions of the two organizations, "Bu 
chitectural Hardware Consultants, during the joint convention of as well as the quality and number “nh 
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OFFICIAL FAMILY OF NATIONAL CONTRACT HARDWARE ASSOCIATION pray 
The directorate of the N.C.H.A. is shown at its annual meeting, Oct. 4, which was opened by the retir- pon 
ing president, Arthur J. Schelly, of C. Y. Schelly & Bro., Inc., Allentown, Pa., shown at the center of the 
head table. Seated at his left is Howard MacCarthy, Jr., MacCarthy Hardware Co., Inc., Baltimore, Md., he a 
the new president of the association. John R. Schoemer, managing director, is at the right of Mr. Schelly, items 
Other members of the directorate for 1949-50 are: Ist vice pres., Franklin Schlitt, Schlitt Hardware _ 
Co., Springfield, Ill.; 2nd vice pres., Preston Delph, Delph Hardware & Specialty Co., Charlotte, N. C.; co 
executive committeemen: Robert L. Dohrmann, Palace Hardware Co., San Francisco; R. E. Foskett, Albany 
Hardware & Iron Co., Albany, N. Y.; W. H. Haase, Richards & Conover Hdwe. Co., Kansas City, Mo.; John 
J. Soeffing, Adolph Soeffing & Co., Philadelphia; and 
Regional directors: R. T. Wilcox, King & Dexter Co., Portland, Me.; Chas. A. McCarthy, Chas. A. He 
McCarthy Hardware, New York, N. Y.; William L. Luxford, Weed & Co., Buffalo, N. Y.; C. E. Siegfried, dent 
M. S. Young & Co., Allentown, Pa.; Wallace Duff, Fries, Beall & Sharp Co., Washington, D. C.; Sherman ; 
Yates, Yates Hardware Co., Ft. Lauderdale, Fia.; A. E. Eissrig, Joseph Woodwell Co., Pittsburgh, Pa.; Co., 
Frank E. Eiler, Hardware & Supply Corp., Akron, O.; T. E. Driver, Central Kentucky Supply Co., Lexing- as tl 
ton, Ky.; Neill S. Murray, Kendall Hardware Mill Supply Co., Battle Creek, Mich.; John T. Barlow, Clark em 
& Barlow Hardware Co., Chicago, Ill.; J. R. Raymer, Jr., Raymer Hardware Co., St. Paul, Minn.; John ee 
C. Hardy, Johnson Hardware Co., Omaha, Nebr.; Joseph A. Jutzi, Shapleigh Hardware Co., St. Louis, Mo.; cla 
J. Saunders Devall, Doherty Hardware Co., Baton Rouge, La.; J. R. Murphy, Builders Supply Co., San Sche 
Antonio, Tex.; C. D. Short, Inter-Mountain Hardware Inc., Denver, Colo.; Glenn 1. Billheimer, Billheimer lar 
& Walker, Pasadena, Cal.; and Don R. Morris, West2rn Door & Plywood Co., Portland, Ore. nc.. 
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of exhibits made by the leading 
manufacturers in the building 
n hardware industry, made it by all 
measures the biggest and_ best 
gathering in the 15 years of the 
National Contract Hardware As- 
sociation and the nine years of 
the American Society of Archi- 
tectural Hardware Consultants. 
John R. Schoemer, managing 
director of N.C.H.A., and execu- 
tive secretary-treasurer of A.S.A. 
H.C., stated that the attendance, 
which was considerably better than 





that of last year’s convention, in 
Chicago, far exceeded the expec- 
tations of the convention commit- 
tee. The greater distance to New 
York did not seem to deter many, 
for there was a heavy enrollment | 
+ the of guests from the Pacific Coast | 
Oct. and other western states. There 
were registrants from Hawaii, 
Newfoundland and Canada. 









<n ee’ nd > one 
: "Guaranteed we % 
\ ‘Good ae 


ition 
ons, 


aber "Business on Upgrade’ 


“As a result of talks I had with | 
scores of men during this conven- | 
tion I am convinced that the build- 
ers’ hardware trade is most defi- 
nitely on an upward trend,” stated 
Mr, Schoemer at the conclusion of 
the convention. “Every distributor 
of builders’ hardware with whom 
| talked, without a single excep- 
tion, told me that his firm’s busi- 
ness had shown a great improve- 
ment in September. One distribu- 
tor told me that his net profits 
for the months of August and Sep- 
tember exceeded those for all the 
previous months of this year 


“There is a great deal of pablic ALL PLASTIC T OILET SEAT 


building construction getting un- 





Modern... streamlined ... its at- 


der way all over the country and because it is tractive appearance is matched 
it appears to me that distributors FULLY ENCLOSED by its many points of superiority. 

. . Easier to clean because there are 
will soon become selective about se selandinn ti ania id el 
the jobs on which they bid. It is . ners Stamnes germs and because of its all en- 
also my opinion that if present ee closed sturdier construction. Un- 


; sas — . peel questionably ... the best in ap- 
conditions continue there will soon pearance ... the best in value. 


be a lot of builders’ hardware 





items going on the critical list,” @ WHITE e@ Chemically Welded Seams, Smoothly Polished Edges 
continued Mr. Schoemer. ¢ BLUE @ Smooth Flat Undersurface for Sanitation 
{ THESE ¥ —— © Scientifically Designed Inner Construction 
m COLORS: © Heavy Duty Chrome Plated Brass Fittings 
MacCarthy President : apg @ Newly Designed Plastic Bumpers 
Howard MacCarthy, Jr., presi- ¢ GREEN ¢ Individually Packed . . . Basy To Sell 


dent of the MacCarthy Hardware | 
Co., Baltimore, Md., was installed | 
as the new president of the Na- 
tional Contract Hardware Asso- F 0 C S “ 
ciation, succeeding Arthur J. CENTURY PLASTI PR DU T ’ IN F 
Schelly, of C. Y. Schelly & Bro., 8219 ALMIRA AVENUE . CLEVELAND 2, OHIO 
Inc., Allentown, Pa. Other officers 
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of the association, who were elect- 
ed by mail ballot, are: 1st vice 
pres., Franklin Schlitt, president 
of Schlitt Hardware Co., Spring- 
field, Ill.; 2nd vice pres., Preston 
Delph, president of Delph Hard- 
ware & Specialty Co., Charlotte, 
N. C. John R. Schoemer was re- 


tained as managing director. 


Hay Heads Consultants 
Daniel C. Hay, Beverly Hills, 


Cal., succeeded to the presidency 
of the American Society of Archi- 
tectural Hardware Consultants. He 
follows George P. Merrill, gen- 
eral sales manager of the Hard- 
ware Division of The Stanley 
Works, New Britain, Conn. Serv- 
ing with Mr. Hay will be: Ist vice 
pres., Stanley O. Hooghkirk, Co- 
lumbus, 0.; 2nd vice pres., G. 
Leonard Lindquist, Bridgeport, 
Conn. Mr. Schoemer is executive 
secretary-treasurer. 


Important Actions 


Highlights of the business trans- 
acted at the convention were: 

I—A decision to extend, if possi- 
ble, to the Public Building Ad- 
ministration, in Washington, the 
Sample and Chart Plan, now being 
used most effectively by the Veter- 


ans Administration and the U. S. 
Army Corps of Engineers. 

2—A decision to start an insur- 
ance program for the benefit of 
all member firms of the N.C.H.A. 
and their employees. 

3—A decision to study the possi- 
bility of providing a series of in- 
structional slides on builders’ hard- 
ware to some 60 leading architec- 
tural schools. 

4—A decision to continue 
financial support of the builders’ 
hardware courses at the City Col- 
lege of New York. 

5—A decision to study the mat- 
ter of whether the associate mem- 
bers of the association should 
continue as such, or form their 
own organization, or become affli- 
ated with the society of hardware 
consultants. Final solution was 
left in the hands of the boards of 


directors of both organizations. 


St. Louis in 1950 


The directors of the two or- 
ganizations selected St. Louis as 
the convention city for 1950, and 
Chicago for 1951. They also di- 
rected Mr. Schoemer to submit a 
questionnaire to the membership 
of both organizations, as well as 
to the exhibiting manufacturers, to 


get their views as to the place for 
the 1952 convention and show. 

The directors of the National 
Contract Hardware Association ap- 
pointed William E. Peterson, a di- 
rector of the Shapleigh Hardware 
Co., St. Louis, Mo., as its co- 
chairman of the 1950 convention 
in St. Louis. A co-chairman will 
be named at a later date by the 
hardware consultants society. 

Next year’s exposition will be 
held in the Kiel Auditorium, the 
home of the St. Louis Opera Co. 
and Symphony Orchestra. Conven- 
tion headquarters will be in the 
Hotel Jefferson.. The convention 
dates are Sept. 18 to 21. 


Membership Growing 


The total membership of the two 
organizations is now in excess of 
1100, with slightly more members 
in the association than in the so- 
ciety. Mr. Schoemer reported that 
the association had shown a sub- 
stantial net increase in member- 
ship during the past year and at- 
tributed it to an increased interest 
in contract hardware and an ex- 
pression of a need for the various 
services of the association. 

Speeches were held to a mini- 
mum at this convention but the 





ae \. 


AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS DIRECTORATE 





The officers, directors and executive committeemen of the consultants society are shown at the annual 
business meeting, Oct. 3. The new president, Daniel C. Hay, Beverly Hills, Cal., is standing seventh 
from the left. His predecessor was George P. Merrill, general sales manager, Hardware Division, Stan- 
ley Works, New Britain, Conn., shown standing, third from right. 

Other members of the 1949-50 official family are: Ist vice pres., Stanley O. Hooghkirk, Columbus, O.; 
2nd vice pres., G. Leonard Lindquist, Bridgeport, Con1.; executive committeemen, J. Saunders Devall, Baton 
Rouge, La.; Herbert M. Gardner, Minneapolis, Minn.; Orville L. Meister, Bellevue, Pittsburgh, Pa.; Lawrence 


B. Stuart, Glendale, Cal.; and 


Regional directors: G. Leonard Lindquist, Bridgeport, Conn.; Clarence A. England, Jr., Chappaqua, N. Y.; 
James J. McEvoy, Hudson, N. Y.; Frank D. Brown, Philadelphia, Pa.; Edward A. Willer, Washington, D. C.; 
Henry Stephen Harvey, Palm Beach, Fla.; Howard N. Campbell, Jr., Pittsburgh, Pa.; Howard H. Hurt, Lake- 
wood, ©.; H. A. Eichacker, Indianapolis, Ind.; Richard O. Noblet, Jr., Saginaw, Mich.; L. Les Gasey, Chi- 
cago, Ill.; Herbert M. Gardner, Minneapolis, Minn.; L. E. Nelson, Omaha, Nebr.; Raymond A. Kuehn, St. 
Louis, Mo.; J. Saunders Devall, Baton Rouge, La.; W. W. Philleaux, Dallas, Tex.; A. J. Wurzbach, Denver, 
Colo.; Ralph J. Compton, Long Beach, Cal.; G. Vernon Lewis, San Francisco, Cal.; and R. W. Kuist, Seat- 


tle, Wash. 
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ARISTO-MAT DEALERS 
from coast-to-coast REPORT 


é 


MOKE sates MORE rroris 


per square foot floor space 7 she 


than other household items /& . | 
FLORAL ye Ee 
QUEEN Ve 
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? 

VACOE?’> 
ARISTO-MATS are the finest quality stove and all-purpose 
utility mats in the world. ARISTO-MATS are first choice 
of your customers, because they know how well they protect 
fine surfaces from heat, scratches, spilled foods, knicks, chips 
and stains. Used by millions of housewives on stove tops, 
table tops and under electrical appliances. Available in a 
wide selection of patterns and sizes—a size to fit every range 
—patterns to please every taste—in a price range to fit every 


pocketbook. And remember, only ARISTO-MATS HAVE 
SAFETY RINGED KANT-KUT-KORNERS. 


3 BRAND NEW NUMBERS 


FLORAL QUEEN —A beautiful, colorful 
floral arrangement. Precision built, de- 
signed in everlasting full color QUAD 
COAT DURO-PROCESS. Will not chip 
or peel. 





Y. LESS 
( QUEEN 






Good Housekeeping 
< toy J 


45 apveaistn WES 





STAINLESS QUEEN—Ever bright stainless 
steel, with a sparkling mirror-like finish 
that will never wear off. Wipe clean in a 
jiffy with a damp cloth. 


CANDY STRIPE—Rich and colorful pep- 
permint candy stripes, moderately priced 
for volume sales. 














NATIONALLY ADVERTISED 
In House Beautiful, House & Garden, American 
Home, McCalls Magazine, Woman’s Home Com- 
panion, Ladies’ Home Journal, Better Homes & 
Gardens, Good Housekeeping, Parents Magazine, 
Sunset Magazine, Guide For The Bride. 


ARISTO-MATS ARE FAIR-TRADED 
WRITE FOR CATALOG 


PHOENIX TABLE MAT COMPANY 


1315 West Congress Street . Chicago 7 Iilinots 
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ES 
GET HIGHER SAL 
WITH THESE 
LOWER PRICES 


| Automatic 
‘| Spray. .$1.95 


Quart 
Bottles... 2.85 


Gallon Cans, 10.00 


It's ideal for gardeners, 
sportsmen, hobbyists, 
car and boat owners, 
model makers and home 
workshops. Fast-drying 
film protects golf clubs, 
tennis rackets, fishing 
gear and tools. Handy 
automatic sprayer ap- 
peals to everyone. 


Because it preserves 
surfaces from water 
and alcohol stains, and 
protects lamp shades 
and kitchen walls from 
dirt, grease and dust. 
Krylon lightens house- 
work in every room in 
the house. 









CASH IN NOW ON 
9 THE BIG SALES 
(<7 DEMAND! 
Ve 2D were 
on a cee ee 
AY share of the big profits. 
RS FOSTER & KESTER CO., INC. 
RS Philadelphia 32, Penna. 
a Pp ’ a 


«QYL0N) 


THERE 1S ONLY ONE KRYLON... THE ORIGINAL PLASTIC SPRAY 
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NEW N.C.H.A. OFFICERS 





President Howard MacCarthy, Jr., president of the MacCarthy Hardware 
Co., Baltimore, Md., is flanked, on his right, by the Ist vice president of the 
contract hardware association, Franklin Schlitt, president of the Schlitt 
Hardware Co., Springfiejd, Ill., and, on his left, by the new 2nd vice presi- 
dent, Preston Delph, president of the Delph Hardware & Specialty Co., 
Charlotte, N. C. 


four principal ones were of excel- 
lent quality and deserving of at- 
tention from the trade. [Editor’s 
Note: These addresses will be pub- 
lished in part in subsequent issues 
of HARDWARE AGE. | 

These speakers and their sub- 
jects were: Loring A. Schuler, ex- 
ecutive director of National Asso- 
ciated Businessmen, Inc., “Slash 
Excises; Tax the Tax Exempt”; 
Henry J. Simonson, Jr., president 
of the National Securities & Re- 
search Corp., “Appraising the Gen- 
eral Business Outlook”; John H. 
Mize, of Blish, Mize & Silliman 
Hardware Co., Atchison, Kan. and 
president of the National Whole- 
sale Hardware Association. 
“Wholesale Hardware Industry 


Conditions”; and John J. Meyer, 
vice president of the Lockwood 
Hardware Mfg. Co., Fitchburg, 
Mass., “Economically Speaking.” 


Quiz Show a ‘Hit’ 

The program which drew the 
largest audience was the A.S.A. 
H.C. Quiz Program, at the final 
convention session on Thursday 
morning, Oct. 4. The large con- 
vention hall was nearly filled to 
capacity and interest was sustained 
during the long session while nine 
men, who were picked for their 
knowledge of builders’ hardware. 
took turns trying to solve perplex- 
ing questions which had been sub 
mitted by mail. 

The team of three representing 


A.S.A.H.C. OFFICERS 


Daniel C. Hay, 
left, of Beverly 
Hills, Cal., the 
new president of 
the American So- 
ciety of Architec- 
tural Hardware 
Consultants, is 
shown with his Ist 
vice _ president, 
Stanley O. Hoogh- 
kirk, Columbus, O. 
The new 2nd vice 
pres., G. Leonard 
Lindquist, Bridge- 
port, Conn., is not 

shown. 
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A NAME TO REMEMBER 


HA VE YOUR CH’ :ICE/!/ A BRUSH TO REMEMBER 








on Sen 


Complete Lines of Brushes 
are now available . . . 
—- NYLON — 


70%, Bristle 


DUOTIP with PITOLIN 
30% Horsehair 


100°. PURE BRISTLE with PITOLIN 


THESE BRUSHES MAY BE OB- 
TAINED IN ALL SIZES AND TYPES. 


= 


More lines of brushes 
No. 270 HOUSEHOLD ASSORTMENT 


Reasons To Order At Once with FREE COUNTER DISPLAY 
PLASTIC HANDLE HOUSEHOLD ASSORT- 


L O W E R ; p R [ Cc E S MENT WITH FREE COUNTER DISPLAY 
HIGHER QUALITY Complete line of 
BETTER VALUES ARTIST BRUSHES 


Sagene ff Your Seller oo Dealer FOR SMART MERCHANDISING . . . 
MORE SALES . . . MORE PROFITS . . . 
BUY PITEGOFF BRUSHES 





































SEND FOR OUR 


NEW 
CATALOGUE 


PITEGCOFF BROTHERS, Inc. 
320 VAN BUREN STREET BROOKLYN 21, N. Y. 


Makers of Quality Brushes for Two Generations 





— 
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LORING A. SCHULER 
Executive director, 

National Associated 
Businessmen, Inc. 
Washington, D. C. 


the East won the close contest over 
two other teams from the Midwest 
and Pacific Coast. The Eastern 
team was composed of Paul 
Eastby-Smith, Washington, D. C.; 
Howard MacCarthy, Jr., Balti- 
more; and John J. Soeffing, Phila- 
delphia. Representing the Midwest 
were: Carl D. Himes, Dayton, O.; 
O. L. Meister, Pittsburgh, and C. 


\ 


THE FOUR 


HENRY J. SIMONSON, JR. 


National Securities 
& Research Corp. 
New York City 


President 


A. Ranger, Detroit. The Pacific 
Coast team was made up of E. B. 
Gibbs, Los Angeles; Daniel C. 
Hay, Beverly Hills, Cal., and R. C. 
Mester, Los Angeles. The Quiz- 
master was Adon H. Brownell. 
Lockwood Hardware Mfg. Co.. 
Fitchburg, Mass. 

The directors of both organiza- 
tion decided that because of the 








PRINCIPAL SPEAKERS 


JOHN H. MIZE 
Secretary, Sales Mgr., 
Blish, Mize & 
Silliman Hdwe. Co., 
Atchinson, Kan. 








JOHN J. MEYER 
Vice President 
Lockwood Hardware 
Mfg. Co. 
Fitchburg, Mass. 


interest that was shown, and be- 
cause of the great amount of 
knowledge of a practical nature 
that was produced by this pro- 
gram, that all future conventions 
will have a similar program of per- 
haps greater length. 

This program proved of special 
interest to the 32 members of the 
fifth class in builders’ hardware, 


HARDWARE QUIZ SHOW PROVES MOST POPULAR FEATURE 


The men on this quiz panel, among the best informed builders’ hardware men in the country, matched 
their knowledge against each other on difficult questions submitted by people in the contract hardware 
industry. It was the best attended session of the convention and will be continued as a regular feature of 
future conventions. The 3-man team of experts representing the East, defeated the Mid-west and Pacific 
Coast teams. George P. Merrill, retiring president of A.S.A.H.C., is shown at the microphone. Not shown 
is Adon Brownell, Lockwood Hardware Mfg. Co., who acted as Quizmaster. 

The panel of experts, shown from left to right, were: East team, Howard MacCarthy, Baltimore; John 
J. Soeffing, Philadelphia, and Paul Easby-Smith, Washington; Midwest team, O. L. Meister, Pittsburgh; C. A. 


Ranger, Detroit, and Carl D. Himes, Dayton, O.; 


R. C. Mester, Los Angeles, and E. B. Gibbs, Los Angeles. 
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and Pacific team, Daniel C. Hay, Beverly Hills, Cal.; 
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| La bs 
R A 3 New Items and 
=~ a New Catalog! 


Designed and priced to the sales oppor- Door Latch, all brass, retailing for $1.50. 
tunities of To-Day —a new all Brass Each a quality product of the Fraim 
Cylinder Pin-Tumbler Padlock to sell Company and its master craftsmen—is 
for $1.50, a new Night Latch to re- a best seller and a good profit-maker 
tail for $2.25 and a Storm or Screen for you. 








314 x 2%” night latch with a 5 pin 
tumbler all brass cylinder, exceptionally 
> heavy 1 x 9/16 x 9/16 bolt. Brass knobs. 
Pe ‘ Retail price $2.25. 


No. 145 v 





























| No. 1061 P a 


All Brass 1 9/16” Pin Tumbler 
Padlock. Retail price $1.50. 


No. $300 A L 


Storm—Screen Door Latch— 
all Brass—sells for $1.50. 


Get Fast Turnover with these Fraim Best Sellers 








No. 762 





: Pin Tumbler Padlocks. 
No. 423 No. 115 Extruded Brass, Cast 
Brass, Die Cast. From 
Disc Cylinder Padlocks. Warded Padlocks — 1%, to 2” wide. 
Brass, Steel, Die Cast, from 13/16 to 2%” 4 
from 114 to 2” wide. wide. 






Write your jobber or this office for copy of New No. 90 Catalogue. It’s just off the press—lIt 
contains Padlock, Night Latch and Builders Hardware information ALL UNDER ONE COVER. 


E. T. FRAIM LOCK COMPANY, INC. 


Master Builders of Fine Hardware for Seventy Years 


"Roe 











Dept.-10, Box 927, Lancaster, Pennsylvania 
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NEW 
VENTED 
CIRCULATORS 


Royal's rapid selling line of vent- 

ed gas circulators is priced right 

to move fast. This means extra 
profits — all down the line. 





Here is the vented circulator line that is 
sweeping the market because of its tremen- 
dous sales appeal. Proving again that 
Royal's many years’ experience in the heating 
field means profits for the dealer. Available 
in 20,000, 40,000 and 60,000 B.T.U. sizes with- 
out radiants and 40,000 and 60,000 B.T.U. 
sizes with radiants. The latter models have 
pyrex glass fronts allowing complete vision of 





radiant glow. Approved by A.G.A. for all 
types of gases. Available with constant burn- 
ing pilots as standard equipment except on 
LP models. Extra equipment includes 100% 
automatic safety pilot, non-electric thermo- 
stat and the combination thermostat and 
safety pilot (Unitrol) at extra cost. Easy to 
install, easy to light, easy to adjust, easy fo 
sell. Write for descriptive literature. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
CHATTANOOGA 6, TENNESSEE 


QUALITY ... SINCE 1891 
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BUILDERS’ HARDWARE GRADUATES 


Part of the fifth graduating class in Builders' Hardware of the City College 
of New York, is shown at the graduation exercises which were held at the 


closing session of the convention. 


conducted at the City College of 
New York, who attended the ses- 
sion in a body. At the conclusion 
of the session graduation exercises 
were held. 

George P. Merrill, general sales 
manager of the Hardware Division 
of The Stanley Works, and the re- 
liring ASATA.., 
congratulated the young men and 
the one young woman on their 
hard work and diligence which 


president of 


enabled them to learn in a 5-weeks. 
6-day-a-week course, the knowledge 
that one might expect to acquire 
in two years of contract hardware 
work with a hardware business. 
Mr. Merrill explained that while 
the graduates are not necessarily 
equipped by their studies to go 
out into the trade and do any and 
all kinds of contract 
jobs, they still have been given a 


hardware 


thorough grounding in this spe- 
cialized field. Many of the gradu- 
ates have been’on the payrolls of 
hardware firms in all branches of 
the trade and return to their old or 
more responsible jobs, better quali- 
fied to do their work. 


Hardware in the Van 


Dr. Robert A. Love. director of 
the Evening and Extension Divi- 
sion of C.C.N.Y., who made the 
eraduation address, commended 
the industry for being in the van- 
cuard of all industries which have 
undertaken educational programs 
to ensure future leadership. 

“Many competing industries 
are now teaching their young 
people the new methods and tech- 
niques which will apply in the 
1950’s while. on the other hand. 


entire industries are falling behind 
in the procession,” explained Dr. 
Love. He lauded the efforts of Mr. 
Schoemer, Mr. Merrill and Meade 
M. Johnson, general sales manager 
The Yale & Towne Mfg. Co., for 
their efforts in starting and sus- 
taining the interest in the education 
program, which has already gradu- 
ated more than 150 students in 
five day and evening courses. 
Eddy Tremblay, an employee of 
the Cochrane North 
Bay, Ontario, Can.. expressed the 
thanks of his classmates to the in- 


Hardware. 


dustry and gave special praise to 
the numerous factory representa- 
tives, and wholesale and _ retail 
hardware men who have served as 
the only instructors. without any 
financial reward for their time and 
efforts. 

Mr. Schoemer reports that the 
C.C.N.Y. Builders’ Hardware 
course “will be continued as long 
as the need exists, and as long as 
satisfactory results are being at- 
tained.” He stated that the edu- 
cational committee of the two trade 
organizations recognizes a need 
for further revision in the training 
schedules of the 150-hour courses. 


New Education Plan 


The educational activities of the 
N.C.H.A.. will 


panded greatly by 


probably be ex 
another pro 
gram which was considered at th 
convention. It was agreed that a 
committee from the N.C.H.A 
should meet with the Producers 
Council, Washington, D. C., a 
organization of manufacturers 0 
building materials which serves i! 
between — th 


a liaison capacity 
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: ‘18° TOASTER 


Colorful full-page ad in LIFE to fo, 
climax concentrated campaign pre-selling Fou, 
69,250,000 readers of 7 leading national magazines: 


American Magazine, Better Homes and Gardens, Esquire, 
House Beautiful, House and Garden, Ladies’ Home Journal, Life. 


We're really beating the drums to boom your holiday sales of TOASTSWELL Auto- 


matic Toasters... one of the most power-packed promotions ever put behind a toaster, 
concentrated at the peak of the gift-buying season. And to help you channel this tremendous sales 
impact right into your store, we've prepared plenty of FREE merchandising tie-in material. The harder 


you beat the local drums for TOASTSWELL, the more your sales will boom... Boom...BOOM! 


... be sure you get your copy of this hard- 


x 
YOUR Tourtawelt DISTRIBUTOR RF | f hitting merchandising package containing 
B : details of newspaper mats, streamers, dis- 
< : play cards and string tags you may order 
HAS THIS COMPLETE RETAIL > , entirely free; our big $500 Cash Prize 


Window Display Contest; and a complete 
“timetable” showing exactly how and 


MERCHANDISING TIE-IN KIT FOR YOU.» SN@ " os 
sen when you can tie-in most profitably with 


this huge TOASTSWELL promotion. 





SAO 

...and be sure your TOASTSWELL Toaster stock A Q> J 

is adequate for maximum profits! If your distributor 1, lees 
. . ere ¢ 

cannot supply you, write direct to: Ae Fi Al 





America’s tastiest toast is made in 


Model 444-A 


THE TOASTSWELL COMPANY 
620 TOWER GROVE AVENUE, ST. LOUIS 10, MO. 





Model 222-A 
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MAKE 


MORE SALES... 
MORE PROFIT 


NOW you can get it through your 


MIRRO JOBBER 


See the complete line 
catalogued in the 1949 


HARDWARE AGE DIRECTORY 
pages 123 through 130 


Pre-sold by 
National Advertising 











~ 


FORMING WIRE 
FOR YOUR NEEDS 


Wire will perform just about any 
function a product designer can 
conceive, and usually with a min- 
imum of operations. 


Let us know your special require- 


ments. We are specialists in meet- 
ing them. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROOKS # HOGKS 
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building materials industry and the 
architectural profession. This 
meeting will be held for the pur- 
pose of discussing the feasibility 
of having the N.C.H.A. provide a 
series of instructional slides on 
builders’ hardware, to some 60 
leading architectural schools. This 
ambitious program would be ex- 
pected to reach about 6,500 archi- 
tectural students yearly. Under the 
proposal N.C.H.A. will supply the 
subject material and pay for the 
cost of having the slides prepared 
at Syracuse University, under the 
direct supervision of the Pro- 
ducers Council. 


Major Development 


The most important matter of 
business transacted at the conven- 
tion was the decision by the board 
of directors of the National Con- 
tract Hardware Association to ex- 
tend, if possible, to the Public 
Building Administration, in Wash- 
ington, the Sample and Chart plan 
now being used with excellent re- 
sults by the Veterans Administra- 
tion and the U. S. Army Corps of 
Engineers. 

The so-called Veterans Adminis- 
tration Sample and Chart plan was 
devised by N.C.H.A. as a means 
of simplification of the tremen- 
dously complex and involved pro- 
cedure for handling contract hard- 
ware jobs on Veterans Adminis- 
tration facilities. 

This plan, which was put in ac- 
tive operation early this year, after 
more than 21% years of study and 
work, has resulted in the reduc- 
tion of hardware specifications for 
VA and Army Engineers projects 
from more than 100 printed pages 
to just 16 pages. 

A permanent, approved line of 
the samples of each manufacturer 
interested in this type of Federal 
construction work has been placed 
with the National Bureau of 
Standards, in Washington, where 
they are always available for in- 
spection. The other part of the 
plan is a comparison chart of all 
the hardware manufacturers’ sam- 
ples that are on file with the 
Bureau of Standards. 

By having a permanent and ap- 
proved line of samples on hand 
in Washington, the time and ex- 





ADON H. BROWNELL 
Lockwood Hardware 
Mfg. Co. 
Fitchburg, Mass. 


pense of having each sub-contrac- 
tor furnish samples for each job 
has been eliminated. Under the 
new system, a sub-contractor, upon 
obtaining his contract, merely sub- 
mits a sample list, to the Federal 
authorities. The list enumerates 
the hardware he proposes to fur- 
nish. One copy of the list is im- 
mediately approved and returned 
to him, thereby effecting a savings 
of four to six weeks in the time of 
delivery. 

As a result of the success of the 
VA with the sample and chart 
plan, other Federal bureaus, agen- 
cies and administrations last May 
requested the N.C.H.A. to extend 
the plan to them. Because this 
would represent such a stupendous 
task and be beyond the capacity of 
the builders’ hardware industry to 
undertake, according to the N.C. 
H.A. office, the matter is now un- 
der further discussion before a 
meeting of Federal authorities 
with a committee composed of 
hardware distributors and manu- 
facturers, to be held in Washing- 
ton, on Nov. 2. The N.C.H.A. 
directors decided that if the plan 
isn’t too ambitious or costly, that 
both manufacturers and distribu- 
tors should cooperate in the pro- 
ject. 


Need for Plan Was Great 


The sample and chart plan was 
first proposed in a brief way at 
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OIL- CONTROL 
SERVICE STATIONS 


NATION | 
WIDE 


yeu Established SERVICE TO 


OIL BURNING APPLIANCE DEALERS 





@ FACTORY-TRAINED STAFFS 
@ COMPLETELY FACTORY- 


EQUIPPED 


@ FULLY STOCKED WITH 


——————————————— 




















CONTROLS AND PARTS 





@ TRAINED FOR FAST, DEPENDABLE, ACCU- 
RATE SERVICE ON ALL A-P CONTROLS 


Let these factory-trained technicians take over your 
repairing, recalibrating, adjusting of all the A-P con- 
trols used on the oil burning appliances you sell: 
vaporizing oil burning space heaters, water heaters, 
floor furnaces, furnaces, ranges and others. 


up your service, help you cut down maintenance costs, 
provide you with an extra sales advantage on all ap- 
pliances equipped with A-P Dependable Oil Controls. 
For prompt ‘‘factory-trained’’ service, get in touch 


A great contribution to oil heating satisfaction, these 
with the A-P Service Station nearest you. 


A-P established Authorized Service Stations will speed 





These Stations are established and staffed for your benefit. 


Use them to help you to assured satisfaction in oil heating. 





CALIFORNIA 

Geo. T. Hall Co. 

5625 W. Washington Blvd. 
Los Angeles 


COLORADO 
Instrument Service Co. 
833 Champa Street, Denver 


CONNECTICUT 

Bell Pump Service Co. 

44 New Britian Ave., Hartford 6 
Bell Pump Service Co. 

750 Congress Ave., New Haven 


ILLINOIS 

OK Oil Burner Supply Co. 
446-448 N. Western Ave., Chicago 
Oil Heat Parts Service 

608 Lafayette Ave., Rockford 


INDIANA 

Gary Steel Products Co. 

1044 Washington Street, Gary 
Lee's Heating Service 

3739 Sutherland Ave., Indianapolis 





IOWA 
lowa Electric Motor Service 
725 Tuttle Street, Des Moines 


MARYLAND 
R. E. Michel Company 
1011-17 Greenmount Ave. 
Baltimore 


MASSACHUSETTS 
Bell Pump Service Co. 
888 Main Street, Springfield 


MICHIGAN 
Krieg Brothers 
7824 Charlevoix Ave., Detroit 


MINNESOTA 
Circulating Oil Heater Service 
1101 S. 5th Street, Minneapolis 
Circulating Oil Heater Service 
8th & Broadway, St. Paul 


MISSOURI 
A. G. Brauer Supply Co. 
2100 Washington Bivd., St. Louis 


NEW JERSEY 
Certified Fuel Unit Service 
600 Spring Street, Elizabeth 
Universal Engineering Co. 
344 Wagaraw Road, Hawthorne 
NEW YORK 
Certified Fuel Unit Service 
1018 Central Ave., Albany 
Frontier Oil Refining Corp. 
347 Northampton Street, Buffalo 
Rochester Oil Burner Pump 
Control Service, 204 Clinton Ave., 
North, Rochester 4 
NORTH CAROLINA 
Alley & Rader Services 
1006 Webb Ave., Burlington 
OHIO 
Ace Heating Service 
1218-20 Race Street, Cincinnati 
Ohio Pump Service Co. 
7904 Lorain Ave., Cleveland 
OREGON 
Industrial Controi Co. 
1412 East Burnside, Portland 


PENNSYLVANIA 

Carroll & Martindale 

727 Myrtle Street, Erie 

Certified Fuel Unit Service 

3412 W. Allegheny Street 

Philadelphia 
RHODE ISLAND 

Rhode Island Fue] Pump Service 

847 N. Main Street, Providence 
VIRGINIA 

R. E. Michel Company 

514 S. Pine Street, Richmond 
WASHINGTON 

Seattle Pump Service Co 

817 Republican, Seattle 

Spokane Washer Co. 

203 West Main Street, Spokane 
WISCONSIN 

Automatic Products Co 

2200 N. 3ist St., Milwaukee 
CANADA 

Michaud & Fils Limited 

4146 St. Denis 

Montreal 14, Quebec 


AUTOMATIC PRODUCS COMPANY 


2442 NORTH THIRTY-SECOND STREET © MILWAUKEE 10, 


DEPENDABLE 02 Cortrols 


STANDARD EQUIPMENT ON ALL LEADING OIL BURNING 
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APPLIANCES 





THERES A SUPER 


CARBIDE TIPPED 


MASONRY DRILL 
FOR EVERY JOB! 


Extra leugth 
Aer 
Siycer wee 
euycen 


21650 HOOVER ROAD . DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 


National Distributors 
NEW YORK ° CHICAGO 








the 1946 N.C.H.A. convention, in 
Chicago, when a representative of 
the Veterans Administration spoke 
informally of the advisability of 
having approved samples and 
charts on file in Washington. He 
suggested that the association in- 
vestigate the matter. 

Managing Director Schoemer 
then wrote to General Omar Brad- 


ley, who was then Veterans Ad- | 


ministrator, and 


explained the | 


difficulties under which the indus- 
try was operating in critical times, 
and of the great need for reform in | 


hardware specifications because of 


the large numbers of items which | 


were being specified by the Federal 
government. Many of the items 
were no longer being produced 
and others could not be furnished 
by distributors. 

Early in 1947, General Bradley 
referred Mr. Schoemer to the Con- 
struction Division of VA, and sub- 
sequently a meeting was held by 
the VA and representatives of 
manufacturers and the N.C.H.A. 
The need for reform was mutually 


recognized and an industry com- | 


mittee was formed with Mr. Schoe- 
mer as the unofficial chairman. 
Frequent committee meetings were 


held and the plan was finally put | 


into effect early this year. 


Insurance Program 

The N.C.H.A. directors decided 
to undertake the operation of an 
insurance program for the benefit 
of all its member firms which 
choose to participate, provided the 
Prudential Co., which 
will underwrite the policies. can 
prove than the plan will offer sub- 
stantial savings to the participants. 

The program, which 
pected to go into effect just three 


Insurance 


was exX- 


or four weeks after the close of the 


| convention, is supposed to be of | 
particular benefit to member firms | 


which have 25 or less employees. 
“If the association can buy this 
insurance in bulk and pro rate it 


| to our member firms at cost, we 


should be able to give them their 


insurance at a much lower rate 


| than they could get as individual 


buyers,” explained Mr. Schoemer. 


Coverage by the policies would | 


include life, hospitalization, doc- 
tor’s fees for hospital and home 


visits, health and accident pro- 


| vision. The program would be 





THE LAST WORD IN 


\ BRASS, COPPER, DARK, 
\. TINNED, GALVANIZED  / 
\ COILS AND SPOOLS , 
\ 102.10 20LB. / 

\ PACKAGES! 





STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 





STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 








SOLD THROUGH 
JOBBERS ONLY 








ASK YOURS FOR PARTICULARS 


2 BUY WwitTH CONFIDENCE 


QNCHOR 


WIRE CORPORATION 


a ee ed 
NEW YORK 


183-16 
ee ee ee ee 











HEESIN-A-CHAIR 
Ye Rung Fastener 
A 
Steady 
Seller 






Retails 10 On a Card 
for 15¢ 


This has been the favorite rung 
repair for many years. Order some 
at once from your jobber. If your 
jobber can’t supply you, write us. 


Also SAV-A-SEAT Chair Braces 
50¢ each retail. 








FULTON PRODUCTS CO. 


oe ae e  e) oe 
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I; Froduci] . ; 
the New Pay at You Profit” 
Sales Plan jor (REIL 
Key Duplicating Machines 


For those discriminating buyers operating on a budget, KEIL offers a time pay- 
ment plan — A plan with none of the usual expensive service fees — KEIL now 
gives you twelve months to “PAY as you PROFIT” with your new key duplicating 


machine. 
KEIL is the only manufacturer in the world 


manufacturing a complete line of auto- 















matic and semi-automatic key duplicating 


machines. 


No. 1A, AND 12 AC 


Automatic key duplicating machine 


Write or wire today and ask 
for details on the “Pay as you 
Profit Plan” .. . It will show 
how you, too, may increase 
profits with a new KEIL key 
duplicating machine. ~ 











c EIR 1 





KE YoupiicATING MACHINES 


KEItL LOCK CO.-CHARLESTOWN,NEW HAMPSHIRE 
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FURNACE 
TOOLS 


























No. 52 
“CHAMPION” 
ASH SIFTER 


No. 58 
KLINK-R-TONG 


Place your order now for 
prompt delivery of these fast- 
selling, handy pieces of fur- 
nace equipment. Ash Sifter 
for sifting unburned coal from 
ashes below the grates, where 
draft takes care of the dust; 
KLINK-R-TONG for easier 
removal of furnace clinkers; 
Ash Ladle for removal of 
ashes from furnaces or stoves. 


ASH SIFTER FEATURES: 
36” HARDWOOD HANDLE 
REINFORCED BRACE 
ELECTRO-WELDED 

8%" x 14” WIRE BLADE 
ALUMINUM FINISH 















No. 60 ASH LADLE 


THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASSACHUSETTS, 
ROCKFORD, ILLINOIS 
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administered by the association 


office. 


Associates Have Session 


Associate members of the asso- 
ciation, who now number 194, at 
a special meeting on Oct. 5, dis- 
cussed their status in the builders’ 
hardware industry. The meeting 
had been called because of some 
sentiment that the associate mem- 
bers, who are mostly factory repre- 
sentatives, were not getting suffi- 
cient recognition in the trade. The 
association therefore told the 
group to decide whether it wanted 
to form its own organization, re- 
main as members of the associa- 
tion, or become affiliated with the 
hardware consultants society. 


After a full discussion the asso- 


| ciates decided that they had no 





complaint of any sort and were 
unanimously agreed that they 
want to continue to work within 
the frameworks of both the asso- 
ciation and society, and agreed to 
leave the final determination of 
their status to the discretion of the 
directors of both organization. 

In 1940 when the A.S.A.H.C. 
was formed as a separate entity, 
all of the qualified hardware con- 
sultants who had formerly been 
members of N.C.H.A., became 
members. This left a large body 
of specialists in various lines of 
builders’ hardware who were then 
made associate members. Many of 
these men are now doing much of 
the organizational work for the 


regional chapters of the A.S.A.H.C. 


N.C.H.A. Directors 


The directors of the National 


| Contract Hardware Association for 


the ensuing year are: 

District 1, R. T. Wilcox, King & 
Dexter Co., Portland, Me.; Dist. 
2, Charles A. McCarthy, Charles 
A. McCarthy Hardware, New 
York, N. ‘Y.3 Dist. 3, Wm... J. 
Luxford, Weed & Co., Buffalo, N. 
Y.; Dist. 4, C. E. Siegfried, M. S. 
Young & Co., Allentown, Pa.; 
Dist. 5, Wallace Duff, Fries, Beall 
& Sharp Co., Washington, D. C.; 
Dist. 6, Sherman Yates, Yates 
Hardware Co., Ft. Lauderdale, 
Fla.; Dist. 7, A. E. Eissrig, Joseph 
Woodwell Co., Pittsburgh, Pa.; 


CONVENTION COMM. 
CHAIRMAN 





I. STAUFFER ESHLEMAN 


Ostrander & Eshleman, 
Inc. 


New York City 


Dist. 8, Frank E. Eiler, Hardware 
& Supply Corp., Akron, O.; Dist. 
9, T. E. Driver, Central Kentucky 
Supply Co., Lexington, Ky.; Dist. 
10, Neil S. Murray, Kendall Hard- 
ware Mill Supply Co., Battle Creek, 
Mich.; Dist. 11, John T. Barlow, 
Clark & Barlow Hardware Co., Chi- 
cago, Ill.; Dist. 12, J. R. Raymer, 
Jr., Raymer Hardware Co., St. Paul, 
Minn.; Dist. 13, John C. Hardy. 
Johnson Hardware Co., Omaha, 
Nebr.; Dist. 14, Joseph A. Jutzi, 
Shapleigh Hardware Co., St. Louis. 
Mo.; Dist. 15, J. Saunders Devall, 
Doherty Hardware Co., Baton 
Rouge, La.; Dist. 16, J. R. Murphy. 
Builders Supply Co., San Antonio, 
Tex.; Dist. 17, C. D. Short, Inter- 
Mountain Hardware Inc., Denver. 
Colo.; Dist. 18, Glenn I. Bill- 
heimer, Billheimer & Walker, Pasa- 
dena, Cal.; Dist. 20, Don R. 
Morris, Western Door & Plywood 
Co., Portland, Ore. 


A.S.A.H.C. Directors 


The regional directors of the 
American Society of Architectural 
Hardware Consultants for 1949-50 
are: 

Dist. 1, G. Leonard Lindquist, 
Bridgeport, Conn.; Dist. 2, 
Clarence A. England, Jr., Chappa- 
qua, N. Y.; Dist. 3, James J. Me- 
Evoy, Hudson, N. Y.; Dist. 4, 
Frank D. Brown, Philadelphia, 
Pa.; Dist. 5, Edward A. Willer, 
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TALK « AVELLE TO YOUR JOBBER 


! 
| 
| 
| 
| 
! 
[ 
[ 
[ 





| “ 
; Stock LAVELLE! Nationally nengeieed 
for over 35 years as ‘the complete 
plumbing rubber department—a “‘self- 
selling” department to meet important 


needs for home, farm, and institution. 


Here's LAVELLE quality . . 
packaged, displayed to move. Every- 


. priced, 


thing to make your sales job easier. 


Talk LAVELLE to your jobber, today. 


No. 36 Lucky Strike FAUCET 
WASHER ASSORTMENT 


Tops everywhere in ‘‘over the 
counter’’ faucet washer assort- 
ment sales. Point-of-sale tests 
prove No. 36 Lucky Strike dis- 
play creates double sales — 
another LAVELLE first in dealer 
aids. 

36 individual packages per 
unit. Each includes 10 Genuine 
Lavelle beveled faucet washers 


sary brass screws. 


efor the Complete Plumbing Rubber Department! 


REPAIR THOSE LEAKY FAUCETS 
cco, pe 


> sar 
(ACK V STRIKEN SUPRA TE 
V ETHeTve 1 THF eau 

Pp viirewy YRTGE | SHOWN EYAL 
v7 Oy RreTTen SATERV STAKE | 


@PwoMerE Ee 

FAUCET WASHERS | | jeereD witiiens | 
=] 
ICEY WASHERS | FAUTET WASH) 
KE] COCKY STRT 









No. 5 Lucky Strike 
GARDEN HOSE WASHERS 
Colorful ‘‘on the spot’’ sales- 
man—reminding your custom- 
ers of their needs in Garden 

Hose Washers. 

12 Garden Hose Washers 
per envelope; 25 labeled 
cellophane envelopes to a 
display carton. 





Lucky Strike White SOLID 


\ BASIN, BATH and LAUNDRY 


TUB STOPPERS 


Every customer is a prospect. 







Firm white rubber withstands 
action of hot, soapy water— 
cannot swell. Locked-in brass 
posts with nickel-plated rings. 

Easily displayed — 12 to 
carton. 





| 
| 
| 
| 
| 
| 
| 
| 
] 
in all popular sizes with neces- 
| 
| 
| 
| 
| 
| 
| 
| 


420 N. WOOD ST., CHICAGO, ILL. 





TANK BALLS — FAUCET WASHERS — FORCE CUPS — HOSE WASHERS — BASIN STOPPERS — REPAIR ASSORTMENTS 
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PROFITABLE, 
STEADY SELLING 


WITH 
CONVENIENT 
ATTRACTIVE 
DURABLE 


sPLAYS — 








TURNBUCKLES ASSORTMENT 


52 Turnbuckles in 10 fastest selling 
sizes, individually boxed. Attractive 
sturdy all metal display panel is 14” 
x 16”, silk screen printed in two colors. 
A complete line of open stock Eye 
and Eye, Hook and. Eye, and Hook 
and Hook Turnbuckles available. 





EYE BOLT ASSORTMENT 


12 each of 10 sizes of Eye Bolts most | 
called for. Individually boxed. Beauti- 
ful display panel similar to other. 

Eye Bolts from open stock in 12 sizes 

available. 






UTILITY 
HOOKS 






SCREEN 
DOOR BRACES 


Keep your stock complete with 
these Turnbuckles steady sellers. 


Turnbackls 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 


FACTORY: GRAND BEACH, MICHIGAN 
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Washington, D. C.; Dist. 6, Henry 
Stephen Harvey, Palm Beach, Fla.; 
Dist. 7, Howard N. Campbell, Jr., 
Pittsburgh, Pa.; Dist. 8, Howard 
H. Hurt, Lakewood, O.; Dist. 9, 
H. A. Eichacker, Indianapolis, 
Ind.; 

Dist. 10, Richard O. Noblet, Jr., 
Saginaw, Mich.; Dist. 11, L. Les 
Gasey, Chicago, Ill.; Dist. 12, 


Herbert M. Gardner, Minneapolis, 


Minn.; Dist. 13, L. E. Nelson, 
Omaha, Nebr.; Dist. 14, Raymond 
A. Kuehn, St. Louis, Mo.; Dist. 15. 
J. Saunders Devall, Baton Rouge, 
La.; Dist. 16, W. W. Philleaux. 
Dallas, Tex.; Dist. 17, A. J. Wurz- 
bach, Denver, Colo.: Dist. 18. 
Ralph J. Compton, Long Beach, 
Cal.; Dist. 19, G. Vernon Lewis, 
San Francisco, Cal.; Dist. 20, R. 
N. Kuist, Seattle, Wash. 


Belknap Hardware Tells All Its Dealers 
"You Can't Do Business From an Empty Wagon’ 


N a letter to several thousand 

accounts of the Belknap Hard- 
ware & Manufacturing Co., Louis- 
ville, Ky., wholesale firm, Charles 
R. Bottorff, president, has stressed 
the message that “You Can’t Do 
Business from an Empty Wagon.” 

Mr. Bottorff’s open letter reads: 

“Dun and Bradstreet’s July 
Monthly Review ran a _ picture 
story of a peddler with his horse 
and wagon in the old days. [See 
HarpwarReE AGE, Sept. 22nd issue, 
page 144.| This peddler is saying 
to himself, “You can’t do business 
from an empty wagon.” Unfor- 
tunately, too many merchants have 
failed to reason this out as the 
peddler did, and have permitted 
their stocks to become broken 
which is resulting in loss of sales. 
Remember, you can’t make a 
profit without a sale. 

“News and radio commentators 
have talked depression, declining 
prices and reduction of inventories, 
misleading many. 


Is the Stage Set? 


“Business recession and price de- 
clines have been negligible. Is the 
stage set for a serious depression 
or low prices? Wages are high, 
farm products are subsidized at 
relatively high prices and there is 
very little unemployment. These 
things do not add up to poor 
business or cheap merchandise. 

“How much profit have you lost 
by having to tell your customers 
you did not have the articles called 
for? For months we have been 
endeavoring to build up our stock 
and it was not until July that we 
were successful in increasing our 
inventory by more than $1,000.- 
000. By so doing we have reduced 


the number of items short by over 
50 per cent. We hope for at least 
$500,000 inventory increase in Au- 
gust. It costs us more to short an 
item than it does to work one, and 
certainly we can make no profit on 
a shorted item. 


Keep Stocks Complete 


“IT am not recommending any 
speculative buying. I am suggest- 
ing that you keep your stocks com- 
plete; that you buy ahead seasonal 
goods; that you not let a lump 
here and there that isn’t selling in- 
fluence you in your buying pro- 
gram. Go through your shelves 
and sort up just as you normally 
do after inventory. It will pay you 
dividends. Catalog houses thrive 
on dealers’ broken stocks. 

“If you are keeping your stock 
complete forget you received this 
letter. If not, I am sure you can 
profit by the suggestion. If I am 
wrong in my recommendations 
then Belknap is wrong because we 
are definitely practicing what I am 
preaching. 

“It would be much more satis- 
factory to discuss this with you in 
person but that is out of the ques- 
tion and I trust you will not think 
I am officious but instead trying to 
be helpful. 

“Our business is good. It is not 
up to the peak when people were 
buying anything regardless of their 
needs but it is way above normal. 

“We appreciate very much the 
business you are giving us and 
shall endeavor to fill orders com- 
pletely and promptly, in fact, give 
you prewar service. 

“Very sincerely,” 
[sIGNED] C. R. Borrorrr. 
President. 
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SHIRLEY’S DUPLEXER 
WON/T CRAMP YOUR STYLE EITHER! 


® Many a housewife troubled with cramped kitchen quarters is now 
headed your way. But, you won't have to duck if you're featuring 
SHIRLEY’s new “DUPLEXER”— the wonder sink she’s read about. 

Step right into this made-to-order sale in a big way, by showing 
her how easily she can dunk dishes or dirty duds—and yet need 


only 48” of space for both jobs ... It’s money in your pocket! 


SHIRLEY CORPORATION- INDIANAPOLIS 2, INDIANA 
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This high-quality, low-priced, 
lithographed pad is a sure 
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% bet te please valuve-conscious finest pre-war quality tin- 
Y h i The sporkling red plat any substi 
GY on white pattern is bright, Their modern, embossed de- 
7 cheerful and universal in ap- sign enh the app 
Y peal. Available in a variety of stove and table tops. Avail- 
of sizes. able in six popular sizes. 


The NU-TOP complete line includes stainless steel and# 
chromium plated stuve pads, 


THE METALOID COMPANY 


Creators of The Dual Dispenser 
5815 KINSMAN RD. CLEVELAND 4, OHIO, U S.A 
tn Canada: 3 Wellington St. East Toronto, Ont. 
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Booth 310, National 
Hardware Show. 








OPENS ANY SIZE 
SCREW-TOP JAR 





A ready seller for a 
tough opening job in the 


kitchen. An item that cus- 


tomers pick up, test and 


buy on their own. Free 


colorful counter display. 
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BETTER KITCHEN TOOLS 
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.. « Will be the trading center of the world for housewares and 


home appliances . . . where the industry's leading buyers and manufacturers will 
meet under one roof for an exchange of information and ideas to make 1950 


one of the most prosperous years in their histories . . . they know they can’t 


afford to miss the 


NATIONAL 
HOUSEWARES 

and HOME APPLIANCE 
MANUFACTURERS 
EXHIBIT 


| sday) 
ehru Thur. 
thursday op 
eo 2 a ( Exhibit will not 


v 
en sundoy: - 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(Incorporated not-for-profit) 


EXECUTIVE OFFICES: 1140 MERCHANDISE MART * CHICAGO 54, ILLINOIS 
Phone: DElaware 7-8585 
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Z-B Mauser Varmint Rifle 


the Sparkler. Features curved, weight- 
ed red and white body, covered with 





Wiss Gift Sets 


Continental Arms” Corp., 697 Fifth glowing pearl-like chips. Glittering J. Wiss & Sons Co., Newark 7, N. J., 
Ave., New York City 22, offers the spinner flasher above the _ body. offers the line of Wiss scissors sets and 12 POIN 
Z-B Mauser Varmint rifle designed and Streamer hook with bright feathers manicure sets for Cliristmas selling. Quant 
completes bait. Said to be ideal for 4 
bass, northern walleyes. 4 
4 
—— 4 
4 
Cookie Cutters ‘ 
Educational Products Co., 516 Fifth . 
Ave., New York City 18, is making Ps 


five Christmas cookie cutters. They 
include: Christmas bells three bells 
tied together with a ribbon; Christmas 








built specifically for the small, high 
intensity, center-fire* cartridges. Cham- 
bered standard for the .22 Hornet it 
will be available also in .218 Bee and 
2-R Lovell calibers. Rifle is made in 
Czechoslovakia to specifications of Con- 
tinental Arms Corp. Action is a minia- 
ture Mauser scaled down from standard 
version. Features streamlined solid wall 
receiver, with dual locking lugs at head 
of bolt, designed for working pressures 
of 54,000 lb., according to the maker. 
Right hand thumb slide safety locks 
both firing pin and bolt handle. Im- 
proved streamlined bolt stop. Short fir- 
ing pin fall of ™% in. and lock speed 
of less than 5/1000ths of a second gives 
fast firing time, it is claimed. Double 
set trigger can be used as standard 
single or as set “hair trigger” at will. 
Six groove genuine Poldi steel barrel. 
Triple leaf express sights. Stock of 
dense European walnut is hand check- 
ered and oil finished. 


‘Vermilion’ Fishing Tackle 
Patterson Mfg. Co., 1721 Noble Rd., 
Cleveland, Ohio, offers again the “Ver- 
milion” fishing tackle line, which was 
discontinued during the war. Maker 
says best known number in the line is 


220 


tree decorated with stars, balls, and dot 
and dash trimming which spells out 
Merry Christmas in Morse code on 
the finished cookie; the snowman with 
smiling face, hat, buttons and broom; 
the holly leaves, three with four berries; 
the Santa face, smiling face, full beard, 
cap and tassel. Using three dimen- 
sional construction, designs are imprint- 
ed on the finished cookie. Made of 





transparent red polystyrene mounted on 
green and white card. Can double as 
tree ornaments as they have hole at top 
and design is on both sides. 





With prices ranging from $3.95 to 
$28.95, the sets are designed to supply 
the necessary shears and scissors for all 
types of home sewing. Each manicure 
set contains implements required to 
groom hands. Cases are of top grain 
cowhide, ecrase and willow grained 
goatskin, hazel pigskin and lambskin. 
Counter card reproductions of an ad 
to be used in a consumer publication 
are available to dealers. 


Cellophane Gift Wraps 
For Washers, lroners 


Speed Queen Corp.. Ripon, Wis. 
offers Christmas gift wraps of cello 
phane for Speed Queen washers and 
ironers. Each set includes a transparent 
cellophane cover and red cellophan 
ribbon and bow, tailor made to fit. 
Washer cover retails for 95 cents, cal 
inet ironer and ironette for $1 per set. 
Order directly from Central States 
Paper & Bag Co., 5221 Natural Bridg 
st. Louis 15, Mo. 
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Only 3 permanent, all metal display assortments do the 
job! Buy a single assortment or the complete set— your 















small investment for all three merchandisers is unprece- 
dented in the tool industry. Once these units are installed, 
steady, profitable sales will be yours! 


No.40 3/8 SOCKET &' 
ATTACHMENT ASSORTMENT 


i, m3 These rugged METCOID tools are precision made of 
pe 12 POINT SOCKETS ATTACHMENTS finest steel . . . beautifully finished . . . fully guaranteed. 
a Quantity Size Quontity Description All of the tools contained in these assortments are stand- 
4 % 2 6%” Reversible Ratchets a . ‘ 
4 The 2 16” Speeders ard recineiaiasl with engineers, wolnmanaid men, garage 
4 Yn 2 10” Flex Handles repairmen, farmers and mechanics. 
4 %/e 2 3” Extensions 
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4 he 2 8” Slide Bars 
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.95 to 
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for all 
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ed to 
grain 
rained 
bskin. 
an ad 
cation 
WRENCH ASSORTMENT 
No. 38 PLIER and #\~  BOX-END OPEN-END COMBINATION 
SCREWDRIVER ASSORTMENT Q WRENCHES WRENCHES WRENCHES 
Quantity Size Quantity Size Quantity Size 
PLIERS. SCREWDRIVERS 4 Y% x Ke 4 % x Kh 4 The 
Wis.. Quantity Description Quantity Description 4 Yr x % 4 Yo x %e 4 Yr 
rello 6 6%" Thin Nose 6 4x %s 2 xh 2 Ya x % 4 °A6 
and 6 62” Slip Joint 6 5x% 2 gx % 2 gx % 2 Ys 
4 8” Universal 6 6 x *Ae 2 ig x 1 2 Sig x 1 2 hg 
“a8 4 10” General Utility 2 Ye 
“ee List Dealer’s List Deoler's 3 
_ Price $3450 Price $2295 Price $365° Price $24 ed 
cab 


ee cc: METAL ENGINEERING COMPANY {iitnos 
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Z-B Mauser Varmint Rifle 


Continental Arms Corp., 697 Fifth 
Ave., New York City 22, offers the 
Z-B Mauser Varmint rifle designed and 





built specifically for the small, high 
intensity, center-fire* cartridges. Cham- 
bered standard for the .22 Hornet it 
will be available also in .218 Bee and 
2-R Lovell calibers. Rifle is made in 
Czechoslovakia to specifications of Con- 
tinental Arms Corp. Action is a minia- 
ture Mauser scaled down from standard 
version. Features streamlined solid wall 
receiver, with dual locking lugs at head 
of bolt, designed for working pressures 
of 54,000 lb., according to the maker. 
Right hand thumb slide safety locks 
both firing pin and bolt handle. Im- 
proved streamlined bolt stop. Short fir- 
ing pin fall of ™% in. and lock speed 
of less than 5/1000ths of a second gives 
fast firing time, it is claimed. Double 
set trigger can be used as standard 
single or as set “hair trigger” at will. 
Six groove genuine Poldi steel barrel. 
Triple leaf express sights. Stock of 
dense European walnut is hand check- 
ered and oil finished. 





‘Vermilion’ Fishing Tackle 


Patterson Mfg. Co., 1721 Noble Rd., 
Cleveland, Ohio, offers again the “Ver- 
milion” fishing tackle line, which was 
discontinued during the war. Maker 
says best known number in the line is 


220 


the Sparkler. Features curved, weight- 
ed red and white body, covered with 
glowing pearl-like chips. Glittering 
spinner flasher above the _ body. 
Streamer hook with bright feathers 
completes bait. Said to be ideal for 
bass, northern walleyes. 


Cookie Cutters 


Educational Products Co., 516 Fifth 
Ave., New York City 18, is making 
five Christmas cookie cutters. They 
include: Christmas bells three bells 
tied together with a ribbon; Christmas 
tree decorated with stars, balls, and dot 
and dash trimming which spells out 
Merry Christmas in Morse code on 
the finished cookie; the snowman with 
smiling face, hat, buttons and broom; 
the holly leaves, three with four berries; 
the Santa face, smiling face, full beard, 
cap and tassel. Using three dimen- 
sional construction, designs are imprint- 
ed on the finished cookie. Made of 





transparent red polystyrene mounted on 
green and white card. Can double as 
tree ornaments as they have hole at top 
and design is on both sides. 





Wiss Gift Sets 
J. Wiss & Sons Co., Newark 7, N. J., 


offers the line of Wiss scissors sets and 
manicure sets for Christmas selling. 





a 
With prices ranging from $3.95 to 
$28.95, the sets are designed to supply 
the necessary shears and scissors for all 
types of home sewing. Each manicure 
set contains implements required to 
groom hands. Cases are of top grain 
cowhide, ecrase and willow grained 
goatskin, hazel pigskin and lambskin. 
Counter card reproductions of an ad 
to be used in a consumer publication 
are available to dealers. 


Cellophane Gift Wraps 
For Washers, lroners 


Speed Queen Corp.. Ripon, Wis., 
offers Christmas gift wraps of cello 
phane for Speed Queen washers and 
ironers. Each set includes a transparent 
cellophane cover and red cellophan: 
ribbon and bow, tailor made to fit. 
Washer cover retails for 95 cents, cab 
inet ironer and ironette for $1 per set. 
Order directly from Central States 
Paper & Bag Co., 5221 Natural Bridge. 
St. Louis 15, Mo. 
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Only 3 permanent, all metal display assortments do the 
job! Buy a single assortment or the complete set — your 






small investment for all three merchandisers is unprece- 
dented in the tool industry. Once these units are installed, 
steady, profitable sales will be yours! 


No.40 3/8” SOCKET lf 
ATTACHMENT ASSORTMENT 





These rugged METCOID tools are precision made of 
















12 POINT SOCKETS ATTACHMENTS finest steel . . . beautifully finished . . . fully guaranteed. 
Quantity Size Quantity Description All of the tools contained in these assortments are stand- 
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_ A Good Deal 


for both 


JOBBER 


and 


ELEGTAIC 
SOLOERIAE (A804 


DEALER 


A low-priced soldering iron for the home mechanic or the shop man 
who has an occasional soldering job. The Mercury Iron, built by the same 
craftsmen who make Vulcan Screw Tip, Plug Tip and Pygmy Soldering 
Tools, is so soundly constructed that it presents no service problems. Pure 
copper tips, easily removed. Complete with 6 ft. approved cord and 
rubber plug caps. Operates on both AC and DC. Attractive display card 
comes with three irons mounted as illustrated, packaged in individual 
cartons for re-mailing. Or Mercury Irons can be had in individual boxes. 


LIST PRICE: Display, complete with 3 Irons mounted, $10.00 list. 

LIST PRICES: Individually boxed Irons. 
Catalog No. 4 80 watts 
Catalog No. 5 
Catalog No. 6 150 watts 


WRITE FOR PARTICULARS ON GENEROUS DISCOUNT 


VULCAN ELECTRIC COMPANY 


DANVERS 3, MASS. 


Maker of Vulcan Electric Soldering Tools, Solder Pots, Glue Pots, 
~»\ Branding Irons and a wide variety of Heating El ts for bly 











into manufacturers’ own products. 











Easier to rent! 


Easy to use! 


cet SKIL Floor Sander! 


Lightweight, easy to handle 
... SKIL Floor Sander rents 
quickly in your store. Does 







Rent SKIL Edger 
... for hard-to-reach 
spots—small closets, 
along walls, on stair 
treads. Saves hours 
of tedious hand 
sanding . . . makes 
even bigger rental 
profits for you. 


smooth, ripple-free finishing 
quick as a flash. . . builds 





profits just as fast. Have your 
SKIL Tool Distributor 
demonstrate today. 


SKIL 9 


SKILSAW, INC. 
5033 Elston Avenue, Chicago 30, Ill. 
Factory Branches in Principal Cities 










Many exclusive 
features make 
SKIL Floor 
Sander the 
easiest-to-use 
sander on the 
market today. 















WHAT'S NEW 


‘Home Series’ Game 


Mill Run Products Co., 634 Huron 
Rd., Cleveland 15, Ohio, offers the 
Home Series baseball game. Construct- 
ed of teakwood and cardboard in colors. 








Runners appear on bases automatically 
in accordance with plays executed 
Played by regular baseball rules. Play 
combinations change in relation to 
bases occupied. Score pads and instruc- 
tion sheets included with each game. 
Playing field is 18 by 18 in. Said to 
permit every type of hit, play and situ 
ation in a major league game. Sug 
gested to retail for $2.50. 


Door Knob Assortment 


Taylor Lock Co., Philadelphia 32. 
Pa., offers a door knob assortment. No. 
122 includes: two pairs of No. 410 
brass-plated knobs, three pairs of No. 
100 fluted glass knobs, and one pair 
of No. 402P solid brass knobs. Packed 


in a self-display carton. 


Marlin Window Display 


Marlin Firearms Co., New Haven, 
Conn., offers a window unit featuring 
its Marlin model 336-A high power re- 


af 
ally MATES 





peating rifle, caliber 30/30 completely 
stripped and each of the component 
parts shown individually. Done in four 
colors, 21 by 31 in. 
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Gillette Travel Case 


Gillette Safety Razor Co., Boston 6, 
Mass., is offering its Super-Speed one- 
piece razor with 10-blade dispenser in 
a styrene travel case. Latter has a sep- 
arate compartment for dispenser to 
keep water away from blades. Bottom 
half is of red styrene, top of crystal 
clear styrene through which razor and 
dispenser can be seen. Retails for $1. 


Saw Gift Assortment 


E. C. Atkins & Co., Indianapolis, Ind., 
is offering a Christmas gift assortment 
consisting of Christmas-wrapped indi- 
vidually-boxed saws and counter or 
window dispiay and window streamers. 
Includes six No. 400 hand saws, 26 in. 


of the following specifications: two, 
eight point; one each, 10, 11 and 12 
point hand saws; one 5% point; Rip; 
also 12 Junior mechanic 20 in. saws, 
six each nine and 10 point. Sales pro- 
motion material is in three Christmas 
colors. Sells to dealer for $59.40 and 
the dealer profit is $29.70. 
'Flyin-Saucer' Toy 

Pipco Co., San Luis Obispo, Cal., 
is offering “Flyin-Saucer” toy with 
gyroscopic airfoil, is made of Ethocel 
plastic measuring about 8% in. in dia. 
Maker says skill can be developed in 
throwing the discs to sail through the 
air or return according to instructions 
included in the package. 
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King Cotfon 
LINE 
® Sash Cord 
® Clothesline 
© Mason's Line 
® Chalk Line 
© Cable Cords 
© Venetion Blind Cord 
© Twine 





JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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HOLD-E-ZEE 


The Original _ 


Automatic Grip 





st 


atove FO 
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... and here’s why: 
Features are outstand- 
ing. Promotion is 
steady and right! Repu- 
tation is nation-wide 
... and quality, 
from hand-ground 















ORDER 


" THRU 
chrome-vanadium YOUR | 
bits to unbreak- 


JOBBER! | 
able, insulating 
handles is 

unsurpassed! 





FOR BOTH 
TYPES OF 
RECESSED 
HEAD SCREWS 


NATIONALLY 
ADVERTISED in 

@ The Saturday Evening 
Post 

®@ Collier's 

@ Popular Mechanics 

@ Popular Science 

Monthly 





UPSON BROS. INC 
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| 
‘Wilcut Forever’ Cutlery 


Williams Cutlery, Inc., Seaman, 
Ohio, offers a line of kitchen cutlery 
known as “Wilcut Forever.” Offered in 
a set, it includes five knives, a honing 
steel and a glass front case designed 
for wall mounting. Made of special 
stainless steel, the blades of the knives 
are said to retain their cutting edge in- 
definitely. Handles are Pregwood com- 
prised of thin layers of maple, impreg- 
nated under pressure with resin to pro- 
vide a handle claimed to be resistant 
to water and cooking acids. Case car- 
ries labels indicating the types of 
knives. At anytime during the life of the 
knife, it may be returned to the factory 
for re-edging. Charge for this service is 
25 cents to cover postage and handling. 


‘Kind! Kandl' 


“Kindl Kandl,? consists of a paraffin 
base impregnated with various chem- 
icals and assembled in a_ specially 
treated sheath. Each has a tiny wick 
at the top which is lighted by a match. 
Designed to light logs in fireplace. 
Kandls packed nine to balsam scented 
box which sells for $1. Kindl Products, 
Ridgewood, N. J. 





Mirro Complete Year ‘Round 
Newspaper Mat Service 
The Aluminum Goods Mfg. Co.. 


Manitowoc, Wis., in order to assist 
dealers handling its lines, to do a more 
effective advertising job, offers a com- 
plete Mirro Mat Service. Containing 
28 pages, the mat catalog includes sug- 
gestions for seasonal and other store 
promotions inc!uding the company’s cur- 
rent and future national consumer ad 
vertising campaigns. Outline shows the 
steps in making layouts and it shows 
proofs of “eye-catching” illustrations 
and headings, special feature mats for 
Christmas, Mother’s Day, Canning Sea- 
son, and Bride season. Offered also are 
individual mats, glossy photographs of 
Mirro utensil for use in making special 
size plates for store circulars, envelop: 
stuffers and the like. Complete matted 
ads are illustrated, including special 
mats for holiday seasons. 





'W ood-Bright’ 


Plas-Master, Inc., Stamford, Conn., 


is introducing compact, self-contained 
cleaning and polishing applicators in 
a set for wood surfaces. “Wood-Bright” 
includes two cloth covered, non-sticky, 





ready-filled applicator pads attached to 
wooden handles, assembled in a card- 
board kit. One pad marked cleaner to 
run over furniture is said to remove 
surface stains and dust. Other pad 
marked polish is run over furniture to 
apply polish and restore the polished 
glow, according to maker. Separate 
cloth is provided for hand rubbing. 
Pressure of hand is reported to release 
the exact amount of the ingredient 
which is required through openings in 
each pad. Kit is 10 by 5 in. Gordon 
Obrig & Associates, Inc., developed 
this product for Plas-Masters. Packed 
36 to carton. 


Wrecking Bars 


Warren Tool Corp., Warren, Ohio 
has announced that instead of packing 
12 bars to a corrugated carton as state’ 
in the Sept. 22 issue, the bars are being 
packed six to a carton. 
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Dazey Cartons 


Folding Paper Box Association of 
America, 134 N. LaSalle St., Chicago, 
lll., has designed new cartons for the 
, U// 


if 
if 
thd 4 


Dazey Corp. Provide special emphasis 
to brand identity and family resem- 
blance. 





‘Montaglas' Rod 


Series of glass rods is offered by 
Ocean City-Montague Mig. Co., A and 
Somerset Sts., Philadelphia, Pa., known 
as “Montaglas.” Combines hundreds of 
thousands of strong glass fibers and a 
special plastic binder in the proper pro- 
portion, according to maker. Light in 
weight, the “Montaglas” rods have 
great flexibility, it is said, but they 
won’t warp or set. Companion reel, 
1950, is a lightweight, all-metal, level 
wind bait-caster, says Ocean City. Fea- 
tures a wheel-type anti-backlash ‘con- 
trol that is calibrated so that the set- 
ting can be made according to needs. 
Built of Ocean City’s Zephaloy, the 
1950 weighs less than 6 oz. 





'Mixette’ Gift Box 


Hamilton Beach Co., division Scovill 
Mig. Co., Racine, Wis., offers the 
“Mixette” three-speed one hand opera- 
tion mixer in a gift box finished in 
silver foil with name on cover. When 
lid is tilted back, it provides a four color 





display featuring sales features of ap- 
pliance. Mixette retails for $17.75, 
$18.25, Denver and West. 











CLEVELAND 
Top Quality 
SOCKET HEAD SCREWS 


made by the Kaufman Process 


addure your customers Extra 
Values without Extra Cost 






















i 

@ Added to the usual advantages of this 
popular type of cap screw, your customers 
should know about the extra values of 
greater strength and accurate cold forged 
forming in Cleveland Socket Screws. 
That’s the result of Kaufman Process 
manufacture—extra values without extra 
cost. Cleveland Socket Head Screws have 
perfectly concentric sockets, formed 
completely in the forging operation. It 
pays you to stock and sell Cleveland 
Socket Head Screws. 

WRITE FOR OUR LATEST STOCK LIST. 


THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street . Cleveland 4, Ohio 


Warehouses: CHICAGO, PHILADELPHIA and NEW YORK 


ORIGINATORS OF THE 
BLE 
KAUFMAN NyiRUSIONS PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 
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WE SOLVE CUTTING PROBLEMS 


Aaud Power 


Cutting Tools 


SEND A NOTE FOR MORE INFO 


H. K. PORTER, INC. 
SOMERVILLE 43, MASS. 
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WHAT'S NEW 








‘Icette’ 


Kromex, 880 E. 72nd St., Cleveland 
8, Ohio, offers 775 deluxe icette ice 
cube bucket in polished aluminum with 





contrasting black plastic band. Modern 
design, fiber glass insulation permits 
adaptability to heat or cold. Unit is 11 
in. high, 9% in. wide overall. Packed 
individually boxed, 6 to carton, ship- 
ping weight 19 |b. Suggested to retail 


for $7.95. 


Washburn Christmas Wrap 


The Washburn Co., Worcester, Mass., 
is offering eight selected gift items to 
be supplied with Christmas wrappings 
for holiday selling. Included in the 
group are three types of flour sifters, 
nut meat chopper, beater bowl set, two 
styles of egg beaters and a stainless 
steel fork and turner barbecue set. Six 





designs of wrapping are being used. 
Seals to secure paper have number and 
color of item imprinted for quick iden- 
tification. 


Skate Sharpener 


General Hardware Co., 3618 W. 
Pierce St., Milwaukee 4, Wis., offers 
the “Speed King” holder which is said 
to hold any type of skates for flat or 
hollow grinding. Can be used on any 
grinder stand by attaching on a plate or 
smooth surface board at such a height 
as will bring the skate nearly opposite 
the center of the wheel. “Champion” 
grinder head is equipped with special 
vitrified grinding wheel which can be 


used for either concave or flat grinding, 
Grinder totally enclosed is said to bring 
a sharp concave as well as flat edges 
on the skate. 


Remote Control Unit for TV 


Transvision, Inc., New Rochelle, 
N. Y., offers a remote control unit for 
all television receivers at a distance up 
to 50 ft. Turns set on, tunes in stations, 
controls contrast and brightness and 
turns set off. Covers all channels, con- 
tinuous tuning on all channels. Tuner 
unit is a high gain unit with about 50 
micro-volt sensitivity, factory wired and 





tuned. Cabinet made of grain walnut 
with rubbed finish. Supplied with 25 
ft. of cable. Suggested to retail for $69. 


Table, Chair Set 


New London Metal Processing Corp.. 
82 Union St., New London, Conn., of 
fers the TC-1 table and chair modern 
istic set. Chairs made of tempered 
steel; table of tempered masonite and 
tempered steel. Suggested to retail for 
$7.98. Two chairs are designed to fit 
under the table. Table has rounded 
corners, Set is decorated with 10 water 
color painting decals of nursery rhymes 
and red roses. Available in blue and 
ivory. Packed a set per carton, shipping 
weight 13 Ib. 


Plastic Tinkle Blocks 


Woodmere Toy Corp., 201 Irving 
Place, Woodmere, L. I., N. Y., offers a 
line of ABC blocks for youngsters that 
float. Each block is molded in two 
colors. Illustrate characters, numbers 
and pictures. They tinkle. 
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‘Gamester'’ Shotgun 


“Gamester” model 348, a 12 gage 3 
shot tubular repeater, which is said to 
be expertly balanced, scientifically pro- 





onitn,aied 


t grinding. 
id to bring 
flat edges 





portioned and lighter in weight. Fea- 
tures under-forearm loading, chambered : é 
: for 2%4-in. shells. Equipped with side a se 
for TV thumb safety, automatic ejection, metal ! \7 M ai iviad 
Rochelle, bead front sight and a genuine Ameri- _ { - _ Cc 

can walnut stock. Over-all length is _ al 7 


1 unit for : ; , eer 
18% in. while weight is 7%4 lb. Har- 


” ~ ° iiad oo eu > b > 
* pon — & Richardson Co., Worcester, mu ' et a iF U n 
ass. , 
“ ~ & 
la binet 


ness and 
Hardware 


nels, con- 
Is. Tuner 
about 50 Self-Spraying Paints 
wired and Sprayon Inc., 1360 W. 9th St., Cleve- 
land, Ohio, offers a line of paints and 
finishes in pressure packed containers 
that fit the hand. Line includes: high 
luster enamels in 10 colors; protective iK iT 77 
finishes—“Klear Kote,” clear plastic fin- = ‘ —s d 
ishes, fast drying for interior uses; 
“Krome Kot,” clear plastic coating for 
exterior wood or bright metal; “Kroma- —..! “2 ALE ee ‘ 
lume,” high gloss chrome aluminum (eee. seas , —to tie in with the current trend 
: a, ” , 
coating said to dry in an hour; artist of “more color in the home” —this 
“Pastel Fixatif;” coatings — ignition board displayed in your paint depart- 
“No-Short,” forms insulating coat ment is a sure sales stimulator! 


» walnut against ignition failures caused by ZB OO 
with 25 moisture, claimed to start engines when SPECIAL OFFER 
wet; “No-De-K,” clear protective water 
IMMEDIATE lat 


for $69. 
repellent said to prevent rotting, mil- 


dew, decay of canvas. DELIVERY 








: \% dozen of 18 different items of McKinney 


ig Corp., Genuine Forged Iron Cabinet Hardware 


onn., of Shmoo Tells Time 

modern- : ‘ , : ; FOR FLUSH DOORS FOR *4'' OFFSET DOORS 

empered “Shmoo” time teller is equipped with Small knob Throw Over Latch Throw Over Latch 

i eal dial and hands on his tummy, a 30-hr. Large knob Plate Latch Plate Latch 

oy tn clock movement for his interior. Done Drawer pull H Hinge _ H Hinge _ 

etal to in white, pink or blue plastic, the Heart Door Pull H and L Hinge H and L Hinge 

d to fit Butterfly Hinge 64,” Heart Strap Hinge 61,” Heart Strap Hinge 

rounded Thumb Latch 8%,"’ Heart Strap Hinge 8y,”’ Heart Strap Hinge 

10 water ‘ : 

Psst (Regular price through Jobber of these items would be $54.50.) 

lue and 12 additional items mounted (as Also—a supply of consumer sales 

shipping shown above) on an attractive green literature for counter or mail use. 
Display Board. And—National Advertising to help 
(This gives you an added bonus of build demand for McKinney Forged 
$3.24 worth of merchandise). Iron Hardware. 


A timely, practical merchandising idea for quick, easy, profitable sales of the 
authentic McKinney Forged Iron Cabinet Hardware. 


Irving 
offers a Order from your Jobber—or send this coupon 
ers that 
in two McKINNEY 


tumbers 


1400 Metropolitan St., Pittsburgh 12, Pa. 
Please ship through jobber indicated below McKinney Hardware kit or kits as checked: 








- #77 with Pastel Green Board at $51.00 #78 with Knotty Pine Board at $51.00 
y Firm Name 4 
Address City State 
Shmoos stand about Bonn high, > in. Sinan Gadiebiaals Title 
; wide and retail for $2.95. Lux Clock | 
Mig. Co., Inc., W aterbury » Conn. | Jobbers (To assure prompt delivery, please list two jobbers.) 
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BIG MARKETS for 
FIRELINE 


Stove and 
Furnace Lining 





. 
You can’t go wrong iRE LINE 
by stocking Fire- 
line because it gives LINING 
you these almost winat 10 19% 
unlimited markets: ~ : 
1) cook stoves; 2) 
heating stoves; 3) 
warm-air furnaces. 

This highest quality refractory comes 
in moist, plastic form that makes 
it easy for any customer to _ install. 
Nothing to mix—nothing to add. Just 
pound into place with a hammer, then 
trim it smooth. For cook stoves and 
ranges, it’s a superior firebox lining, re- 
placing stove brick and firebox castings 
in any type, make, or model. When 
baked out by the fire, it forms a durable 
lining that reflects the heat and builds 
a hotter fire. 

Then, for the extra profit, Fireline is a 
natural for repairing burned-out firepots 
in heating stoves and warm-air furnaces. 
It forms a _ one-piece lining entirely 
around the firepot that seals all cracks 
and holes—prevents the escape of gas 
odors and soot into building. Also used 
to protect and preserve good castings. 

Fireline is packed in 5-lb. 
and 10-lb. cans for cook 
stoves; in 50-lb. and 100- 
lb. drums for warm-air fur- 
naces and heating stoves. 
Stocked by leading jobbers 
everywhere. Write for liter- 
ature, prices and discounts. 

Also manufacturers of 
Ironset Asbestos Furnace 
Cement and Fire-Hearth 
Castable Refractory (for 
stokers and oil burners). 


Fireline Stove & Furnace Lining Co. 











1859 Kingsbury St. (Dept. J) Chicago 14, Ill. 
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STORM DOOR CHECK 


and CLOSER 
No. 666 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 
builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


Since 1898 


SPRING HINGE CO. 
SHELBY, OHIO 


"Shelb 











WHAT’S NEW 








Add to ‘Revere Ware’ 


Revere Copper & Brass, Inc., 230 
Park Ave., New York City, offers a 
complete line of preserving kettles and 
two sizes in the sauce pots to its Re- 
vere Ware line. Preserving kettles are 
of stainless steel with copper bottoms. 
Equipped with black bakelite grips and 
flat stain less steel handles which lock 
automatically in an upright position. 
Tight fitting covers with black bakelite 
knobs match the other Revere Ware 
Utensils. Added feature of each kettle 
is a large stainless steel side handle for 
pouring. Preserving kettles which are 
considered ideal according to Revere 
for making stews and soups in addi- 
tion to cooking fruits, vegetables, meat 
and solid masses of food used in mak- 
ing preserves, are available in 4, 6 and 
8 qt. sizes. Retail for $7, $8.25 and $9, 
respectively. Sauce pots in 6 qt. for $7.75 





and 8 qt. $8.50, sizes have been added 
to the four qt. sauce pot. Said to be 
good general purpose pots as well as 
being ideal for pot roasts, stews and 
top of stove cooking where large ca- 
pacities are needed. 


Machine Vise 


South Bend Lathe Works, 206 E. 
Madison St., South Bend 22, Inc., offers 
a small swivel vise for holding work on 





shapers, milling machines, drill presses 
and other machine tools. Vise jaws have 
replaceable hardened steel inserts, 4 in. 
wide and 1 in. deep. Maximum jaw 
opening is 4 in. Base has two open 


slots spaced 7% in. apart for bolting 


vise to machine table. Vise swivels on 
base and has 180 deg. of graduations, 
reading from 0 to 90 deg. right or left. 
Positive swivel locking is provided by 
two socket head screws and plug bind- 
ers. Wrench is included for operating 
vise. 


Bantam Electric Alarm 


Westclox, Division of General Time 
Corp., offers the “Bantam” electric 
alarm in ivory finish molded plastic. 
Clock is 3% in. high and legibility is 











achieved through brown numerals and 
hands on a two tone dial. Features 
clear-toned bell alarm; convex glass, 
gold color sweep hand, alarm indicator 
of dial, shut-off on back. Retails for 


‘Shel-Glo' Plastic Dishes 


The Kilgore Mfg. Co., Plastic Di- 
vision, Westerville, Ohio, offers a 20 
piece dinner set in “Shel-Glo” plastic. 
Plates have a can’t-tip design due to 
table surface bead on bottom extend- 
ing to within % in. of plate edge. Spe- 





cially designed handles said to permit 
cups to deep-nest. Sets have one of 
each piece in blue, yellow, rose and 
apple green. All made of boil-proot 
Polystyrene. Set includes, dinner plate, 
91% in. bread and butter plate, 644 in. 
sauce bowl, 5 in., 94% oz. capacity, 
saucer, 5% in., and coffee cup, 398 in. 
71/3 in. Each set packed in corru- 
gated carton, six sets to shipping con- 
tainer weighing 7 lbs. Set retails for 


$3.25. 
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Worm Drive 
Deep Well Pump 

The illustration of the Worm Drive 
Deep Well pump made by The Deming 
Co., Salem, Ohio, published in the 





Sept. 22 issue was inadvertently turned 
to the side. Shown below is the pump 
in its correct position. 





Toy Sales Manual 

Toy Association, 200 Fifth Ave., New 
York City 10, is issuing a 63-page sales 
manual for toys with 50 cartoon draw- 
ings to dramatize selling points, entitled 
“How to Sell Toys.” Suggestions are 
designed as background to assist sales- 
person to give each customer helpful 
suggestions for types of toys which 
would give pleasure and _ education 
value to children for whom the cus- 
tomer is purchasing. Lists 49 different 
categories of toys carried by toy de- 
partments. ‘ 





Plier, Screwdriver 
Display Assortment 


Metal Engineering Co., 134 N. La- 
Salle St., Plano, Ill, offers a 38-piece 
plier and screwdriver dispensing dis- 
play assortment said to meet 98 per 
cent of all consumer demand. Four 
plier numbers and three sizes of screw- 
drivers in 38 assortment were selected 
to meet the must demands of farmers, 
garage mechanics, electricians, plumb- 
ers, machinists and auto and home own- 
ers. Rack is all-metal lithographed in 
three colors. Tools are racked in full 
view with price and description marked 
above each type. “Metcoid” pliers are 
of drop forged Metalite steel, treated 
and hardened. Plier teeth said to be 
accurately milled. Same tool steel is 
used for the screwdriver blades. Amber 
plastic handles, non-slip ribbed and 
molded to shafts, cannot twist off on 
tough jobs, says maker. Assortment is 
guaranteed against breakage due to 
faulty materials and workmanship. As- 
sortment includes six 6% in. thin nose 
pliers, six 6% in. slip joint pliers, four 
8 in. Universal pliers, four 10 in. gen- 
eral utility pliers, six 4 by 3/16 in. 
screwdrivers, six 5 by ™% in. screw- 
drivers and six 6 by 5/16 in. screw- 
drivers. 
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7 ow" pack 8 screws 
ay ay ONE 


ee: =A AT A 
TIME 


OR & SCREWS 


AT ONCE / 


PRE-COUNTED 


in any number or supplied 
uncut on spools 





PROTECTED 


points and threads covered if 
you wish 


PRINTED 


with your name 


COLOR-CODED 


for size or material 


NO MISTAKES 


eliminates human error 


AVOIDS LOSS 


cannot roll away 


SCREWS 


... the sure, rapid, and economical answer for the manufacturer who 
must include a specific number of screws with his packaged product. 
Holtite Taped Screws eliminate the tedious and costly process of 
counting screws by hand. They save the expense of envelopes or bags. 
They allow the packer to put the exact number in the package — ina 
single operation — without a chance for error! For free sample and 





estimates, write to 


CONTINENTAL 
SCREW COMPANY / 


NEW BEDFORD, MASS., U.S.A. 1949 


1904 











RYERSON 
STEEL in stock 
for HARDWARE 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates * Sheets 
Tubing ¢ Allegheny Stainless © Alloy 
Steel © Safety Floor Plate © Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 

























The Best Are 


BETTER BRAND 


mouse and rat 
TRAPS 


e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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WHAT’S NEW 








Midwest Package 
Steel Kitchens 


Midwest Mfg. Co., Galesburg, IIl., 


offers a “package steel kitchen” de- 
signed primarily for builders of budget 





homes. Features include: cabinets com- 
pletely enclosed, welded steel construc- 
tion, bonderizing; Dupont dulux baked 
on refrigerator finish inside and out, 
sound deadened doors and drawers, 


semi-concealed chrome-plated hinges, 
rubber bumpers on doors and drawer 
fronts, removable shelves, porcelain 
enameled sink bowls. Sizes of units are 
adapted to package kitchen setups so 
they may be arranged in a variety of 
floor plans. Wall cabinets have single, 
recess bottoms, indented hand pulls 
(doors opened from underneath). Wall 
cabinets 30 in. high and 18 in. high, 
floor cabinets 22 in. deep from front to 
back. Fillers 2 in. wide may be used 
at back to build, out to 24 in. depth. 
Door hand drawer pulls plastic. Coun- 
ter tops are all-steel surfaced with 
Armstrong’s top-grade linoleum in red 
marbelle, black, black marbelle, yellow 
marbelle. 


Meat Blocks 


The White Studios, Dallas, Tex., is 
introducing a hand decorated meat 
block of hard Northern maple. Block 
may be used for serving cheese, bar- 
becue or other meat on table, porch 








or in yard. Available in Swiss Miss, 
Charm String and Ivy patterns. Mounted 
on four ball feet. Top is treated to 
resist infiltration of grease. Sides and 
bottom sprayed with Duroseal finish. 
Sizes 8 and 10 in. 


Colored Yardstick 


Kingston Pencil Corp., Chattanooga, 
5, Tenn., offers lacquered red, green, 
blue and yellow printed yardsticks. 
Said to be resilient. Retails for $99.50 
per 1000. 


Paint ‘Color Directory’ 


20th Century Paint & Varnish Corp., 
456 Driggs Ave., Brooklyn 11, N. Y., has 
developed a counter display device. 
Working like a miniature Merry-Go- 
Round, this color-go-round consists of 
pyramiding slots for color chips built 
into a shortened cone. Display revolves 
at touch on a sturdy base offering as 
many as 108 different colors to the 
view. Each slot holds an ample supply 
of 11% by 3 in. chips and wheel is con- 
structed with an inner storage com- 
partment. Has a base diameter of 12 





in. and overall height of less than 10 
in. Each chip is silk screened with the 
actual color to avoid variance. Each 
chip carries a legend on its back in- 
cluding trade name for color, code 
number and various lines in which it 
is available. 


'Whink' Rust Remover 


Rex Home Supply Co., 181 Ferndal 
Rd., Scarsdale, N. Y., offers “Whink,” 
which is claimed to remove rust stains 
quickly from fabrics without damaging 
the fabric. Said to remove stains that 
accumulate around the drains of sinks, 
bathtubs and refrigerators, and also 
removes stain and mineral deposits 
which accumulate on aluminum cook 
ing utensils. May be sprayed on rusted 
bolt or joint to penetrate and loosen it, 
maker claims. Plastic bottle is squeez 
able. 
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16 cu. ft 
640 Ibs. Capacity 
Model 16B 


‘ Ideal size for taking full ad- 
vantage of economical buying. Always plenty 
on hand for every occasion. Interior Illumina- 
tion. Counter-balanced Twin Doors. Heavily 
Insulated. Tecumseh Unit. 


8 cu. ft. 
320 Ibs. Capacity 
Model 8B 


v Heavily Insulated. Illuminated 
Interior. Counter-balanced Door. Hermetically 
Sealed Tecumseh Compressor. 


4 cu. ft. 
160 Ibs. Capacity 
Model 4B 


Apartment size gives home 
freezer advantages in limited floor space. Has 
all the features of larger Marquette Freezers 
plus handy plastic covered ‘'Worktable-Top." 





HOME FREEZERS REFRIGERATORS WATER COOLERS 
ELECTRIC And GAS HOT WATER HEATERS 
SELF-SERVE FRE EZERS And BEVERAGE COOLERS 
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MODEL 11.5B 


Holds 140 Ibs. More Frozen Food 


Boosts Your Fall Harvest of MARQUETTE Freezer Sales 


Features Giant Freezer's Capacity in 8 cu. ft. freezer's size. Big 
enough to take good advantage of quantity harvest season buying at 
lowest prices... and for storing farm and garden produce. 460 pound 
capacity! 

Now's the time to sell Marquette Freezers. They start paying for 
themselves right away with low harvest-time food prices. This is the time 
a freezer saves the housewife loads of time, toil and trouble of canning. 
And don't forget, Hunting and Fishing season is on, to help you sell 
friend husband. 

Close the sale by pointing out all Marquette's outstanding features 
... beautiful styling, DuPont Dulux Baked enamel finish, Tecumseh, 
Hermetically Sealed Compressor, economical operation . . . and 
Marquette's low, competitive price. 


FOUR BIG, NEW REFRIGERATORS 


Refrigerated top-to-bottom! Efficient de- 
sign gives 8'/2 cu. ft. capacity in floor space 
of old style 6 cu. ft. models. 42 pounds of 
Frozen Food in big across-the-top freezer 
...and 28 pounds in "U" type model 
Roll-a-grip latch. Twin Crispers. Full Width 
Vege-Crisp Drawer. Latest ''Pancake’’ type 
Tecumseh Compressor 


ready have a freezer in your 
own home, NOW is the time 
to install a Marquette Freezer. 
It'll put that extra punch into 
your sales message. You'll 
know from daily, personal experience all 
the advantages of owning a Marquette. 


«= MR. DEALER, if you don't al- 


_— = 
Ss? be ot 






5) 


> 





Write for Details on Marquette’s Complete Line of MAJOR Appliances 


MARQUETTE APPLIANCES, Inc. Minneapolis 14, Minn. 
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WITH = 
DUAL PURPOSE 


Bat enn 


REVOLVO 500A 
58" diameter, 66" 
high has 50 com- 
partments which 
hold up to 200 Ibs. each. A five ton stor- 
age display at point-of-sale. Each tray 





revolves easily for accessibility. 


ap 


~ 
} ~ 
ee 
‘% 





REVOLVO 25B ‘# 
with scales 
Large quantities of 
nails and other bulk items sold by weight 

are efficiently handled from this unit. 





REVOLVO NBC-240 


All steel nail counters. 24 compartments, 
each hold a keg of nails. 





For complete information on these and 
other models, write for 
Circular J-215 


THE FRICK-GALLAGHER MANUFACTURING CO. 


Sales: 417 Shubert Bldg., Phila. 2, Pa. 


FRICK - 
GALLAGHER 
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SHELVING + PARTS BINS + ROTABINS 
COUNTERS + RACKS + TABLES 
















WHAT’S NEW 








Circline Fluorescent 
Lamp Starter 


A starter designed for use with the 
32 watt Circline fluorescent lamp is 
offered by Sylvania Electric Products, 





Inc., 500 Fifth Ave., New York City. 
FS-12 switch incorporates the same con- 
struction used in the Glostat starters. 
Design is said to absorb tremendous 
punishment from a failed lamp. Car- 
ries Underwriters’ seal of approval. 
Packaging quantities will be 100 in 
cartons of 10 units each. 


‘Actionglas' Ice Rod 

Orchard Industries, Inc., Detroit, 
Mich., offers a solid glass rod designed 
for ice fishing. Made under the com- 
pany’s GlasWeld process, rod has single- 
section lightweight glass tip which will 
not rust, corrode or take a set. Equipped 
with a 12 in. hardwood butt, snakes 
guides and stainless steel tip-top. Rods 
available in 28, 38 and 48 in. lengths. 





Frame Flexscreen 


Bennett-Ireland, Inc., Norwich, N. Y., 
offers a Frame Flexscreen and a line 
of fireplace accessories: Flexscreen fea- 
tures same fabric uged in the attached 
type flexscreen. Features a special Ben- 
nett-rolled heavy molding. Corners are 
solidly welded and legs are cast. New 
slides and bearings said to insure per- 
fect opening and closing with Flex- 





screens Unipull. Available with or with- 
out special panel for projecting andirons 
in four standard sizes up to 50 by 34 in. 





ORDER THROUGH YOUR JOBBER 


WARSAW, NEW YORK 
























































EMBURY MANUFACTURING CO. 











A star in the medium- 
price field. You can 
give your customers 

no better guarantee 
of satisfaction than 
to tell them that 
seventy years of 


experience is be- 
The mM «© hind every Blair 
Homestead & lawn mower. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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Pressure Paint Roller 


W. R. Brown Corp., 5720 Armitage 
Ave., Chicago 39, IIl., offers a “Speedy” 
pressure paint roller. Suggested to re- 





tail for $39.95 it includes seven pieces. 
Lead coated “No-Tip” tank holds three 
gals. of paint which is fed to the sheep- 
skin covered paint roller through a 15 
ft. hose. Air pressure is supplied by 
a pump on the tank. Painter controls 
the flow of paint with a valve button on 
the roller handle. Said to give a smooth 
or stippled finish in one operation. 
Cleaning of pressure tank is made easy 
by a wide mouth tank opening of 6 in. 





‘Colorizer' 


Kohler-McLister Paint Co., Denver, 
Col., is offering a paint system known 
as “Colorizer” utilizing one or two base 
paints and a series of pre-measured, 
controlled strength fluid colorants with 
which to color the appropriate base. By 
mixing a tube or two of fluid calorant 
with the white or gray base, color paint 
desired is obtained, says maker. Pre- 
measured tubes of fluid colorants come 
in 16 colors in eight different size tubes. 
Fingertip selection book available to 
dealers which permits quick selection of 
colors. Consumer picks color from 1322 
real-paint chips and orders by number. 
Also available to dealers are a rack of 
take home color chips. Other firms of- 





fering this line include: W. H. Sweney 
& Co., St. Paul; The Warren Paint & 
Color Co., Nashville; Bennett’s, Salt 
Lake City; Walter N. Boysen Paint Co., 
Oakland; Brooklyn Varnish Mfg. Co., 
Brooklyn; James Bute Co., Houston; 


Jewel Paint & Varnish Co. 
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; Le be good... 
hepa foe ge / 


Bombay is a long way from Cleveland. Yet we regularly receive 
orders from that great city for a wide variety of threaded fasteners, 
Buyers there have found that TRIPLEX threaded fasteners are 
tough, accurate and thoroughly dependable. TRIPLEX products 
are exported to 55 nations around the world—they must be good. 
The complete TRIPLEX catalog and handy wall chart of types 
and sizes are yours for the asking. 


The TRIPLEX SCREW @, 
5317 GRANT AVENUE ¢ CLEVELAND 5, OHIO 
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SEMI-FINISHED NUTS 


MACHINE BOLTS 


CARRIAGE BOLTS 


TOUGHNESS 


CAP SCREWS 


BOLTS, NUTS AND RIVETS 


CAP AND SET SCREWS 
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and build a profitable 
volume for you / 


You’ve got the right line for consistent, 
profitable sales . . . when you’ve got the 
Famous Line of ironing tables. Your cus- 
tomers will go for the Famous low price. 
They will like the solid construction that 
gives them a steady, level ironing surface. 
Famous ironing tables are lightweight, 
easy to set up, easy to put away... and 
the price makes them easy to sell. Write 
for full information on the Famous line. 


THE HOOSIER 
All steel aluminum painted understructure, 
rubber tipped legs to prevent scratching, 
automatic lock, 15”x 54” top of clear 
selected lumber. 

THE GOSHEN 
Chip-proof red enameled hardwood legs 
all steel braced, balanced weight, full size 
top, make this a fast best seller. 

THE ACME 


Tops in a low price table. Satin smooth 
12” x 48” top, wooden legs, steel braces, 
easy-to-operate stay-put lock. 


Fast Mover 
Household Step Stools 


Every household 
should have one of 
these safe, handy 
step stools. The 
Famous Line gives 
you three sizes . . . 
fast movers because 
they’re soundly 





constructed yet low 
in price. Attrac- 
tively finished in brilliant red enamel and 
clear varnish. 24”, 27” and 36” heights. 


Also manufacturers of ladders for every job! 
















ea we 
Be sure to write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 


Dept. ! Goshen, Indiana 
Leaders in Quality Woodenware over 48 years 
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WHAT'S NEW 





Midwest 21 Power Mower 


Midwest Mower Corp., 2235 O’Fallen 
St., St. Louis 6, Mo., offers a 21 in. 
“Eversharp” power mower suggested to 





Features include a 
choice of power source as either a Clin- 
ton or Briggs and Stratton 11% hp., 
1-cycle air cooled engine can be speci- 
fied. Five precision ground self sharp- 
ening 21 in. cutting blades as well as 
its bed blade are of crucible tool steel. 
Throttle speed regulator and clutch con- 


retail for $115. 


trols are on the tubular steel handle for 
convenience and quick action, Both 
reel and wheels are self propelled and 
positive powered by an extra heavy 
chain drive. Cast steel wheels have 
semi-pneumatic, non-skid tires; adjust- 
able cutting height from 1% to 2% in. 
sectional hardwood roller; tubular steel 
reinforced handles; perspiration resis- 
tant rubber hand grips and Timken ad- 
justable self-aligning roller bearings. 
Shipping weight, 27 Ibs. 


'‘Mixette’ Food Mixer 

Portable food mixer, “Mixette” a one 
hand three speed portable unit is offered 
by Hamilton Beach Co., division Sco- 
vill Mig. Co., Racine, Wis. Said to whip, 
beat and mash and fold to handle any 
recipe. Weighs 2% lbs and the hand 
that holds the mixer sets the speed. 





Balanced handle said to eliminate wrist 
strain. Individual beaters snap in and 
out for easy cleaning. Has baked on 
enamel finish. Retails for $17.75, $18.25 
Denver and West. Packed in gift box 
finished in silver foil. Inside cover of 
box is four color display featuring uses 
of mixer making each box a display 
piece. 


Portable Jig Saw 

Beebe Bros., 2724 6th Ave., S., 
Seattle 4, Wash., offers the BB “Speed 
cut” saw said to cut wood. sof 
metals, plastic, fiber, bakelite, card- 
board, brake lining, etc. Rips boards 
any length and cuts wood up to 2 in. 
thick, maker says. Comes in two throat 
sizes, 18 and 24 in. Finished in blue 
crystal lacquer with silvered table. Di 
rect power drive from %4 hp. G. E. 
motor applies power direct to blade. 
Adjustable stroke and 


two-position 








Full length tilt- 
ing table, locks instantly in any posi- 
tion. Portable, it weighs 47 lbs. Model 
18, $57.50 and model 24, $69.50. 


safety blade guard. 


Lamp Remodel Envelope 


Noma Electric Corp.. 55 West 13th 
St.. New York City, offers an envelope 
containing a finial and a wide, under- 
socket harp to encourage the remodel- 
ing of existing lamps. Westinghouse 
Lamp Division, Bloomfield, N. J., has 
designed a single 150 watt, R-40 white 
indirect-lite bulb the sides of — the 
mushroom-shaped bulb being coated to 
reduce direct glare and to provide good 
diffusion of light downward. Bowl end 
of bulb is coated lightly to give a gen 
erous amount of upward light for gen 
eral room illmination, says maker 
Blackening collector grid is built into 
white Indirect-Lite between the fila 
ment and bowl. Maker states, tabi: 
and floor lamps with shades of 14 in. 
or more in diameter can be modernized 
by substituting the 6 in. wide harp. In 
case of two-socket lamps, single socket 
is wired on and harp then installed 
Indirect-Lite with the envelope retail- 
for $1.65. 
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Amerock Window 
Hardware Demonstrator 


American Cabinet Hardware Corp., 
116 S. Main St., Rockford, IIL, offers 
the No. 7000 Wintite demonstrator the 


fa all 
Fad 


cai sash LOCK! 


Winkle 








T = 0 -—* ° 
operatures to show the locking and seal- peo nandle 
ing action of the Wintite sash lock. ” EEL 
Words “Try It” in a brown arrow en- UG st re) 
courage buyers to operate the lock. De- EAVY d inspected 
signed for counter or wall display, it selecte ng! 
measures 8 in. wide and 9 in. high. | for sire x 
Sample template as is furnished with D 
each sash lock conveys ease of installa- ONE piece ry EN 
tion, says maker. Mounted samples on lock-sean™ welded 
unit are of polished brass finish. Each electricall¥ 


is packed with a doz. each of wrought 


DE 
steel Wintite sash locks and sash lifts. sTRAIGHT st 


Deal has retail value of $9.75, costs 
dealers $5.85. 


Speed Nuts 
In Continuous Strips 


Tinnerman Products, Inc., Cleveland, 


Ohio, has announced the  flat-type a: 
“Speed Nuts” are offered in continuous 


strips. Known as the Tandem-type, this 
nut consists of a strip of pre-tempered 
spring steel into which the fasteners 
are stamped, a partial shear separating 
each unit. This permits the operator to 
break the strip from the leading nut 
with a clean separation as it is 
tightened. Available now for 10-24 
screws. Tandem Speed Nuts are pro- 
duced in either strips or coils. In- 
creased efficiency is permitted through 








use of the development says maker be- 
cause, leading nut is at the tip of the 
screw driver at all times, no loss from 
dropping on floor; and locating the nut 
and starting the screw is facilitated. 
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@ Considered from any angle, the WITT Can shows the quality that 
has made it a favorite with large Can users everywhere. For sanita- 
tion, its ability to hold its shape insures a tightly closed Can years 
longer. Clean, smooth inside lines ... absence of “‘swedges” and other ob- 
structions eliminate clinging of refuse, make WITT Cans easier to clean. 


Whatever you want in a Can, you'll find in a WITT Can .. . plus 
assurance of extra value in the famous guarantee: ‘‘outlasts ordinary 
Cans 3 to 5 times!’’ That’s why dealers say ‘‘Witt’s the better Can 
6 


THE WITT CORNICE COMPANY 
* Cincinnati 14, Ohio 
ans “Originators of the Corrugated Can" 
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WHAT’S NEW 








‘No Frozen Pipe’ 
Equipment 


Gro-Quick Co., 340 W. Huron St., 
Chicago, 10, IIl., offers an electrically 
heated cable and insulation unit which 





in porcelain enamel. Black plastic dials 
and knobs. Polished metal escutcheon, 
Features: turn-a-knob cover lifter that 
gives full control of cover in both di- 
rections and at all points, says maker, 
Aluminum alloy cover said not to 
darken in use. Equipped with curved 
ovenproof glass window. Self-adjusting 
steam vent said to apply natural laws 
to regulate moisture conditions for all 
types of cooking. Lift rack stays in 
place when raised. Adjustable shelf. 
Pyrex glass utensil set, meat tray and 
two covered dishes. Modern cook book. 






‘Kwik. 

The | 
Chicago 
ready-ce 











































Capacity, 18 qts. liquid, 20-24-lb. 25 col 

turkey. Drum type heating elements on 2% by 

Oa ne ae sides and bottom. Pilot light, automatic % by 

Safety belt lacing is easy to apply thermostat. Matching cabinet is made with ] 

with any standard make belt lacing of steel finished in baked on white with c 

machine, lacer, or it can be applied enamel. Features storage clips for in. tw 

with a hammer by using the inex- is said to permit user to prevent under- broiler set on door. Time-temperature ing is 

pensive Safety Tu-Way Lacer. ground or exposed water pipes, gas and cooking chart. Bullet type door latch. in we 

Safety’s patented binder bars hold oil lines from freezing. Directions in- On casters; ample storage space. Re offerec 

every hook in exact alignment, lap cluded. Equipment includes high re- tails for $17.95. Available separately, wiih 

snugly over belt ends and prevent ' sistance nickel chromium wire cable broiler-griddle retails for $7.95 and one cc 

fraying. insulated with geon high temperature timer clock, $10.95. remov 

plastic material; wrap-on waterproof brush, 

SAFETY BELT -LACER CO. oe in cay" . 25 ft. and a. Metal Polish oe 
roo! wrapping of tree-wrap type. Also 

5390 N. MENARD AVENUE eng factory set ee cur- “Sani-Glo,” metal polish is said to will 1 

CHICAGO 30, U. S. A. rent and light pilot when temperature clean and polish brass, copper and other affect 

drops below 35 deg. Automatically difficult to clean metals Contains al- harml 





shuts‘off when temperature rises. Has most no abrasive and requires little 


four ft. cord with attachment plug and 
plug in receptacle to receive cable plug. 


EXPERTS SELECT.... 


‘Pla 


Operates on AC, 115 volts. No. 

acess Olms! 

whicl 

‘Everhot' Roaster-Oven SaniGe | anes 

- LST * conce 

The Swartzbaugh Mfg. Co., 1336 W. packs 

Bancroft St., Toledo 6, Ohio, offers the tle c 

“Everhot” roaster oven No. 950, sug- Make 
gested to retail for $39.95. Body is made will 
of steel with exterior finished in baked- trees 

on white enamel. Cooking well finished drop] 
cote 





ane ‘ , ; ? ages 
rubbing so it can’t harm plated sur- gard 
faces according to maker. Packed in 





be 1 
q 7 > thic sta} 9 cents ‘ 
| crema 12 oz. bottles which retail for 89 cents. price 
The Sani-Wax Co., Dallas, Tex. @] 5¢ 
$1.5! 
aa MAJESTIC TROWEL must pass rigid inspection tests k ‘orm. j i film 
i™ 4 oT 
as it passes through the production line to insure the i ig a j " pern 
i | re i W “ 
highest quality possible in masons’ tools j | Screen Door, indow bre 


The constant, lasting top performance of MAJESTIC trowels 


9 Hook Lock mak 


Vincent J. Lawler Co., 5518 Media 
Drive, Los Angeles 42, Cal., offers the 
screen door and window hook said to 
have a positive lock. Standard speci- 
fication hook available in 2 and 2! in 
sizes. The lock is cadmium plated 
after assembly. Features a steel thrust 
spring. Maker claims burglars cannot 
open with ice pick or any other such 
device. Packed three doz. to box. 24 
boxes to master pack. Counter display 
cards available. Retail for 15 cents 
each. 


on building jobs throughout the country are visible testimony { 
to MAJESTIC’S fast growing popularity as “America’s quality i 


trowel.” 


WRITE FOR CIRCULAR AND 
PRICE LIST TODAY! 











TROWEL 
3639 Ruby St. 


COMPANY 
Franklin Park, Ill. 
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‘Kwik-Tile’ 

The Meyercord Co., 5323 W. Lake St., 
Chicago 44, IIL, offers “Kwik-Tile” 
ready-cemented plastic tile. Available in 





25 colors, and field, 444 by 4% in. half, 
2% by 4%; quarters, 24% by 2% in.; 
54 by 444 in. feature; outcorner, 444 
with 1 in. return; base 5 by 4% in. 
with cove; and base outcorner, 5 by 1 
in. two pieces, matches return. Grout- 
ing is said not to be necessary except 
in wet places such as showers. Also 
offered is “Kolor-Brij” green liquid, 
which permits painter to bridge from 
one color to another in several seconds, 
removing paint from entire heel of 
brush, leaving it soft and ready for 
immediate use. “Kolor-Brij” said to 
eliminate feathering. Maker claims it 
will not harm the finest bristle, nor 
affect setting of brush. Said also to be 
harmless to skin and clothing. 


‘Plantcofe’ 


No-Wilt Plant Products Co., North 
Olmsted Ohio, is offering “Plantcote” 
which has heretofore been promoted to 
and used by commercial consumers in 
concentrated form only. Now a retail 
package is available in pt. and qt. bot- 
tle capacity in a ready to use form. 
Maker claims that this liquid plastic 
will prevent the needles on Christmas 
trees and other holiday greens from 
dropping off. Maker will supply Plant- 
cote to the retail trade in small pack- 
ages and for the spring and summer 
gardener the transplanting form will 
be made available. Suggested retail 
prices for pt. is 95 cents and for qt. 
$1.59. Liquid forms a thin transparent 
film which seals in the moisture but 
permits the gases to escape so plants 
“breathe” in a normal manner, says 
maker. 
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500 FIFTH AVENUE, 


Boston * Buffalo * Chicago * Denver + Detroit + Ft. Worth + Philadelphia 
Pacific Coast Subsidiary—The California Wire Cloth Corporation, Oakland 6, Col. 


this time with a new 


Yes, American Wire Fabrics is first again. . . 
metal bung. In contrast with conventional wooden bungs, which 


may be off-center, off-size and rough-sided, this new metal bung is 
precision stamped. Its smooth sides protect the edges and mesh of 
the innermost layers of screening. 


But, more important is the long, dependable service which high 
quality Gold Strand screening provides for the ultimate user . . . an 
assurance that retailers will continue to maké profitable sales to 
satisfied customers. 


Request American Gold Strand from your jobber and give it a 
prominent place in your store. 


American Gold Strand Insect Wire Screening is manufactured in 
strict accordance with U. S. Dept. of Commerce, Commercial Stand- 
ard C.S.-138-47. Supplied in Galvanoid, Bright or Antique Bronze, 
Aluminum and other non-ferrous metals, in standard meshes and 
widths. Carefully inspected . packed in strong, clearly labelled 
cartons. 


AMERICAN WIRE FABRICS CORP. 


WICKWIRE SPENCER STEEL 


NEW YORK 18, NEW YORK 











































Other famous Wickwire Spencer Hardware Products Include: Clinton Hardware Cloth, Clinton Hex Mesh Nettings, 
Clinton General Purpose Welded Wire Fabric, Perfection Door Springs, Nails and Brads, Wissco Clothes Line. 
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MORE 


STRIP-SEAL 


FOR 
Less Money 


ANNOUNCING 
THE NEW STRIP-SEAL 
ECONOMY CARTON 





* ECONOMY CARTON (Four 29¢ boxes) 
RETAILS 98c. 29c Box actually costs 
dealer 16'3c. 

*& PACKED 12 98c Economy Cartons per 
case. (Forty-eight 29c boxes) Case costs 
dealer $7.83. 

*& 25% MORE COVERAGE — each 29¢ strip 
(10 strands per strip) now covers approxi- 
mately 20 feet. 


*% EACH 29¢ STRIP, now individually boxed. 


STRIP-SEAL... the Mastic 
Weather Strip and Crack Filler 






10-strand STRIP-SEAL 
is also available in the old 

familiar, long, red box; five cellophane- 
wrapped strips per box — now RETAILS... $1.25 


No tools needed — just press into place. Seals 

cracks around windows, bathroom fixtures, sink 

tops, concrete floors, brick, metal, etc. 

If your jobber can’t supply you, please write us. 
Prices slightly higher in Far West. UT1152 


TREMmCcO 


MANUFACTURING CO 
CLEVELAND 4, OHIO 
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Auto Mirror Thermometer 


Germanow-Simon Co., Rochester, 


N. Y., has made available the “Tel- 


WHAT'S NEWE 


Tru” auto mirror thermometer which | 


is a side view, clamp on door type rear 
view mirror with a “Tel-Tru” ther- 
mometer set in the top of the rectangular 
frame. Shows in winter when to add 
anti-freeze and indicates in summer 
when to check radiator. Mirror is five 








by three in. double thick and guar- 
anteed permanent. Suggested to retail 
for $5, frame is weather resistant, all 
brass with chrome finish. Available 
with non-glare or regular mirror. Same 
size mirror available without _ ther- 
mometer, to retail for $3. 





Doll House Furniture 


Renewal Mfg. Co., Inc., 902 Broad- 
way, New York City, 10, offers an 
eight piece set of doll house kitchen 
furniture. Retails for $1, and includes 
a baby doll, refrigerator, sink or stove, 
table and four chairs, in a multi-color 
window type gift package. Refrigerator 
is 3% in. high and the other pieces 
are in proportion. 





Snow Scoop 
F. D. Kees Mfg. Co., Beatrice, Neb., 


offers the handy atility scoop for snow 
shoveling. All-galvanized 28-in. scoop 
rests on two 6-in. semi-pneumatic rub- 
ber-tired steel wheels and has balanced 
dual, angle-iron handle. Designed to 
plow snow into scoop which can be 
carted and dumped on snow pile by 
elevating handle. Maker says a 50-ft. 
drive can be cleared of 4-in. snow in 





15 minutes. Scoop is 28 in. wide and 
made of 16 gage galvanized metal. Yard 
attachment converts unit into a cart for | 
hauling grass. | 
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GREAT 
NECK 


Quality in 
every tool— 
at popular prices! 


Great Neck 
tools are being 
sold to millions 

each year. Ask 
your jobber for the 

Great Neck catalog— 

key to sales at profit- 
oble prices. 


GREAT NECK SAW MERS., Inc. 





Mineola, New York 


















No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 





poet 


Sharou 
LICENSE 
PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts, For 
older 
model 
cars 





At your 
favorite jobber 
or write direct 


Shavon Bil anit, Sethu’ Lo. 


BOSTON 10, MASS. 
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Cellulose Sponge 
Yarn Mop 


Shepherd Products Co., Worcester, 
Mass., is making mops of Du Pont cellu- 
lose sponge yarn. Said to leave no lint, 
and not to tangle. Cellulose sponge 
which covers the cotton yarn is made 
from pure cellulose and special fiber. 





Cellulose is made from wood pulp or 
cotton linters. Pulp is treated in caus- 
tic soda and then shredded and dis- 
solved to form viscose. Strong fibers are 
then added to give body. Resultant 
mass is applied to cotton yarn and sub- 
merged in a coagulating bath. During 
this process salt crystals, controlled in 
size, previously added, dissolve and form 
the pores. Said to absorb three to four 
times its bone dry weight. Said to be 
generally resistant to soaps, solvents 
and oils. 





Builders’ Hardware Catalog 


Arrow Lock Corp., 762 Wythe Ave., 
Brooklyn 11, N. Y., has issued a catalog 
presenting a newly designed line of 
builders’ hardware featuring several ad- 
vances in the lock making art, according 
to Arrow. 


‘Cari-All' 


American Metal Products Co.., 
Worcester, Mass., offers a utility truck, 
“Cari-All” with all steel construction, 
featuring a plywood bottom. Body 
measures 24 in. long, 13. in. wide and 
15 in. deep. Wheels are 10 in. with 
tubber tread. Finish is forest green 
enamel. Shipped knocked down, one to 
container, weighing 25 lbs. Rubber 
handle grip. 
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Sun Ray Layer Built Pads may be 
used to the iast layer. Use one 
surface, fold back this layer and 
you have a new, fresh surface. 
Every square inch can be used. 


From Sun Ray’s un- 
surpassed line of steel 
wool, the right grade 
can be picked for any 
particular need— 
from extra coarse to 
super fine. But every 
grade has only one 
quality—the highest. 





You can cash in throughout the year on SUN RAY Steel Wool 
products. The longer, stronger strands are graded and cut with 
scientific precision and do not crumble or break up. Fine craftsmen 
and good housekeepers everywhere, choose and use SUN RAY 
products and pronounce them consistently high quality. 


IMPROVED Sun Ray Woolers are 
standard accessories for disc type 
floor machines, which keep floors 
safer, cleaner and more beautiful 
in thousands of buildings. The 
radial strands work faster and 
better. 





The Williams Company 
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JEX Steel Fibre scouring pads 
are known to millions as speedy, 
handy kitchen and house serv- 
ants. They are so economical they 
can be ‘used a day and then 
thrown away.” 


LEANS “SCOURS: POLISHES 


London, Ohio 


Without obligation, please send complete information on SUN RAY Steel Wool Products. 


NAME 


COMPANY — 


ADDRESS a 


CITY _ 





——_STATE — 





HA-149 
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P. Want Traps 
i) esigned by VICTOR 


() 


..- THAT MEANS 


uick Profits for You! 





No. 22 Victor Coil Spring Double 

Jaw Trap. Jaw spread, 5%"'; length 

of chain, 20'4" Weight, packed 
per dozen, 17'2 Ibs ‘ 





I, pays to sell the well-known, quality 
line. It pays to sell Victors. For Victors 
bring profits...PDQ! Your customers 
know from experience that Victors are 
ruggedly built by men who know trapping. 
And now you can sell them the trap they've 
waited to get since before the war. It’s the 
No. 22 Victor Coil Spring Double Jaw 
Trap, designed to prevent fox, raccoon, 
skunk and mink from escaping. Order 
your No. 22 Victors now and be ready 
for those sales. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. e PASCAGOULA, MISS. 


It pays to sell 


VICTOR 


the TRAPS that trappers know 





Ants make the market. VICTOR ANT TRAPS 
make the profit. Order from your jobber. 
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WHAT'S NEW 











Dexter Closet Latch 


The National Brass Co., Grand Rap- 
ids, Mich., is offering a Dexter closet 
latch. The latching mechanism consists 
of a friction bolt tapered on each side 
of the latching end and backed by a 
compress spring. Said to be firm enough 
to keep the door securely latched, and 
yet open and close with a simple push 
or pull. Knob and rose screw to the 
outside of door and match rest of in- 
terior doors. Aside from the face plate 
and striker plate mortises installation 
requires a regular 15/16 diameter hole 
bored one in. into edge of door. 





Free-Standing Door Frames 
For Glass Doors 


Pittsburgh Plate Glass Co., 632 Du- 
quesne Way, Pittsburgh 2, Pa., has 
developed four factory assembled free- 
standing door frames for use with Her- 
culite all-glass doors. Frames will be 
completely factory assembled and in- 
clude a Pittco checking floor hinge, 
ready to set in place. Claimed to be 
engineered to provide resistance to de- 
flection when doors are opened. Con- 
struction features include heavy steel 
reinforcements, heavy tubular aluminum 
extrusions, with anodized finish for cov- 
ing, and accurately mitered joints. 


Package Coal Furaece 


The Locke Stove Co., Kansas City, 
Mo., offers a package coal furnace desig- 
nated as model 900 which can serve as 
a gravity or forced air furnace with or 
without ducts or as a circulating-type 
space heater. May be installed in base- 
ment or utility room when used as a 
furnace. Forced circulation of warm air 
in winter and cool air in summer is 
provided by an adjustable blower unit 
which may be installed at the rear or 
on either side of the cabinet. Installa- 
tion of a forced heat register with di- 
rectional louvres on the top of the unit 
assures effective distribution of warm 
air. Heating capacity is rated at 80,- 
000 btu at the bonnet. Said to provide 
ample heat for average five-room house 
or building of comparable size. Fuel 


capacity is 100 lbs. Embodies the semi- 
automatic magazine feed principle. 
Equipped with built-in automatic heat 
regulator, providing thermostatic con 
trol of primary air. Also ball bearing. 
heavy duty, draw center grates, built-in 
humidifier; and a removable ash con- 
tainer with half bushel capacity. 
Streamlined cabinet is finished in beige 
brown, hammertone enamel. Fire and 
ash doors have aluminum finish. 





Wall Units With 
Quilted Plastic Cover 
E-Z-Do, 261 Fifth Ave., New York 


City 16, offers the scctionettes covered 
with a satin-like Vinylite available in 
a quilted or combination of quilted and 
shirred pattern. The nine pieces in the 
line range from a 36 in. multi space unit 
and a 48 in. unit with two sliding doors, 
through an assortment of book cases, 
chest, corner unit and right and left 
end pieces. Most are 36 in. high and 
all 9% in. deep. Available in green, 
rose and blue. Prices range from 
$4.98 for end piece to $19.98 for case 
with sliding doors. 





Ames Adjustable 
Store Shelving 


W.R. Ames Co., 150 Hooper St., San 
Francisco 7, Cal., is offering its com- 
pletely redesigned line of adjustable 
store shelving. Built to accommodate 
merchandise requiring attractive, con- 
venient, durable displays. Features in- 
stant shelf adjustability without use of 
pins, bolts or tools, making it possible 
to accommodate packages of varying 
sizes without wasting space. Wire 
baskets are interchangeable with shelves 
for display of items which can be 
dumped loosely without stacking. All 
outside shelf supports eliminatéd mak- 
ing all articles visible. Line includes 
wall gondolas, floor gondolas and floor 





gondola half sections. All available in 
lengths of 6, 9 and 12 ft. Gondolas fab- 
ricated throughout from 14-22 gage 
steel. Shelves in depths of 12 to 20 in. 
are in steel finished in baked enamel 


or aluminum with hard, anodized sur 
face, and interchangeable. 
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‘Oncrete’ for Concrete 


Lowebco, Inc., 1525 East 53rd St., 
Chicago 15, IIl., offers “Oncrete for 
Concrete” coating which is said to con- 
tain virtually no oils or driers. Said to 
dry by evaporation not oxidation. Due 
to its special properties it is not ad- 


(TILE RED | 


‘Owescoa., IN& 
Chicaco v.s.4 





versely affected by the natural alkali 
in concrete, says Lowebco. Reported to 
dry in three to four hrs. to a glossy 
finish. Also said to withstand temper- 
atures up to 500 deg. Available in red, 
blue, tile red, light or medium green, 
maroon, buff, battleship gray, french 
gray, white, black and clear. Covers 
300 to 600 sq. ft. per gal. on untreated 
surfaces, says maker. 


‘Shred-O-Mat' 


Rival Mfg. Co., Kansas City, Mo., 
offers the “Shred-O-Mat” with discs of 
stainless steel that slice, shred or grate 
in several minutes, according to the 
maker. Has three interchangeable discs 
of corrosion-resistant stainless steel. 
Discs are said to be removed easily 
for washing. Unit has its own base 
with rubber feet to prevent slipping. 
Cabbages may be cut in six segments 
and passed through the Shred-O-Mat 
rapidly. Included with each shredder is 
an illustrated recipe book, “Tempting 
the Appetite 39 Ways.” Includes cas- 
serole meals, potato pancakes, all types 
of salads and desserts. 


Combined Grinder, 
Foodchopper 


Tri-Test Corp., 230 Fifth Ave., New 
York City 1, offers a combination 
grinder and foodchopper which is said 
to cut all kinds of soft food, including 
tough, raw or cooked meats and salad 
vegetables and grinds to any fineness 
corn, coffee, wheat, pepper, dry cheese 
and other hard foods. Made by Clark 
Crafts, Inc., Kensington, Conn., cutter 
knives are carbon steel, hardened and 
ground to permanent keenness. Mount- 
ed on an accurately machined surface. 
Vegetables passing through larger-sized 
knife are claimed to come through in 
crisp pieces. Discs for grinding coffee 
are of heavy white iron. Grinding sur- 
faces are designed for smoothness and 
ease of operation. Grind is regulated 
by ball bearing adjustment screw. All 
iron parts protected by heavy coating 
of pure tin, which is bonded to iron. 
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It’s here! weRFUe 


THE 





introductory 
retail price 


ONLY 


; 3 less batteries 
7 ; X 4 a , r . 


re 








This brand new power-packed flashlight is a natural 
for the hunting and holiday seasons. 7049 Candle 
Power—twice the beam power of the ordinary camp 
lantern—plus a price that’s real power sales-wise ! 
Uses eight standard flashlight batteries... all-carried 
in the compact, handy square case. Has convertible 
“thrifty circuit” feature. (With smaller bulb and 
six-volt battery, will give extra long life beam.) Slips 
easily into glove compartment or tackle box. 
Handles fold, head adjustable. Polished nickel and - 
brilliant yellow enamel makes the Yellow-Flash a 
self-seller. Tagged for eye-catching display. 
Call your jobber today! Or write direct and tell us 
your jobber’s name. We'll see that you get 





Ee 


OTHER MODELS 


shipment pronto! Rengtignt, List, 
tes. Above: Vellew- 


@ NATIONALLY ADVERTISED! 2:2" 


A hard-hitting campaign in lead- tie-ins at the point-of-sale are 
ing men’s and outdoor maga- also available. Be ready to cash 
zines will lay the groundwork _ in on the results of this national 
for high-volume sales of the advertising program. Get your 
Yellow-Flash line. Promotional stock today! 


JUSTRITE 


MANUFACTURING COMPANY 
2061 North Southport Avenue, Chicage 14, Illinois 


an 
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Elect W. L. McKnight, 


Board Chairman; 


R. P. Carlton, President, 
Minnesota Mining & Mfg. Co. 


William L. McKnight, presi- 
dent of Minnesota Mining & 
Mfg. Co., St. Paul, Minn., since 


WILLIAM L. MceNIGHT 


1929, was recently elected to the 
created post of chairman of the 
board, to be succeeded by Rich- 
ard P. Carlton, formerly execu- 
tive vice-president of research, 
engineering and manufacturing. 
Archibald G. Bush, formerly ex- 
ecutive vice-president for mar- 
keting and distribution, was 
elevated to chairmanship of the 
executive committee. George H. 








Halpin, vice-president and gen- 
eral manager of sales has been 
named executive 


vice-president 
} 
| 
| 


GEORGE H. HALPIN 
director of sales. He is a 
director and has been with the 
company since 1930. Herbert P. 
Buetow, treasurer, has been ad- 
vanced 


and 


to an executive vice- 
presidency in charge of finance. 
A member of the board, he be- 








came connected with the com 
pany in 1926 and has_ been 
treasurer since 1939, 


Mr. McKnight, who has been 











RICHARD P. CARLTON 
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HERBERT P. BUETOW 


| with the company since 1907, 
| has spent his entire business 
career with the firm. He was 


| made branch office manager in 
Chicago in 1909 and two years 
later was chosen sales manager. 
In 1914, Mr. McKnight became 
general manager and in 1929 he 
was made a director and elected 


| president. 

Mr. Bush was branch office 
manager in Boston in 1910 and 
then entered sales _ territorial 
work in the East. In 1914 he 
became general sales manager 


and seven years later was pro- 
moted to vice-president. In 1929, 
when the firm reorganized, he 
was again named a vice-presi- 
dent. 

Mr. Bush was promoted to ex- 
ecutive vice-president 18 months 
ago. The new president joined 
the company in 192] as a lab- 
oratory assistant. He shortly be- 





ARCHIBALD G., 


BUSH 


came responsible for quality con- 
trol on all products. In 1929 he 
was elected a vice-president, ad- 
vancing to executive vice-presi- 
dent in 1948, 

LA PORTE APPOINTS 

WHIPPLE SALES MGR. 

J. H. Whipple has been ap- 
pointed sales manager of The La 
Porte Corp., La Porte, Ind. Mr. 
Whipple, who has been active in 


the children’s vehicle industry 
for many years, will direct mar- 
keting, supervise distribution, 
and direct factory representa- 
tives. 


ELECT P. W. MOORE 
PRESIDENT MONTGOMERY 
& CRAWFORD, INC. 


P. W. Moore, 
president and general 
of Montgomery & 
Spartanburg, S. C,, 
wholesalers, was recently elected 


executive vice- 
manager 
Craw ford, 


hardware 


president and general manager. 
He succeeds T. Sloan Crawford, 
president the past 53 years, who 
named of the 
Mr. Moore has been with 
for the 
years. He was formerly 
ated Stratton & 
Co., hardware wholesalers, Louis- 
ville, for 25 di- 


< 


was chairman 
bard. 
the company past five 
associ- 
Terstegge 


with 


years as sales 
rector. 

include: 
John 
Crawford as 


and Nolen H. 


secretary-treasurer. 


Other officers elected 
Walter S. Montgomery, 
Cart and Jos. E. 
vice-presidents, 
Penland, Sr., 
It also was announced that John 
S. Jemison and Otto Marks, Bir- 
mingham, have acquired an in- 
terest in the company, although 
the Montgomery and 
families still retain a substantial 
interest. There will be no change 


Crawford 


in the management or policies of 
the firm. 


CORY DISTRIBUTORS 
BRIEF DEALERS ON 
BREAKAGE GUARANTEE 


Cory Corp., 221 N. LaSalle St., 
Chicago 1, Ill, has announced all 
sales promotion material, guar- 
antee cards and complete cam- 
the 


breakage 


Cory 
of 
any kind promotion are in the 
of Cory 
the United 
The distributors have just begun 


paign details about 


guarantee against 
hand distributors 
throughout States. 
to forward dealer contact reports 
to the company’s Chicago offices. 
Upon receipt of these reports, 
Cory sends guarantee cards to 


the dealer to cover his “on the 
counter” stock of merchandise. 
Guarantee cards to cover addi- 


tional purchases of Cory rubber- 
less brewers are supplied by Cory 
distributors. Complete sales pro- 
motion and counter identification 
material is sent directly from 


Cory to qualifying dealers. 
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Hardware Golf Association Annual 


Tournament Held at Colorado Springs 


George Keywan of Master Rule Co. wins 23rd annual 


tournament 


championship flight; 


Isham 


Ray V. 


succeeds Herman H. Kuehlke as president. 


George Keywan, Master Rule 
Mfg. Co., White Plains, N. Y., 
took top honors in the 23rd an- 
nual Hardware Golf Association 
tournament which was held Sept. 
17-19, 1949, at Colorado Springs, 
Co., with several hundred manu- 
facturers, wholesalers and their 
representatives in attendance. E. 
D. Imboden, Keystone Steel & 
Wire Co., Peoria, Il., was run- 


ner-up in the Championship 
Flight. 

Ray V. Isham, Sheffield Steel 
Corp., Kansas City, Mo., was 
elected to the presidency suc- 
ceeding Herman H. Kuenlke, 


Richards & Conover Hdwe. Co., 
Kansas City, Mo. J. W. Yates, 
McGregor Hardware Co., Spring- 
field, Mo., is the new vice-presi- 
dent, and Dietz Lusk, Henry 
Disston & Sons, Philadelphia, 


was re-elected secretary-treasurer. 

The six new directors who will 
serve for three years include: L. 
L. Johnson, Harper & McIntire 
Co., Cedar Rapids, Iowa; R. A. 








GEORGE KEYWAN 


Slack, Huey & Philip Hardware 
Co., Dallas, Tex.; Oscar E. 
Foerster, Frankfurth Hardware 
Co., Milwaukee, Wis.; John J. 
Wallace, Clemson Bros., Inc., 
Middletown, N. Y.; W. L. Hochs- 





and H. D. Burdick. 
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Shown left to right: Dwight Myer, Hiram Myer, Walter Leo, 





child, R. E. Dietz Co., N.Y.C.; 
and Wilbur Higgins, Jr., Star- 
line, Inc., Harvard, Ill. 


The Richard A. Sundvahl 
Trophy was worn by Dwight 


Myers, Swan Rubber Co., Bucy- 
rus, Ohio, and the runner-up for 
it was Walter Leo, Sheffield Steel 
Corp., Kansas City, Mo. 

Flight winners were: “A” 
Flight, A. H. Brehm, Henkle & 
Joyce Hardware Co., Lincoln, 
Neb.; runner-up, Richard S. 
Hodges, C. Gray Hodges Co.; 
“B” Flight, Geo. Ingersol, Jr., 
National Screw & Mfg. Co., 
Cleveland, O.; runner-up, B. O. 
Temple, Shapleigh Hardware 
Co., St. Louis, Mo.; “C” Flight, 
E. Leon Watkins, Inc., Wichita, 
Kans; runner-up, S. W. Strauss, 
Arvey Corp., Chicago, IIL; “D” 
Flight, Harold Cunningham, 
Ames Baldwin Wyoming Co., 
Parkersbury, W. Va.; runner-up, 
A. E. Magnuson, Larson Hard- 
ware Co.; “E” Flight, Geo. J. 
Schaefer, F. D. Kees Mfg. Co., 


Beatrice, Neb,; runner-up, Henry 





S. Rice, Star Mfg. Co., Carpents- 
ville, Ill.; “F” Flight, John Day, 
John Ray Rubber & Supply Co.; 
runner-up, J. B. Duff, Sargent & 
Co., New Haven, Conn.; “G” 
Flight, Patrick T. Gibbons, Stan- 
ley Works, New Britain, Conn.; 


runner-up, Robert W. Dierker, 
Gary Screw & Bolt Div.; and 
“H” Flight, Culter Hardware 
Co.; runner-up, A. J. Eggleston, 


Richards-Wilcox Mfg. Co., 
rora, Ill. 


Au- 


BARLOW & SEELIG NOW 
SPEED QUEEN CORP. 


The stockholders of Barlow & 


Seelig Mfg. Co., Ripon, Wis.. 
recently voted to change the 


company’s name to Speed Queen 


more closely identify 


the 


Corp. to 


it with trade name of its 


product. 


CRAFTINT SALES MGR. 
RESIGNS POSITION 
Joseph F. Moss, 
ager of the Paint & Color Divi- 
sion of the Craftint Mfg. Co., 
Cleveland, for the past five years, 


sales man- 


resigned to return to his 


He has accepted a 


has 
former field. 
position in a similar capacity 
with Wulf Bros., Inc., New York 
clothing 


men’s manufacturers. 


Arrow Lock Acquires Builders’ Hdwe. Firm 
Operated As Allied Hdwe.; Duncan Shaw, Pres. 


The Arrow Lock Corp., rep- 
resenting new interests, has ac- 
quired the builders hardware 
manufacturing business formerly 


operated as Allied Hardware 


Corp., factory and main office 
which is located at 762 Wythe 
Ave., Brooklyn 11, N. Y. The 


new headed by 
Duncan Shaw as president. An 


corporation is 
extensive product design 
gram, _ recently 
covered by a catalog now ready 
for distribution. 

Mr. Shaw, a well known mer- 
chandising and product expert. 
was formerly president of Read- 


pro- 
completed, — is 


ing Hardware Corp., Reading. 
Pa., wholesalers, general sales 


manager of P. & F. Corbin and 


of Lockwood Hardware Mfg. Co. 








DUNCAN SHAW 





Circus tent which housed 120 exhibits at the 50th anniver- 


sary merchandise fair sponsored by 


A. Williams Co. 


4,000 Dealers Attend J. A. Williams 
50th Anniversary Fair; Say Baying Heavy 


The J. A. Williams Co., hard- 
ware wholesalers, Pittsburgh, Pa., 
recently held a six-day 50th an- 
niversary Merchandise Fair 
theme of which was “You Can’t 
Do Business From An Empty 
Wagon.” More than 4,000 house- 
wares and appliance dealers and 
over 6,500 people attended the 
event where dealers placed orders 
exceeding the anticipated million 
dollar sales goal. The celebra- 
tion was opened with a Sunday 
morning breakfast at which the 
manufacturer-exhibitors, and all 
executives and salespeople of 
J. A. Williams were guests. 
Mayor David L. Lawrence was 
guest of honor. Aaron M. Jaffe, 
treasurer, discussed, “Sell, Sell, 
Sell.” Charles H. Weaver, sales 
promotion manager, spoke on 
“Merchandise the Merchandise 
Fair” and the company’s mer- 
chandise manager, A. H. Wag- 
man discussed, “Let’s Get A Mil- 
lion.” The guests adjourned then 
to the fair site, a huge circus 
tent, next to the Pennsylvania 
Railroad’s Shadyside _ station, 
across the street from the com- 
pany’s offices and warehouses. 
The tent, larger than a football 
field, including end zones, was 
filled with 120 exhibits of house- 
wares, hardware, toys, appliances, 





radios, television sets and sport- 
ing goods. By the close of the 
fair, over 4,000 Tri-State area re- 
tailers had placed over 4,500 or- 
ders. In addition to the “Big 
Top,” the company’s main build- 
ing was transformed into a giant 
merchandise carnival. Circus 
festooning, similar to that of the 
tent, decorated the walls, ceil- 
ings, and all display and office 
areas. The 2lst of September 
was Jamestown, N. Y., Day, and 
Erie, Pa., Day at the Fair. Four 
chartered buses carried over 125 
dealer guests to the fair and the 
company played host for the 
groups at luncheon and dinner 
enroute. 





E. R. MASBACK JR. 
V.P. OF PURCHASING 
FOR MASBACK HDWE. 


H. E. Masback, president of 
Masback, Inc., 330 Hudson St., 
New York City 13, recently an- 
nounced the retirement of Emil 
W. Cook, vice-president in 
charge of purchasing. Mr. Cook 
contributed materially to the 
growth of Masback throughout 
his 45 years of service. E. R. 
Masback, Jr., has succeeded Mr. 
Cook in the capacity of vice- 
president in charge of pur- 
chasing. 


ROEBLING OPENS DENVER 
OFFICE, WAREHOUSE 


John A. Roebling’s Sons Co., 
Trenton, N. J., has announced 
that its new Denver, Colo., office 
and warehouse will be ready for 
occupancy on Sept. 30. 

The new building, located at 
4801 Jackson St., is modern in 
every respect. 

Homer H. Davis, who has rep- 
resented Roebling in the Denver 
area for 23 years, will serve as 
manager, with Roy H. Hains- 
worth acting as his assistant. 
Fred L. MacLean will be in 
charge of oil field sales. 








A. J. Eggleston Retires as Acting Mgr. 
Richards-Wilcox; to Act as Senior Adviser 


A. J. (“Allie”) Eggleston, 
vice-president and general man- 
ager of Richards-Wilcox Mfg. 
Co., Chicago, retired as acting 
manager Oct. 1, after 51 years 
of service. Actually semi-retired, 
he will retain his title as vice- 
president, act as senior adviser 
to the company, and attend all 
major hardware 





conventions. 


Gordon S. Culver assumes the 
title of president and general 
manager, and takes over the re- 
sponsibilities handled formerly 
by Mr. Eggleston. 

Alfred LaFleur has been ad- 
vanced to act as assistant to the 
president, but the rest of the 
Richards-Wilcox organization re- 
mains unchanged. 





J.A.WILLIAMS CO 
1ERCHANDISE FAIR 


The Greatest 


Show on Earth 


The opening of the six-day merchandise fair was attended by many company executives 
and personnel. The theme of the fair was “You Can't Do Business From an Empty Wagon.” 
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H. H. WOLFE 


TRUPAR APPOINTS WOLFE 
ASS’T GENERAL MGR. 


Trupar, Inc., Dayton, Ohio, 
has recently announced the ap- 
pointment of H. Hix Wolfe as 
assistant general manager. He 
will have full supervision of all 
manufacturing, research and en- 
gineering development and com- 
plete charge of production of the 
company’s products. Prior to his 
appointment, he was connected 
with the Dayton Pump & Mfg. 
Co. for 20 years as development 
engineer, later becoming chief 
engineer. Prior to that he was 
affiliated with the National Pump 

o., Dayton. 


WORTHINGTON PUMP 
PRES. NAMED BANK 
DIRECTOR 


W. Paul Stillman, president of 
the National State Bank of New- 
ark, N. J., recently announced 
the appointment of Hobart C. 
Ramsey, president of Worthing- 
ton Pump & Machinery Corp., 
as a director of the financial 
institution. 

Mr. Ramsey, who has been 
president of Worthington since 
July 1, is a native of New Jersey 
and graduated from the United 
States Naval Academy at An- 
napolis in 1915. His association 
activities include past-president 
and chairman of the National 
Security Industrial Association; 
a director ‘of National Associa- 
tion of Manufacturers; chairman 
of Committee on Patents and 


Research of N.A.M. 


GENERAL SLICING IN 
FULL PRODUCTION 


Operations are in full produc- 
tion at the new General Slicing 
Machine Co., Inc., plant, in Wal- 
den, N. Y. Up until the present, 
the setting-up process had been 
going on at the new headquar- 
ters. Production was not halted 
while the transferred 
its operation Brooklyn to 


Walden. 


company 
from 
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Alloy Steels « Armor Plate + Clutch 
Plate Steels « Tillage Steels +» Soft 
Center Steel + Shovel Steels + Knife 
Steels + Saw Steels, including 
Hack Saw Blade Steels »- TEM-CROSS 
Steel Stainless Steels > INGACLAD 
Stainless-Clad Steel 


Borg-Warner Corporatio 
New Castle, Indiana 
Plants: New Castle, Ind. * Chicago, } 
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Only Lightweight 6” Electric 
Hand Saw with ALL these features! 


6%’ BLADE CUTS FULL 2’ ON SQUARE CUT 
AND 2” DRESSED LUMBER AT 45° ANGLE. 
DEPTH ADJUSTMENT, built-in, from 3/16” to 2”’. 

BEVEL ADJUSTMENT, built-in, from O° to 45. 

PRACTICAL, PROVEN CUTTING BALANCE. No 
waver or pull. Cutting line is always visible, 
free from sawdust. 

RIP FENCE—rigid, sturdy, easily adjustable. 

ORIGINAL Fred W. Wappat Telescoping Guard 
—foolproof and safe. 

Special Fred W. Wappat-designed gears for 
maximum service, minimum maintenance. 
POWERFUL and DEPENDABLE. Motor is cool- 

running. 


Pred UY LWafppad, Inc. 


139 Valley St., Mayville, N. Y. 


(on Chautauqua lake) 





RAYMOND K. WATKINS 


YALE & TOWNE NAMES 
R. K. WATKINS TRADE 
SALES MANAGER 


Raymond K. Watkins has been 
appointed trade sales manager 
of the Stamford Division of The 
Yale & Towne Mfg. Co., Stam- 
ford, Conn., as a step in a com- 
pleted reorganization of the di- 
vision’s department — to 
streamline its functions, it was 
announced by Meade Johnson, 
general sales manager. 

Mr. Johnson also announced 
the appointment of Walter J. 
Cyr as assistant trade sales man- 
ager. 


sales 


In his which 


new post, con- 
solidates the duties of several 
sales management operations, 


Mr. Watkins will be responsible 
for the sale of all products of 
the Stamford Division made for 
and distributed by hardware 
trade channels, including build- 
ers’ hardware, stock-staple locks 
and hardware, and door closers. 

In addition, Mr. Watkins will 
also be responsible for the sale 
of products in the same cate- 
gories which are produced at 
the company’s plant in Salem, 
Va. 

As trade sales manager, Mr. 
Watkins will direct sales of Yale 
products that are ultimately dis- 
tributed in hardware retail 
stores, building materials retail 


establishments and contract 
hardware outlets. 

Mr. Watkins has been ad- 
vanced to his new post after 


serving as manager of builders’ 
hardware sales. Prior to that, 
he had been a Yale & Towne re- 
gional sales representative in 
West Virginia and Pennsylvania 
and bordering communities in 
Maryland, Virginia and Ken- 
tucky. 


Walter Cyr, newly appointed 


assistant trade sales manager, 
was formerly Yale & Towne 


manager of door closer sales, a 
function that has been consoli- 





WALTER J. CYR 


dated in the new sales organi- 
zation. 

Mr. Cyr joined Yale & Towne 
in 1926, after he was graduated 
from the University of Notre 
Dame. 


REFUND 30 PERCENT ON 
JULY HOUSEWARES 
EXHIBIT FEES 
The directors of the National 
Housewares Manufacturers Asso- 
ciation, 1140 Merchandise Mart, 
Chicago 54, Ill., have announced 
a refund of 30 per cent on ex- 
hibit fees to exhibitors in the 
July, 1949 National Housewares 
and Home Appliance Exhibit. 
A. W. Buddenberg, executiv 


secretary, stated that it is the 
largest refund ever made by 


NHMA. In recent years, the as- 
sociation had refunded 20 per 
cent. 

LONERGAN ACQUIRES 
REFRIGERATION CORP. 


OF AMERICA 


The Lonergan Mfg. Co., Al- 
bion, Mich., has recently ac- 
quired the Refrigeration Corp. 
of America, which has been lo- 
cated in Perth Amboy, N. J. 
and which will be moved to Al- 
bion. S. J. Lonergan, Sr., presi- 
dent and general manager of the 
Lonergan Co., said the Refrigera- 
tion Corp., which has been a 
unit of the Noma Electric Corp., 
New York City, is now a sub- 
sidiary of Lonergan. 

Through this purchase Loner- 
gan has achieved its desire to 
assure year around employment 
for its employees as the Frigid- 
Freeze line is seasonal salewise 
in the period of the year that the 
appliances 
Edward R. 
Legg, president and general man- 
will now 


Lonergan’s heating 


are not produced. 
ager of Refrigeration 


direct the company’s nationwide 
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A. H. ULLRICH 





UNIVERSAL NAMES FOUR 
DISTRICT SALES MGRS. 
Landers, Frary & Clark, New 

Britain, Conn., has announced 

the appointment of four more 

district managers for the portable 
electric appliance division. 

A. H. Ullrich, appointed to 
Kansas City, was formerly asso- 
ciated with the Armour Grain 
Co. Chicago. Earl D. Sargent, 
who will cover Detroit for the 
portable electric appliance divi- 





EARL D. SARGENT 





A. V. ELKIN 











FRED B. WALRATH 


sion, was connected with Gen- 
eral Mills, Inc., Affiliated with 
D. E. Sanford Co., as a district 
manager, prior to joining Univer- 
sal, Fred. B. Walrath will travel 
the Pittsburgh area. A. V. El- 
kin, who has been division mer- 
chandise manager for Beik Bros. 
Co, Charlotte, N. C., will handle 
the Birmingham, Ala, territory. 





RE-ELECT C. A. HANSON 
BARN EQUIPMENT 
ASS’N PRESIDENT 

C. A. Hanson, vice-president of 

James Mfg. Co., was reelected 
as president of the Barn Equip- 
ment Association at the fifth an- 


nual meeting held recently at 
Pewatikee, Wis. Wilbur Hig- 


gins, Jr., secretary of Starline, 
Inc., was named vice-president, 
and R. C. Hudson, president of 
H. D. Hudson Mfg. Co., was 
again elected treasurer. 

R. A. Clay, sales manager of 
Clay Equipment Corp., was 
elected member of the 
executive committee. Others on 
the committee in addition to the 
officers of the association are R. 
W. Louden, Louden Machinery 
Co.; G. E. Peterson, Olson Mfg. 
Co.; F. E. Myers, II, The F. E. 
Myers & Bro. Co.: D. D. Miller, 
III, Ney Mfg. Co.: and C. A. 
Gutenkunst, Jr., Milwaukee Hay 
Tool Co. 

W. Floyd Keepers of Frank J. 
Zink Associates, was reappointed 
as executive secretary. 


a new 


BIGELOW & DOWSE 
ARRANGE HOLIDAY 
MERCHANDISE DISPLAY 


Bigelow & Dowse Co., 169 A 
St., Boston, Mass., has arranged 
a display of holiday and seasonal 
merchandise in its office which 
will be maintained up until the 
end of the year for the con- 
venience of its dealers who are 
invited to visit and inspect the 
display. 
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these New Super-Flash, Super-Action 


HORNETS 
on slght! 


Entire Bait 
Spins Fast 













More flash—lots of action! 






National Advertising 42-52//s 
New Propeller-Powered HORNET 







“Guaranteed to catch more fish 
or money back”’ 






Red Hornet No. 3R1 
(actual size) 
Patented 












The Amazingly 
Successful New Lure 
for Trolling, Casting, Spin- 

Fishing ... irresistible to bass, 
pike, pickerel, trout and muskie. 








Color ads in “Field and Stream” and 
“Hunting and Fishing’ carry to your 
customers the story of this remarkable 
new bait that has been so successful we 
guarantee it to catch more fish or money back. 
New principle—entire bait spins at super-speed, 
looks like live minnow in the water. Whatever lures 
you now stock, don’t miss profits on remarkable 
new guaranteed HORNET. 


HORNETS are beautifully made lures that 
catch the fisherman's eye, too. 


HORNETS come in 3 sizes — Nos. 3, 2/0, 7/0, each 
size in combinations of red, yellow, green, black and 
white trim on swivel-guards, bodies and tails of soft 
pliable plastic. Line keels prevent line twist. Bodies 
of nickeled brass. No. 3, 75c ea. retail, No. 2/0, 
$1.25, No. 7/0, $1.75 — full profit for you. Dozen 
to carton. We back you fully on guarantee. Write 
today for catalog-folder and prices. 


HORNET, INC. 
400 Ciark Street Elyria, Ohio 
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MAKE TWO CHANGES IN 
FRIGIDAIRE SALES FORCE 


Two important personnel 
changes in the Frigidaire sales 
organization were announced 
here today by P. M. Bratten, 
general sales manager, Frigidaire 
Division, General Motors Corp., 
Dayton, Ohio. 

W. K. Rodgers, now in charge 
of the national business office in 
New York, will be in charge of 
a new national business office to 
be opened in Chicago. Mr. 
Rodgers has been with Frigid- 
aire since 1927. He has served 
as a service supervisor, sales 
engineer, district engineer, dis- 
trict representative and, since 
1946, has been in charge of the 
New York national business 
office. 

W. F. Layer, at present com- 
mercial sales manager for the 
eastern region, will replace Mr. 
Rodgers in charge of the New 
York national business office. He, 
too, has been associated with 
Frigidaire since 1927. His assign- 
ments have included apartment 
house sales, credit manager, fac- 
tory national user sales, war 
products training, and national 
user sales. 


PITTSBURGH MGR. FOR 
U. S. RUBBER GOODS 


Matthew J. Delehaunty has 
named district sales man- 
ager for the Pittsburgh, Pa., 
branch of the mechanical goods 
division, United States Rubber 
Co., New York City. In his new 
capacity, Mr. Delehaunty will di- 
rect all Pittsburgh branch sales 
of hose, conveyor belts, packing 
and the other industrial rubber 
products manufactured by the 
company’s mechanical goods di- 
vision. He succeeds J. W. Green 


been 








The realigned sales staff of the Federal Seat Co. is shown as it met in a sales meeting, 
at the Waldorf-Astoria, New York, Sept. 22. Roger Gusky, newly-appointed sales manager, 
outlined the company’s new sales and promotional policies to eight new representatives. 
The president, Herman Glatt, announced his firm’s new current coast-to-coast fixed, guar- 
anteed price on its line of plastic toilet seats. Attending the conference were: Seated, 
left to right, Brooks Carpenter, New England representative; Eugene A. Langenfeld, Illi- 
nois, Michigan and Wisconsin territory; Herman Glatt, president; Arnold J. Nudelman, 
Texas, Oklahoma, New Mexico, Louisiana and Arkansas; standing, Sidney Ross, Eastern 
Pennsylvania, Southern New Jersey, Delaware, Maryland, Washington, D. C., and Vir- 
ginia; Irving Fagenson, vice pres. in charge of production; Edward W. Westcott, Metro- 
politan New York and New Jersey; Roger Gusky, general sales manager; Herbert Peare, 
New York State and Western Pennsylvania; and Harry Schwartz, California, Nevada, 


and Arizona. 








walt who has retired from the 
company. 

Mr. Delehaunty is a veteran of 
27 years of service with U. S. 
Rubber. He joined the company 
in 1922 as a clerk in the Pitts- 
burgh branch. For 15 years he 
specialized in the sale of the 
company’s wire products and 
served in various administrative 
and sales capacities. In 1937 he 
became a salesman for the me- 
chanical goods division with 
headquarters in Pittsburgh. He 
held this position until his new 
appointment. 





ELMIRA WHOLESALERS 
ENTERTAIN THE CITY 


Thirty-one wholesalers, in a 
wide variety of fields, including 
hardware and industrial supply 
distributors, recently entertained 
people from Elmira, N. Y., and 
vicinity during Elmira Whole- 
salers’ Appreciation Day. Oper- 
ating as the Wholesale Division 
of the Elmira Association of 


Commerce, its Entertainment 
Committee Chairman is S. Rob- 
erts Rose, president, Barker, 


Rose & Kimball, Inc., Elmira, 
hardware wholesalers. 





A varied program of athletic 
events, during the day, followed 
by a buffet supper, a band con- 
cert, a stage show and a fire- 
works exhibit at Eldridge Park, 
were among the features of the 
day and evening in which the 
wholesalers made welcome their 
guests from miles around. 

The Wholesale Division of the 
Elmira Association of Commerce 
was established May 20, 1921, 
and prominent among its found- 
ers was the late Howard H. Kin- 
ball, Barker, Rose & Kimball, 











Inc. 
a 
| 


Sd 


Myers Sales Conference Stresses New Products: The 1949-1950 sales conference of The F. E. Myers & Bro. Co., Ashland, 


Ohio, was marked 


by the introduction of several new products and modifications of present products to further expand the 


Myers line. The week-long conference was attended by district managers, field representatives and home office sales per- 
sonnel. C. D. Leiter, sales manager, opened the meet, after which those attending toured the Myers plants and observed the 
machinery and methods adopted during the past year. Intensive daily sessions were devoted to the many subjects pertaining 
to the selling effort for next year. New catalogs and price lists were introduced. Sales personnel received training on each 
item in the complete line as well as all new products. Practical demonstrations of many models, including all new units, 
were carried out at the Ashland Country Club. 
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LOWE BROTHERS STYLE-TESTED* PAINTS 
Make Paint-Selling Easier, More Profitable! 


Style-Tested Colors have created an extra margin of con- 
sumer-preference for famous Lowe Brothers products. 
Their great and still growing popularity is your assurance 
of easier. faster sales and bigger, better profits! 


Style Jetted 


i a 


It’s The Great, Year Round Profit Producer! 


‘universally 
preferred for 
ALL enameling 





Dealers everywhere have learned that Style- 
Tested Plax has the kind of sales appeal that 
produces repeat business all year ’round. Once 
your customers use Plax, they come in for more 
every time they have a household painting job 
to do—and that means extra profits for every 
Plax dealer. Here are a few of the consumer- 
pleasing features that make Plax so salable: 
Hides expertly —one coat renews furniture. 
woodwork, countless things around the house! 
It’s super TOUGH—even withstands many 
strong stains and acids! Excellent for both in- 
terior and exterior use! Yes—Style-Tested 
Plax has everything your customers want in an 
enamel —everything that builds bigger, better 
business for you / 

The same can be said for all products in the 
great Lowe Brothers line. Their widespread 





popularity and standout sales appeal result in 
a lion’s share of paint profits for you! Line up 
with Lowe Brothers now! Write, phone, or 
wire today for complete agency details. 


THE LOWE BROTHERS COMPANY ® DAYTON 2, OHIO 





r 
I 
Powerful sales helps and consistent ad- 
vertising backs Lowe Brothers products 
' Lowe Brothers products are supported by 
novet the kind of sales helps that pay off! Among 
them are colorful, action-provoking dis- 
rother® . plays and literature that tersely tell power- 
re Style- ful sales stories. These, and many other helps, plus a 
pol proo! consistent program of hard hitting ads, build extra 
arch eased store traffic and profits for every Lowe Brothers dealer. 
the lates 
‘ 1S, 
i decoratio™ bey 
0 are 
7 are buyiné 
~~ PAINTS-VARNISHES G=__ 
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This 

label means 

easier 

motor sales, 
more satisfied customers 


The name ‘‘HOOVER”’ assures your customers 
that they’re getting an electric motor as depend- 
able and efficient as the world-famous Hoover 
Cleaners. 

Rugged and reliable Hoover Motors live up to 
expectations, too—deliver years of economical, 
dependable service. 

If you don’t already stock Hoover Motors, 
write us today. Your customers will be asking for 
them after reading the national consumer ads 
that tell these features of the Hoover line: 





@ Capacitor-start, split-phase and polyphase types 

@ Ratings from % to 1/2 H.P.—some with double end 
shafts 

@ Single or dual voltage, 1725 or 3450 R.P.M. 

@ Ball or sleeve bearings 

e pe or resilient mounts that meet NEMA specifica- 

ons 

@ Service and parts available from authorized agencies 

and dealers 








Hoover ads 
feature this motor 
for only 


13” 


This is the new Hoover 14-H.P., 
1725-R.P.M., split-phase motor. 
Ideal for easy-to-start, quick-to-ac- 
celerate applications, such as fans, 
blowers, light machine tools, etc. 
Rotation can be reversed. Fully 
ventilated. 115 volts, 60 cycle, A.C. 
only. A small motor to do that BIG 
job better! 


HOOVER MOTORS 


Made in capacities of % to 1% H.P. @ Product of Kingston-Conley Division 
THE HOOVER COMPANY, North Canton, Ohio 
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Cory President Warns Inventory Allergy 
May Cost Dealers Mach Christmas Business 


An unreasonable and danger- 
ous “inventory allergy” threatens 
to cost retail and wholesale 
housewares merchants from one- 
half to one billion dollars dur- 
ing the next three months, 
stated J. W. Alsdorf, president 
of the Cory Corp., Chicago, and 
president of the National House- 


wares Manufacturers  Associa- 
tion. 
“The small appliance indus- 


try,” declared Mr. Alsdorf, “does 
approximately 50% of its total 
annual business during the 
period from now until the end 
of the year. This total could 
well reach unprecedented heights 
of over three billion dollars if 
retailers and wholesalers shake 
off their unsound pessimism and 
recognize the tremendous un- 
filled demands still existing 
among consumers. 

However, signs from all over 
the country and from every phase 
of industry indicate that the re- 
adjustment cycle is nearing com- 
pletion and that during the fall 
and winter gift-buying seasons 
the volume of business is going 
to pleasantly surprise even the 
optimists. 

“This potential is particularly 
pronounced in the housewares 
line, where the pent-up demand 
is perhaps greater than in any 
other segment of the consumer 
goods industry, except housing 
itself. As the housing demands 
are slowly being met, house- 
wares products are being more 
sought after. The great danger, 
however, lies in the fact that 
retailers (who have been con- 
centrating on getting inventories 
DOWN instead of getting sales 


UP during recent months) are 
approaching the Xmas_ season 


inventories in- 
According to 


with an eye on 
stead of sales. 
manufacturers of houseware 
goods, wholesale orders upon 
which fall and winter inventory 
is based, have been from 25% 
to 50% off from 1918 levels. 
Too, the inventory-allergy of the 
last has 
pletely reduced backlog stocks, 
practically depleting inventoried 
housewares products for the 
coming season. 


recessive period com- 


“A recent survey by Cory Cor- 
poration has proved that un- 
fortunately many retailers are 
unable to offer adequate selec- 
tions of products to the public 


in various sizes, colors, and 
price ranges. This survey has 


disclosed an amazing number of 
telephone and telegraph orders 
for goods direct from the re- 
tailer to the factory. It 
that the retailer involved was un- 


seems 








able to meet the immediate and 
incessant demands for 
houseware commodities. 
type of delayed ordering is cer- 
tainly not in keeping with the 
American business methods of 
anticipating demands, consumer 
selectivity, and the availability 
of goods on hand to meet virtu- 
ally any request. Let’s hope 
that small appliance merchan- 
dise managers have not become 
so overburdened with inventory 
bookkeeping problems that 
they’ve forgotten their basic 
responsibility is io aggressively 


sell. 


certain 
This 


PORTER-CABLE MACHINE 
NAMES TWO SALESMEN 
The Porter-Cable Machine Co.. 

Syracuse, N. Y., has announced 

the appointment of Homer R. 

MacBain whose offices are lo- 


cated at 192 Brighton Avenue, 
Boston, Mass., and 898 Eddy 


Street, Providence, R. L., as dis- 
trict sales representative for the 
state of Maine. 

Mr. MacBain has represented 
the firm in Eastern Massachu- 
setts, Rhode Island south- 
eastern New Hampshire for more 
than 12 years. He will continue 
to handle this territory assisted 
by Kenneth R. Bunten and Wen- 
dell R. Totman who will be lo- 
cated in the Boston offices. 

Also announced was the ap- 
pointment of S. M. Jankowski, 2 
Cedar Hill Avenue, New Haven, 
Conn., as district sales represen- 
tative in western Massachusetts 
and Eastern Vermont. 


and 





HOMER MacBAIN 
Mr. Jankowski has 
firm 
for 10 years and he will continue 
to handle this area. He will 
handle Porter-Cable’s full 
of Speedmatic and Guild Too 


repre: 


sented the in Connecticut 


Jine 
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FTC Quantity Discount Plan for Tire- 


Tube Sales May Be Pace-Setter 


(Washington Bureau 


of HARDWARE AGE) 

The Federal Trade Commis- 
sion is preparing to issue a 
“quantity-discount” rule which 
may have far-reaching effects 
upon almost every type of re- 


tailing. 

The proposed rule, if put into 
effect, will be the first of its 
kind ever issued by FTC. Al- 
though directed primarily at re- 
tailing practices in the rubber 
tire and tube industry, the new 
rule may, in the opinion of FTC 
lawyers, eventually affect virtu- 
ally all retail sales practices. 

The commission’s rule, in its 
present draft form, would fix a 
carload of 20,000 pounds as the 
maximum quantity of 
ment rubber tires and 
upon which differentials in price 
on account of quantity may be 
granted. The rules would not 
apply to tires and tubes sold for 
original equipment. 


replace- 
tubes 


Admitting that the proceeding 
is “the first of its kind insti- 
tuted by the commission,” FTC 
says the principle of the quan- 
tity-limit proviso of the Robin- 


son-Patman Act “has been ap- 
plied regularly for more than 


half a century by the Interstate 
| Commerce Commission in pre- 
| ventin unjust discrimination 
| among by limiting 
| the quantity on which carriers 
have been permitted to charge 
the lowest rate.” 

FTC Chairman Lowell B. 
Mason has set November 18 as 
the final date for the presenta- 
ton of written data, or 
arguments concerning the tenta- 
tive rule. Interested parties may 
propose a substitute or alterna- 
tive rule or may support or 
oppose the establishment of any 
rule. They also may request to 
be heard orally. A date for a 
public hearing has not yet been 
set. 

The commission says that au- 
thority for its move is contained 


uo 
£ 


consignees 


views, 


in the so-called quantity limit 
proviso of Section 2a of the 
Robinson-Patman Act. This act 


says the FTC, after investigation 
and hearing, may establish quan- 
tity limits as to particular com- 
modities them when 
necessary finds that 
available purchasers in greater 
quantities are so few as to ren- 


and revise 


“where it 





der price differentials on account 
thereof unjustly discriminatory 
or promotive of monopoly.” 











HECHT ENTERS FIELD 
AS MFR’S. AGENT 


Alan A. Hecht, formerly one 
of the officers and owners of Im- 
perial Bolt & Screw Co., Inc., 
New York City, has sold his in- 
terest in that concern and has 
entered business for himself as 
a manufacturers’ agent, with 
headquarters at 363 Broadway, 
New York City. He is at pres- 
ent representing, in the metro- 
politan New York area, Brighton 
Screw & Mfg. Co., Cincinnati, 
Ohio, socket screw products, and 








ALAN A. HECHT | 


Cornell Mfg. Co., Long Island 
City, N. Y. He is seeking several 


additional non-competing lines. 
Fifteen years ago he repre- 


sented the Safety Belt Lacer Co., 
Toledo, Ohio, and then became 
associated with Keystone Bolt & 
Nut Corp., New York City. From 
1942 to 1945 he was sales man- 
ager for Atlas Screw & Specialty 
Co., New York City, and was one 
of the founders in 1945 of Im- 
perial Bolt & Screw Co., Inc. 


MICHIGAN CHEMICAL 
NAMES 4 ZONE MGRS. 


Michigan Chemical Corp., St., 


Louis, Mich., has recently an- 
nounced the division of the 
country into four sales zones. 


The zone managers appointed to 


handle these zones 
R. Raufer, 162 Voorhis Ave., 
Rockville Centre. N. Y.: Scott 


Starkey, 1018 Belle Drive, Green- 
ville, Tex.; Glenn M. Boner, 
14021 Hazelmere Ave., Cleve: 
land; and Jack S. Lauter, 924'% 
N. Western Ave., Angeles, 
Cal. 


Los 


The men will arrange to have 


manufacturers’ agents who will 
give the company’s wholesale cus- 
tomers retail support, represent 
Michigan Chemical and distrib- 
ute the Pestmaster. 
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ADVERTISED 
NATIONALLY 
in 


SATURDAY 
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* BREAK-PROOF 
SHOCK-PROOF 


VACO 


SCREW DRIVERS 


There's MORE MONEY in screw drivers for Vaco dealers 
because Vaco gives you everything you need to make a 
PROFIT 


tools and kits such as those shown 


.. quality equipment, easily merchandised special 
above for home and 


professional use, a full 40% profit on every sale! 


COMPLETE 
ADVERTISING SUPPORT 


In addition, the 3,900,000 


K THESE PROFIT- 


CHEC™ og FEATURES! 


MAKIN 


de- 
Lon, especially ‘ 
@ More fast eng kits than any other readers of the Saturday 
* ols - 
signed to — Evening Post are seeing 
line. d nut driver size om ; . 
@ More —_ cnd available the new Vaco ads as often as 
"other line. 1 displays. twice a month while hun- 
any A 
re solf-selling We cackaget dreds of thousands of 
@ Mo displays, 9 
a any other line 4 informa- radio, television, automo 
ic. ctl 
. te easy-to-use PF ntyt Wace 28- tive and industrial me- 
@ Morithrough the BEOUT YA, jine hanire , 
tion ( meratiog) than OMY CFE chanics are seeing other 
e n 
o mere advanced ~— fre-sate ads in their favorite 
cho . 
achievemeon's vale, then ony other trade paper. Get your 
negate no- share of this business by 


line. 

@ pLus—A con 
tions 
to sell 
dealers. 


stantly exponen built 
i o 
odvertisitt oducts for Varco 


featuring Vaco...Amer- 
ica’s complete 
screw driver line. 


most 


*Trade Mark Registered 
Write for the NEW Vaco Catalog 


317 E. ONTARIO STREET 
CHICAGO 11, ILLINOIS 
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1910 he was named assistant 
manager of city sales and a 
year later was advanced to city 
sales manager. 





KING COTTON ISSUES 
CORDAGE CATALOG | 


John H. Graham & Co., 105} 
Duane Street, New York 8, N. Y. | ‘ 
has just released a comprehen-| >\’ +s 
sive catalog covering its King | 4 Og 
Cotton Cordage line. Descrip- | \ 
tions, specifications and standard | 
put-ups of many items are given | 
in this new catalog. Some of the | 
many items covered are: sash | 
cord, clothesline, dryer cord, | 
twines, masons’ line, chalk line. | 
















| seine twine, venetian blind cord, 
HOWARD W. CROSBY shade cord and many others. The | 
catalog features the recently | 


Don Sluman, Don Sluman Co., retiring president of the 
Denver Pot & Kettle Club, on left, congratulates Cecil H 
Boyd, new president, The Boyd Distributing Co. Installation 








| caging 
ELECT H. W. CROSBY | adopted new packaging. | of new — _- Denver Pot & Kettle Club, 514-15 
PM ated | Mercantile g-, Denver, 2, Col., was held recently at the 
SHAPLEIGH DIRECTOR APPOINT MIRRO Coltoen Piste, 
Howard Wheelock Crosby has | SALESMAN FOR —" 
recently been elected a director 
of the Shapleigh Hardware Co., | OKLAHOMA, KANSAS . 
5 os PAINT SALESMEN’S ASSN. |} National Paint Varnish & La 


wholesalers, 900 Spruce St., St. Vernon F. Stillwell has been Spe. 

Louis 2, Mo. Mr. Crosby started | named Mirro salesman in Okla- EXTENDS INVITATION | quer Association: “It is hoped 
in hardware in the employ of | homa and Kansas for the Alumi- TO MEETINGS | that email salesmen and sales 
the Simmons Hardware Co. After | num Goods Mfg. Co., Manitowoc, | B. W. Kunst, chairman of | executives will attend who com 
spending four years with Sim- | Wis. He recently completed an | press and publicity for the 1949 | from areas where there is no 
mons in 1905 he joined Norvell- | extensive sales training course at | Convention of the National Paint 
Shapleigh Hardware and was| the company’s offices and fac- | Salesmen’s Assn., 659 W. Wash- 
employed in the city sales de-| tories. He was formerly connect- | ington St., Chicago, has sent the 
partment. He later traveled a| ed with Murphy Hardware Co., | following letter to executives of | and will enjoy a fine series of 
territory in southern Tllinois. In | Stillwater, Okla. | every Class “A” member of the | meetings” 


MILLIONS ARE: BEING TOLD! 


Thru Steady Advertising in evs 


INSERTIONS ALSO IN 
1949 issues of Collier's, Pathfinder, 
Parade, New York Times Sunday 
Magazine, House & Garden, House h 
Beautiful, Woman's Home Companion, 
Better Homes & Gardens, Successful 
Ph.) 


salesmen’s club at present, espé 
cially in the South, Southwest 
and West. All will be welcome 

































+ BY Send So . — 
fe BOTs ay S 
¢ Re eg ss ” 





Farming, Country Gentleman, Ladies’ 
Home Journal, True, Sunset, Household, 
Popular Science, Popular Mechanics, 
MacLean’s, American Home, and 
Metropolitan Group. 


THE NEW nalley All-Purpose 


FAMILY FAUCET REPAIR SET 


(Comes mounted on self-selling display cards) 


More than 5,000,000 O’Malley Drip STOPPERS sold testify to the steady, 
substantial dealer-profit in this fast-moving item. Now O’Malley 
brings you a new FAMILY FAUCET REPAIR SET destined to produce even 
greater profits for O’Malley dealers. This new kit combines the 
DRIP STOPPER reamer with two NU-SEATER tools 
for installing new seats in worn faucets. 
All are companion pieces and offer you 
larger profits because of greater unit 
of sale and assured steady turnover. 


1. EDW. O'MALLEY VALVE CO. 


7602 Greenwood Ave. «+ Chicago 19, Ill. 
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VERNON W. HICKS 


V. W. HICKS HANDLES 
NORTHWEST METAL AREA 


Northwest Metal Products Co.. 
Seattle and Kent, Wash., has an- 
nounced the appointment o! 
Vernon W. Hicks as dealers’ 
sales representative in the south- 
west Oregon territory. 

For the 
Hicks has sales 
tative for F. B. Connelly Co., of 
of Port- 
same 


past two years, Mr. 


been represen- 
Oregon, working out 


land and covering the 
downstate territory. 

Prior to that, Mr. Hicks spent 
five years in defense work, super- 


| tension 


vising the construction of two | 


bullet plants in Utah and Colo- | 


rado, one gas arsenal in Colo- | 
rado, and also spent two years | 


helping supervise construction of 
the atomic energy plant at Han- 
ford, Wash. During the last part | 
of 1946 and early 1947, he served | 
as registrar for the LaSalle Ex- 
University, of Chicago. 
\t one time Mr. Hicks 


ind operated a Delco Light ap- 


owned 


pliances store in southwest lowa. 


RODDY TO REPRESENT 
G.E. IN CONSTRUCTION 
MATERIALS FIELD 


Edward J. Roddy, Jr., has been 


uamed a district representative 
for the construction materials de 


partment of the General Electric 


Co., Bridgeport, Conn. He will 

cover the wholesale trading areas E. E. 
of Zanesville and Columbus. | pointed 
Chio, and will make his head- | kansas 





NAME BRANCH MGR. 
FOR ORGILL BROS. 


| calling on the major hardware 
wholesalers. During the war he 
with Mechanical 
Jackson, Mich., 
department, 


was connected 
Products, Ine., 
in the purchasing 
A: the war’s end Mr. Cawhorn 
went to Memphis and 
signed to a territory by Orgill in 


was as- 
the appliance department. 


STAN MARTIN WINS PHILA. 
HDWE. MERCHANTS 
GOLF TOURNAMENT CUP 


The golf tournament and din- 
ner meeting of the Hardware 
Merchants & Manufacturers As 
sociation of Philadelphia, 505 
Arch St., held 


the Bala Country Club, Philadel 


was recently at 


E. E. 


CAWHORN 


phia, with 58 members and guests 
dinner. During 


the afternoon, 27 


attending the 
participated in 
the golf tournament which was 
won by Stan Martin, Campbell 
Chain Co., York, Pa. Llewellyn 
\. Hoeflick, Supplee Biddle Co., 


briet 


IN ARKANSAS 


Cawhorn has been ap 
branch manager in At 


for Orgill Bros. & Co., 


president, presided at the 


quarters in the latter city. 10-56 W. Calhoun Ave., Memphis | business meeting following — the 
After service in the European | 2. Tenn. | dinner. 

Theater of Operations as a Tech Mr. Cawhorn started his hard- | Cards and other social activ- 

nical Sergeant in the AAF, Mr. | ware career with Bush-Caldwell ities were enjoyed by a number 

Roddy joined General Electric in | Co., Little Rock, traveling the | of members following the ban- 

1945 as a payroll clerk. He held | state of Arkansas, selling sport- | quet. Thomas A. Fernely, Jr., 


several accounting positions in | ing gor 
the wiring device and accessory 


Jackson 


through 


equipment divisions prior to his 


present appointment. 





Model 2A-300 for exceptionally dirty tanks 


and 


large furnaces and boilers 


-9-1/ 16” 


high; 5-1/2” diameter; 3/8” pipe openings. 


YOUR PA 
FOR AR OR TRUCK 


ral Filters are © 
ae truck. Conan ae 
minute without tools. Co P 
brackets for either — 
ing. Put one on your ca 
dealer discounts 
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SSENGER 


or your 
in one 
its include 
or dash mount- 
d truck. Reguler 


e now available f 
s changed 


GENERA 






Model 1A-25 for space 
heaters, hot water heaters 
and small furnaces. 4-3/4” 
high; 3-1/2” diameter. 
Same style but with double 
capacity available as 
Model 2A-700 



















FUEL 
OIL 





He then joined Hard-Man, Inc.. 


National 


\ssociation, 


executive secretary, 
Wholesale Hardware 


is secretary-treasurer of the 


rds and light hardware. 
. Mich., in 1936, traveling 


out the United States 


ciation. 





You can be sure Of repeaters when you 
sell a General Filter because the customer 
is always pleased with his money saving 
investment. So pleased, that it is natural 
for him to return year after.year for a 
new cartridge. And your profit doesn’t 
stop at the initial sale, 1t goes on and on 
with only 'a minimum of service from you. 

A General Filter on every fuel oil burn- 
ing installation is a good deal for both 
you and your customer — you make a 
nice profit on every sale and your cus- 
tomer is saved annoyance and expense 
from clogged burners. 


MORE THAN 1600 JOBBERS 
TO SERVE YOU 


FILTER 














A. E. BRANNAN JOINS 
WESTERN CARTRIDGE, 
WINCHESTER SALES 


Aubrey E. Brannan, well 
known central western trap- 
shooter, has been added to the 





A. E. BRANNAN 


sales staff of Western Cartridge 
Co., and Winchester Repeating 
Arms Co. 

the Kansas 
territories for the 
and manufacturer, 
Mr. Brannan will headquarter in | 
Omaha, Neb.. 
L. Nichols, 
the area. 

A life National 
Rifle 1935, Mr. 
Brannan has been a competitive 
rifle, shotgun, 
for 20 years. 


Covering 
braska 
ammunition 


and report to Guy | 
district: manager 
member of the 
Association since 
and pistol shooter 
Before joining Western-Win- 
Mr. Brannan was dis- 
representative in the Kan- 
territory for 10 years with 
the Vacuum Oil Co., of 
Kansas City, Mo. Prior to that 
he traveled the Central West area 


chester 
trict 
sas 

Socony 


for the Shell Oil Co.. making 
wholesale and retail sales and 


supervising plant operating. 


N. Y. METROPOLITAN 
AREA SALESMAN 
NAMED BY ARVIN 
Allen L. Wilkinson has been 
appointed as a special Arvin 
sales representative in the New 
York metropolitan area by the 
Arvin division of Noblitt-Sparks 
Industries, Inc., Ind. 

Mr. Wilkinson many 
years served Bowman 
& Co. in its Meriden, Conn., ex- 


Columbus, 
has for 


Manning, 


and Ne- | 


arms 


of 


dealer contracts in the New York 
and upper New Jersey areas and 
will direct sales and merchandis- 
Arvin appliance line 
In the same area, Warren 
Pringle represents Arvin its 
radio and television lines, 
R. E. Smith on Arvin car heat- 


ers. 


ing of the 
there. 
on 


and 


BORG-WARNER SELLS 
SUPERIOR SHEET STEEL 
DIVISION PLANT 


Roy C. Ingersoll, 
Superior Sheet Steel Division of 
Borg-Warner Corp., Chicago, IIL, 
has announced the sale of its 
Superior Sheet Steel Division 
plant, near Canton, Ohio, to The 
Louis Berkman Co., of Steuben- 
ville, Ohio. 

Louis Berkman, president of 
The Louis Berkman Co., stated 
| that while future plans regarding 


| this mill were entirely indefinite, 


president of 





| several plans were under con- 
| sideration. 


JOHN CARSON APPOINTED 
| TO FEDERAL TRADE 
COMM. 


John Carson, formerly an offi- 











cial of the Cooperative League of | 


| the United States of America, has 
been appointed a member of the 
Federal by 


Trade Commission 


President Truman. 


— | 
LUMITE ADDS TWO | 
TO SALES STAFF | 


Two additions have been made 


to the Lumite Division of the | 
Chicopee Mfg. Corp., it has | 
been announced. 

John W. ¢ 
ed sales correspondent, in the 


acting as liaison 
customers, 


fabrics section, 
man 
men and plant. He was previously 
assistant buyer at the P. J. Young 


between sales- 





Dry Goods Company in New 
Brunswick, N. J.; and also 


at the R. H. Muir & Company, 


| 


sroesbeck is appoint-| will be responsible for sales of 





before he 


s New 


East Orange, N. J., 
became buyer at Chicopee’s 
Brunswick office. 

L. Kenneth Rosett is assigned 
the position of assistant to the 
manager of the specialty sales 
department, which handles the 
applications for the 
industrial and screen 
materials. Prior to joining 
Chicopee, he was with Tudor 
Chemical Specialties, and 
Oliver United Filters, in 
New York City. 


specialty 
decorative, 


Inc., 
both 





NAME BOZZELLI ASS’T 
SALES MGR. BRACH MFG. 


C. Philip Galloway, 


appointed Joseph F. 





SCOVILL NAMES GARDEN 
HOSE MERCHANDISE MGR. 


Robert 
appointed merchandise 
of the garden hose 
line of the Scovill 


Hamilton has been 





manager 
accessory | 


Mfg. 


Co.., | 





ROBERT B. HAMILTON 


Waterbury, Conn., as announced 
by P. E. Fenton, 
of the company. 


vice-president 
Mr. Hamilton 


the Green Spot line. 

For the: past several years Mr. 
Hamilton was eastern sales man- 
ager of the Stainless Ware Com- 
pany of America, Detroit, Mich. 
Previously he was associated | 

| 








with the Scott Paper Company 
as district sales manager. 


| cently 





JOSEPH F. BOZZELLI 


Mr. 
and direct 
promotion 


sistant sales manager. Boz- 
zelli_ will 
a_ television 
for the 
associated 
the past 10 years. 


supervise 
antenna 
He 
electronics 
He 
engineer with 


Co., Brooklyn, 


been 
for 


company. has 
with 
Was Tre- 
the 
and 


sales 
JFD Mfg. 
prior that time, 
sales production manager 
Fred Goat Co., Brooklyn. 


as 
with 


to served 


HOMER INTRODUCES 
FULL FURNACE LINE 


A complete line of oil. gas 
and coal furnaces is now being 


marketed by Homer Furnace & 
Foundry Corp., Coldwater, Mich., 
makers of the Homer cast-type 
furnace. The firm was forced to 
withdraw from the manufacture 
of warm-air heating equipment 
during the war, after 35 years of 


activity, and now resumes pro- 
duction with a_ broader line 
ranging from 75,000 to 400,000 
BTU’s 











ecutive offices general sales 
manager. this assign- 
ment he eastern district 
sales manager for the same com- 
pany with headquarters in New 
York City. 

Mr. Wilkinson will be respon- 
sible for Arvin distributor and 


as 
Prior to 


was 
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Attending the first meeting of the newly formed sales force of The Mit-Shel Stamping 


Mfg. Co., Quincy, IIl., are left to right: 


W. S. Carter, representing southern and south- 


eastern United States; Schelby Ross, west north central region; H. F. Wellman, east north 
central region; Richard Moulton, northeastern United States; B. J. Brower, president of 


the company, and John H. Cox, sales manager. 


The salesm 


en were introduced to the 


Nu-Airflo minnow bucket line and given information on the reduced prices. 
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sales man- 


ager of the L. S. Brach Mfg. 
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OBITUARIES 








EDWIN F. METCALF 


Edwin Flint Metcalf, former 
board chairman of the Colum- 
bian Rope Co., Auburn, N. Y.., 





EDWIN F. METCALF 


died recently at his home in that 
city, following a long illness. Mr. 
Metcalf first entered the employ- 
ment of the now non-existent Co- 
lumbian Cordage Co. He was as- 
ciated with that company for 
several years, serving in the ca- 
pacities of director and assistant 
treasurer until its sale to the In- 
ternational Harvester Co., in 
1903. When his father, the late 
Col. Edwin D. Metcalf, founded 
the Columbian Rope Co., in 1903, 
Mr. Metcalf became general man- 
ager of the new plant. In 1916 
he was elected president, suc- 
ceeding his father upon the lat- 
death. In 1947 he com- 
pleted 50 years of service with 
the firm. He was also a vice- 
president and director of the Na- 
tional Bank of Auburn and a 
trustee of the Cayuga County 
Savings Bank. He was a direc- 
tor of the Auburn Dry Goods 
Co., the American Mutual Lia- 
bility Insurance Co., Boston 
Manufacturers Mutual Fire In- 
surance Co., the American Policy- 
holders Insurance Co., Boston, 
and the Associated Industries of 
New York State. During 1945 
Mr. and Mrs. Metcalf presented 
the Second Presbyterian Church 
with a Gothic Chapel, which was 
dedicated to the men and women 
veterans of World War II. 


ter’s 


BENJAMIN P. WEAVER 

Benjamin P. Weaver, 79, for- 
mer hardware executive of 
Rochester, N. Y., died Sept. 19 


after a long illness. Mr. Weaver 





was a former vice-president and | 
treasurer of the old Weaver | 
Hardware Co. He joined the 
hardware business in his father’s 
firm, C. F. Weaver & Pollack, | 
which was founded about 1865. 
He later was connected with the 
Weaver, Palmer & Richmond Co. 
Upon the latter organization's 
sale to Weed & Co., he formed 
the Weaver Hardware Co. with 
his brother, Simon. The firm dis- 
solved when Mr. Weaver retired. | 


RAYMOND H. MARTIN 


Raymond H. Martin, 55, plant 
and sales manager of The Bas- 
sick-Sack division of The Bassick 
Co., Winston-Salem, N. C., died 
recently at a hospital there. 

Mr. Martin was widely known 
in the furniture industry. He was 
made head of the furniture hard- 
ware plant of Bassick-Sack here 
in 1948 following more than 25 
years with the company at 
Bridgeport, Conn. A veteran of 
World War I, Mr. Martin was a 
graduate of Pratt Institute, 





l 
HACK SAW BLADE 


REVISION 

The Standing Committee in 
charge of reviewing Simplified 
Practice Recommendation R90- 
146, Hack-Saw Blades, has ap- 
proved a revision of this recom- 
mendation and copies have been 
mailed to producers, distributors, 
and users for acceptance or com- 
ment, according to an announce- 
ment by the Commodity Stand- 
ards Division of the National 
Bureau of Standards. 

The recommendation which 
was originally issued in 1928 es- 
tablished a_ simplified list of 
stock sizes of hack-saw blades. 
The proposed revision is in- 
tended to bring the simplified 
list of sizes abreast of current 
industry practice. Broach blades 
have been omitted from the pro- 
gram, and the remaining types 
of blades, covered in tables 1 to 
5 of R90-46, have been consoli- 
dated into two tables, Table 1 
covering hand frame sizes, all 
steel types, and Table 2 cover- 
ing power sizes, high-speed-steel 
type only. 

Mimeographed copies of the 
proposed revision may be ob- 
tained from the Commodity 
Standards Division, National Bu- 
reau of Standards, Washington 


25, D.C. 
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Recommendation Revisions 


Brooklyn, New York, and also 


a charter member of The Fur- 

niture Club of America in Chi- 

cago and a member of the 
American Design Institute. 
ODA C. DAVIS 

Oda C. Davis, 46, assistant 

sales manager of the Bluefield 

Supply Co., Bluefield, W. Va., 


hardware wholesalers, died re- 
cently in the Universiay of Vir- 
Hospital, Charlottesville, 


brain operation a 


ginia 
following a 
iew days before. 

He joined the organization in 
1940 as manager of the hardware 
department. Two he 
given the 
tion of assistant 
Prior to 1940, he 
with the Bingham Hardware Co., 
Cleveland, as a sales representa- 


years 
additional 
sales manager. 

was afhliated 


ago 


was posi- 


tive in the two Virginias for 18 
years. His first hardware job was 
with Norton Hardware Co., Nor- 
ton, Va. Mr. Davis past 
president of the Lions Club, the 


was a 


Tri-Angle Sportsmen’s Club and 
the Methodist Men’s Club. He 
was also on the executive coun- 
cil of the Southern West Virgina 
Area Council, Boys of 
America. 


Scouts 


CUT TACKS, SMALL CUT 
NAIL REVISION 


The National Bureau of Stand- 
ards has announced that Simpli- 
fied Practice Recommendation 
R47-49 for Cut Tacks and Small 
Cut Nails is now available 
printed form. 

R47-49 is a revision of a rec- 
ommendation originally promul- 
gated many years ago. It estab- 
lishes an up-to-date standard of 
practice in types, sizes, finishes 


in 


and package sizes under two 
general headings. Each of the 


various kinds of tack and nail is 
illustrated. 
The Hardware List covers the 


following: Bill poster, carpet, 
upholsterers, trimmers, gimp, 


basket tacks, basket nails, trunk 
tacks, trunk nails, copper tacks, 
clout nails, hide and double 
pointed tacks. 

The Shoe Finders List covers 


the following: Cobblers, extra 
iron clinching, Hungarian _aails, 
channel nails, heel nails, hand 
shoe tacks and hob nails. 
Printed copies may be ob- 


tained from the Superintendent 
of Documents, Government Print- 
ing Office, Washington 25, D. C., 
at 10 cents per copy. A discount 
of 25 per cent is allowed on re- 
ceipt of orders of 100 or more 


copies. 








ISSUE THIRD 
PITTSBURGH MARKET 
WHOLESALE DIRECTORY 
The Third Pittsburgh 
sale directory covering hardware, 


whole- 


electrical and gas appliances, 


housewares, and paint, will be 


published and distributed free 
to about 4,000 retail dealers in 
these lines, in Western Penn- 


sylvania, Eastern Ohio and West 
Virginia. 


This directory furnishes the 
dealer with a large amount of 
market information covering 


products and brand names, who 
ia : 
distributes same, manufacturers 
in the territory, 


various 


representatives 


of related 


membership 
organizations, addresses and tele- 
phone numbers of numerous sup- 
pliers. 

It is published by Emanuel M. 
Marks. of the Whole- 
sale Merchants Division of the 
Chamber of Commerce of Pitts- 
burgh, the Pitts- 
burgh Housewares Club, and it 
includes information furnished by 


secretary 


secretary of 


the Chamber, Pittsburgh Retail 
Hardware Dealers Association, 
Electric League of Western 


Pennsylvania, Gas Promotion Di- 


of Ketchum, McLeod & 


vision 
Grove, Pittsburgh Housewares 
Club, and other National and 


local publications. 


CLEVELAND CHAIN 
EXPANDING EXPORT 
ACTIVITIES 
Widespread expansion of ex- 
port activities of The Cleveland 


Chain & Mfg. Co., Cleveland, 
Ohio, has been announced by 


David J. Gemmell, vice president 
and director of sales. 

The company is now appointing 
new agents in several countries 
and will establish sales offices in 
key The latter will 
be under the supervision of P. A. 


locations. 


Fernandez, export manager. 


Chain is ‘sold under the 
“Round” trade mark. 1949 
marks the 80th anniversary of the 
founding of the Round Chain 
Organization in the United 
States by the late David Round, 
who came to the States after 


learning his trade at his father’s 
hand forge in Staffordshire, En- 
gland. The been 
under continuous management of 
the Round family 1869. 
Raymond L. Round, grandson 
of the founder, is president and 
chairman of the board. 

In addition to its 
Cleveland, the company has fa 
Bridgeport, Conn.; 
Seattle, Wash.; 
Angeles, 


company has 


since 
plant in 
tories in 
Trenton, N. J.; 
San Francisco and Los 


Cal. 
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Raphael, the noted young painter who 

brought undying fame to Florence, was “> *— 
famous for his brilliant pigments. His Sistine 
Madonna is today the envy of modern colorists. 


PRO-TEX (0; 
PADS 
...are Color Masterpieces, too. Their gay tones 


brighten up the kitchen and breakfast room — 
harmonize with every decorative scheme. 


¥ HARVEST 


Newest PRO-TEX design. 
Fruits and vegetables in 
full natural color! Appeals 
to every housewife. 


DUTCH 
COLONIAL 


Six gay colors! It’s the 
fastest selling deluxe Pad 
on the market. Your 
customers will buy it on 
sight. 


ra 










. 


\ 









SD 


Prospects BOOMING 


for bel chimes 


The small-home market is the mass market for 
door chimes—and that’s the market you’ll sell with 
the sensibly priced Liberty Line. Look at it this 
way: People who live in small homes watch their 
pennies, whatever they buy. And the best chime 
buy is Liberty. For proof, take a look at the 
chimes shown below. 







gs 3 $995 Liberty Cathedral 


Tone Chime, witt 
Liberty's exclusive reso 
nonce magnifier for 
warm, deep tones. (Model 
No. C-10) 


A Welcome friend in every home 
No wonder PRO-TEX Pads sell on sight 
to housewives—young and old alike. Their 
beauty and utility make an irresistible ap- 
peal. That’s why they are America’s most- 
talked-about Stove Pads! 


$995 Liberty Kitchen 
Clock Door 
Chime, with silent, self- 
starting electric clock, 
two-tone door chime. 
(Model No. CC-1) 





ss “tol Classic Liberty two- 
—e $695 tone chime, com- 

lete with transformer. 
(Model No. 66) 





NATIONALLY 
ADVERTISED 








bel (GME MANUFACTURING CO, ae 4° @) 0) Ul on p- co. 


MINERVA, OHIO 
SINCE 1924 
DOOR CHIMES, BELLS, BUZZERS, TRANSFORMERS, SIGNALING DEVICES | 





1820 East 37th Street @ Cleveland 14, Ohio 
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/ OIL ... GAS 


" HEATERS 


» =m 
eee 
a === 
—_ = 


=“) i. Mar Li N a 


OW you can broaden your sates and profits on 
WARM MORNING Heaters... supply every 
customer’s heating requirement! Whether the fuel 
preference is coal, gas or oil there now is a WARM 
MORNING Heater that will do an outstanding 
heating job. To the famous WARM MORNING Coal 
Heaters, new GAS and OIL Circulator Models of 
advanced design have been added. 

These new additions to the WARM MORNING 
line ...the Medel 222 Oil Circulator Heater and the 
Model 322 Gas Circulator Heater... are ’way ahead 
in design and efficiency. Exclusive interior construc- 
tion for exceptional heating performance. Large heat- 
ing capacity—with that “extra reserve” for coldest 





pees 
wets 
—_ — 








MODEL 222 : 
CIRCULATOR OIL HEATER 





‘weather. Beautiful two-tone, walnut-brown cabin ts 
—with porcelain enamel lifetime finish. Built for long, 
economical service. Nothing like them on the market! 


Underwriter’s Laboratories Inc., Inspected 


Here’s the Famous 


Seven Model 
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MODEL 322 , 
CIRCULATOR GAS HEATER 
A. G. A. APPROVED 


Line of WAR Mi MOR NING Coal Heate 


s— 40-Ibs. 


200-Ib >. ( i Capacity 


ee MODEL 4 
:F 4 422 MODEL & MODEL ¥ ' 
100 Ibs. 522 520-B t 
is 7 WO Ibs ) Ss a 
—— Coal Cap Coal Cap 
MODEL MODEL 
616 524-B 
Same style Same style | 
MODEL ® 60 Ibs. 200 Ibs. 
818 Coal Cap Coal Cap. 
100 lbs. 
Coal Cap. “——" 
Same Style 
—40 Ibs. 
Coal Cap. 








No other heaters in the world like them! Exclusive, patented interior construction 
Now Ready! vines provides an abundance of heat at low-cost. Remember! ... WARM MORNING 
N Trip! Dut is the leading seller, famous the Nation over... nationally advertised and backed 
ew Iripie vury by well-planned, sales-producing merchandising helps. Be well stocked .. . display 
WARM MORNING and sell the full line of WARM MORNING Heaters for more profits! 
Write, Wire or Phone Today! 
COAL FURNACE 
(A Packaged Unit) LOCKE STOVE CO., 114 West lith St., KANSAS CITY 6, MO 
ge ni NFL-2 
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DECLINES 
Putty. Lead. Zinc. Tin. One weed killer. Some cameras. 
Some kitchen cabinets, etc. 





Weed-killer — Recently, the 
Dow Chemical Co. announced price 
cuts ranging up to $1 per gallon on its 
2,4-D weed killer. 
this product 


Previous prices of 
averaged $6 a gallon. 
Dow said the reduction is made _pos- 
sible by mass production in a new $2 
Its 2,4-D 


control of 


million plant, built last year. 
killer is 


weeds in farm fields. 


widely used in 


a * * 


Lead, zine and tin—In the 
opening October week, prices of both 
lead and zine were reduced. Zine was 
cut % of a cent per pound to 9% 
cents, East St. Louis; the price of lead 
was reduced a half cent to 14% cents 
per pound, New York. The lower price 


strike. Galvanizers, who place a_pro- 
tective coating of zinc on steel sheets, 
have been the mainstay of demand for 
zinc. The galvanized products of the 
steel industry have been in short sup- 
ply, and this condition has been accen- 
tuated by the big call of the U. S. 
government for grain storage bins. But 
now, the strike of the steelworkers has 
interrupted galvanizing activities in all 
but a few mills.—The latest zine price 
cut is the first change since the market 
had recovered from the low of 9 cents, 
to 10 cents per pound, in July. Zinc 
had fallen 8% cents per pound during 
the spring from its post-war high of 
17% cents. And the lead change was 


the second price cut for that metal in 


cut 34 of a cent per pound to the pre- 


ceding 14%4 cent level. Recent softness 
in the domestic lead market has re- 
flected large offerings of the metal from 
Germany, Yugoslavia and Japan. On 
Sept. 28, the price of tin to the U. S. 
consumer was reduced by the R.F.C. to 
96 cents per pound from $1.03. The 
followed Britain’s cut in the 
New York price of Straits tin from 


action 


$1.03 to 95 cents per pound. 
* * * 

Eastman Kodak—On Sept. 29, 
Eastman Kodak Co. announced price 
reductions in 8 millimeter home movie 
film and certain cameras, accessories 
and color prints. Both black and white 
and Kodachrome film in the 8 mm. 
size 25-foot rolls and magazines are 
included in the cuts. Eastman’s new 
Cine-Kodak Reliant camera, an 8mm. 
roll film camera, was reduced from $89 
to $79. Other Eastman cameras _in- 
cluded in reductions are the Duraflex 
with Kodet lens, the 620 Brownie 
camera and the 616 Brownie camera. 
Reductions on the cameras range up 
to 11 per cent. Price reductions on the 
8 mm. film range from 5 per cent to 











for zinc is a direct result of the steel a week. A week earlier, the price was 10 per cent. Reductions on Koda- 
. 
Wholesale Hardware Inventories ° 
By Geographic Divisions, for August, 1949 
End of Month Inventories (Cost) * Stock-Sales-Ratios b 
| " ame a? ae, ee Weeks? Supply 
ercent Change of Inventory 
GEOGRAPHIC August 1949 Amount (Add 000 a 
DIVISION “- — — 
| 
Number | | | = 
of August July August | August | July (|| August August July August August 
Firms | 1948 1949 1949 | «1948 «| «(1949 «|| 1949 |S 1948 1949 1949 | = (1948 
ee 
UNITED STATES TOTAL 218 5 3 $121,953 | $128 , 256 | $125,369 223, | 194 | 259 13.2 11.5 
New England 3 6| «+2 3 | 3,292 | 3,219 | 3,392 357 27a «| (454 21.1 16.4 
Middle Atlantic 41 5 1 | 12,656 | 13,330 12,840 193 168 OC 228 11.4 9.9 
East North Central 36 11 4 | 21,384; 24,098 | 22,390 195 192 245 11.5 11.3 
West North Central 29 + 2 3 26,692 | 26,163 27,498 241 185 265 | 14.2 10.9 
South Atlantic 47 —15 1 | 17,393 | 20,343 17,518 187 185 218 «=| o11.0 10.9 
East South Central 7 + 4 § | 3,190 | 3,062 3,341 || 170 137 204 10.0 8.1 
West South Central 14 0 1 13,331 | 13,356 13,217 | 258 | 224 257 15.2 13.2 
Mountain 10 +12 1 3,158 2,826 3,190 | 278 | 227, —| 312 16.4 13.4 
Pacific 21 5 5 20 , 857 21,859 | 21,983 273 221 327 16.1 13.1 


Bureau of the Census. 


a Includes 19 reports received too late to be incorporated in Census Bureau published releases. 

b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned stocks. 


Current Wholesale Trade. 
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average 10 per cent but range up 
20 per cent depending upon size. 
* ¢ @ 


Putty—A _ reduction in t 


price sheets are being issued by tl 
be had by writing to the firm. In ma 


reduction C. J. Landen stated, “Whi 


and in a short period lost part of i 


* * * 


freight prepaid on a carload basis fo 


line of sinks will start at a suggeste: 
retail price of $119.95 for the 42-incl 


have been comparably reduced. 


* * * 


strike entered its second week the real 
need for a speedy settlement was the 
dominant note in all circles, said the 
Oct. 13 issue of The Iron Age, a 
Chilton publication affiliated with Harp- 
warE Ack. Steel stocks, which obvi- 
ously were smaller than had at first 
been thought, were shrinking fast. 
Losses in money and materials were 
mounting at a staggering rate. And labor, 
management and government were all 
trying to squirm from under the accus- 
ing public eye and absolve themselves 
from blame for the strike which should 
never have occurred. 

In its first week the strike cost the 
steelworkers more than $30 million in 
lost wages. It had cost steel firms more 
than 1.4 million tons of steel in lost 
production. But the loss did not end 
here. Like a pebble dropped in a quiet 
pool, its impulse was spreading in all 
directions. Its crippling effect was 
threatening to engulf the entire econ- 
omy, 

This week both steel and labor are 
planning their next step in the battle 
of pensions. The government will prob- 
ably suceed in bringing them together 
this week or next. The seriousness of 
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chrome and Kodacolor enlargements 


ing the announcement of the price 


lead is extremely sensitive to market 
fluctuations. It went excessively high 


advance very quickly and then began 
to climb back up. Current weaknesses 
however, indicate that the peak has 
been reached thus warranting reduc- 
tion in our prices of white lead putty.” 


Kitchen equipment—New low 
prices on American Kitchens with 


American Kitchens dealers and dis- 
tributors were announced by F. F. 
Duggan, general sales manager of the 
American Central Division, Avco Mfg. 
Corp. Under the new pricing the deluxe 


model and run to $189.95 for the 66- 
inch double bowl model. Economy 
sinks suggested prices are from $79.95 
for the 42-inch size to $149.95 for the 
66-inch model. Wall and base cabinets 


to 


he 


price of white lead putty was an- 
nounced by the Landen Putty Works, 
Malden, Mass., effective Oct. 1. Ne 


Ww 


1e 


Landen Putty Works and copies may 


k- 


te 


ts 









The steel strike—As the steel 
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+ mowers and the 
‘li help you make 
profitable mn 


wn mow e 


Send. for your FREE KIT Today / 


You can make 1950 your biggest mower year. 
Send for the new Coldwell kit which gives ail 
the facts . . . describes and prices all mowers . 
illustrates all selling helps. 





—— 

Coldwell Lawn Mower Division ! 
COLDWELL-PHILADELPHIA LAWN MOWER CO., INC. 

General Sales Offices: North Washington St., Greenfield, Ohio 

Please send me FREE your new Coldwell Dealer | 

Data Kit. 

NAME _ — 7 | 

eu = ADDRESS 

; CITY STATE » § 





CASE OF 
PROFIT 





NEW— 
ACCESSORY DISPLAY CASE 


Put it on your counter and ring up many 
profitable sales. Three each of the most 
popular accessories are dramatically dis- 
played in this dustproof, theftproof case 
which is 23” high 16” wide 12” deep and 
has easy-sliding shelves and plenty of room 
in back for literature. 

Customers see your varied, clean stock- 

make their own selections — sell them- 
selves! 


THERE'S MONEY IN 


ACCESSORIES 


This new case will attract year-around 
repeat business that means steady income 
and profits. There are 500 accessories in 
the Chicago line the finest and largest 
line available—and made to fit all portable 
power tools. 


HANDEE TOOL OF 1001 USES 
The choice of home craftsmen, mechanics, 
hobbyists. Speed 25,000 r.p.m. AC or DC. 
First tool of this type and today’s finest 
for work on metals, alloys, plastics, wood, 
horn, glass, etc. Grinds, drills, polishes, 
engraves, routs, sands, saws. Weighs only 
12 oz. and fits the hand comfortably. Na- 
tionally advertised with 51 accessories in 
case for $24.95. Handee with 6 accessories 
(no case) $19.95. 


PLASTIC-CRAFT KIT 
Contains everything needed for internal 
carving and coloring of plastics. For use 
with Handee or other portable tools. Re- 
tails for $6.95. 

DEALER AIDS — Free mats, electrotypes, radio 
scripts, circulars and display material. 
Write for discounts and Special Offer on free 
Accessory Case. 

CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. HA, Chicago 7, Ill. 


Send details of Free Accessory Case plan 


Name 


Address 


~ Wholesale Hardware Sales* 
nd — Divisions, for August, 1949 


1 SALES REPORTED CUMULATIVE SALES b 


55 scadeleaaaaleaaeginaailaaiaes a wolves 





Percent Change | | 
GEOGRAPHIC August 1949 Amount (Add 000) 
DIVISION vs. | | 
Number | A ie Sant _| January- | January- 
of | [ ] August | August | 
— | Ags —— July —— | - ow July | 
| | 1949 949 1948 | 1949 


1949 1948 | Percent 
(Add 000) (Add | 000)| Change 


U. S. TOTAL t $66,475 | $81,031 | $58,866 | $493,279 | $575,410 | 14 


New England | 1,452 964! 9,891; 11,835 | ~16 
Middle Atlantic | 10,836 | 7, | 73,633 

East North Central... | | | + 13,834 | } | 82,166 

West North Central... 14,710 | 91,216 

South Atlantic. . | - , 11,737 | 531 52, 006 | 

East South Central. . | 4,815 | 3,552 31, 249 | 

West South Central... + 9,274 62,900 | 

Mountain. . +12 | | 2,80. 0 2,342 | 16,270 

Pacific | + 11,570 73,948 90,821 





Bureau of the Census. Current Wholesale Trade 
a Includes 22 reports received too late to be incorporated in Census Bureau published releases. 

b Includes reports received too late for inclusion in previous monthly totals. 

c Number does not at apply i in all cases es to the cumulative figures. 


States Comprising iin 

New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 

Middle Atlantic—(N. J., N. Y., Pa.) 

East North Central—(ill., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 

South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 

East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 

Pacific—(Calif., Ore., Wash.) 
the strike makes that imperative. It It is impossible to tell how much 
real collective bargaining does not take steel has been shipped since the strike. 
place, the country can look for one of The warehouses, themselves, do not 
the worst tieups in its history because know. In the past few days of hectic 
it will knock recovery efforts of the -hipping billings have fallen as much 
economy into a cocked hat. as two weeks behind. Galvanized sheets 

A careful check by The Iron Age and cold-rolled sheets are the items in 
editors reveals the following: (1) Steel tightest supply. 
stocks in the hands of manufacturers Central Iron & Steel Co., Harrisburg, 
are generally smaller that had at first Pa., agreed to the union’s terms of 4 
been estimated. (2) Steel consumers cents per hour for insurance and 6 
are making a run on the warehouse cents per hr for pensions on a non- 
bank. (3) Some plants have already contributory basis, with details of the 
been forced to curtail manufacturing plan to be worked out later. Following 
operations. (4) Demand for aluminum, this the company raised the price of 
a steel substitut¢ in some applications, plates $5 a ton. Those who remem- 
has spurted sharply. (5) Steel buyer- bered that the settlement of the steel 
are once again camping on the door strike in 1946 was accompanied by a 
steps of the few mills which are still similar boost were watching this de 
operating. velopment closely. But there was no 

This week close checking indicates indication that the special circum 
that few big fabricators will be able to stances of this firm would set a pattern 
operate more than 30 days without cur- for the industry. 
tailing production. Several very larg: Although orders for aluminum 
firms told The Iron Age they expect to jumped sharply, this alternative avenue 
shut down some manufacturing divi of supply for some fabricators may be 
sions within two weeks. Most curtail- short-lived. The steelworkers’ union has 
ments so far noted have been by smaller served formal strike notice on the 
firms who were caught flat-footed by Aluminum Co. of America which pro 
the strike. duces about half of the nation’s alumi 

The run of steel consumers on ware- num. Unless last minute negotiation- 
house stocks almost became a stampede are successful the strike will begin a! 
during the first few days of the strike. 12.01 a.m. Oct. 17. 
[t is now beginning to taper off. Ware- In spite of the steel strike there wa 
houses are trying to allocate their a fair amount of activity in most scrap 
limited stocks among old and new cus markets this week. Prices were gen 
tomers. They have established informal erally very firm in major centers. Th 
but effective quotas. exception was at Philadelphia wher 
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RABLER 


THE GRABLER 
MANUFACTURING 


CLEVELAND, OHIO 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings » AAR 
Fittings * Unions + Rail Fittings * Cast Iron Steam and Drainage 
Fittings * Patented Drainage Fittings * Brass Fittings and Unions 
* Steel and Brass Nipples* Hangers * Copper Tube Solder-Joint Fittings 


Grabler Square “Gee” 


Package-Protected Fittings 
Cost You Not One Cent More 


Each fitting is clean, ready to use, salable 
and profitable because package-protected 
from rust, dirt and damage. Grabler Square 
“Gee” Package-Protected Fittings come one 
size and type of fitting packaged in a small 
carton; label plainly indicates type, size and 
number of fittings in each carton. Small 
cartons are shipped in sturdy master con- 
tainers sized for convenience in storing and 
handling. Most small cartons can be shipped 
by simply attaching shipping label—no 
repacking necessary. They cost you not 
one penny more. Ask your wholesaler for 
Square “Gee” Package-Protected Fittings. 


THE GRABLER MANUFACTURING CO. 
6565 BROADWAY «+ CLEVELAND, OHIO 





—_ | 


rT wrk 





todays best buy 


CARRY AIR ANYWHERE 





| 


Dapco, the most efficient air compress- 
or for its size and weight ever devel- 
oped, is guaranteed to produce 100 Ibs. 
air pressure — featuring an even, steady 
flow of air to exact desired pressure. 
No pulsating, no relief valve, no lubri- 
cation. Just carry air anywhere. So easy 
to inflate tires, lubricate machinery 
and spray paints, calcimine, disinfect- 
ants and insecticides. 


BELT DRIVEN — Here's a complete, power- 
ful air compressor unit for those who have 
their own electric motor—% h.p. or larger. 
Any motor can be used. Weighs only 15% 
Ibs. without motor (42 lbs. with % h. p. 
motor). Motor furnished if desired. 


TANK MOUNTED — Entirely portable — 
weighs only 75 lbs., complete in a com- 
pact unit. It is a giant in output. Automat- 
ic— motor cuts in at 60 Ibs.; cuts out at 90 
Ibs. The Dapco is the last word in modern 
engineering — ideal for any job requiring 
fast, all-’round efficient compressor service. 





Other electric models furnished, as well as those 
for gas engine, tractor or battery operation. 


JOBBER AND DEALER INQUIRIES INVITED 
------LOW COST—WRITE!------- 
MANUFACTURED BY 


JOHNSON SERVICE COMPANY 


Compressor Division Milwaukee 2, Wisconsin 


Please send free, illustrated folder and complete 
information. Jobber DJ or Dealer 2. 


NAME ———————— 
ADDRESS ine 


No. 1 heavy melting steel slipped $1.00 
aton. This lowered The Iron Age steel 
composite to $26.58 a gross ton., a drop 
of 34 cents from last week. Steelmaking 
operations this week are scheduled at 
9 per cent of rated capacity, up 1 
point from the previous week. 


* * * 


Farm costs 
Prices received by 


and _ prices. - 
farmers for tkeir 
products rose 2 per cent Letween Aug. 
15 and Sept. 15, the Agriculture De- 
partment reported, This was the first 
increase since March, the Department 
said; however, average prices in mid- 
September were 14 per cent below a 
year ago. Prices paid by the farmers 
for their buying needs continued to 
decline, mostly due to lower feed prices. 
Costs of building materials used on 
farms also were lower, the Department 
added, aud retail prices of seed, fer- 
tilizer and new automobiles were “off 
moderately” from last spring’s levels. 
% * * 
Commodity 
ground 


July to mid-August was recorded in 
the nation’s barometer of its cost of 


prices lose 
A slight increase from mid- 


living. The Labor Department’s index 
of retail prices in large cities rose to 
168.8 (1935-39 equals 100). Higher 
prices for foods, rent, fuels, and such 
items as medical care, drugs and recre- 
ation contributed to the rise. The in- 
dex at mid-August stood 3.3 per cent 
below its record high of a year ago. 


But the latest move was downward, 


when commodity prices throughout the 
U. S. dropped an average of 1.1 per 
cent in the week ended September 27, 
the Bureau of Labor Statistics said. 
latest wholesale 


The Bureau’s price 


index stood at 152.4 per cent of the 


1926 average, the same level as four 
weeks ago, and 9.2 per cent under the 
corresponding week of last year. Foods 
led the price decline during the week, 
with meat prices especially “off.” The 
of ail 
showed only fractional declines for the 


prices non-agricultural items 
week, except for fuel and lighting ma 
terials which advanced 0.3 per cent. 
Metals and metal products were down 
0.2 per cent from the preceding week, 
and all other non-farm goods averaged 
a reduction of 0.6 per cent. Building 
materials underwent no price changes 
during the Sept. 27 week. 


* * % 


Too much cotton — Cotton 
farmers must face rigid production con- 
trols next year. Congress has passed 
a law to limit plantings in 1950 to 21 
million acres, compared to 27 million 
planted this year. The new legislation 
applies if marketing quotas, which tell 
producers how much they can sell, are 
in effect, and government experts say 
quotas for next year are a certainty. 

Back of the proposed controls is an- 
other story of huge surplus of cotton. 
The 1949 crop is expected to run about 
15 million bales. This, plus some 5 mil- 
lion bales already on hand, gives a 
grand total of around 20 million bales. 
“We can use and export 12 or 13 mil- 





INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 20 CITIES IN THE UNITED STATES 





August, 1949 





Per Cent Change 
' Aug., 1949 8 mos., 1949 Aug., 1949 
Cities compared with compared with compared with 


Aug., 1948 


8 mos., 1948 July, 1949 





California—Los Angeles 
San Francisco 
District of Columbia—Washington 
Illinois—Chicago 
Maryland—Baltimore 
Massachusetts—Boston 
Michigan—Detroit 
Minnesota—Minneapolis 
Missouri—St. Louis 
Nebraska—-Omaha 
New York-—Buffalo 
New York ..... 
Ohio—Akron 
Cleveland ....... 
Youngstown . ; 
Pennsylvania—Philadelphia 
Pittsburgh ........ 
Texas—Dallas 
Washington—Seattle 
Wisconsin— Milwaukee 


—26 
29 
—l1 


—10 
17 
* 


oe 


—22 


+ § 

—19 — 8 
— 5 a 
—ll1 —2 
o—_— 6 +S 
—l — 4 
mm? —19 
at +5 
—10 — 9 
— 3 - 4 
—4 — ] 
—13 4 
ag +3 
+ 6 — 7 
—10 -2 
11 r 
—7 Te 
—10 — 5 
9 +24 
| +12 





Compiled by Bureau of Census, U. 


S. Department of Commerce. 

Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are 
now limited to cities and other local areas because appropriations available for the 
year are not sufficient to develop and maintain valid data on a state-by-state basis. 
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A KK R ‘@) N Quality 


CABINET HARDWARE 






MORE SALES 
MORE PROFIT 















SEMI-CONCEALED 
CABINET HINGE 
MODERN STYLE SURFACE HINGE 


f 













2340 

° HANDLE WITH 

RE i IMPROVED 
— f . Naleke k 2 Design NEW TYPE PUSH 
= ne \ DOOR & DRAWER PULL | BUTTON CATCH 

NEW 

Double 
Compartment 
Envelope 







Pat. Pend. 








AKRON HARDWARE MFG. 0) ee 


LONG ISLAND CITY 
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lion bales of this and that’s about all,” 


$ Realy? 
Only 2.98 helps put new se comments one well-posted authority. 
* e *e@ ee * * & 
in television advertising 


Installment credit at new 
high—Almost all types of consume: 








credit continued to expand duriny 
e; | August, the Federal Reserve Board 
, ported. On Aug. 31, consumers owed 
$16,452 million on installment sales, 
charge accounts, service advances ani 
loans for retail buying. This was an 
increase of $265 million from the pr 
vious month and $1,636 million ove: 
a year ago. Total installment credit 
hit a new high for the post-war period 
of $9,613 million, up $282 million fo: 
the month and up $1,641 million for 
the year ended Aug. 31. Installment 
sales, therefore, accounted for most of 


the rise over July and last year. Charge 
accounts were the only form of con 
a 





sumer credit which dropped during 


Sponsor of television show had to refilm his commercials to meet a new selling August. They totaled $3,064 million, 
problem. New films picked up at studio 4 p.M., delivered to TV station 800 down $59 million from July, and down 
miles away 8:47 P.M. same evening. Air Express cost for 11-lb. carton, $2.98. $66 million from a year ago. 


(In undramatic fashion Air Express keeps radio, television or any business rolling.) 
bi aE 


ia 


ey 





Chain and mail-order sales 
Chain store and mail-order sales in 


ae \ugust were about one per cent higher 
than July and about 3 per cent below 
those of August last year. The Com 
merce Department’s index rose to 300.6 ; 
” in August, compared with 298.0 in 
aah a July and 317.3 in August a year ago. 
ae | The index is based on the years 1935- 
1939 as 100. Higher sales were shown 
: by shoe, building material, and gen 
aa 






| eral merchandise stores, which regis- 





(sc sizs Sigler, eae ene A tered July-to-August gains of 2 per cent 


to 5 per cent, the Department said. 





Remember, $2.98 bought a complete Every Scheduled Airline carries Air 
service in Air Express. Rates include Express. Frequent service—air speeds 


x wt ms 


door-to-door service and receipt for up to 5 miles a minute! Direct by air | New high in television out- 
shipment—plus the speed of the world’s to 1300 cities; fastest air-rail to —ae put—Television receiver production in 
fastest shipping service. off-airline offices. Use it regularly! August reached a new high, following 
e e a summer decline, the Radio Manufac 
Only Air Express gives you all these advantages turers Association reported. RMA mem 
Nationwide pick-up and delivery at no extra cost in principal towns, cities. ber companies reported the manufac 
One-carrier responsibility all the way; valuation coverage up to $50 without ture of 185,706 television sets during a ———— 
extra charge. And shipments always keep moving. five-week period between Aug. 1 and 
Most experience. More than 25 million shipments handled by Air Express. | Sept. 2, Total industry production, it 


: : mie 5 R aca oie — Saat 
Direct by air to 1300 cities, air-rail to 22,000 off-airline offices. is estimated, exceeded 200,000 televi 


These advantages make Air Express your best air shipping buy. Specify and use it 
regularly. For fastest shipping action phone Air Express Division, Railway Express 
Agency. (Many low commodity rates in effect. Investigate.) | set manufacturers during August was 


87 per cent above the average weekly 
output in July. FM-AM set production 


SS 7 V/ VY ZS increased hugely, with 64,179 receivers 
| reported for August as against 23,845 


| in July. In addition, 38,790 televisior 


| sion receivers. Average weekly produc 
tion of television receivers by RMA 














GETS THERE FIRST ; 
| receivers produced in August wer 
4 ’ ; : 
Rates include special pick-up and delivery equipped with FM audio reception fa 
door to door in principal towns and cities cilities 
F appear 
* 
Furniture sales improving 
Furniture sales are improving and th 
outlook for the rest of the year i Sales Office 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE bright, according to R. R. Rau, vie 


president of the National Retail Fu 


SCHEDULED AIRLINES OF THE U. Ss. niture Association. “On the basis o PRODUC 
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He savs his new car is strong and dependable because it’s 


put together with Circle Fasteners.” 


















Cirele Bolts and Nut- are 
produced by skilled bolt-makers with vears of 


experience. Customers are attracted by the finished 





appearance as well as the overall quality of these famous products. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 





PRODUCERS OF CIRCLE © PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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reports of successful ‘home — fashion 
time’ promotions throughout the na- 
tion,’ Mr. Rau said, “it is now antici. 
pated that this year’s fourth quarter 
retail furniture sales may equal last 
year’s total for that period. With values 





for consumers at a post-war peak. with 
prices having leveled off three months 
ago, and retail inventory adjustments 
apparently completed, the industry js 
in a healthy condition.” 


a % * 





ae Washing machines — Factory 
i sales of standard-size household wash- 

yuDd ers in August were greater than in any 
AR RO ' other month since Oct. 1948, according 
Ll yE to industry-wide figures announced by 


the American Home Laundry Manu- 





* 
Colorful display merchandiser Al 


(shown below) packed with each 


dozen cans. List Price 35c for 4 oz. i ®) facturers Association. lhe \ugust 
“Controlled Flow’ (drop or pres- ee total was 323,789 units, an increase of 
ne eenener Sas : 61 per cent over 200,900 in July. I 


H was within 10.6 per cent of 362,169 
Graphited LOCK FLUID rr ae a 


sold in . the industry's all- 











Makes locks work easier in any season. Helps time high year, and compared to 382, 
seal out dust and moisture from working | 600 in Get. 1908. Aun aks 
parts, giving best protection against sticking, : eae e 

rust, and freezing. Contains colloidal graphite | ironers aggregated 32,300 units, com- 
in a fluid carrier. Penetrates rapidly, then | pared to 17,700 in July, an increase of 
carrier evaporates, leaving a graphited, long- | 82.5 per cent. They were within 8.2 


wearing film. Recommended for all types of 
lock mechanisms— indoors and out—in any 
climate. 


per cent of 35,203, the factory sales 
total in Aug., 1948. 
Order from your jobber. _ ae 

“In the red”—The government 
finished the first quarter of the 1949- 
1950 fiscal year—the three months end- 
— ed Sept. 30—about $1,400 million in 
—— =— - the red. Estimates on the budget deficit 
by the end of fiscal 1950 next June 30 


AG, AMERICAN GREASE STICK CO. 
enone! y Muskegon, Michigan 
























see IY 





r ranged from $2 billion by an adminis: eoee 
YOUR CUSTOMERS tration expert to $7 billion by Senator: fixed 

Byrd. The final outcome will depend mov 

THIS FEATURE largely on what Congress does about a som: 

an lot of appropriation bills which are Fou 

three months late and awaiting action. choi 

But experienced officials predicted bow 3 


1949-1950 spending would run_ higher 
than the peace-time record of $41,858 
million contemplated in President Tru- 
man’s budget message last January. 
They also voiced the belief that rev- 
enues would fall short of the $40,985 


CHANGE BLADES IN 10 SECONDS 


Yithowt pening the case 





million forecast by the President. 


* ok oo 





, when your customers are looking for extra value 
—when saving money is more important than ever, the Carlson quick change 
feature gives them a saving AND A CONVENIENCE. 


The Carlson Chief, White Chief and Hobby rule blades are changed in 10 
seconds WITHOUT OPENING THE CASE, WITHOUT SPECIAL TOOLS. 


That means when a customer accidently damages a blade or the blade 
becomes unduly worn, he can replace it at just about half the cost of a new 
rule. And YOU will sell an extra blade for extra value to a satisfied customer. 


Shipments of porcelain enameled steel 
plumbing fixtures in the second quartet 
of 1949 were 19 per cent above the first Anoth 
| three months, the Porcelain Enamel 
| Institute reported. Shipments for the 
period were valued at $9,100,000, com- 
pared with $7,600,000 in the first quar- 
ter this year. 





| 
| Plumbing fixtures gain — 


735-TXB 


STOCK AND SELL CARLSON RULES AND REPLACEMENT BLADES 


ae * +’ 
: . For Heav 
The changing rubber picture ee 


It is unlikely that the rubber indus- 


try will stampede away from use of the 


mae eC Ceeeseeseeeeesteeteeeeeeeeoeeeseeoe ee 6 


735-TXD 


| 
. 


synthetic material, unless the price on 





| 
| 
the natural product falls substantially 
| further. Theoretically Britain’s sterling 
| 


‘CARLSON & SULLIVAN INC. 


T1714 S&S. CALHFORNIA AVE ® MONROVIA, LiF 


030” to 1 


devaluation should have brought natu- 





ral rubber down nearly six cents 4 
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ESIGN 
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for nails, screws, ett. 
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million in B & T’s new “Twin-Four”’ plan lets foot of metal, right from the start. 





age ‘ efici ° 

1 vita you pick Pd ya we want, from The ““Twin-Four” is a complete, com- 

in adminis- 16 fast-selling a pact, sturdy merchandising center for 
, ] mouldings. You’re not saddled with a over-the-counter, carry-out sales of 

” — fixed package that’s padded with slow metal trims. It’s your best bet for top 

rill depend movers and “dogs.” And the hand- profits from this fast-growing con- 

es about a some space-saving, all-metal ““Twin- | sumer business. 

— = Four” display comes to you with your Write for details today, or see your 

mg Qcten. choice of trims—you don’t pay a cent nearest authorized Chromedge dis- 


predicted 






for it. You make full profit on every tributor! 
run higher 
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sident Tru- : 
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For Heavy and Light Standard 


Another fast over-the-counter profit maker - 
CHROMEDGE 7apMRo/SINK FRAMES { 


*Manufactused Under The B & T Metals Company's U. S. Patents 
No. 128,793 ana No. 2,258,314. Other Patents Pending 


A favorite of builders and mechanics! 





_ No exact scribing, cutting or fitting. 
Just “tap and roll” upright lip of 
frame tightly over edge of covering. 





Pagpae also 1/,”" material Covering locks in ip with B & T’s 

famous “fish-hook grip”. Waterproof- 
suashen the ing traps assure tight, permanent 
aa moisture seal. Sell these popular, 
stantially profitable, proven frames. See your 


- sterling - > ° oa ' 
Chromedge distributor! 
cht natu- 


cents 4 
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MORE PROFITS! MORE PROFITS! 


with the original 


ACADEMY 
Automatic PLUG 


(Patent Pending) 


Millions Sold— 
Millions to be Sold! 





THis nationally publicized Academy Automatic Plug sells on sight—and 
sells fast. Yields a BIG MARGIN of profit. Just insert wire and squeeze 
prongs... THAT'S ALL! No separation of wire. 

No Tools, Screws, or Stripping necessary. 


EXCLUSIVE SELLING FEATURES: 
Assembles in seconds... Conventional appearance... 
...No shocks or shorts possible... Insulation never re- 
moved... Built-in wire locking device... Crushproof 
construction .. . Moulded of brown or white Urea plastic. 


SELF-SELLING: Each ACADEMY Automatic Plug 
is mounted on an instruction card, and packed 36 to an 
improved, attractive, colorful display box. 

LISTED BY UNDERWRITERS’ LABS 
UNCONDITIONALLY GUARANTEED 
Write for complete details on this 
fast-selling highly profitable plug! 


ACADEAAY “CIN rnonucrs con. 




















Ceerless 


Styled foe Beauty — Built foe Du 


A. G. A. APPROVED FOR ALL GASES P 





PTT 
easeeeasas 


HPO eib sh & 





coord 


ENCLOSED RADIANT 


VENTED CIRCULATORS 
20,000 to 60,000 B.T.U. Sizes 
No. 7770 Series has Radiant 

Front Styling 
No. 7780 Series has Closed |Other sizes and styles for 


SUSPENDED FAN TYPE 
. OD gy obese y UNIT HEATERS 
Bh gh 8, a -$192.D | 05:000 to 200,000 B.T.U. Sizes 
°. - 0. 6192- For Domestic and Commer- 


cial uses 


Front Styling rooms and fireplaces 


Write today for descriptive literature on this complete line that is 
made to sell . . . made to last . . . made to satisfy. 


PEERLESS MANUFACTURING CORPORATION LOUISVILLE 10, KY. 
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pound; the actual decline has been only 
a cent and a half. This makes the 
“tree” rubber, at 17 cents per pound, 
about 1% cents cheaper than synthetic, 
But rubber men want to see if it stays 
that cheap, or goes further, before 
making switches in their formulas. I[n 
rubber manufacturing, formula changes 
are costly. Consumption of natural 
and synthetic rubber totaled 78,370 
long tons in August—l1 per cent higher 
than July, but 15 per cent lower than 
August, 1948, according to the Rub- 
ber Manufacturers Association. Total 
synthetic rubber consumption in Au- 
gust was 33,601 tons, up almost 12 per 
cent from the previous month, but 14 
per cent below the consumption of 
Aug., 1948. Domestic manufacturers 
used 44,769 tons of natural rubber in 
August. This was 10 per cent more 
than July, but 16 per cent less than 
August of last year. Total consump- 
tion of natural and synthetic rubber in 
the first eight months of 1949 totaled 
658,314 tons, or about 9 per cent less 
than use of these materials in the like 
period of last year. 
af o- 


Lumber demand exceeding 
supply—Lately, and for the year to 
date, lumber mills have not turned out 
new supplies as fast as incoming de- 
mands have drawn on their stocks. For 
example, in the mid-September week 
lumber shipments of 415 reporting 
mills were 3 per cent above production, 
and new orders received by these mills 
were 18.5 per cent above production 
Unfilled order files of the mills amount- 
ed to 35 per cent of stocks. For the 
year to date, shipments of the same 
mills were 2.2 per cent above produc- 
tion and orders were 4.2 per cent above 
production. Compared with the aver- 
age corresponding pre-war week (1935- 
39) production of reporting mills was 
29.3 per cent higher, shipments were 
41.4 per cent greater and orders were 
55.8 per cent. Compared with the 
corresponding week in 1948, produc- 
tion of reporting mills were 9.6 per 
cent below, shipments were 3.6 per 
cent above and new orders were 20.8 
per cent above. 


* * © 


Ply wood — Plywood producers 
say they are getting more business 
than they can handle. For example, 
the vice-president of one big Pacific 
Northwest maker estimates current de- 
mand exceeds production by 25 per 
cent to 30 per cent. The Douglas Fir 
Plywood Association, trade organization 
of manufacturers, says August and 
September business was 35 per cent 
to 40 per cent above a year ago. Manu- 
facturers say much of this burst of 
buying comes from dealers who let 
their stocks dry up while waiting on 
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WOVEN GLASS 


The acme of perfection in stove kindlers. 
assuring long life and maximum stove per- 


t 


with a wire core in every strand to protect 
the burning edge. Packaged 51/2 ft., 6 ft., 
and 100 ft. to the box in widths of 7%’, 
VW, i 


QUIK FLAME 

The most efficient kindler ever developed for range burners. 
Patented open mesh construction provides best possible 
results with distillate oils. The extra-heavy wire core yarn 
keeps the kindler upright in the burner channel. Glass yarn 
at burning edge facilitates the removal of carbon deposits. 
Packaged 6 ft. to the box, 7%’ and 13%” wide. 



























ormance. The only glass wicking woven 
TRI-WYR 

This is an extra 
sturdy woven as 
bestos wick, contain 
ing a brass wire core 
in every strand. 
There are also three 
heavy reinforcing 
wires in the lower 
half of this wick. 
Fits all range burn 
ers. Packaged 51/2 
ft. to the box, 7%’ 
wide. Also 100-ft 
rolls, boxed or 
unboxed. 


1%" and 13%” 






FOR EVERY RANGE 
OR HEATER 








KINDLERITE 
R/M’s standard quality 
woven asbestos kindler. 
A sturdy long-lived 
wicking with wire core 
in both warp and 
filling yarn. Packaged 
52 ft., 6 ft., and 100 
ft. to the box, in 
widths of 7%’, 1”, 
4" and 136”. 


QUIK FLAME SETS 

The same Quik flame wicking 
that has proved popular in con 
tinuous lengths is now availale 

in crimped sets to fit all standard 

8 range burners. Packaged in 

sets of 4 oversize (1'' wide) wicks 


Raybestos-Manhattan manufactures a variety of wicks for every 
type of oil range or heater. Made of quality materials, made by one of America’s leading 
processors of asbestos, R/M wicks will give your customers long, efficient service. 


Ask your jobber for R/M.. . the pick of the wicks. 


RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 
Factories: Manheim, Pa.; No. Charleston, S. C. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber 
Covered Equipment e¢ Brake Linings « Brake Blocks « Clutch Facings 
Fan Belts « Radiator Hose »* Powdered Metal Products « Bowling Balls 
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WITH MEN WHO KNOW TOOLS 





IT'S BEEN 


VAUGHAN 


SINCE 1869 


For those master craftsmen to 
whom quality in their tools means 
everything, the choice is over- 
whelmingly V & B. They like 
the built-in balance that relieves 
fatigue—the ring of carefully 
tempered steel — the smooth, 
shock-absorbing handles. 


Yes—with men who know tools, 
for 80 years there’s never been 
but one choice — VAUGHAN & 
BUSHNELL, makers of fine ham- 
mers, hatchets, axes, chisels and 
punches. 


ESTABLISHED 
1869 
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further price declines. They also say 
a lot of orders are coming in from 
“recaptured markets” — users who 
“high-hatted” plywood when prices 
were soaring. Plywood prices had really 
taken a big tumble early this year. But 
now they have started upward again. 
The fir product that sold for $95 a 
thousand square feet in January—and 
plunged below $65 in June—is now 
around $68. 


Encouraging construction 
news-—New construction put in place 
during September was estimated by the 
Commerce Department at $1,902 mil- 
lion, slightly above both the preceding 
month and Sept., 1948. The Depart- 
ment said the “outstanding develop- 
ment” in the building industry this 
year has been the “contra-seasonal” 
rise in private home building. This was 
listed at $680 million in September, 
$20 million above August but 4 per 
cent below September last year. Indus- 
trial and commercial building declined 
somewhat in September from August, 


and remained “well below” Sept., 1948, 
the Department added. 
+ * ~~ 
Heavy construction gains— 
In the third September week, heavy 
(engineering) construction contracts 
awarded totaled $188,659,000, as re- 
ported by Engineering News-Record. 
This was 21 per cent above the pre- 
ceding week, and 88 per cent higher 
than for the like week last year. How- 
ever, the value of awards remained well 
below the year’s high of $257,000,000 
in mid-August. Private construction 
contracts for the week were 128 per 
cent ahead of the corresponding week 
of 1948, while public construction 
gained 60 per cent above the like week 
last year. The year’s dollar total to 
date is 20 per cent above the corre- 
sponding total for 1948. 
* * + 
Building costs easing—A con 
tinued improvement in the quality of 
construction labor, and the better avail 
ability of building materials and equip- 
ment, resulted in a five-point drop in 















OPEN SEASONS FOR TRAPPING 1949-1950 


























STATE MUSKRAT MINK SKUNK RACCOON rox 

ALABAMA x x x x x 
ARIZONA x x x x x 

ARKANSAS Dee. 1 to Jan. 31 Dee. 1 to Jan. 31 Dee. | to Jan. 31 Dee. 1 to Jan. 31 Dec. 1 to Jan. 31 

CALIFORNIA Nov. 16 to Feb. 28 Nov. 16 to Feb. 28 Open Open Nov. 16 to Feb. 28 
COLORADO xOct. 15 to Dee. 15 Closed x Nov. 1 to Jan. 31 Closed 
CONNECTICUT Nov. 1 to Mar. 16 Nov. | to Mar. 15 Nov. I to Mar. 15 Oct. 15 to Dee. 31 Open 
@DELAWARE x x x x x 
@FLORIDA Cloned Closed Open Open Open 

GEORGIA Nov. 20 to Feb. 15 Nov. 20 to Feb. 15 Nov. 20 to Feb. 15 Nov. 20 to Feb. 16 Nov. 20 to Feb. 15 

IDAHO Oct. 16 to Apr. Nov. 1 to Dec. 16 | Open Nov. 1 to Dee. 31 Crosed 
#iLLINOIS Dee. 1 to Jan. 15 Dee. 1 to Jan. 15 Dee. | to Jan. 16 Dec. 1 to Jan. 15 z 

INDIANA Nov. 15 to Jan. 15 Nov. 16 to Jan. 15 Nov. 15 toJan. 16 Nov. 15 to Jan. 16 Open 
+iOWA Nov. 10 to Jan. 10 Nov. 10to Jan. 10 Nov. 10 to Jan. 10 Nov. 10 to Jan. 10 Closed 

KANSAS x x x x x 
@KENTUCKY Dee. 1 to Jan. 31 Dec. 1 to Jan, 31 Dee, 1 to Jan. 31 Dee. | to Jan. 31 xDee. 1 to Dec. 31 

LOUISIANA Dee. 1 to Feb. 16 Nov. 20 to Jan. 0 Nov. 20 to Jan. 2 Nov. 20 to Jan. 20 Nov. 20 to Jan. 20 
MAINE Closed Nov. I to Nov. 30 Nov. 1 to Feb. 15 Nov. 1 to Feb. 15 Nov. 1 to Feb. 16 

MARYLAND Jan. 1 to Mar. 16 Jen. 1to Mar. 15 | Ope’ Nov. 1 to Jan. 31 pen 
@MASSACHUSETTS Nov. 15 to Mar. 1 Nov, 15 to Mar. I Nov. 15 to Mar. 1 Nov. 15 to Jan. t Nov. 15 to Mar. 1 
@MICHIGAN xNov. I to Dee. 31 xNov. | to Dec. 31 xNov. 1 to Jan. 31 xNov. 1 to Dec. 16 

MINNESOTA xDee. 3 to Dee. 17 Nov. 1 to Jan. 29 Open Nov. 1 to Dee. | Open 

MISSISSIPPI Dee. 1 to Feb. 16 Deg. 1 to Jan. 31 Dec. 1 to Jan. 31 Dee. 1 to Jan. 31 
@MISSOURL , Dee. 15 to Jan. 16 | Dec. | wo Jan. 15 Dec. 1 to Jan. 16 Dee. 1 to Jan. 15 

MONTANA Mar. 30 Apr. 16 | Nov. 2) to Dee. $1 Open Mar. 1 to Apr. 15 Nov. 20 to Dee. 31 

NEBRASKA x x x x x 

NEVADA Nov. 1 to Mar. 16 Nov. | to Mar. 16 Nov. 1 to Mar. 16 Nov. | to Mar. 16 Nov. | to Mar. 16 
NEW HAMPSHIRE Ort. 20 w Feb. 1 Oct. 2 w Feb 1 Oct, 20 to Feb. 1 Closed Open 

NEW JERSEY Nov ate Mar 15 | Nov 20 teMar. 16 x Nov. 1 to Jan, 16 Nov, 10 to Apr. 30 

NEW MEXICO Jan, 16 to Feb. 28 Closed Oct. 1 to Mar. 31 M xOct. I to Mar. 31 
@NEW YORK Mar. Ito Apr. 20 Oct. 25 to Mar. 15 Oct. 15 to Jan 31 Open 

NORTH CAROLINA Nov Ito Feb 28 Nov 15 to Feb. 2s Open . 

NORTH DAKOTA Dec. | to Jan. 31 ¥Nov. 16 to Feb. 16 Uct. 1 wo Feb. & Open 

| 
@oH!0 x } x x x " 

OKLAHOMA Dee. 1 to Jan. a1 Dee 1 to Jan st Dee. 1 to Jan. 31 Dee. 1 wo Jan. 31 Dee. | to Jun. 31 

OREGON Nov i5 to Feb. 1 Nov 15 to Feb. 15 | Open Open Open 
PENNSYLVANIA Jan. | to Feb. 1 Nov W to Dee. 10 Nov 10 w Feb 1 Nov. 10 w Feb. 1 Open 

RHODE ISLAND xNov 15 to Feb 18 «Nov I$toFeb.35 | Nov tte Mar.i5 | *Nov 16 to Feb. 1 Open 

| 

SOUTH CAROLINA Nov. 28 to Mar 1 1 | Nov. 2toMar a Nov. sto Mar I Nev. 2 wo Mar. 1 

SOUTH DAKOTA Dee.J ty Mar, 31 Nov Ito Mar.ii | Open Nov. 1 to Mar. 31 Open 
TENNESSEE Nov. 24 to Jan. 25 Nov 24toJan.25 | Nov. 24 Jan. 25 Nov. 24 to Jan. 25 x Open 

xNov. [Sto Apr. 1 Dec 1 to Jan. 31 Dec. 1 to Jan. Dec. 1 tw Jan. 11 «Dec. 1 to Jan. 31 
} 

UTAH | x Open Closed Open 
VERMONT | Oct. %5 to Apr. 19 Oct. % to Feb. 14 Oc. 4 w Feb. 14 Oct. 25 to Dee. 30 Oct. 2 to Feb. 14 
VIRGINIA | Dee. 15 wo Feb. 28 Oct. 16 to Jan. 31 x Closed Nov. 15 to Jan 
WASHINGTON | xNov. 13 to Jan. 15 Nov. 13 to Jan. 16 Open Open Open 
@WEST VIRGINIA | Dee. 1 to Feb. 16 Dee. 1 to Feb. 16 Nov 1 w Feb. 16 Nov. 1 to Jan. 14 « Open 
WISCONSIN x « x x . 

WYOMING xNov 10u»Dec 29 | xNov. 10 to Dee. 31 xNov 10 tw Dec. 20 | xNov. 10 to Dec. 20 aNev. 10 w Dec, 20 

| 
| 
loons ————— oe solemn = 

















Always consult your state conservation department or local game warden before undertaking to trap 


concerning Leense requirements, as well as weneral and special trepping regulations 


SState regulations require trepe to be tagged. 


xConsult your state conservation department or local game warden concerning special regulations 


From those sources you can obtain 





complete information 


This summary has been prepared by the Animal Trap Company of America, Lititz, Pennsylvania from information furnihed by the state conservation depart 
ta. Every effort has boen made to provide complete, up-to-date information, but due to constant changes in legislation and departmental regulations 


accuracy is net guaranteed 














(Reprinted by courtesy of the Animal Trap Co. of America, Litifz, Pa.) 
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BACK TO SCHOOL... 


means Padlock Profits for You 


EAGLE’S dramatic Padlock Panel 


will help you cash in on extra padlock sales 


Alert retailers everywhere are preparing for the back-to-school 
business by prominently featuring the Eagle Padlock Panel. 
This sturdy sales builder displays a complete selec- 


tion of fast-selling numbers that kids will 











really go for... to take care of their 
locker, lunch box, bicycle and other school-day needs. It’s 
just smart ‘rithmetic to complement your padlock profit 
picture with these money makers. Backed up by window 
and counter displays plus the new colorful padlock dis- 
play packages, you’re bound to boost your padlock sales. 


Order today from your jobber. 


The Eagle Padlock Panel is yours at no cost with initial pur- 

chase of padlock assortment No. 24538. It gives you these 

features: 

@ All metal panel finished in green, red and yellow. 

@ Unique padlock and key holder arrangement insures 
samples against loss. 

@ Retail sales messages on back of panel to aid your 
salesmen. 

@ Sales tested assortment of padlocks to insure quicker 
sales for you. 


Nil 


The EAGLE LOCK Company 


Terryville, Connecticut 





| i meme 7 boasl ockmakers— Siese S532 


—— 
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the Austin Co.’s index of national in 
dustrial building costs during the third 

quarter. Now standing at 161 (1926 ef 
equals 100), the current index figure is 
7.5 per cent below the high reached in 
Oct., 1948, and compares with the leve!] 
prevailing from April to September of 
1947, the company reported. “This re 
duction in building costs has taken 
place in the face of scattered wage in- 
creases and further small advance in 
freight rates,” Austin Co. said. The 
resulting savings are bound to be smal! 
by comparison with those made during 
the past six months, so “stabilization of 
building costs at about the present 
level can be expected unless a recur- 
rence of labor difficulties or wage and 
price increases upset the situation.” 


* * sd E 


Looking ahead—The construc 





tion market is likely to undergo a con the . 
tinuing period of readjustment during satisf 
1950, said T. S. Holden, president, F. oe & 
W. Dodge Corp., before a recent meet- to se 


; ing of the Producers’ Council. “It is Writ 
difficult to see where construction mar- 
te S ket conditions in 1950 will be radically 
different from those which have pre 


STzET AND WIRE C e) MPANY INC vailed this year,” Mr. Holden com- 
: i Sx. i doubt 
WORCESTER 14 MASS. mented There is reason to 


whether the current upswing in activity 





New York Philadelphia Cleveland Detroit Akron Chicago can be viewed as the beginning of 
ELIE Houston Tulsa Los Angeles Torcnto sustained upward movement. Com- 
modity prices, business activity and 12" 
construction are likely to have mixed a 





trends.” Mr. Holden expects the 1950 

FINGER-TIP TOOL volume of public construction to in- 
IME AND TEMPER SAVER FOR crease over 1949 while private build- 
ing may decline moderately. “What 
IANDYMEN, HOUSEHOLDERS, HOBBYISTS the continued buyers’ market means to 
the investing public is probably a grad- 
ual lowering of construction costs,” he 
said. “What it means for producers of 








SLIPS ON FINGER-TIP material is an oe urge — 
; improvement of products, new prod- : 
Z nin gerd cag dog ho ucts, lowering of costs, and, above all, SS 
Y opening. Adjustable to progressive improvement in analysis of 
yy any size finger. Head markets and methods.” 
" 4 bends to any working - oa 
sf GZ angle. BELT & 
a Gas range sales—In a sharp SANI 








GRIPS “HARD TO REACH” NUTS reversal of previous monthly trends, 
7 gas range shipments in August jumped 
64 per cent over shipments for July, 





c/_ > 


A SURE SIGN FOR PROFITS 
is AJAX cellophane packed 
Wood Screw Assortment 


FREE DISPLAY STAND 


Assortments available 
in 5¢ OR 10¢ RETAILERS 


Open stock for replacements 





Instant connection. No 
fumbling. No disassem- 


Yj bly of confining parts in reflecting a majo improvement in 
G 






working areas. business conditions and the effective 





a ness of the gas industry’s coordinated 

— te A fl ga nationwide promotional campaign, ac 

Priced Right Packaged Right cording to Robert W. Hendee, presi 
ric acka 


dent, American Gas Association. Gas 
SELLS ON SIGHT 


Each display carton — 
10 x 10 — holds 24 cards 







4 4%." JC 
range shipments reported by the Gas PLAI 


Appliance Manufacturers Association 
..- four of the most pop- were 187,000 units in August as com 
ular wrench sizes to a pared with 113,900 in the previous 
card. Ue month. While August sales normally 
ae are greater than July, the increase this 
— year is three times the rate of most 

OUCH N GRIP previous years. A year ago the increas¢ 

F. E. REDFIELD from July to August was 23 per cent 

31 Colonial Parkway, Dumont, N. J while the prewar (1936 to 1940 inclu 













AJAX HARDWARE MFG. Corp. 
6827 AVALON e@ LOS ANGELES 
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Get in on the POWER TOOL PROFITS 


*xLow Inventory Starts You Out 
* Good Mark-Up *Fast Turnover! 


THE HOME WORKSHOP—IN ONE YEAR—HAS 
CLIMBED FROM 7th to 3rd PLACE AMONG HOBBIES. 
Only stamp and glassware collecting now top it. 


Take full advantage of the sales opportunities — with 
POWER KING woodworking tools. There never has been a 
better opportunity to get in on a hot popularity wave than 
right now ... and you're selling a market that grows with each 
new home that’s built. 

POWER KING gives you the power tool sizes and prices that match the needs and desires of 
the average home shop owner. They are engineered right . . . durably built by Atlas for lasting 
satisfaction . . . consistently advertised to millions of mechanically minded men and home owners 

. and backed by Atlas, with a reputation for quality tools since 1911. This Christmas is likely 
to see the heaviest buying of shop power tools in history! Be ready for it with POWER KING. 
Write today for full franchise details. 









12” 
BAND - " 
11%4"-12% 
om DRILL 
PRESSES 






BELT & DISC 
SANDER 





, woop 
42" JOINTER. — SHAPER 
PLANER . 


“ATLAS PRESS Company 


1056 N. PITCHER ST. * KALAMAZOO, MICH. 


MATCHED PRECISION 
MACHINING AND 











9"-12" WOOD LATHES 
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ORDER YOUR 


UNIVERSAL Sprayers 
‘NOW! 


The demand for UNIVERSAL Sprayers keeps right on going up 
—a mighty good indication of their basic superiority, their 
constantly increasing popularity with the consumer, and the 
extra sprayer sales dealers who handle this line are getting. 
Decide, NOW to switch to UNIVERSAL, its by long odds the 
best line to handle. Send in your order immediately to make 
sure you have them when you want them. If your jobber 
can't supply write to us direct. 





The MOBL-SPRAY — ‘Most asked- 
for'' compressed air sprayer on 
the market; one of a complete 
line of compressed air and hand 
sprayers. 


2) 


S ae \ 
RI aX 
tio 





t 


UNIVERSAL METAL PRODUCTS CO. 


SARANAC 
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MICHIGAN 








CABINET 
PULL Each item 


wo individually Packaged 


\ 
hana in Colortul Enve'one® 
J 
“Seer-Bright” 
ee emer 


STAR METAL PRODUCTS C0 


peeeacra 


STAR 


Write for catalog TODAY. 





sive) average rise was 21 per cent. 
Since competitive range sales failed 
to keep pace with the gas industry’s 
gains, Mr. Hendee credited the indus. 
try’s success largely to the results of 
the Old Stove Round Up promotional 
campaign sponsored throughout the 
country by the American Gas Asso. 
ciation. Immediate objective of | this 
campaign is to sell a million gas 
ranges. 


* 


Price moves for 1949 to date 
The passing of 1949’s third quarter 
gives occasion for some comparisons of 
today’s price levels, with those of a 
year ago, on leading basic materials 
and products. In the metals group, steel 
billets at $52.00 per ton are exactly the 
same as a year ago, though pig iron is 
up more than °$4.00 per ton, and steel 
scrap, at $30.00, is $13.00 lower, at 
Pittsburgh. Copper, at 17% cents per 
pound, compares with 23% cents last 
fall. Lead, at 1454" cents, is down 4% 
cents. Zinc, at 10 cents, is 5 cents 
under a year ago. Tin is now 8 cents 
cheaper. In grains and foodstuffs, corn 
is 47 cents per bushel lower than at 
this time last year, wheat is off only 
4% cents, steers (at $29.50 per cwt.) 
are down $7.50, hogs are $0.50 lower, 
butter is off about 7 cents per pound, 
and eggs are up 3% cents per dozen. 
Among “miscellaneous” staples, rubber 
is now 17 cents, against 22% cents last 
year; hides are almost at last fall’s 
mark; linseed oil, at 19.60 cents per 
pound, was 27.80 cents a year ago, and 
crude petroleum stands exactly the 
same as last September. 


% * * 


Lots of autos and trucks 
September production of automobiles 
and trucks in the U. S. was estimated 
by Ward’s Automotive Reports at 619,- 
000 units, the third highest monthly 
total in history. This would bring out- 
put in the U. S. and Canada for the 
first nine months of 1949 to 5,092,025 
vehicles, more than a million above the 
1948 period. Due to the steel strike, 
production schedules of the major au- 
tomobile companies for October remain 
uncertain. Cutbacks have been ordered 
in assemblies of nearly all high-priced 
cars and of several lower-priced models. 
Meantime, among consumers, there are 
some definite signs of lessening de- 
mand, and price concessions at the 
retail level are appearing. 


* * . 


Houseware dealers warned 
on low stocks — Too-low inventories 
may cost houseware merchants up to 
$1 billion during the next three months, 
J. W. Alsdorf, president of the Na- 
tional Housewares Manufacturers Ass0- 
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mali riffin 
Ayr Griffin. 





For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . 


quality produced by 









Di Seery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, Illinois 

9344 Woodward Avenue, Detroit, Michigan 
115 Broad Street, Boston, Massachusetts 

703 Market Street, San Francisco 3, California 
917 St. Charles Avenue, Atlanta, Georgia 
308 North Harwood, Dallas, Texas 

4524 East 60th Street, Seattle, Washington 
785 North President Street, Jackson 6, Mississippi 
4638 Mill Creek, Kansas City, Missouri 

2611 Garrison Bivd., Baltimore 16, Maryland 
1620 Garfield Street, Denver 6, Colorado 














@ The Pin Tumbler 
Night Latch With The 
Key That Retains The 
Latch Bolt For 








Here's a natural that will win cus 
tomers for you... a night later 
with such convenience appeal that 
it makes ordinary night latches 
old fashioned. Now your cusfomers can have an armful 
of packages and enter home or office without the usual 
“put-it-down pick-it-up" trick that is common with almost 
every door equipped with a night latch in your community, 
a PLUS feature: inside dead-locking button makes the 
Retaino-Latch jimmy proof. 

@ EASIER INSTALLATION: 


The improved Taylor back-plate nestles into the lock case, 
providing perfect alignment for easy action. 


@ NEW BAKED ENAMEL JEWEL-LIKE FINISH: 


The last word in home appointments. Your customers will 
go for the smooth, untarnishable finish—and the modern 
streamline design. No wonder TAYLOR is busy with re- 
orders. 

Your hardware wholesaler has a complete line of Taylor-Made 


Quality Products—Padlocks, Night Latches, Inside Lock Sets, 
Key Blanks and Replacements. 


TAYLOR LOCK CO. 


PHILADELPHIA 32, PENNSYLVANIA, U.S.A. 
Canadian Representatives—DORKEN BROS. & CO., Montreal 











_——- i IN CANADA F 
months, = 15 Wellwood Avenue, Toronto, Ontario ~) — 
sags FOR SAFETY'S SAKE, ALWAYS SAY AVI OR 
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(USTREAM of votts 
will SPRAY your way 


from FAUCET: CUE 
doy after day 






A flick of 
the finger 
gives 


“SPRAY OR STREAM 


Every home with running water needs this nation- 
ally advertised Kitchen Helper...now made 2 ways: 





1. FLEXIBLE TYPE retails for 39¢ 
Model “A” FAUCET- 


geen QUEEN has flexible bel- 
: a= lows-like neck on sprayér. 
Sy NS Spray or stream reaches 
Be, every part of sink for easy 
ae) Ty~ washing of dishes, vege- 
a tables, sink. Has strainer 


and anti-splasher fixture. 








Prize-winning display with 1 doz. assorted colors. 
$3.10 per doz. 


2. REGULAR MODEL retails for 29¢ 


Regular model FAUCET- 
QUEEN has rigid-neck 
sprayer. Also strainer and 
anti-splasher, Wonderful 
for making suds, wash- 
ing fruit, etc. More than 
17,000, 000 sold! 





Easel-back display S fAucer-20rTy 
* with 1 doz. assorted colors. & io) 
$2.30 per doz. 


Order Now From Your Jobber 


FAUCET-2UEEN 


THE FAUCET-QUEENS, INC. 
119 W. Hubbard Street, Chicago 10, Ill. 
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ciation, warned the industry. He urged 
sellers of housewares not to be caught 
with empty shelves during the October 
to December sales season. “The small 
appliance industry,” Mr. Alsdorf said, 
“does approximately 50 per cent of its 
total annual business during the period 
from now to the end of the year. This 
total could well reach unprecedented 
heights if retailers and wholesalers will 
shake off their unsound pessimism and 
recognize the tremendous unfilled de- 
mands still existing among consumers.” 
He said that according to manufactur- 
ers of houseware goods, wholesale 
orders upon which fall and winter in- 
ventory is based, have been from 25 
per cent to 50 per cent off from 1948 
levels, and urged members of the in- 
dustry to concentrate on sales rather 
than inventories. 


x * - 


Wallpaper sales — United 
Wallpaper, Inc., for the fiscal year 
ended June 30, 1949, according to the 
annual report recently issued, had net 
sales of $16,052,952, as compared with 
$11,613,250 the previous fiscal year. 


* . * 


Westinghouse sees improve- 
ment—Westinghouse Electric Co., with 
a current backlog of $600 million in 
orders, and a sharp pickup in demand 
during the last six weeks, looks for- 
ward to results in 1949 comparable to 
those in 1948 and to a good year in 
1950, G. A. Price, president, said re- 
cently. Up to mid-June, appliance 
sales were disappointing, inventories 
were extremely high, and production 
had been sharply cut, Mr. Price added. 
Since then, business has been abnor- 
mally good for the summer season, and 
workers are gradually being recalled. 
Westinghouse employment, which had 
dropped to 88,000 from 102,000 at the 
beginning of this, year, now is some- 
where around 90,000. Judging from 
the company’s experience, June marked 
the turning point of the dip in busi- 
ness. Westinghouse expects soon to be 
buying copper and steel again, Mr. 
Price said. 


* * * 


Emerson reports big video 
demand — Emerson Radio & Phono- 
graph Co. has stepped up television 
receiver production to 1,100 sets daily, 
the highest in its history, according to 
Benjamin Abrams, president. Emerson, 
he said, has been allocating television 
sets to its dealers since Sept. 1. “The 
demand is so great,” he added, “we 
could sell four or five times as many 
sets as we're making.” Three factors 
are responsible for the upturn in tele- 
demand, said Mr. Abrams, 
namely, lower prices of sets, low: in 


vision 
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1899-1949 


HEATERS FOR ANY GAS 
AGA Approved 








A model you’ll want to feature at this time 
Attractive, modern design, constructed of brass, 
highly polished and lacquered. Solid white ae 
wall. 17%” high 24” wide 7” deep. 20,000 B 

No. 1695-S for Natural and Mfg. Gas 

No. 1695-SB for LP Gases 


FULLY VENTED 
Model 915-V 


A beautiful, modern de 
sign engineered for high- 
est efficiency. Eliminates 
wall and window sweat- 
ing. Finished in brown 
vitreous enamel with 
maple trim, bottom grille 
of chrome. Has side ac- 
cess door and pilot. 19” 
high 12” wide 9” deep. 
16,000 B.T.U. 





There are many other Armstrong Gas and 
Electric Heater models. 


Order from your Jobber or write for literature 
ARMSTRONG PRODUCTS CORP., Dept. HA, Huntington 12, W.Vo. 


















( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK| 
it WORKS BETTER. 


TICKS AND STAYS pyr 
t; 




















Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may one 
fall out or chip off. Durham's Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw 01 
chisel it, paint or polish it to a velvet smooth 
finish, Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. © Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobbe: 


The PLASTIC Repair Material 
in POWDER Form 
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makes hardware for housewives — 


ES 


COMPANY, WALLINGFORD, CONN. 
York 7, NY. 


7 Chambers l., New NY. 





| ventories in the hands of dealers, and U. 5. area 
IT’S A PLEASURE TO Sev... Bie ctoctond Texab and 


ing use of 


* * * 

} over the ‘re 

| Washing machines and iron- scat of « 
ers—Barlow & Seelig Mfg. Co., Ripon, Texas stat 
Wisconsin, reports that its washing expected t 
machine and ironer sales are running in crude oi 
about 50 per cent ahead of the Janu ber. The ce 
ary low. The company changed its to increas 
name to Speed Queen Corp. on Oct. 1. 132,000 ba 
H. A. Bumby, president, says that the permissible 
pick-up in volume started early this 32.000 bart 
summer to 1,500 washers a week from ber limit. 





1,000 and to 400 ironers a week from 
300 as a result of the improvement in 





SHARP, CLEAN-CUTTING 





KNIVES SPORTSMEN LIKE BEST sales. It comments that dealer inven- Pre 
3 Great New Numbers for 1949 tories “are at rock-bottom,” but there house Elec 
No. 677 with Bone Stag handle and 5-inch are no indications that dealers yet in- will limit 
blood groove blade. Over-all size of knife is tend to build up their stocks. trical app! 
944 in. Hand made new style Finnish-type te Ite 
embossed leather sheath filled with inside ‘a a strike. € 
liner of tough wood for extra strength, protec- model ref 
a a aoe Clothes dryers — Increased machines 
o. . A handy fishing and small game 7 : i : AD 
knife which Soatares hele” in end-knob for sales of Hamilton automatic clothes refrigerato: 
te len, Grivad ce of bells aya dryers have necessitated addition of a were subi 
able in brilliantly colored red or ivecy plastic night shift on the company’s produc- tember, fe 
handles as well as natural leather osse . . “ F ties 
Sather tabular stacth. tion line at the plant of the Hamilton Westingho 
No. 258. A very attractive knife with sabre Mfg. Co., Two Rivers, Wis. for full a 
blade and attractive non-breakable pearl com- -— a k 
position handle. Fancy wine colored — October, 
uae he Gee. a oo wri Cétdten Tot New furniture orders en- cutting ba 
a : : : . : 
AND REMEMBER! _ rite for Catalog Today couraging—Orders received by furni- tinues. 


hunting knife sales are boosted by: oa § TERN STATES ture manufacturers during August were 
¢ Colorful ads in all leading outdoor ; —_ 4 


closer to 1948 levels than at any time 











magazines every month of the year. 
Sr eee eaten iene CUTLERY co. since April, according to a report by fering—A 
‘ther jbub ade _ 1615 BROADWAY + BOULDER, COLORADO Seidman & Seidman, statisticians for issued a 
the industry. The dollar volume of which list 
a new orders booked in August, 1949, than for ¢ 
SOLID BRAIDED COTTON CORDS was 5 per cent behind Aug., 1948. For reported. 
the first eight months of this year, the 220-p 


| 
| compared with the like 1948 period, with last 
an HE L ES bookings were down 22 per cent. around 2 


Despite a 64 per cent increase in ship- Christmas 
_—— These 5 colorful Samson Display ments in August over July, unfilled are cut a: 
sro re Containers deserve a place on your orders on Aug. 31 were 9 per cent over catalog fe 
counter for this all-important reason | the backlog of July 31. Shipments sively in 
— they will boost sales and increase | made in Aug., 1949, were 10 per cent clothes. 
ya profits. They spotlight ges | behind those made in Aug., 1948. 
quality, suggest uses — make it 


| “While a return to the high levels of M 


easy for customers to buy more solid demand of mid-1948 does not appear 


braided cotton cord for hanging 
windows, for clothes lines and for 


‘ Manufacti 
| to be in the offing, nevertheless, the fall siflian ts 
and winter furniture trade should be 


hundre h — ; partment 
f : . “i ch vag — the very satisfactory,” the report stated. A ee 
ines asti . ‘ : ; 

P oe ee oe major reason for improved business dean th 


Full Information and Samples on Request ° : 
among furniture makers, it added, has 


been the depletion of dealers’ inven- 


seasonal, 








“WH LE pick-up | 
WHA tories. 
CLOTHES LINE larger the 
* * 
fast sales 
Less coal—more oil—Petro- the book 
leum use this winter is expected to top the sixth 
last winter’s by 7.6 per cent. That is August i 
| the prediction of the Independent Pe 29 billioy 
troleum Association. It forecast domes was 550 
tic and export demand for gasoline, of July. 
kerosene, light and heavy fuel oils at in the va 
6,710,000 barrels daily in the final summer | 
quarter of this year, and the first three 
months of 1950. That would be 472,000 
barrels a day above the like 1948-49 R 
period. Last winter’s consumption of The U. 
heating oils was cut substantially by vorts tha 
SAMSON | SAMSON CORDAGE WORKS sosron 10. mass. —_| WORKS | SAMSON CORDAGE WORKS sosron 10. mass. —_| 10, MASS. : sage gp ohton : : 
abnormally warm weather in many totaled $ 
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U. S. areas. In general, oil men in 
Texas and elsewhere, look for expand- 
ing use of industrial and heating oils 
over the ‘remainder of the year, as a 
result of coal mining stoppages. The 
Texas state regulatory commission is 
expected to authorize a further boost 
in crude oil production during Novem- 
ber. The commission allowed producers 
to increase their crude oil flow by 
132,000 barrels daily in September, and 
permissible output in October will be 
32,000 barrels a day above the Septem- 
ber limit. 


+ * = 


Product cut-backs — Westing- 
house Electric Co. announced that it 
will limit shipments of all major elec- 
trical appliances because of the steel 
strike. Items affected include large 
model refrigerators, ranges, washing 
machines and vacuum cleaners. Small 
refrigerators and eight small appliances 
were subjected to allotments, in Sep- 
tember, following a spurt in demand. 
Westinghouse said it has enough steel 
for full appliance production through 
October, but that it will have to start 
cutting back Nov. 1, if the strike con- 
tinues. 

% % 

A lower-priced holiday of- 
fering—Aldens, Inc. (Chicago) has 
issued a Christmas catalog for 1949 
which lists prices 15 per cent lower 
than for Christmas, 1948, the company 
reported. Toys are the big feature in 
the 220-page book which compares 
with last year’s 144 pages. There are 
around 2000 selections. Prices on 
Christmas tree decorations and lights 
are cut as much as 53 per cent. The 
catalog features “nylon” more exten- 
sively in both men’s and women’s 
clothes. 


* * * 


Manufacturers’ sales gain— 
Manufacturers’ sales climbed to $17,200 
million in August, the Commerce De- 
partment reported. This was $2,200 mil- 
lion above July and the highest level 
since March. Part of the gain was 
seasonal, but the Department said the 
pick-up over July was “appreciably 
larger than usual.” Although setting a 
fast sales pace, manufacturers reduced 
the book value of their inventories for 
the sixth successive month. The end of 
August inventories were estimated at 
29 billion 100 million dollars which 
was 550 million less than at the end 
of July. Usually little change occurs 
in the value of inventories in this mid- 
summer period. 


+ a 


Retailing gains in August 
The U. S. Commerce Department re- 
ports that August sales of retail stores 
totaled $10,575 million. This was $333 
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2A P P IN Av 


A RICAL 
MPIRE 
CES 


For More Than A Quarter Century This Trademark 
Has Stood For “QUALITY AT POPULAR PRICES” 





EMPIRE Electric PERCO-DRIP 


@ Makes Better Coffee w‘th- 
out boiling 


Beautiful Modern Desigr. 
Brilliant Polished Aluminum 
Cool Thermoplax Hand'e 


Patented Direct-Heat 
Emersion Unit 


@ Listed Underwriters’ Labo- 
ratories 


@ Fully Guaranteed 
@ In 5-cup and 9-cup Sizes 





No. 1802 
Suggested Retail 
Price, $4.75 


EMPIRE Aristocrat ELECTRIC TOASTER 


Smartly Styled 

Lustrous Chrome Finish 
Toast-Warming Flat Top 
Turns Toast Automat- 
ically by flip of door 
Extra Wide Element 
Toasts Uniformly 

Cool Ebonized Handles 
Listed, Underwriters’ 





No. 769 Laboratories 
Suggested Retell @ Built for Long-Life Ser- 
Price, $3.95 vice 


EMPIRE Focal-Ray 
ELECTRIC LANTERN 


@ Handy for Sportsmen, Farmers, 
Motorists 


@ Focal Adjustment — Spot to 
Flood at turn of lens head 


@ All-Position Base beams light 
in any direction 


@ Sturdy, Precision Workmanship 
@ Easy-Grip Reed Handle 
@ Waterproof 


RETAIL PRICE SLIGHTLY HIGHER IN WEST 








le. 900 
Suggested Retail 
Price, $3.25 


THE riaiy WARE CORPORATION 


Manufacturers of 


NEW YORK 


Electric Appliances Lanterns Educational Toys 


TWO RIVERS, WISCONSIN 


CHICAGO 
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PAINE COUNTER MERCHANDISERS 


Doa BIC BUSINESS 
ina SMALL SPACE 







Automatically sell the 
home fix-it market 


Paine self-selling display merchandis- 
ers take up little room on your counter 
yet they do a big selling job for you. 
These colorful displays quickly attract 
the attention of the home handy man. 
And once he catches sight uf the amaz- 
ingly versatile Paine Devices he’s sure 
to buy. For with Paine Hanger Iron, 
Toggle Bolts and Expansion Anchors 
he can do most any hanging or fasten- 
ing job about the house in less time 
with less effort. 


CONSUMER FOLDER 
DESCRIBES USES —The front of each 
counter merchandiser contains a quantity of de- 
scriptive folders that graphically portray many 
of the uses for Paine products and help increase 
their sale. 


NATIONALLY ADVERTISED—Paine De- 
vices are advertised to the trade in a continuing 3 
program and to the consumer in Better Homes eA 
and Gardens. & 

ba ines 
SEND FOR THIS NEW CATALOG 4 
Send today for your free copy of the Paine cata- 
log containing a description of Paine’s complete 
line of Hanging and Fastening Devices. 


The PAINE CO. 2963 Carroll Ave, Chicago 12, Ill. 


Offices in Principal Cities 





The Best Craftsmen Always Take pAINE’s 








million above July, but was still $99 
million under the like 1948 month 
Sales of both durable and non-durable 
goods showed gains over July, but com 
pared to a year earlier only the dur 
able goods sales increased, primarily 
because of continuing increases in 
automobile buying. August building 
material and hardware sales jumped to 
$860 million, from $802 million in July 


* * . 


Hopes for a “boost” to come 
Washington thinks that a big boost 
to retailers will come from the G. L. 
insurance dividend. Most of the $2.8 
billion refund, to holders of National 
Service Life Insurance policies, will be 
spent on consumer goods, officials be- 
lieve, adding that sellers of clothing, 
furniture and appliances will reap espe- 
cial benefit. Payments ranging from 
60 cents to a top of $528 will not start 
until next January, but many veterans 
will anticipate their checks by draw- 
ing on savings or borrowing. “Watch 
for a big boost in pre-Christmas trade 
because of this refund,” says one Com- 
merce Department expert. The Vete- 
rans Administration will add 3,000 to 
its regular staff to help mail out the 
expected 16 million checks, hoping to 
handle as many as 200,000 refunds a 
day. 
* * o 
Department stores — Depart 
ment store dollar sales throughout the 
country for the week ended Sept. 17 
were 7 per cent under the like week 
last year. The only Federal Reserve 
District in the country showing an in- 
crease over the year-ago week was 
Minneapolis, up 7 per cent. The Fed- 
eral Reserve Board, which issues the 
figures, says that, for 1949 to date, 
department store sales fell 5 per cent 
under last year. . 


« * * 


“Pre-strike” industrial pro- 
duction up— Industrial production, 
which increased in August for the first 
time since last autumn, apparently con- 
tinued on the upgrade in September, 
the Federal Reserve Board said. “Ac- 
cording to present indications,” it de- 
clared, “the index may show a small 
further rise in September, despite a 
work stoppage at coal mines after the 
middle of the month.” The Board’s in- 
dex of industrial production recovered 
to 170 per cent of the 1935-39 average 
in August, from 162 per cent in July 
and 169 per cent in June. In Aug., 
1948, output ran at 191 per cent, climb 
ing thence to a post-war high of 195 
per cent last October and November 


* * - 
The employment 


(“pre-strike”) 
dropped to 3,351,000 in September, off 


picture 
Unemploymen 
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338,000 from August, the Commerce 
Department reported. Total employ- 
ment in September was placed at 59,- 
411,000, a decline of 536,000 from the 
August level, but the Department said 
the decrease was “smaller than season- 
ally expected” for a period in which 
school-agers are quitting work to re- 
turn to classrooms. Commerce Secre- 
tary Sawyer said the job situation in 
September “further bolsters accumulat- 
ing evidence that general business con- 
ditions are improving.” But he did not 
allow, in this comment, for the strike 
situations which have since arisen. 
- * x 


Employment news favorable— 
The Labor Department reported that 
industrial employment increased 500,- 
000 between July 15 and Aug. 15. It 
said this was “the first significant rise 
in employment” this year. The Depart- 
ment said that 43 million persons were 
working in manufacturing trades and 
industries on Aug. 15. This was 
about 1,500,000 fewer than a year ago. 
but at that time (Aug., 1948) the 
total was “abnormally high.” 


* * * 


A big and expensive project 
It's costing a lot to keep our farm 
population “happy.” Farm products 
worth $3,400 million received govern- 
ment price supports in the fiscal year 
ended June 30. This set a new record, 
and compares with $633 million the 
previous year, according to the Com- 
modity Credit Corp.’s annual report, 
just released. Government officials be- 
lieve the value of crops under support 
will be even higher in the new 1949- 
1950 fiscal year. Of the $3,400 million 
total, direct loans were granted on 
$2,179 million worth of commodities. 
C.C.C. made direct purchases of $648 
million and agreed to buy $622 million 
worth of crops. And here’s the cost: 
C.C.C. accountants’ estimated the 
government’s loss at $356 million, on 
crops it has acquired or made loans on 
for the past fiscal year. 


* * * 


A blessing becomes a burden 
Surplus crops heap a mounting load 
on price supporters and taxpayers. The 
recent quietly-issued official report on 
1948-49 fiscal year price bolstering car- 
tied some staggering statistics. Sup- 
port-money granted to producers totaled 
nearly $3% billion. The past year saw 
four-fifths of the total flaxseed crop 
either going into government owner- 
ship or under federal price-stabilizing 
loans. Over a third of the cotton and 
nearly a third of the wheat traveled 
the same path. So did nearly three- 
fourths of the peanut crep—as well as 
about 40 per cent of all potatoes and 
dry edible beans. Today about half of 
all butter in cold storage belongs to 
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—in millions of homes 
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means 
‘BETTER POWER TOOLS’ 


Advertising—magazine, radio, 
television — has helped to make 
DARRA-JAMES a national bxy- 
word . . . Radio alone takes ‘the 
D-J name into millions of homes 
every week. 


BETTER POWER TOOLS 


BETTER ADVERTISING 


BETTER MERCHANDISING 


Bigger Profits 
For D-J Dealers 








Consumers all over the U.S. are buying 
familiar brand names. The DARRA- 
JAMES name is their guarantee of 


















quality — and yours of profits — 








TOOLKRAFT corp. 
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please all your customers. 
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CAM-LOCK HYDRANT 


@ Here’s anew Cam-Lock Hydrant that’s 
bound to be a fast-selling item. The 
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charged on the basis of current 
prices. But the charge made for 
the wearing out of plant is on the 
basis of costs at the time the equip- 














LIQUID 

SADDLE SOAP 
ANIMAL SHAMPOO 
HAIR DRESSING 


Manufactured by 
Neatsiene Co., Omaha 8, Nebr. Roy W. Shepard ‘‘She,.’ 
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The inflated dollar is acknowl- shorten 
edged by the government in justi- hours to 

fying increases in its expenditures. hours. 
The reduction in the purchasing The wo 
power of the dollar is experienced B S . B d hours. It 
by the working man, and taken uy avings onds to 48 and 
into account in fixing his wages. | last cut w 
But, the corporation in arriving at ernment 4 
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profits, on which its taxes are 
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fixed, must measure the wear and 
tear on equipment and building on 
the basis of what they originally 
cost. Corporations pay taxes on 
what profits would have been if 
the cost of building and machinery 
had remained unchanged. 

\ number of companies, but 
only a small minority of the total, 
have been setting aside amounts in 
their income statements and _ bal- 
ance sheets to take account of ad- 
vanced replacement costs. Such 
action has no effect at all upon tax 
liability. And deductions from re- 
ported earnings, if not recognized 
by the treasury for tax purposes, 
are frowned upon by the securities 
and exchange commission. 

The government in its policy of 
permitting depreciation charges 
only to the extent of original cost 
is looking backward. It approves 
only the writing off of original in- 
vestment. It indorses the return to 
the investors of their original in- 
vestment. It declines to take ac- 
count of the drop in the dollar’s 
purchasing power. 

The phoney reports of profits 
which the government forces cor- 
porations to make have created 
demands in every quarter. Con- 
sumers demand lower prices, think- 


ing their suppliers are making 


too much. Union officials use the 
phoney profits as a basis for 
demanding higher wages. The 
government talks about even high- 
er taxes. Stockholders at recent 
annual meetings demanded bigger 
dividends. 

How far down does the dollar 
have to go before the government 
permits corporations to take in- 
flation into account in figuring the 
value of equipment that is gradu- 
ally being used up in production? 


Reprinted from the Chicago Daily 
Tribune by special permission. 





The Shorter Work-Week 


T is again being proposed to 

shorten the work week from 40 
hours to 35 hours or even 30 
hours. 

The work week was originally 72 
hours. It was then cut to 60, then 
to 48 and later to 40 hours. The 
last cut was described by the Gov- 
ernment as “temporary,” in order 
to spread the work during a pe- 
tiod of depression; but like all 


STANDARD FOR 
THE HARDWARE TRADE 


























Kester makes a complete line of outstanding 


hardware products for the hardware trade... 
Kester Acid-Core Solder. . . Kester Metal Mender 
. . Kester 


Ruan 4-1-1) ab 3d (0-16 (om aos) bets Ore) d—mwle) (ola 
Js Koro blo eto) (ol-) aman .C-1-1(-) atwle) (o(atelem mlb <-MGtleprited) 
... Soldering Paste and Salts. 





Insist upon Kester Products bd 
from your jobber. Increased 
sales are assured by Kester's 
vast advertising program. 





KESTER SOLDER 
COMPANY 


4201 Wrightwood Avenue, Chicago 39, Illinois 


KESTER 
SOLDER 





Factories Also At 


Newark, New Jersey °* Brantford, Canada 
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NEATER IN APPEARANCE 
came permanent. 


EASIER TO HANDLE A point which has been over- 
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MUNCIE, INDIANA a falling demand, changes the pic- ae 

ture entirely for the worker, for | 

he must now figure on working 40 | GOODYEAR LOADBINDER on 

hours straight time in most cases, | 

and earning enough to meet his | 

requirements. The question is: 

can he do it? If the work-week is | ~ 

cut again to 35 or 30 hours, the ot NI 
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And, by the way, many indus- 
triés which find themselves over- 
manned are discharging workers 
on a selective basis. They are keep- 
ing the efficient employees and are 
discharging the inefficient, those 
who have not been able to earn 
the money they were being paid. 

When such workers apply for 
jobs elsewhere, they refer to the 
high rates they have been receiv- 
ing and try to locate at similar 
rates. The knowledge and ability 
of new applicants should be care- 
fully analyzed before a rate of pay 
is established. 

I know of cases where men have 
been laid off holding a machin- 
ist’s union card and having been 
paid machinist’s wages, while on 
inquiry it is found that they may 
never have worked on any ma- 
chine tool, or may have worked 
only on a drill press where jigs are 
employed. We used to rate such 
men as apprentices: today they 
think themselves mechanics and 
are looking for a mechanic’s pay. 
(Reprinted from the Clover Business 


Letter by E. B. Gallaher, Clover Mfg. 
Co., Norwalk, Conn.) 


Ski Sales and Repairs 
Account for 15 Per Cent 
Of Volume 


(Continued from page 125) 
then employees and later owners 
of King & Dexter. Both were en- 
thusiastic skiers and reasoned that 
the sport soon would be enjoyed 
by great masses of people. The 
present popularity of skiing bears 
out their idea. 

At first the shop was just a work 
bench at the rear of the sporting 
goods department. As more cus- 
tomers came in, the shop grew rap- 
idly. After the war the present 
shop was built. It is equipped 
with the latest in machine tools, 
and can handle every type of ski 
repair job except steaming cam- 
bers and tips. 

Every employee of th ski shop is 
an accomplished skier. That is 
part of the creed which won suc- 
cess for the shop—skiers are best 
equipped to repair and sell skis. 

The profit factor of the shop is 
aptly demonstrated by the large 
cash volume of sales it produces 
each year. Since its inception, the 
shop has shown a consistent profit. 
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EASY TO SELL 


because their high quality is immedi- 
ately apparent in their deep, sharp, 
clean-cut teeth. 


PRODUCE REPEAT 
ORDERS 
because their long-wearing service wins 


friends and assures customer satisfac- 
tion. 


CONVENIENT 
TO HANDLE 


because of the complete line of shapes, 
sizes and cuts in which they are made, 
and the neat strong boxes in which they 
are packaged. 


FULLY GUARANTEED 


because we have stood squarely back of 
all our products for more than 50 years. 





Write for our Catalog describing and listing 
the entire line of “AMSWISS" American 
Pattern Files and Rasps. 


AMERICAN SWISS 
FILE & TOOL CO. 


410 Trumbull Street, Elizabeth 1, N. J. 


Also manufacturers of Swiss-Pattern files, milled curved 
tooth files, rotary files and mechanics hand fools. 
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SHOW MOSSBERG 
for Christmas 











Tie in with Mossberg — 
Christmas promotion 


to Millions of Consumers 





In forthcoming ads appearing in national magazines with 
over 17 million readers, Mossberg offers, FREE, a specially 
prepared Christmas catalog of their complete line of rifles, 
shotguns, telescope sights, and spotting scope—suggesting 
them as Christmas gifts and telling these customers to 


“See them at your dealer’s” 


Check your stock of Mossberg items today so that you will 
be prepared to cash in on Mossberg’s national advertising. 
They'll sell fast, ’cause they’re made right and priced right. 


for your copy of the catalog. Get in touch with 
Mossberg distributors to complete your stock. 


ossber ae! 





91610 ST. JOHN ST., NEW HAVEN 5, CONNECTICUT 
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| wether Hardware Co., Para- 
| gould, Ark., retail hardware 
| firm, of which he is president. 


| ness in 1883. It was incor- 
| porated in 1904. Two of his 


R. W. MERIWETHER, 
at the age of 86, is still very 
active in handling the affairs 


of his business, W. W. Meri- 


He and his father, W. W. 


Meriwether, started the busi- 


sons, R. R. Meriwether and 
W. W. Meriwether, have been 
associated with him in the 
store for 35 and 21 years, re- 
spectively. A grandson, Jack 
Meriwether, is just now start- 
ing with the firm. Mr. Meri- R. W. MERIWETHER 
wether’s nephew, A. W. 





| “Johnny” Porter, Little Rock, is executive secretary of 


the Arkansas Retail Hardware & Implement Association. 
Mr. Meriwether is a former president of that organization. 
In addition to his store, he has always devoted a lot of 
attention to a large cotton farm that he has developed 
over a period of about 45 years. He served for a number 
of years as vice president of the National Bank of Com- 
merce; as chairman of the board of stewards of the local 
First Methodist Church; as a member of the City Light 


| Plant Commission; as director of the State Board of Con- 


federate Homes, and numerous honorary boards. He is 
a 32nd degree Mason and a Shriner. Deer hunting and 
fishing have been his favorite sports. 
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H. LINN WORTHING- ie eee POPODE oe * 
TON, president of H. Linn , 


Worthington & Co., Garrison, : 

Md., manufacturers’ represen- e Q F S$ aa 
tatives, started his hardware 

career, in 1895, in his father’s 


* 
NX 
4 
4 
4 
, 
general store, which handled ’ 
hardware as well as every- ‘ 
4 
a 
a 
4 
4 
- 
7 


thing else sold by such stores. 7 
In 1905 he went with the 
Winchester Repeating Arms CATCH MORE FISH 
Co., selling guns and ammuni- 
tion, and remained with that 
company until 1942, as a dis- THE CIRCULATING TUBE 
trict manager. In 1942 he DOES THE JOB 
started his present business. - = : , a 
Mr. Worthington has been - 
H. LINN WORTHINGTON _ Secretary, vice president, presi- 
dent, and chairman of the 
board of the Hardware Club of Baltimore. He is a Mason 
and a Shriner. His favorite diversions are hunting, shoot- 
ing, fox-hunting and horses. Mr. Worthington observed 
his 72nd birthday on June 4. 


* * * 


STEPHEN EDWARD 
ROSE, treasurer of Barker. 
Rose & Kimball, Elmira, N. Y., 
wholesale hardware firm, en- 
tered the hardware trade 50 | , MO BAe ES : 
years ago on Oct. 1, with the = 


firm of Barker, Rose & Clin- b 


ton. In 1903 he became man- , 

ager of the retail department. 

He became president of Bar- ’ 

ker, Rose & Kimball in 1938 | = 


and held that office until he be- . 
came treasurer in 1943. His , 

son, S. Robert Rose, is now 

president of the concern. Mr. 

Rose is the author of three } 

published novels. He was the 4 
first chairman of the Auto 
Accessories Board of The Na- 
tional Hardware Association, in 1916. He is a past presi- 

















S. EDWARD ROSE 


CATCHES MORE PROFITS FOR YOU! 


Millions of fishermen have seen our ad- 














H. A. PHILLIPS American War Veterans. 





dent of the Elmira Businessmen’s Association, a past $ . : , 
president of the Elmira Rotary Club, and is president ; vertisements in Field and Stream and } 
of the Elmira Council of Churches. In addition to writ- ’ Sports Afield Magazines. They are directed , 
ing, Mr. Rose finds pleasure in pruning his apple orchard 2 to get a MO-MEES MINNO-MASON : 
and in caring for his pine plantation. ‘ from dealers. Will you be ready to supply ‘ 
3 ; your customers with this tackle box neces- 
H. A. PHILLIPS, secre- , sity? Write us today for full particulars ’ 
tary and treasurer of the Lake and a free sample. P 
Erie Hardware Co., 1234 W. 2 
‘THER llth St., Cleveland 13, Ohio, 
has engaged in the hardware P ~— , 
tary of industry for 55 years. He has 2 List $] 00 TRADE : 
ciation. held his present position since , . ANTICIPATED 
ization. 1924, prior to which time he | $ 
i lot of was assistant treasurer of the | DEALERS - DISTRIBUTORS ; 
veloped Luetkemeyer Co., successor to | % 
vumber the McIntosh Co. His first | § WANTED ; 
f Com- position, which he took in | ; : 
ie local 1892, was as assistant book- | : $ 
; Light keeper of the McIntosh-Hunt- P 4 
»f Con- ington Co. Mr. Phillips was | CHAMP = ITEMS, INC. 
He is born on July 1, 1875. He at- | 6191 Maple Ave. ST. LOUIS 14, MO. $ 
ng and tends all meetings of Spanish | ; ' $ 
. 
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: Sell this new Marine Window Stimulates se of at 
Paint Remover 


--e-and you 
sell more paint, 
too! 





Mim 











si 


Here's a window display that stimulated sales of souvenir plates and 
other items of china for the Ernst Hardware Co., Seattle, Wash. It was 
a display that suggested the sea-gulls, piling, cordage and a fishnet back- 

ground combining to make it a real eye stopper for the passer-by. 











Everybody Likes to Use Klean-Strip | STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACTS OF CONGRESS OF AUGUST 24, 1912, 
Paint, enamel or the toughest synthetic AND MARCH 3, 1933 


“peels off” like film, leaving a clean, OF HARDWARE AGE, published bi- 
dry surface for perfect re-painting. weekly at Philadelphia, Pa., for 


Greenwich, Conn.—Beneficiaries: Rob- 
ert C. Anderson, Percival E. Ander- 


Klean-Strip is not an old-fashioned September 23, 1949. son, Charles W. Anderson, Jr., Annie 
é : ne oo State of New York, County of New L. Clark; John Blair Moffett, 1608 
solvent: it does not “dissolve” the old York, ss. dl Walnut Street, Philadelphia, Pa- 


Before me, a Notary Public in and 
for the State and county aforesaid, 
personally appeared Charles J. Heale, 


finish but breaks the bond between 


Agent for J. Howard Pew, J. N. Pew, SHA 
old paint and the surface. Safe, fast 


Jr., Mabel P. Myrin, Mary Ethel Pew ; 
Eiizabeth J. Bailey and Ellwood B 


and easy-to-use, Klean-Strip sells... who, having been duly sworn accord- Chapman, Trustees Estate of James 
and it sells paint. too! ing to law, deposes and says that he is Artman, Deceased, 930 Real Estate | 
- . sells ss 5 the President of HARDWARE AGE Trust 3uilding, Philadelphia, Pa.- 


and that the following is, to the best Beneficiaries: Franklin Artman, Vera 
of his knowledge and belief, a true Watters, Alvin C. Artman, Elizabeth | 


Klean - Strip Demonstration Display statement of the ownership, manage- J. Artman, Marion A. Pratt, George H 


DEALERS: Request free 


sample on your letterhead. 


W. M. BARR & CO. 


Makes Sales Easy 
Compact counter kit of Klean-Strip 


and painted panel makes your custom- 
ers try it...and buy it! 


ly. 
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Non- & 


inflammable 
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ment (and if a daily paper, the circu- 
lation), ete., of the aforesaid publica- 
tion for the date shown in the above 
caption, required by the Act of August 
24, 1912, as amended by the Act of 
March 3, 1933, embodied in section 537, 
Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business manager are: Publisher, 
Chilton Company, Inc., 100 East 42nd 
Street, New York 17, N. Y.: Editor, 
None; Managing Editor, Kenneth A. 
Heale, 100 East 42nd Street, New 
York 17, N. Y.; Business Manager, 
Charles J. Heale, 100 E. 42nd Street, 
New York 17, N. Y. 

2. That the owner is: If owned by a 
corporation, its name and address must 


Pratt, by assignment, Edwin Moll, by 
assignment; Frederick S. Sly, 149-40 
35th Ave., Flushing, Long Island, N. Y. 

3. That the known _ bondholders, 
mortgagees, and other security holders 
owning or holding 1 per cent or more 
of total amount of bonds, mortgages, 
or other securities are: (If there are 
none, so state.) None. 

4. That the two paragraphs next 
above, giving the names of the own- 
ers, stockholders, and security hold- 
ers, if any, contain not only the list 
of stockholders and security holders as 
they appear on the books of the com- 
pany but also, in cases where the 
stockholder or security holder appears 
upon the books of the company as 
trustee or in any other fiduciary rela- 
tion, the name of the person or cor- 


Needs No , 3 be stated and also immediately there- poration for whom such trustee is act- 
f h IRN y, PH under the names and addresses of ing, is given; also that the said two 
Afterwas stockholders owning or holding one per paragraphs contain statements em 
Peels Off cent or more of total amount of stock. bracing affiant’s full knowledge and 

Paint If not owned by a corporation, the belief as to the circumstances and 


KLEAN-STR 


‘Peels Off Paint’ +.» 


REMOVES PAIN 
owes 


2342 S. Lauderdale 




















names and addresses of the individual 
owners must be given. If owned by a 
firm, company, or other unincorporated 
concern, its name and address, as well 
as those of each individual member, 
must be given. 

Estate of C. A. Musselman, 260 
Sycamore Avenue, Merion Station, Pa. 
—RBeneficiaries: Mabel M. Musselman, 
Mary M. Acton, David Acton; Char- 
lotte M. Terhune, 160 E. 48th Street, 
New York, N. Y.: C. S. Baur, Thomas 
Jefferson Apts. #B-51, 69-11 Yellow- 
stone Blvd., Forest Hills, New York: 
Mrs. Beulah Fahrendorf, 59 Drake 
toad, Scarsdale, N. Y.; Mary M. Ac- 
ton, 260 Sycamore Ave., Merion Sta- 
tion, Pa.; Mabel M. Musselman, 260 
Sycamore Ave., Merion Station, Pa.: 
Dorothy S. Johnson, 1115 Fifth Ave., 
New York, N. Y.; Ann E. Tomlinson, 
c/o Bankers Trust Company, P. O. 
30x 704 Church Street Annex, New 


conditions under which stockholders 
and security holders who do not ap- 
pear upon the books of the company 
as trustees, hold stock and securities 
in a capacity other than that of a 
bona fide owner; and this affiant has 
no reason to believe that any other 
person, association, or corporation has 
any interest direct or indirect in the 
said stock, bonds, or other securities 
than as so stated by him. 

5. That the average number of 
copies of each issue of this publication 
sold or distributed, through the mails 
or otherwise, to paid subscribers dur- 
ing the twelve months preceding the 
date shown above is (This informa- 
tion is required from daily, tri-weekly, 
semi-weekly and weekly publications.) 

CHARLES J. HEALE, 
President. 

Sworn to and subscribed before me 

this 23rd day of September, 1949. 





MEMPHIS, TENN. York, N. Y.: Ethel G. Breen, Trustee Mae A. Gatzenmaier THE 
u-w of Charles W. Anderson, Old My commission expires March 30, 1950 
HARI 
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MODEL 250-H17 


A NEW Dayfon 
SHALLOW WELL WATER SYSTEM 


RETAILING $9 100 


FOR ONLY 

Here’s a 250 GPH capacity, fully auto- 

matic, completely assembled “package” 

Water System that retails for only $91.00. 

Ideal for small homes, cottages, service 

stations, etc. Easy to install. Comes with 

oil sealed-in, ready to plug in. 
Pumps from shallow well, stream, lake or 

cistern where water level is not more than 

25 feet below pump. 
It is equipped with a % H.P. Motor, | 

17-gallon galvanized pressure tank, air 

volume control, pressure switch and relief 

valve. Write for complete details. 


Dayton 


| 
} 
UWbr dy & hfleners | 
} 
} 
THE DAYTON PUMP & MFG. CO., DAYTON, OHIO | 
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HERE ARE CLOSE-UPS 
OF OUR “STARS” 


POPULAR GARAGE AND BARN DOOR HARDWARE 




















“GLIDE”’ 
HANGER 


Applied to inside of door 
-.. out of the weather... 
takes any thickness of door. 
You can’t derail “Glide” 
Hangers. Have _ great 
strength because door is 
carried directly under cen- 
ter of Track. Smooth oper- 
ating because of large 
wheels, roller bearing- 
equipped. For doors weigh- 
ing up to 750 lbs. 





“GLIDE”’ 














TRACK 
Track and cover in one © 
piece . . . the original el 
_—— 


“water-shed” type. A pat- 
ented telescope joint gives 
smooth continuous tread. 
Lag screws at 1 ft. intervals, 
hold Track securely to the 
building, without brackets. 
Top of door protected. For 
use with “Glide” No. 1 and 
No. 2 Hangers. 



















TROLLEY 
HANGER 


350 pounds and from 1°44” 
to 2,” thick, Trolley Door 
Hanger No. 61 is tops. Set 
No. 62 includes pair of No. 
61 Trolley Hangers, three 
track brackets, two end caps, 
and necessary bolts. Hanger 
has vertical and _ [lateral 
adjustments, flexible joint 
allowing door to swing out. 







TROLLEY 
TRACK 


Trolley Track No. 110 is 
used with Hangers No. 61 
and No. 62 Frantz Trol- 
ley Hangers. Any similar 
hanger may also be used 
with this track. For all 
average-weight barn and 
garage doors (doors weigh- 
ing up to 350 Ibs.). Made of 
16-guage steel, it comes in 
lengths of 6, 8, and 10 feet. 








Write today for details on the complete Frantz Line. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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PRECISION: MADE 
FOR PRECISE 
MEASUREMENT 
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o% 
STOCKED BY My 
BETTER JOBBERS RY, 
EVERYWHERE e”%, 
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Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 23-25, 1950, 
at Sherman Hotel, Chicago, Ill. E. C. 
Lindquist, vice-president and secretary, 
is in charge of arrangements. 


Alabama _ Retail Hardware  As- 
sociation of, annual convention, May 
18-19, 1950, at the Tutwiler Hotel, 
Birmingham. Mrs. Euna G. Ramsey, 
509 North 19th St., Birmingham 3. 
secretary. 


American Hardware Supply Co., 
annual merchandise fair and_ stock- 
holders’ meeting, Jan. 30-Feb. 1, 1950, 
at company headquarters, 41 Terminal 
Way, South Side, Pittsburgh 19, Pa. 
William M. Stout, executive vice-presi- 
dent and general manager. 


California Gift Show, Jan. 22-27, 
1950. Show information available from 
Woody C. Klinborg, director of trade 
shows for Los Angeles Trade Fair, Inc., 
1151 So. Broadway, Los Angeles, Calif. 


California Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 20-22, 1950, at the St. Francis 
Hotel, San Francisco. LeRoy Smith, 
Room 262, Western Merchandise Mart, 
1355 Market St., San Francisco, secre- 


tary. 


Connecticut Hardware Assn., an- 
nual convention, Jan. 25-26, 1950, at 
the Hotel Bond, Hartford, Conn. Ned 
Russell, Harris Hdwe., Southport. 
Conn., is secretary. 


Florida Retail Hardware and 
Georgia Retail Hardware Associations 
will hold their annual convention joint- 
ly in May, 1950, at the Seminole Hotel. 
Jacksonville, Fla. William W. Howell, 
Waycross, Ga., secretary for both 


groups. 


Franklin Hardware & Supply 
Co. annual spring meeting, Feb. 6-7, 
1950. Meeting place to be announced 
later. F. Leon Herron, is executive vice- 
president of the company which is lo- 
cated at 918-928 N. Delaware Ave., 
Philadelphia 23, Pa. 


COMING 


CONVENTIONS 


AND 
EVENTS 





Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 
hold their annual convention jointly in 
May, 1950, at the Hotel Seminole, Jack 
sonville, Fla. William W. Howell, Way 
cross, Ga., secretary for both groups. 


Hardware Wholesalers, Inc., an 
nual convention, Nov. 2-3, 1949, at com- 
pany headquarters, Nelson Road, Fort 
Wayne, Ind. Arnold H. Gerberding is 
manager. 


Illinois Retail Hardware Association 
annual convention and exhibit, Jan 
16-18, 1950, at the Hotel Sherman, Chi 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54, secretary. 


Indiana Retail Hardware Associa- 
tion, annual convention, Jan. 24-26, 
1950, at Indianapolis. Convention head- 
quarters, Hotel Lincoln; exhibit, Murat 
Temple. G. F. Sheely, 333 No. Penn 
sylvania St., Indianapolis 4, secretary. 


Industrial Supply Convention, 
May 22-24, 1950, at Atlantic City, N. J. 
Conference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg.. 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


Industrial Supply Regional 
Forums, Nov. 15, at Congress Hotel. 
Chicago, Ill., Mid-West regional meet 
ing of American Supply & Machinery 
Manufacturers and the National Sup 
ply & Machinery Distributors Associa 
tions. Jan. 12-13, 1950, at Biloxi, 
Miss., southern regional meeting spon 
sored jointly by the Southern Supply & 
Machinery Distributors and the Amer 
can Supply & Machinery Manufac 


turers Associations. 


Intermountain Association annua 
convention, Oct. 27-29, 1949, at Hote 
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DIAMALLOY 


Adjustable Wrenches 
and Pliers 











ind Flor- 


ions will 





ointly in 
le, Jack 
Hl, Wa 
zroups. 


nc,, an- 
at com- 





ad, Fort : ’ | 
Drop forged from our special analvsis | 
| 


rding is 
alloy steel. They are light in weight 
and have great strength. 

sociation 

it, Jan * 


an, Chi 


4 Mer. DIAMALLOY DOUBLE END WRENCHES 


‘retary. A 
Associa- a PET i 
a x —— “ A. 


~, 
al 





24-26, 
n head- 
, Murat Practical and convenient to use 
. Penn because of the very long range of 
retary. different sizes of nuts that they 

will turn. Made with great care 

ention, and heat treated with the most | . ° 

N.] e@ Every penny you put into Panther and 
y, N.J. up-to-date methods. , : ; Iw 
> eed Dragon Tapes is a good investment! Why? Because 
jointly te | in the 70 years Okonite has been making insulated 
chinery wires and cables for every use, they have learned well 


anager, DIAMALLOY LONG NOSE too, how to manufacture reliable splicing tapes. 


| a SIDE CUTTING PLIERS Panther and Dragon stand out among commercial 
snd tapes today. You can depend on them to make each 





secre e ‘ ‘ : 
rt. 505 splice a solid, permanent and reliable protection. 

» Jo 
yuthern Besides, you get... 
butors’ e Sealed-in freshness 

Pugh, Bric] Cutti 1 e Good all-around workability 
., right and strong. Cutting edg 
7a. agat ras strong utting pe dit | e Guaranteed footage, as stated on the package 

electronically heat treated. They : ‘ ‘ 

— : : se . : | e Mechanical and electrical properties that surpass 
gional will give long and satisfactory ser- 2 ‘ 

Hotel i . : : ASTM and Federal Specifications 

otel, vice to their owners. 

meet Better splices are made with better tapes — Panther 
‘hinery and Dragon —sold only through recognized whole- 
| Sup salers. Made by The Okonite Company, Passaic, N. J. 





Gs foe then by wane... 
) Panther and 1D) agon 


ie HORSESHOE COMPANY 
friction and rubber tapes 






nufac 





mn 4622 Grand Ave. e Duluth, Minn. 


Hote 
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ONE-BORE LATCH 


For screen or storm doors. 
Requires no mortising. Just 
bore one hole and _ insert 
screws. Latching action is in 
the strike. 


STORM SASH ADJUSTER 


Opens and closes 
easily with one 
hand. Locks shut 
securely with arms 
swinging upward. 
Easy to change 
over, as arms re- 
main on frame. 






BARN DOOR LATCH 


Gravity type— 
won’t freeze or 
bind. Holds doors 
open or closed. No 
pins, nuts or 
springs to work 
loose or break. For 
doors up to two 
inches thick. 


SNAP-ON SASH LIFT 


Quick to install— 

just drill two holes 

eS — for special screws. 
Sexy, “oom Lift snaps over 
_ screw heads to give 


; ; a smooth, stream- 
e oe ae | lined appearance. 








} HINGES AND BUTTS 


Includes special 
features for storm 
and screen doors. 
May also be used 
on casement sash. 
Button tip, loose 
pin type. 3°x234°. 





Also manufacturers of casement sash stays . . . 
screen hangers . . . cabinet catches . . . storm 
door chains . « picket gate hardware... 


PD hesee numbers. Ask your jobber, 


or write for literature. 
BRASS WORKS, INC. 














250 EAST FIFTH STREET 
ST. PAUL 1, MINNESOTA 
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Coming Conventions and Events 


Newhouse, Salt Lake City, Utah. Leon 
L. Weeks, 224 Continental Bldg., Boise, 
Idaho, secretary. 


Iowa Retail Hardware Association 
annual convention, Feb. 7-10, 1950, at 
Des Moines, Iowa. Convention head- 
quarters, Hotel exhibition, 
Poultry Industries Bldg., Fairgrounds. 


Savery; 


Philip R. Jacobson, Mason City, secre- 
tary. 
Kentucky Retail Hardware Asso- 


ciation, annual convention and exhibit, 
Jan. 30-Feb. 1, 1950, at the Brown 
Hotel, Louisville, Ky. D. W. Laws, 501 


Republic Bldg., Louisville 2, secretary. 


Louisiana Retail Hardware Asso- 
ciation, annual convention, March 20- 
21, 1950, at the Hotel Heidelberg, 
Baton Rouge. David O. Mansfield. 226 
S. State St., Jackson, Miss., is secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1950, at Grand Rapids. Convention 
headquarters, Pantlind Hotel; exhibit, 
Auditorium. Harold W. Schumacher, 
1112 Olds Tower Bldg., 


secretary. 


Lansing 8, 


Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 24-26, 
1950, at St. Paul. Convention head- 
quarters, St. Paul Hotel; exhibit, Au- 
ditorium, C. J. Christopher Nicollet at 
24th, Minneapolis, secretary. 


Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, 
1950, at the Buena Vista Hotel, Biloxi. 
David O. Mansfield, 226 S State St., 
Jackson, is secretary. 


Missouri Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
March 7-9, 1950, at the Jefferson Hotel, 
St. Louis. Louis C. Kreh, 1189 Arcade 
Bldg., 812 Olive St., St. Louis, secre- 
tary. 


Montana implement and Hardware 
Association, annual convention, Oct. 
24-26, 1949, at Great Falls, Mont. Con- 
vention headquarters, Rainbow Hotel; 
exhibit, Civic Center Auditorium. Nor- 
Blevins, P. O. Box 1152, 
Helena, secretary. 


man QO. 


Mountain States Hardware and 
Implement Association, annual  con- 
vention, Jan. 24-26, 1950, at the Cos- 
mopolitan Hotel, Denver, Colo. F. W. 
Reich, 1233 Spruce St., Boulder, Colo., 


secretary. 


National Hardware Week, April 
28-May 6, 1950. Sponsored by the Na- 
tional Retail 
Indianapolis, Ind. Rivers Peterson, man- 


Hardware Association, 


aging director. 


National Housewares and Home 
Appliance Manufacturers Exhibit, 
Jan. 19-26, 1950, at the Navy Pier, 
Chicago, IIl. 
Housewares Manufacturers Association, 


Sponsored by National 


A. W. Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 


National Retail Hardware Asso- 
ciation annual congress, July 17-20, 
1950, at Seattle, Wash. Rivers Peter- 
son, 333 No. Pennsylvania St., Indi- 


anapolis 4, Ind., managing director. 


National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar 
vin Shutt, secretary. 


Nebraska Retail Hardware Asso- 
ciation, annual convention, Feb. 14-16, 
1950, at Omaha. Convention headquar- 
ters, Paxton Hotel; exhibit, Auditorium. 
C. A. McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 


New England Hardware Dealere 
Association annual convention and ex- 
hibit, Feb. 21-23, 1950, at the Hotel 
Statler, Boston, Mass. Russell R. 
Meuller, 185 Dartmonth St., Boston 16, 
secretary. 


New York State Retail Hardware 
Association, annual convention, Feb. 14- 
16, 1950, at Buffalo. Convention head- 
quarters at Hotel Statler; exhibit, Me- 
morial Auditorium. Nicholas H. Kiley, 


904 Hills Bldg.. 


Syracuse 2, secretary. 


North Coast Retail Hardware Asso 
ciation, annual convention, Feb. 12-14, 
1950, at Multnomah Hotel, Portland, 
Ore. D. D. Stewart, 714 American Bank 
Bldg., Seattle 4, Wash., secretary. 


North Dakota Retail Hardware As- 
sociation, annual convention, March 21- 
23, 1950, at Bismarck. Convention head- 
quarters, Patterson Hotel; exhibit, Au- 
ditorium. Miss Clarine Sherwood, 24 
Clifford Bldg., Grand Forks, secretary. 


Ohio Hardware Association, annual 
7-9, 1950, at Cleveland. 
Convention headquarters, Hotel Statler; 
exhibit, Auditorium, John B. Conklin, 
198 So. High St., 


convention, Feb. 


Columbus, secretary. 


Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 7-9, 1950, at Municipal Au- 
ditorium, Oklahoma City. Robert K. 
Thomas, 711 Wright Bldg., Oklahoma 
2, secretary. 

Pacific Northwest Hardware and 
Implement Association, annual con 
vention, Nov. 1-3, 1949, at the Multno- 
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ANNOUNCING A REVOLUTIONARY NEW PORTABLE FORMS-HOLDER 


 SLIP-PAK’ 


7 6 4 








on 


SLIP-PAK* closed . . . complete 
protection for all forms. 


eile wheeme you ate". IND ELIMINATE FORGOTTEN RECORDS! 


Wherever forms are written by hand, National SLIP-PAK* 
combines speed and convenience with clearer, more legible 
records. When closed, National stip-PAK* completely pro- 
tects your forms from dirt, dust, weather, and handling. 
Simple to use . . . reloads in 10 seconds . . . no hinges, 


levers, or gadgets! Make certain you order yours today! 
Note the “extended hand-rest,” exclusive feature of the 
National Stip-PAK*. When writing at the bottom of a form, 
just slide the lid back. Immediately, it becomes a secure and 
convenient hand-rest, which assures more legible writing. 


* Trade marks 





HERE’S HOW THE SLIP-PAK* WORKS! 





Slide lid under forms. Its firm writing 


surface assures clear, legible copies 


Slide SLIP-PAK* protective lid open, and 
flip out top set of forms. 


File copies in the secure, convenient, 


When writing near bottom of forms, 


extend lid as o hand-rest. self-contained filing compartment 





FOUR STANDARD SIZES TO MEET ALL BUSINESS NEEDS! Sing/« 


Model S-30 (shown above) - ibd 
Has filing space for 60 sheets . . 
jacket pocket. Single-Lid Model S-40 
Double-Lid Model D-30 


Model D-815-N — For forms as large as 84%” x 11%”. (Form dimen- 
sions are maximum. Each SLIP-PAK* takes wide range of smaller forms. ) 


THE NATIONAL CASH REGISTER COMPANY 
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For forms up to 3%” x 7”. Holds as 
many as 50 sets of triplicate forms of any type (book or loose-leaf). 


For forms up to 3%” x 6%”. Double-Lid 


Lid PRICES from $2.75 to 


$5 plus tax and postage, 
(in United States only). 





. yet is small enough to fit easily in Order today from your r e 
For forms up to 4%” x 7”. nearby National Cash i 
Register C€ ompany office, . 5 . 
CASH REGISTERS» ADDING MACHINES 
or write the Company at si sa: 
Dayton 9, Ohio an : 
fin 
re | 
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There’s More to it 
than the BALL 


Complete 
Assortment 

in 64-Box 
Display Carton 







it’s the PACKAGE that SELLS 


How much profit do you make on the sale of a few 
loose steel balls...counting handling? Not much! 
But when you put the FAK-BAL Assortment on 
your counter your sales soar and your selling cost is 
virtually nothing. 

PAK-BALS, packaged in small quantities, sell for 
one uniform price of 25c a box. Sizes range from 
Yeth inch to Yeth inch by 32nds. And the most 
important thing ... you need only reorder PAK-BALS 
in the faster selling sizes. 

PAK-BALS are high quality, high carbon-chrome, 
thru hardened steel, precision ground to close tol- 
erance. Never touched by human hands, there is no 
loss from rust or corrosion from handling. 

Order from your jobber or write direct for prices and discounts, 


the Packaged Ball Co. 


LANGHORNE, PENNSYLVANIA 








woondD 
JOINERS 


SKOTCH 


A Steady 
Profit Puller 


« 10” carton display 
% printed in red and black 
or on cards for bin display 










Here's a wood joiner that really 
HOLDS .. . and holds without|SCREENS 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 


Sample wood joints that show uses|Z 
of SKOTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask CHAIRS 
your Jobber or write direct for gen- 














erous supply. Dept. HAIO. = 
SUPERIOR FASTENER CORP. 
2949 ELSTON AVE., CHICAGO 18, ILL. SIGNS 


GRIPS LIKE A V 
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Coming Conventions and Events 


mah Hotel, Portland, Ore., and Nov. 
6-8, 1949, at the Davenport Hotel, 
Spokane, Wash. J. B. Channing, 615 
Empire State Bldg., Spokane, secretary. 


Pennsylvania & Atlantic Sea- 
board Hardware Association, annual 
convention, Jan. 23-26, 1950, at Phila- 
delphia, Pa. Convention headquarters, 
Bellevue-Stratford Hotel; exhibit at 
Convention Hall. W. Glenn Pearce, 
1616 Walnut St., Philadelphia 3, secre- 


tary. 


Retail Paint and Wallpaper Dis- 
tributors of America, Inc., conven- 
tion and exhibit, Nov. 9-12, 1949, at 
Hotel Sherman, Chicago, II. 


Sporting Goods Trade Show, In- 
ternational, Jan. 8-13, 1950, at the Hotel 
New Yorker, New York City. Under 
management of John Hatton, 609 Pick- 
wick Bldg., Kansas City, Mo. 


Sportsmen’s Shows: New England 
Sportsmen's & Boat Show, Feb. 4-12, 
1950, at Mechanics Bldg., Boston, 
Mass.; National Sportsmen’s & Vaca- 
tion Show, Feb. 18-26, 1950, at Grand 
Central Palace, New York City; Inter- 
national Sports & Outdoor Exposition, 
March 3-12, 1950, International Amphi- 
theatre, Chicago; Buffalo Sportsmen’s 
& Boat Show, March 17-24, 1950, at 
Memorial Auditorium, Buffalo, N. Y.; 
Detroit Congress Sportsmen’s & Vaca- 
tion Show, March 25-April 2, 1950, at 
Fair Grounds, Detroit, Mich. Shows 
sponsored by Campbell-Fairbanks Ex- 
positions, Inc., 929 Park Square Bldg., 
Boston 16; 139 E. 57th St., New York 
City 22; 28 E. Jackson Blvd., Chicago 
1; 331 Andrews Bldg., Buffalo 2; 1331 
Majestic Bldg., Detroit 26. 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 21-23, 1950, at Long Beach. Con- 
vention headquarters, Wilton Hotel; 
exhibit, Auditorium. A. C. Kammeier, 
416 W. 8th St., Los Angeles 14, secre- 
tary. 


South Dakota Retail Hardware 
Association, annual convention, March 
7-9, 1950, at Sioux Falls, S. D. Con- 
vention headquarters, Cataract Hotel; 
exhibit, Coliseum. O. R. Baily, 605 
So. Euclid Ave., Sioux Falls, secretary. 


Texas Hardware and Implement 
Assn., annual convention and exhibit, 
Jan. 23-25, 1950, at the Shamrock 
Hotel, Houston, Tex. R. M. Souder, 
814-15 Texas Bank Bldg., Dallas 2, 


is secretary. 


Tennessee Retail Hardware Asso- 
ciation, Feb. 20-21, 1950, at Nashville. 


Morris Jones, P. O. Box 784, Nashville 
2, secretary. 


Tri-State Hardware ard Implement 
Association, annual convention and ex 
hibit, Feb. 13-15, 1950, at Herring Ho- 
tel, Amarillo, Tex. W. D. Shephard, 
Canyon, Tex., secretary. 


Virginia Retail Hardware  As- 
sociation annual convention; March 
21-23, 1950, at Roanoke. Convention 
headquarters, Hotel Roanoke; exhibit, 
American Legion Auditorium. G. T. 
Omohundro, Jr., Scottsville, secretary. 


Western Retail 
Hardware Association, annual conven- 
tion, Jan. 16-20, 1950, at Kansas City, 
Mo. Convention headquarters, Hotel 
President; exhibit, Auditorium. Wil- 
liam J. Shaw, 224 Rialto Bldg., Kansas 
City 6, secretary. 


Implement and 


West Virginia Hardware Associa- 
tion, annual convention and exhibit, 
March 13-15, 1950, at the Greenbrier 
Hotel, White Sulphur Springs, W. Va. 
James C. Fielding, 1628 McClung St., 
Charleston 2, W. Va., secretary. 

Wisco annual merchandising school 
and sales show, Jan. 17-19, 1950, at 
Wisco Hardware Co., headquarters, 15 
So. Brearly St., Madison, Wis. Special 
25th anniversary program is planned. 

Wisconsin Retail Hardware Asso- 
ciation, annual convention, Feb. 7-9, 
1950, at Milwaukee. Convention head- 
quarters, Schroeder Hotel; exhibit, Au- 
ditorium, H. A. Lewis, Stevens Point, 


secretary-treasurer. 


Selling 60 Per Cent 
More Vacuum Cleaners 
Than in 1941 


ALES of standard-size house- 

hold vacuum cleaners. in 1949 
passed the 2,000,000 mark, in 
September, C. G. Frantz, secre- 
tary-treasurer of the Vacuum 
Cleaner Manufacturers’ Associa- 
tion and president of the Apex 
Electrical Manufacturing Co., 
Cleveland, Ohio, announced at the 
annual fall meeting of the indus- 
try. Manufacturers predicted that 
sales for the year will reach 2,700.- 
000 units, which will be less than 
in 1947 and 1948 but will be 17.9 
per cent greater than 2,289,441 in 
1946 and will top 1,670,129 in 
1941, the industry’s best pre-war 
year, by 60.2 per cent. 
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foo MODERN HOMES 
“MODERN WINDOWS 











No. 4703W 


Getty offers fine modern casement window operators with 
the exclusive Internal Gear construction, at a price within 
the most moderate budget for the small homes of today. 


lilustrated above is the Getty 4703W...combining the 
finest, strongest design of casement operator in low modern 
style, and a modest price. 


Bementbr” 


GETTY MANUFACTURES all 3 types of oper- 
ators...Internal Gear and External Gear Angle 
Drive and Horizontal Gear (reversible). 


GETTY OPERATORS are ALL equipped with 


heavy brass channel guides at no extra cost. 


GETTY SPECIALIZES in the manufacture of 


casement operators... your guarantee of quality. 


GETTY OPERATORS... Best in Any Case-Ment 


Write for Descriptive Literature 


H. S. GETTY & CO., INC. 


Chicago's New 
5 Pin-Tumbler Padlock 


But you get much more 
than eye-appeal with Chi- 
cago'’s new 684! Bronze- 
Case Padlock. You get the 
buy-appeal that sparks 
steady sales and profits. 
You get security and qual- 
ity at its best—sensibly 


priced. 
No. 6841 











@ Full 5 pin-tumbler security. 

@ Solid 1!/." extruded bronze case with attractive 
brushed bronze finish. 

@ Machined bronze plug and locking bolt. 

@ !/," case-hardened steel shackle—bright 
cadmium plated. 

@ 2 keys for each lock. 

@ May be keyed alike or master-keyed. 


Other CHICAGO Padlocks 
STURDY «+ SECURE 


Double-Acting Bolt Locks Both Sides of the Shackle 


Fl 


oer 
ADE W, 
e> 





No. 725 Single-bitted, disc tumbler 
locking mechanism. Die-cast case, 
1%" x 1%”. Ve” diameter shackle. 


No. 5725 Genuine pin-tumbler 
locking mechanism. Die-cast case, 
1%” x 1%". Ya” diameter case- 





hardened shackle. May be master- 
keyed. 





No. 741 Double-bitted, 11 criss- No. 742 Double-bitted, 11 criss- 
cross tumbler locking mechanism. cross tumbler locking mechanism. 
Die-cast case, 1%” x 1%”. Ya” Die-cast case, 2” x 1%”. 4” diam- 
di if hardened shackle. eter case-hardened shackle. 





May be keyed all alike or alike in sets at no extra cost. Available with 
special length shackles and 9” chains at slight extro cost. 











3348 N. 10th ST., PHILADELPHIA 40, PA. 
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Chicago Lock Co. 


Ask your jobber for 
CHICAGO Locks 
or write Dept. HA 


2024 NORTH RACINE AVENUE 
CHICAGO 14, ILLINOIS 
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COSTS MORE - 
WORTH MORE 


ONE 
HAND 
OPERATION 


Opens with a Flick 
of the Thumb 





DIFFERENT 
7 43) ALWAYS 


Right Size and Pressure PARALLEL 


for Every Job 
For Better 
Work-Holding 


Today’s customers want their money’s worth before they buy. 
You can give them a full-value plier-wrench only if you have 
BMC Pressure Lock Wrenches. Here’s why your customers 
want, and why you can sell more, BMC Pressure Lock 
Wrenches: Only the BMC Pressure Lock Wrench has all these 


Write for name of nearest BMC Jobber. 


at 
CARBON 
STEEL 


Smooth Black 
Finish 


ADDED 
GRIPPING 
POWER 


Up to 1% Tons 
Better Leverage 


CALIBRATED 
SCALE 


Shows Jaw 
Opening Size 





extra values . . . it’s six tools in one . . . adjustable pliers, pipe 
wrench, locking clamp, gripping tool, monkey nan and 
hand vise. The cost is but a few cents more, No. 7 — %” Jaw, 
$2.29; No. 9—1” Jaw, $2.59; No. 11—1'2” Jaw, $4.89 Re- 
tail. Fair Traded. Give your customers extra value for their 
money with attractively packaged, fast counter selling BMC 
Pressure Lock Wrenches. Red plastic or steel handle grips. 
Free sales helps. 


MANUFACTURING CORPORATION, BINGHAMTON, N. Y. 


A BIG SELLER because 
It has a Hundred Uses 
——> Sheffield 














CRACK FILLER 


e@ Sticks to Anything 


@ Mixes Easily with water 
.. Will Not Shrink 


e@ Becomes Hard as Stone 


Every household . . . in fact 
every croftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently to 
stone, tile, wood or metal sur- 
faces ana does a perfect patch- 
ing and smoothing job! Feature 
it strongly . . . and watch your 
sales grow . - because your 
customers are looking for some- 
thing like this every day! 


Shettield Zeorze 


PAINT CORPORATION 
CLEVELAND 19, OHIO 
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SERVICE 


SHARES 


FULLY GUARANTEED 
AS TO QUALITY, FIT, AND FINISH 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 
soft center or No. 2 crucible steel of the 
highest quality obtainable. Send today for 





catalog and trade prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 
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the Winning PROFIT COMBINATION! 


Use These Fast-turnover Boards... Get the 
New Bulletin of Fast-turnover Items 
«--and Make QUICK, STEADY PROFITS! 


Indestro is the dependable, right-priced line that 
turns over fast when you display it on these 
volume-building boards. The handsome yellow- 
and-red Indestro display boards come at no 
extra cost with specially-priced assortments con- 
taining fast-moving items only. Naturally, some 
items sell in greater volume than others; that’s 
why we offer you the new bulletin featuring 
fast-moving items only so you can stock the 
quick-action numbers. Get the bulletin, put up 
the Indestro display boards, stock the fast 
moving items, and watch your profits grow! ... 







= INDESTRO MANUFACTURING CORPORATION 
: North Kildare at Schubert Chicago 33, Illinois, U.S.A, 


INDESTRO 


INDESTRO 












The Winning Get New Bulletin “§ 








Combination Fast-Moving Items! 
Quick-turnover items only...displayed on Hand-picked for fast turnover. Ask also 
quick-sale “pick-and-buy” display boards. for Indestro’s full line catalog and really 
Sure makes sweet music on cash register! get into the steady volume tool business. 











5 PRACTICAL TOOLS IN 1 
{Scythe—Brush Hook—Hoe—Weed Cutter—Axe] 


A quick profitable selling tool for all these uses: Scythe 
—does twice the work in the same time with half the 
effort. Brush Hook—cuts brush and heavy cane. Hoe— 














for around maintenance poles, etc. Weed Cutter— 
cuts any kind of weeds. Axe—cuts smaller grubs. 


Made with strong, hardwood, oval shaped handle. 
Patented sigmoidal shank gives proper balance. 
Has high steel socket double riveted. Steel 
Channel support for blade eliminates vibra- 
tion. Double edge blade of fine tool steel, 





’ easily sh ith I. 
"Stanho’ Taper Pins are milled from selected screw stock maly Herpened withew remove 
Recently added to the "Stanho" line are Centerless Sells for home use, railroads, highway de- 


Ground Taper Pins—precision made with a total diam partments, government projects, etc. 








eter tolerance of .0005—these are the finest obtainable BLADE: Packed '/, dozen to bundle. Weight 
117 ins. per dozen 55 Ibs. 
long, 
31 ins. 
wide Write for Literature 


and Trade-prices 





sawn HORSE NAIL CORP SYTHAX CO. 


NEW BRIGHTON, PA 445 TENNESSEE STREET, MEMPHIS 3, TENNESSEE 
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THIS CHRISTMAS’ 


Hel MOST USEFUL GIFT... 
p yourself to GENERAL’S LINE 


| 

BIGGE, I oof HOME KITCHEN SLICERS! -f 
E | 

j Stock & Feature NOW— ™~ 


for EXTRA Sales & Profits 


GENERAL Home Slicing 
Machines smashed all 
previous sales records in 
® Christmas '48. This year, 


GENERAL’S demand is 
ae age oP eee at an all time “high” 
Sales pulling national ad- 
vertising reaching over 


8,000,000 potential buy- Ju 


- 























J MODEL 400 

| er ati ‘ 

pi P L US nationwid & 7) THREE MODELS 

| consumer recognition of : 
r I's ti lear and Feature the complete line of 
venerals time, labor a General Slicers . . . each de. 
money saving advantages have made signed to fill a specific need 
this a banner profit year for General of your customers. 
dealers everywhere. In Beautiful Porcenamel. .$12.95 Retai 
“Cash-in” on General’s profit making '!n Glistening Chrome (IIlustrated) 
efficiency . .. NOW! Stock, feature eaitiieitiinaiad soo 
and merchandise 1949's MOST USE- elected by Detroit Sastitute of Arts 
FUL KITCHEN APPLIANCE . . . the yp. ststonding Modem Sesise) 
fell line of CEN Heavy Duty ............ $24.95 Retail 

i - 
sxe on ee ERAL SLICING@ HOLIDAY WRAPPED 
(ee MACHINES ‘ 


ws po 


SSS : There's a GENERAL for 
\: St aoa el 8 bg ou aed... an 
\ me <A — 12 for any size kitchen 


CY PA! ¥ 
wen pe AALS 














omnes) a eel SLICING / MACHINE CO., INC. - WALDEN, N.Y. 
async eee , MODEL 2 
: cm Circulata 
Listed « 
Underwri 
TAPE 

rRicTION _ doors 
eo ACCURATE mrs. dom aang 
pr pn garncracse S655 chamber 
inside ar 
| GET AN four sta 
four stat 

Five gal 
: circulati: 

ACCURATE LINE sm 
depth 25 

J 
on money-making tape sales now! 

The 
mee 

gas 
Tape is a year-round, consistently good | ay 
seller you can’t afford to neglect. And stru 

\ a Fos, when you feature ACCURATE tapes ful 
x \ I! WHA you’re offering quality made merchan- life 
dise that is always fresh. Both friction sell 
tapes and rubber tapes are available in WAR 
PROTECTIVE PACKAGING a choice of roll sizes and packaging. Let are far 
ACCURATE put you into the tape Seven r 
business. Get an accurate line on prof- ¢ pe . 
itable tape sales by getting the com- Model 
plete story on ACCURATE tapes, to- | & a big h 
day. Just call or write us for the name oe 

of your nearest distributor. Address the Model 
Accurate Mfg. Company, Garfield, N.J. Model’ | 
design— 

Model 
NON-DETERIORATING = - . Cabinet 

. Model 
heat m 








¢ 
A 
W.W. CROSS & CO. INC. ot 
East Jaffrey, N.H. 
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25 YEARS MAKING TAPES EXCLUSIVELY 


ACCURATE TAPES 











MODEL 40 


MODELS 


omplete line oj 
bs « » @ach de. 
4 specific need 
ers. 


el. .$12.95 Retoi 
HMustrated) 
$19.95 Retoil 


Institute of Arts 
rn Design) 


---$24.95 Retail 


WRAPPED 


1 GENERAL for 
ed 


i... and 
size kitchen 


EN, N.Y. 
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Can Supply You with the NEW-» 


——"™ 


Wan Mornine 
OlL<~GAS Heaters 






MODEL 222 
Circulator OIL HEATER =) 






MODEL 322 


Listed and Inspected by 
Underwriters’ Laboratories, 
Inc. Sturdily built reflector 
doors for quick radiant 
heat. 60,000 Btu per hour. 
Extra large combustion 
chamber, porcelain enamel 
inside and out. Latest de- 
sign Breese burner with 
four stages of combustion. 


Circulator GAS HEATER 


A.G.A. Approved. A _ large 
capacity gas-fired heater, 
offering exceptional perform- 
ance. For natural or manu- 
factured gas—85,000 Btu 
input. For L.P. gas—70,000 
Btu input. Large doors with 
reflector panels for quick 
and radiant heat. Automatic 








Five gallon fuel tank and pilot. Baso 100% cut-off. 
circulating fan _ optional. Height 42”, width 28”, depth 
Height 42”, width 28”, 25”. Circulating fan and 
depth 25”. automatic control optional. 


New Profit Opportunity 
These new Circulator Oil and Gas Heaters enable you to 
meet your customers’ fuel preference for either coal, oil, or 
gas with a WARM MORNING Heater that will do an out- 
standing heating job. These new Oil and Gas Heaters are 
far ahead in design and efficiency. Exclusive interior con- 
struction produces more heat at greater fuel savings. Beauti- | 





ful two-tone, walnut-brown cabinets with porcelain enamel 
life-time finish—both inside and out. Many other big 
selling features. 


WARM MORNING Coal Heaters | 


are famous the Nation over—outsell all others. 
Seven models—40 Ibs. to 200 Ibs. coal capacity. 
Model 414—40 Ibs. coal capacity—a great low- 
cost promotional model. 

Model 616—60 Ibs. coal capacity—Small 
a big heat maker. 

Model 520-B—100 Ibs. coal 
nomical round radiant hecter. 
Model 522—100 Ibs. coal capacity—New popular 
priced, streamlined heater. 












in size, 


capacity—The eco- 


capacity—Beautiful in 


Model 818—100 Ibs. coal } 
design—fully porcelain enameled. 
Model 422—100 Ibs. coal capacity—-The DeLuxe 


Cabinet Circulator—Fully porcelain enameled. _ 
Model 524-B—200 Ibs. coal capacity—The giant 
heat maker of the line. 


Sit Office: 333 North Michigan Avenue, Chicago 1, lll. 


Offices in: ATLANTA, BIRMINGHAM, CHARLOTTE, CHICAGO, DETROIT, KNOXVILLE, 
LOUISVILLE, MEMPHIS, NASHVILLE, ST. LOUIS 


in Canada ~ Boon-Strachan Coal Company Ltd.— Montreal 
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-+ in beauty 





+. in utility 
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From the day it was announced the Marsh Duo-Temp 
stole the show in the big, growing indoor-outdoor ther- 
mometer field. Now it has been completely restyled as 
one glance at the illustration will tell you. But no camera 
could do it justice: The dial is rich dubonnet with gold 
letters and pointers; the case a contrasting beige gray in 
modern styling and gleaming plastics that will grace any 
interior. 

Yes, in its new dress all the features that have dis- 
tinguished the Marsh Duo-Temp take on added sales ap- 
peal. It is the only fully mechanical indoor-outdoor ther- 
mometer. It has no hard-to-read, easily broken glass tubes. 
Instead it shows outdoor temperature on the top scale 
and indoor temperature on the bottom scale as clearly as 
a clock tells time. 


Value far beyond its price! 


No one who looks at Duo-Temp guesses its remarkably 
low price made possible only by large-scale production 
through mass-precision methods developed in the new, 
ultra modern Marsh plant. Duo-Temp has a quality pack- 
age to match the instrument and excellent point-of-sale 
circulars are available. 


“ 


Duo-Temp measures 35s” square. Retail price 
complete” with otside bulb and tubing 


[ 4750 


Slightly higher in Canada 


DEPT. 20, SKOKIE, ILLINOIS 
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GASPRUF, and only GASPRUF, offers these 6 big 
selling features for biggest, more profitable gas 
tubing sales. GASPRUF'S improved construction is 
backed by Atlantic's 85 years of technical “know- 
how”’ . its safety and strength tested and ap- 
proved by gas authorities and our own laboratory. 
GASPRUF gives customer satisfaction, quick turn- 
over and steady profits. 


Stock lengths of 2’ to 8’, and 10’, 12’, 15’, 18’, 


20’ and 25’. 
ORDER FROM YOUR WHOLESALER 


GAS TUBING * BRAIDED GARDEN HOSE 
PLASTIC GARDEN HOSE * RUBBER PRODUCTS 


World's oldest and largest makers. of Gas Tubing 
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' 
It’s Back! 
| 


The Famous 


-ALLITH 
ALLIGATOR 
LATCH (2) 


is again available 





| Improved with 


STAINLESS STEEL SPRING 


For real convenience on straight sliding doors, 
these latches have no equal. The spring jaws 
| catch automatically when the door is closed. 
They hold securely and yet open easily, from 
either side of the door. Eyes for padlock in 
convenient position. Made of malleable iron, 
reversible for right or left hand doors. 





"PROUT Y, Fm € 








| DANVILLE, ILLINOIS 
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@ Shower Doors °¢ Fluorescent Fixtures @ 


G © Cabinets © Truck Bodies © Boxes * Pianos °* 
®@ Displays ¢ Firescreens * Store Fronts °* Ete. 






} ° Brass Nickel Plated on Brass 


Aluminum Stainless Steel ° 


. Wide Variety of Sizes! From the very narrow lightweight 
size for boxes to the very wide,extra heavy for truck bodies. Stock 
lengths: 6 ft. Can be furnished any length in quantity to order. 
® Can be had with screwholes or blank for spot welding ® Spe- 
cial hinges of ali types to order in quantity, for 
every purpose. 


Various Thickness 
of Metals and 









Write for Price List 


Send for Catalog 
ARE YOU ON OUR MAILING LIST? 


S. PARKER HARDWARE MFG. CORP. 


SINCE ? 





From Foundry to F shed Product 
27. LUDLOW STREET - NEW YORK 2,N.Y. + Phone WAlker 5-6300 





HARDWARE AGE, OCTOBER 20, 1949 





s. 


Mor 
for 


juc 


The di: 
or daw 
rugged 


The 


e sol 
abDJuS 
DAMP’ 
e AD 


e vc 
CEMEI 
ETC.) 





HAR} 


No. 
Me 


ble 


ors, 
jaws 
sed. 
‘from 
k in 
ron, 


i 
1s 





} 


weight 
Stock 
order. 











More protection, comfort, and efficiency 
for every kneeling job... 


JUDSEN ‘tusser KNEE PROTECTORS 


The discomfort of sore aching knees caused by kneeling on rough, hard 
or damp eurfaces is done away with completely, thanks to comfortable, 
rugged, long wearing, JUDSEN KNEE PROTECTORS. 


These benefits for users. . . 


® SOFT SPONGE RESTING PLACE FOR THE KNEE © COMPLETELY 
ADJUSTABLE STRAPS @ LIGHT WEIGHT @ PROTECTION AGAINST 
DAMPNESS @ NON-SLIP TREAD © EASY TO PUT ON OR TAKE OFF 
@ ADAPTABLE TO EVERY “DOWN-ON-THE-KNEES” JOB 


@ VOLUME SALES (TO HOME-OWNERS, GARDENERS, CARPENTERS, 
CEMENT WORKERS, FLOOR LAYERS, PLUMBERS, PAINTERS, ROOFERS, 
ETC.) © HIGHER PROFITS © SATISFIED CUSTOMERS 


ORDER FROM YOUR JOBBER TODAY* 


Made by 


JUDSEN RUBBER WORKS, INC. 


Chicago 24, Illinois 


*If your jobber cannot supply you, write direct. 














d the solder that MELTS FASTER, BONDS 
er brand solder. Stock it and 
red packages, all 


Acid Core, Solid Wire, Rosin Core. 


Customers deman 
TIGHTER... Federated Gardin 
you’ Il sell it. Comesin attractively colo 


' sizes, compositions. 
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= | “Keep plenty of me in stock... 




















PROFIT FACTS 


Q. What pot cleaner shows you a higher 
profit per sale? 


A. PROFIT CHORE GIRL 


The all-copper, non-rusting, non- 
splintering, pot cleaner that’s kind 
to fingers and hands. 


/ 


WGionOET 


SELLER 


STOCK ME...DISPLAY ME 
AND YOU'LL PROFIT! 


“x7ES SIR! It’s the HIGH 

PROFIT items like me— 
CHORE GIRL—that keep your 
gross margins up. As the leading all-copper pot cleaner, 
I’m a steady turnover product .. . I take little room on 
shelf, counter or in stockroom ...I have no storage 
problems... and I carry a higher margin-for-profit allow- 


ance. 


“Your customers know I never rust, splinter or get in their fin- 
gers. They see my friendly ads regularly in Good Housekeeping, 
Ladies’ Home Journal, Farm Journal, Country Gentleman, 
Woman's Day, Family Circle . : . and in Nancy Sasser’s famous 
Buy-Lines column. 


well-displayed to remind 
your customers they need a fresh supply. Mr. Merchant, 
put me where I'll be seen and you'll pfofit... ” 







‘AND I MEAN 


HLH 


PROFIT!”’ 








ROSELLE 19, N 


MILTON, ONT 
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f ; 2 : f The most popular one man fence wire Stretcher on the 
i { MYERS ately available for quick shipment. market. Proven over 30 years—the fastest, easiest, and 
ti Get your parts order in promptly, ee | most economical for single and barbed wire. 

and order too, a _five-by-five Parts Now attractively enameled for Weather protection— 
3 parts Counter for best display ee | Visibility—Sales appeal. Write for Catalog page and 
4 full information. 














CHAMPION 
CARDED HARDWARE 


More sales are made when hardware is well displayed. 


All the items offered in the CHAMPION carded hardware line 


are proven sellers. 





WROUGHT SASH LOCK 
Complete with Sore we 














Sheets for jobbers’ salesmens’ catalogs are available. Write 






for them today. 












ae 20 d py me | 
STEEL BARREL BOLT The WROUGHT SASH LOCK 


Trg ch Sa, Come CHAMPION HARDWARE CO. Complete with Screws 


plete with Screws. 
GENEVA. OHIO 


































for quick delivery 


A complete stock of Myers Parts, 


order prominently displayed, will please 
Myers users and improve customer TOWNSEND WIRE STRETCHER 


service. All parts are now immedi- |. | 








GUARANTEED AND MANUFACTURED BY 


SHELDON-WELLS CO., KINZUA, PA. 


SUCCESSORS TO B. W. TOWNSEND 











SPECIAL 
XMAS BOX 
retails $11.95 








. » « Customers will 
be grabbing these 
beautiful bargains for they are ready 
to mail or gift wrap. Holds beauti- 
ful 11" handpainted Salad and Fruit Bowl. 4 
individual 6" bowls, 10" matching fork and 
spoon. Box size 12" x 22". 4 to a carton. Order Today! 
Send for our new catalog. 












The F. E. MYERS & BRO. CO. 
Dept. P-50 Ashland, Ohio 






2421 McKINNEY AVENUE 
DALLAS 4, TEXAS 




















“re ROD BLANKS 
MAKE AMERICA’S FINEST FISHING RODS 


10 Fresh Water Models » FAST ACTION! Be Sure We Genuine Stla-flex 

9 Salt Water Models 7 QUICK RECOVERY! 

* MAXIMUM STRENGTH! 
> MINIMUM WEIGHT! 

3-PIECE FLY ROD BLANK 


* WILL NOT “SET”! 
THE HIGHEST QUALITY FERRULES ESPECIALLY DESIGNED FOR 


THIS NAME STAMPED PERMANENTLY 
EACH BLANK, EXPERTLY MOUNTED ON ALL FRESH WATER Write Price List 
BLANKS AT THE FACTORY. for ON THE BUTT OF EVERY BLANK. 
















PaciFic LAMINATES + 1550 NEWPORT AVE., COSTA MESA, CALIF. 
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GUARANTEED EMPIRE SHOE | 


LASTS AND STANDS 


These lasts and stands are 
made from special metal of 
highest quality, enabling us 
to guarantee and place on 
the market a better set in 
weight and strength. They 
are absolutely guaranteed 
against breakage. 











, ; 
Their high quality 


Packed in bulk or one set in 
a burlap bag or carton. 





has brought 
REPEAT SALES 


to hardware 





i THE POPULAR “STAR HEEL PLATES" AL- 

t WAYS IN DEMAND AND PROFITABLE FOR |) 7y,, 1.0.) complete 
YOU TO HANDLE. MADE IN SIZES 000 to 6& | fine of hand, spe- 

R | cialty and power 

om ORDER YOUR | grinders. 

it, and SUPPLY TODAY. 


=||/STAR 


HEEL PLATE CO. 
ye NEWARK, N. J. 





dealers for 


fifty-five years. 





Write for latest catalog! 


ulhor GRINDER AND TOOL COMPANY 


SALES OFFICE: 
Suite 2120, 203 North Wabash Avenve, Chicago 1, Illinois 


FACTORY: SHEBOYGAN, WISCONSIN 








J 
————__—_____ 
ne 
——_—_—_—______, 





tox| | | Increase your profits | | EASY TO MAKE « EASIER TO SELL! 


511.95 WITH MULLER EQUIPMENT { Larson) 


ers will 
jy these 
e ready 
beauti- 
Bowl. 4 
rk and 











"Make Your Own" i 





SAW 
HORSE 
SET 


ttalog. 








No. 2 


Cash in on the already made sales for “Make Your 
Own” Saw Horse Sets, originated by Chas. O. Larson 





X2X Model 31/2 tilting type mixer Co. Home craftsmen will buy several sets. 
ZA , for small construction jobs Attractively packaged and all hardware 
ya needed is included for the useful Saw Horse 
‘ Set, with complete “easy to assemble” in- 
structions. 

Light enough for ousy handling . . . heavy Each set includes illustrated folder on “How to Use 
enough for long life .. . priced to attract customers. Wood Working Tools” for the amateur 
The Muller Line includes all sizes of concrete mix- Seo your jobber, or write for colorial Mer 
ers, from hand-operated models for farm use, up ature on the Larson “Make Your Own" con 
to the heavy-duty half-bag size with power loader. | | struction sets. 


Also mortar boxes, buggies and chutes. 


LY » Write for dealer discounts C 4 A s rs ‘e) = L A Re 4 ‘@) | € O. 


























7 MULLER MACHINERY COMPANY, Inc. STERLING « ILLINOIS 
Dept. HA METUCHEN, NEW JERSEY 
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BRUSHES write for our 
atalog and Price List. 
Atteation Sclesmen! Territories Opes 


Before you place your next order 
for PAINT 
lew C 


“BRUSHWISE 


CORPORATION 











ROYAL SEATS 


Representatives in Principal Cities 


ROYAL MANUFACTURING CO. 


Newnan, Georgia 

















FINGER GRIP 


THE ADJUSTABLE CLIP 


ideal for ‘’PARKING” | 

Tools, Brooms, AY \ 4; ) 

Implements or any- a 

thing with a handle. lf » 

SMALL - MEDIUM - \ J +t 

LARGE. ADJUSTS IN A JIFFY 

me n10)59R 242 SG0. lL ICMEFASTENS TO ANY WOODWORK 
The Favorite With Home Workshop ‘’Fans”’ 

Just Ask Your Jobber 


ARTHUR I. PLATT CO., 


Fairfield, Conn. 








TRADE MARK REG. 


SOLDERING FLUX 
Liquid and Paste 


For customer satisfaction and more 
profits to you. 

Sells on sight from self - selling 
counter display cartons. 





See your jobber or write 


RUBY CHEMICAL CO. 


58 McDowell St. Columbus, O. 
















winnow Brusn WRG CKTRY 1 ee 
and SQUEEGEE 


There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


MINUTE MOP (CO. 


i3 €.227e. Sf. 
‘EL 


CHICAGO 16 





GET EXTRA SALES, EXTRA PROFITS . . . 
SELL MILLER SAFETY HITCH PINS 


You add real dollar volume to your hardware 
stock with these fast-selling MILLER PINS. Fill 
a big farm need. Case-hardened, handy handle, 
safety features. Going great guns everywhere. 
Big value too. Popular %” size sells for only 
85¢ (5¢ higher West Coast). 


16 DIFFERENT SIZES MEET EVERY HITCH PIN NEED! 


ASK YOUR JOBBER TODAY, OR WRITE FOR 
PROFIT PROPOSITION: 


MILLER PRODUCTS CO. 


713-723 Cherry St. Des Moines, lowa 


(Jobbers, some choice territories are still open) 














BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 


on cards 






on 
\NG | 
pMeL 8 { 
x 


Send for Descriptive Folder. 


M. GRUMBACHER 


Order from your Jobber NEW YORK 





464 WEST 34th STREET NEW YORK ! 














Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 





FOLLOW THE LEADER IN "Want Ad" ADVERTISING— 


HARDWARE AGE Classified Opportunities Dept. 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. ¥- 
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ASK 
YOUR 

JOBBER 
TODAY! 


STYLED FOR BEAUTY « GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 











| HARDWARE DEALERS FROM 
COAST TO COAST 


depend upon the complete Wilcox- 
Crittenden line of heavy and shelf 
hardware. Drop forged shackles, 
wire rope sockets, connecting links, 
turnbuckles, thimbles, hooks, eye 
bolts and ring bolts are an integral 
part of every hardware dealer's 
stock in trade. They're all fully 
described in the W-C Hardware 
Catalog ‘‘G’’—sent free on request. 


‘| WILCOX-CRITTENDEN 
| “A CENTURY OF DEPENDABILITY" 
| 77 SOUTH MAIN ST., MIDDLETOWN, CONN. 


























Designed to an- 
swer EVERY pin- 
up and hang-up 
need. Sell them to 
your customers 





Foc HANGING UP things / 











ith COMPLETE PUSHLESS 
CONFIDENCE. MOOR picture HANGERS 
Nationally adver- 
tised. 

ole); ° ° ’ Pah Tele 





KILGORE'S SNACK BOWL SET... 
Ideal for 
Fall Promotion! 
ox 
seasons. Small —9 
bowls are also 


ideal for cereals, cookies, pickles, jellies, etc. 









No. 114 

| Here’s a natural for 
serving popcorn, q 

| snacks and other 

| goodies during the 

fall and holiday 





Master bow] is red, 
10%" diam., 4° deep. Small bowls are one each red, blue, yellow 


and pastel green—5%" diam. Each set in corrugated carton— 
requires no store wrapping. 


THE KILGORE MANUFACTURING CO. 
WESTERVILLE, OHIO 











BUSINESS 
towsee 


HELLER 
STORE 
FIXTURES! 








DRAWING POWER 


The beauty of Heller Fixtures, the attractiveness 
they impart to your merchandise, draws trade to 
your store—Extra profits are yours. 


QUALITY 


Years and yecrs of satisfactory service are built 
into Heller Fixtures. New, modern, MULTI-LEVEL 
and conventional styles—Come to our factory and 
see two model stores completely merchandised 


VALUE 
NEW LOWER PRICES, makes It easy for you to 
buy. Send sketch of your store for free store 
plan and estimate. Ask for large catalog #49 


W. C. HELLER & CO. 


1050 Bryant St. Montpelier, Ohio 


Designers and manufacturers of Hard- 
ware Store fixtures exclusively since 1891 











7 f IN THE (ome 
Firs. POPULAR PRICE (Ge: 
> MARKET “ waive ae 





INFORMATION 


KINGSTON PRODUCTS CORP., Hwd. Div. A-9. 


Kokomo, Ind. 
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LUMIN 
pao AL are made to give 
dl extra strength. Available in 
adjustable and standard types ...a 
level for every use. me 





HALL LEVEL & MFG. WORKS 
TEXAS 


PRECISION Levers 


AUSTIN, 
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JE OPTICAL 
IN ACTION 


1949 





Jobs By Magic... 


lt Takes Venture Capital 
To Turn The Trick! 


The planners of a “better world’’ would have us accept their 





schemes as the magic wand that creates jobs. It won't work, 
even in theory! Creating jobs means first creating plants and 


machines. That takes money—not glib talk. 


Where does this creative money—this venture capital—come 
from? From men and women willing to risk their savings in 
new or expanding enterprises with the hope of making a fair 
return. With the hope of making a fair return! There's the rub. 
When rash taxation and regulation syphon off the profits of 
business, there is little hope of any return for the investor and 
the flow of venture capital—the life-blood of business—is choked 
off. Result: fewer new plants... fewer new machines... fewer 


new job opportunities . . . less job-security for workers! 


We, at Chilton, believe that maintaining the American standard 
of living demands prompt action toward easing the taxes that 
burden business . . . toward encouraging the flow of venture 
capital. This, we feel, is the key to progress, to a new peak in 


employment, to job-security. 


CHILTON COMPANY (INC) 


Chestnut and 56th Sts. 100 East 42nd Street 
Philadelphia 39, Pa. ° New York 17, N. Y. 











JOURNAL AND REVIEW OF OPTOMETRY © THE JEWELERS’ CIRCULAR-KEYSTONE * AUTOMOTIVE INDUSTRIES * MOTOR AGE 
* THE SPECTATOR PROPERTY INSURANCE REVIEW «¢ DISTRIBUTION AGE 
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Classified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Set solid, maximum, 50 words....... $5.00 
Each additional word.......-. -10 Cuts or special borders not allowed. 
Positions Wanted ‘3% discount for 4 er more Insertions 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
ae ee $2.00 Advertising. 
Each additional word......... .05 REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 

















[Help Wanted 


_] 





HARDWARE STORE MANAGER WANTED. f 


Includes appliances, farm supplies, and farm ma- 
chinery. Independent stere in Southeastern Wis- 
consin City of 6,000. Present volume $200,000. 
State age, experience, qualifications and salary 
expected. Address Box N-489, care of es 
Ace, 100 East 42nd St., New York 3s 





STORE FIXTURE OPPORTUNITY 


Need man with practical and executive woodworking 
experience. Take charge of shop, Chicago area making 
complete line low cost, self-service K/D hardware 
fixtures. Owner does selling. Last year’s volume 
$40,000. Work ahead for six months. Will sell all or 
part interest or arrange salary and bonus with oppor- 
tunity te buy. Write Box N-488, care of Hardware 
Age, 100 East 42nd St., New York 17, N. Y 

















[Sales Representatives Wanted | 


SALESMAN WANTED FOR LARGE HARD. | 
WARE WHOLESALER in Northern New York. 





ND ELECTRICAL DEALERS to sell Bolts, 


Nuts, Screws and Specialty Products. Commis- 
sion Basis Only. Protected territory. , a 
ast | 


Box N-467, care of Harpware AGz, 
42nd St., New York 17, N. Y. 


CUTLERY MANUFACTURER HAS STATE 
OF MICHIGAN AND OHIO TERRITORY 
OPEN for Salesman to sell to sporting goods and 
hardware retailers. Over 250 accounts already 
established. Straight commission. Must have own 
car. Reply Box N-482, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y 


| HIGHLY RATED MANUFACTURER OF- 
| FERS TOP QUALITY LINE MEDICINE 
| ABINETS at 15% Commission to full time or 
| 


side line salesmen in protected territory. You get 
full credits on all mail or show room business if 
you produce in the territory. Write Standard Art 
Industries, 327 So. La Salle St., Chicago 4, 
Tllinois, 





Firm 70 years in business. Write experience, age | | 


Address Box N-485, care 
New York 


and other information. 
of Harpware Ace, 100 East 42nd St., 
ae 2 





WANTED—SALESMAN 
WHOLESALE 


HARDWARE TRADE TO 
CARRY HICKORY HANDLES of All Kinds | 
made in Georgia, as a side line. Address H. | 


Lamb, Union Point, Ga. 


WELL KNOWN HARDWARE JOBBER | 


HAS OPENING for Experienced Salesman with 
following in Bergen-Passaic Counties. New Jer- 
sey; Westchester County, Long Island, and Staten 
Island in New York. Replies will be kept confi- 
dential. Address Box N-428, care of Harpwarz 
Ace, 100 East 42nd St.. New York 17, N. Y. 





AN ESTABLISHED NEW YORK CORD- 
AGE HOUSE is looking for Salesmen now 
selling to the Hardware, Mill Supply, Plumbing 
Supply, Lumber Dealers, Department Stores, 
Trades, etc. who would be interested in handling 
Twines, Cordage, Oakum and Packing in addi- 
tion to their regular line. Give references, and 
territory now covered. Address Box N-473, care 
S —o Acez,, 100 East 42nd St., 
ivy We 
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SOLICITING | 


New York | 





|| WANTED’ SALESMEN 


with Following among Hardware Retailer, Department 
and Garden Supply Stores to handle Self-Cleaning 
Safety Rako. Only territories Fa te ou 
Tennessee, Georgia, and South gee Ala- 
bama, Louisiana, Mississippi, Florida, So. California. 
Profitable commission basis. Write: 


ALL-TEMP INC. HOUSEHOLD UTILITIES DIV. 


741 E. 87th Pl. Chicago 19, Illinois 








WANTED 
INSECTICIDE SALESMEN 
ALL TERRITORIES 


|| TO HANDLE COMPLETE LINE FOR 
|| GREENHOUSE, SEED, HARDWARE 
AND DEPARTMENT STORES. _IN- 
CLUDING AEROSOL BOMBS. GOOD 
COMMISSION, RIGHT MEN CAN 
CLEAR $5,000 UP. SEND COMPLETE 
RESUME. OUR SALES STAFF KNOWS 
OF THIS AD. 


Address Box N-411, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN CALLING ON HARDWARE | 


| for further particulars on this product. 


SALESMAN CALLING ON THE HARD. 
| WARE, FURNITURE, AND APPLIANCE 
TRADE, as well as other outlets, for Magazine 
Type Heaters. Commission. Name territory de- 
sired. Address Box N-396, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALESMEN WANTED TO PLACE YEAR 
ROUND NEW REPEAT ITEM with hardware 
stores on consignment. State territories covered 
and number of stores contacted. Exclusive terri- 
tory and good commission. Address Box N-478, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, : a 





NEW YORK HARDWARE JOBBER WITH 
| NATIONALLY ADVERTISED LINES HAS 
OPENINGS for Experienced Salesmen with fol- 
lowing in Long Island, Westchester County, and 
New Jersey, and Metropolitan Area. Replies will 
be kept confidential. Address Box N-475, care 
of Harpware Acer, 100 East 42nd St., New 
ie 7 i 5 





SALESMEN. IF YOU ARE LOOKING FOR 
| EXCELLENT SIDE LINE ITEMS tto sell to 
large retail hardware stores and jobbers, we have 
two hardware specialties well known to the trade 
for ten years. e have one new plumbing spe 
cialty which is going very big with the hardware 
people. Liberal Commission. Some territory still 
open. Write Fulton Products Co., Bernardsville, 
N. J. 





MANUFACTURER’S AGENTS CALLING 
ON JOBBERS to sell New, Amazing Bath Spray 
with Exclusive Suzanne Adapter that won’t leak 
or come off faucet, yet easily attached or de- 


| tached. Big demand. Protected territory. Act n 


Write giving details, references. Address Ckola 
Company, 555 Gateway Bldg., Minneapolis, Minn 


SALES REPRESENTATIVE WANTED for 
a Sensational Patented Item to the hardware 
trade. This is sold through jobbers only and repre- 
sents real volume. There are still a few ch 
territories open. See our display ad on Page 20 
Apply by 
letter, stating full experience in jobber contact 
Cleveland 19, 








Address Waterloo Sales Company, 


| Ohio. 
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Classihied Opporiunitien. Section... 





| 





[Sales Representatives Wanted | Accounts Wanked 


ail 


Accounts Wanted | 








SALES REPRESENTATIVES WANTED 


Salesman now calling on hardware and lumber dealers 
in the states of A sas or lowa with non-competitive 
lines can add to earnings by carrying a full line of 
plumbing ana heating fixtures and supplies. Commis- 
sion basis. Write giving full explanation of present 
set-up. 


L. E. Koenig, Sales Manager 


MOUND CITY SUPPLY CO. 
3211 So. Kingshighway St. Louis 9, Mo. 








SOUTHEASTERN STATES 


Manufacturer’s Agents. [Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Fioride | 











SPORTING GOODS MANUFACTURER 
CAN USE TOP- NOTCH SALESMEN to sell 
to Retail Hardware, Toy, Automotive, and Sport- 
ing Goods Stores. All territories open. Commission 
only. Address Box N-486, care of Harpwace AGgr, 
100 East 42nd St., New York 17, N. Y 





CLEVELAND MANUFACTURER OF ITEM 
WITH UNLIMITED POTENTIAL DESIRES 
ADDITIONAL REPRESENTATION to vari 
ous types of wholesalers with hardware, house- 
wares and plumbing supply store clientele. 
Address Box N-493, care of Harpware AGe, 100 
East 42nd St., New York 17, N. Y. 








| Accounts Wanted =| 





WISCONSIN SALES REPRESENTATIVES 
WITH Office, Showroom, Storage and Shipping 
Facilities now serving 420 accounts seeks Suitable 
Lines as distributor or representatives. Address 
Norcraft Co., 134 E. Juneau, Milwaukee, Wisc. 








WHEN YOU WANT TO BE HEARD 





Speak to the right “class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 
100 East 42nd St. New York 17, N. Y. 














INDIVIDUAL WITH NEW YORK OFFICE 
DESIRES TO REPRESENT MANUFAC- 
TURERS of Hardware and Housewares, as cx- 
clusive agent on a commission basis. Calling on 
jobbers, department stores, etc Address Box 
N-481, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 





LINES WANTED. DESIRE HOUS 
WARES AND SPORTING GOODS LINES i 
representation in any one or all of the following 
areas: Minnesota, North and South Dakota, 
Wisconsin and Iowa. Excellent retail, chain and 
wholesale connections. Address The Cirrus Cor- 
poration, 492 Sexton Bldg., Minneapolis 15, Minn. 


MANUFACTURERS’ REPRESENTATIVE, 
calling on Hardware, Wallpaper and Paint, Build- 
ing Supply Distributors; also Houseware, Chain 
and Department Stores in Eastern Pennsylvania, 
Delaware, Maryland and the District of Columbia 
(and with connections in New England) desires 
to acquire One or Two Reputable Lines. Straight 
commission. Address Box N-476, care of Harp- 
ware Ace, 100 East 42nd St., New York 17, N.Y. 





CHAIN STORE LTTE MS 
Sales Representative, New York, covering big 
Syndicates, desires to contact manufacturers of 
Hardware Specialties, or Housewares, suitable 
for 5¢ to $1.00 Chain Stores. Have 20 years 
experience, an extensive following, and can mar- 
ket your products in volume. Quick action, com- 
mission basis. Reply Box N-468, care of Hargp- 
ware Aceg, 100 East 42nd St., New York 17, 
n. Fs 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia ° Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 











ACCOUNTS WANTED. RELIABLE, AM 
BITIOUS REPRESENTATIVE WANTS 
EXTRA LINES on commission basis to handle 
in State of Michigan. Now calling on hardware 
feed stores, pet stores and dept. stores. I will 
carry samples. Address John H. Dietrich, 20041 
Grandview, Detroit 19, Mich 


MANUFACTURERS 
ESTABLISHED, contacting 


REPRESENTATIVE, 
Hardware, Paint, 


Building Material Jobbers in Missouri and Iowa. 
Can handle another major line aggressively. Ad 
dress Box N-492, care of Harpware AGE, 100 
East 42nd St., Sow York 17, N. Y. 

TEXAS, OKLAHOMA, ARKANSAS, LOU 
ISIANA; calling on Dept. Stores, Chains, Hard 
ware, Housewares Jobbers; Need High Class House 
ware Line; presently carrying four lines, five 
limit. Well known all buyers. Lost major line re- 


cently account Mfgr. putting on salaried salesmen. 


Best references. Address Alvin F. Myers & Asso 
ciates, 5968 Ross Avenue, Dallas, Texas 
MANUFACTURERS REPRESENTATIVE 


TRAVELING TWO MEN in the following terri- 
tory: Pennsylvania, Southern New Jersey, Dela- 
ware, Maryland, and The District of Columbia, 
selling to the Wholesale Hardware and Industrial 
Supply Trade, desires One Additional Good, 
Reputable Line. Well established and can furnish 
best of references from the few factories I now 
| represent as well as the trade. Address Box 
| N-466, care of HARDWARE AGE , 100 East 42nd 
St., New York 17, N. Y 





Ser wanted for DEPARTMENT STORES . 
& LOAN ... AND VARIETY STORES. 


and Massachusetts. 


. The experience of a firm established 25 years. 

. Excellent references—20 years with one bank. 

. Large showroom, street level, excellent location 
Midtown Manh , also h space and 
ground floor. 

4. Services of 4 full-time salesmen—2 sideline men. 


wn 








For a Manufacturer Who = Our Kind of Representation 


. SPORTING GOODS... 


ON AN EXCLUSIVE ARRANGEMENT ONLY 
Territory—New York City (5 boroughs)—Long Island—New Jersey—New York State—Connecticut 


WE OFFER FOR YOUR CONSIDERATION: 


This is our background. We invite your correspondence, which will be held in strict confidence. 


Address Box N-490, care of Hardware Age, 100 East 42nd St., New York 17, NW. Y. 


HARDWARE .. . PAWN 


5. Capable office and warehouse personnel of 8. 

6. Active mail-order department with 50,000 well 
rated potential accounts, on addressograph plates. 
. An experienced advertising and sales promotion 
department. 


~ 








(Classified Opportunities continued an page 310) 


HARDWARE AGE, OCTOBER 20, 1949 


309 








Classihted Opportunities. Section... 


|  fccounts Wanted wlll Barsiness Cpperiawition | [ Business Opportunities | 




















WARE ST > q ’ A SUCCESSFUL HARDWARE, AND AP. 
HARDWARE STORE ESTA®- | pLIANCE. BUSINESS in Southern California 
for over 39 years, desires to sell because of ill 


‘7 FOR SALE 





MANUFACTURERS 


1 CAN DO A REAL SELLING JOB FOR YOU | | 
IN ILLINOIS AND WISCONSIN. | 
FOR TEN YEARS | HAVE BEEN SELLING THE | 
WHOLESALE HARDWARE HOUSES, ELECTRICAL | | 
SUPPLY WHOLESALERS, LARGE DEPARTMENT | | 
STORES, CATALOG HOUSES AND CHAINS IN | 
THIS TERRITORY. 

1 HAVE A WIDE ACQUAINTANCE AND SUB- 
STANTIAL FOLLOWING. 

WANT COMMISSION ARRANGEMENT AND 
PROTECTED TERRITORY. NO PAINTS OR | 
| CHEMICALS. | 
| PLEASE ASK ME FOR SALES RECORD AND | 

| BANK REFERENCES. | 


| Address Box N-479, care of HARDWARE AGE 





} ' 
100 East 42nd Street, New York 17, N. Y. | 





| Position Wanted =| 





RETAIL H ARDWARE MANAGER, 45 years | 
old, 20 years’ experience in hardware, paints and 
electrical. Only South Jersey will I consider. Ex- 
cellent reference and well able to handle help. 
Address Box N-484, care of HARDWARE Ace, 100 | 
East 42nd St., New York 17, N | 


MANAGER—WILL TAKE FULL CHARGE 


Large Retail Hardware and Appliance Store, 
Builders Hardware Estimating, etc., over 20 
years experience covering every phase of the | 
industry. Please address Box N-480, care of | 
Harpware Acer, 100 East 42nd St., New York | 
17, N. Y. 

TWENTY YEARS OF SUCCESSFUL SELL- 


ING to hotels, clubs, restaurants, hospitals, steam- 
ship lines, industrial plants, railroads, retail hard- 
ware stores, wholesale sheet metal houses, in | 
Northern New Jersey and Staten Island, wishes to | 
connect with a National Manufacturer as repre- | 
sentative or distributor. Must be good proposition. 
—WGH, Box N-491, care of Hardware Age, 100 
East 42nd St., New York 17, N. Y 


WANTED: LARGE OR SMALL HARD- 
WARE DEALER who can utilize thorough busi- 
ness experience including bookkeeping, accounting, 
payroll, taxes and personnel. Reliability and con- 
scientiousness attested to by 16 years in last 
position. Am veteran, 34, familiar with tools, 
seeking opportunity to learn retail hardware busi- 
ness in Metropolitan New York Area. Address 
Box N-477, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 
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| LISHED 40 YEARS with inventory about $50,- 
ATTENTION || 000. Long lease or building can be bought. Lo- 
|| cated in Flushing, L. I. Address Box N-483, 


care of Harpware AGF, 100 East 42nd St., New 
we 


York 17, N. 





WANTED TO BUY A HARDWARE STORE 


IN A SMALL TOWN. Notify 223 Alleganey, 
Jamestown, N. Y. 
ATTENTION MANUFACTURERS 


b not produce your own brand of items? A 

learing house for inventors and manufacturers 
t= a few hundred pesanener tod Ca hard- 
ware and h d items. 
These are now being offered > responsible man- 
| ufacturers on an exclusive license and royalty 
basis. Address Inventors & Manufacturers Asso 
ciates, Inc., 7 Beekman St., New York 7, N. Y. 





health of owner. Complete stock of standard 
lines, well assorted, good fixtures; 1948 sales 
$322,500.00. A good lease on location, in cer iter 
of business district in a fast growing industria! 
city of over 40,000 population, near Los An 
geles. Address Box N-464, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y 








THERE IS A RARE OPPORTUNITY FOR 
A REAL FULL LINE HARDWARE STORE 
in a County Seat Town of 13,000 located in 
Western Indiana. Believe an investigation on the 
ground will prove above statement to be correct 
A lumber yard located just one and one_half 
blocks from Court House on Three State High- 
ways is for sale. This yard has a large inventory 
of Builders Hardware and Housewares and can 
readily be converted into a real general hardware 
store. Address Box N-487, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y 





Your employees want 
~ to help you build security 


HERE’S HOW 7,500,000 WORKERS ARE DOING IT 


More than 20,000 companies now maintain 
the Payroll Savings Plan, by which their 
employees invest in U. S. Savings Bonds 
automatically every pay day. This Plan 
builds security not only for the individual 
employees, but for their companies and for 
the nation! 

As you know, Savings Bonds pay $4 at 
maturity for every $3 invested. Thus they 
help create a “rainy-day” fund for each 
Payroll Saver, increasing his security. 


How P.S.P. helps employers 


America’s leading corporations report these 
company benefits from the Payroll Savings 
Plan: As Bonds increase the worker's eco- 
nomic peace of mind, plant morale im- 
proves. Production increases—because 
absenteeism, labor turnover, and the acci- 
dent rate all decline. Relations improve 
between employer and employee. 


Savings Bond dollars are dollars re- 
moved from the spending stream. They are 
deferred purchasing power—an assurance 
of good business during the years to come. 
The Treasury uses net Savings Bond dollars 
to help reduce inflationary credit potential 
in the banking system by retiring short-term 
bank-held Federal securities. So Bonds in- 
crease the nation’s economic security, too! 


Proof that employees want P.S.P. 


Even with today’s high prices, it has been 
proved that between 40% and 60% of 
America’s working millions—at any wage 
level—can and will buy Bonds through 
Payroll Savings if g t sp s the 
Plan and a fellow worker asks them to sign up. 

It’s up to you whether they get the chance. 
All the help you need is available from your 
State Director, U. S. Treasury Department, 
Savings Bonds Division. 





The Treasury Department acknowledges with appreciation 
the publication of this message 


This is an official U. S. Treasury advertisement prepared under the cuspices 
of the Treasury Department and the Advertising Council. 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN © Bae COMPANY 














* MARSHALLTOWN, IOWA 














OVER 80 YEARS' EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, chromium finish. 
Ball bearing, easy action. 


Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 














NEW FEATURES 


@ A Roll-Up Key with Every Tube. 


@ Now packed 12 to a carton. 
play card in each master carton. 


SEAL RITE CALK-O-TUBE 


Fills cracks around sinks and bathtubs. Fills seams in 
kitchen and bathroom tile — does not dry out and crack 
like tile cement. Seals openings around windows, doors, 
etc. Available in white or gray (same price). 


SEAL RITE CALKING CO., Inc. 


Mfers. of 5 sizes of Caulking Guns 


LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. 
6001 So. Gramercy Place 6335 Lyndon 192 Green St. 


Free 2-color dis- 























SUPERIOR 
FAUCET 
INSERTS 

Stop Faucet Leaks 







Make old faucets 


better than new 


SUPERJOR VALVE MFG. CO. 
CLEVELAND 15, OHIO 








SCOOP !! 
Super Campaigner Cap 


Complete head and neck protection 
for all weather. Made of water re- 


pellent fabric, olive drab or red 


color, warmly lined with cotton fleece 
and well reinforced. Sizes: 6% to 
7\/>, inclusive. State color desired. 


No. WB7534 — LIST $1.95 


SANTA FE DISTRIBUTING COMPANY 


Wholesaie Sporting Goods Equipment 
1332 MAIN KANSAS CITY 6, MO. 


















PICTURE 


HANGERS 


TATE 


Closet Rod Brackets * Wardrobe Loops 
Cup Hooks + Push Pins 





Estab. 1872 





Friction Catches * Shower Curtain Hooks 
Picture Wire Coiled Wire*Spooled Wire 


e.H.IATEco. 














251 Causeway St. 
BOSTON, MASS., U.S.A. 














Write Us For Catalogs & 
Prices For Profit Build- 
ing Hardware Items. 







VISES, JACK SCREWS & 
INDUSTRIAL SCALES 


AMERICAN SCALE COMPANY 


919 Baltimore Avenue 


Kansas City 6, Missouri 











CARPENTERS 


—— L 2 oo WOOD 
Le ALUMINUM 


'@ — =) 


es 


ASK YOUR DEALER 





ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY: 


maves toocs MAYES BROS.TOOL MANUFACTURING CO..Inc. Port Ausrin,Micu. 
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BARTLETT 
SHEARS 


The Compound Lever 
principle is endorsed 
by leading sheet metal 
shops all over the coun- 
try. These shears are 
trouble proof, made of 
finest materials to give 
longest service. Made 
by the manufacturers of 
"Compound Lever" 

Pruning Tools. 


BARTLETT MANUFACTURING COMPANY 
3034 East Grand Blvd. Detroit 2, Mich. 


No. 19 Heavy Duty Shear il- 
lustrated for use in two hands 
as a bench shear, 20" over- 
all, cut 21/4", weight 3!/.". 
Capacity 14 gauge mild steel. 
Made of Drop Forged Cru 
cible Tool Steel Accu- 
rately tempered. 













Also Made in Five Sizes 
for use in one hand. 








America’s 
fastest-acting, fastest-selling 


WATERLESS HAND CLEANER 


paint grease 


For your own 
use or for re-sale 


" QUICKEE 
and CLEAN UP! 


CHEMICAL 
SPECIALTIES, INC. 


s. caulking 
g compounds 
without water Just 
t of 





rub if on wipe 





No. 
ALUMINUM 
with 
INTERCHANGEABLE 

VIAL CASES 


EMPIRE LEVELS 


BOX 97, DEPT. 70S MILWAUKEE 13, WISCONSIN 


LEVEL 








DOMES OF SILENCE 
Glide Softly, secant pita over all floors 


INSULATED 


One set 4 pieces on 
a two color Blue and 
Orange Counter Dis- 
play Card. Sells on 
sight. Packed 1 set on 
54”, %” and 1” for all 
Also manufacture all 
For sale by 





Sizes: 


a card, 12 cards in a carton. 
wood furniture. Known for 40 years. 
sizes and types for metal or wood furniture. 
all leading jobbers. If your jobber is not supplied, write us. 


ROBERT E. MILLER INC. Sole Mfg. 
35 Pearl St., New York 4, N. Y. 
Domes of Silence Division 
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cuts easier, 








New Lombard 30” Two Man Chain Saw — Model 42 
h. p. — weight only 44 Ibs. 
Equipped with famous Warren High Speed Chain — 


cuts faster, 
Also Model 4 19’ One Man Saw and Model 7 Master 
Two Man Saw in 24, 36 and 48” 

Dealer opportunity in some areas 
Lombard Governor Corporation, Ashland, Massachusetts 


cuts longer without dulling 


sizes 











ALL ANY GUN NEEDS! 


A FIEND OF A $ 


RESIDUE—PRIMER—FOULING 


FIENDOIL! 


Preferred by Hunters for 


Shotguns, Scopes and Sights. 


RETAIL OEALER PRICE 
Size PRICE FOB JOBBER 
EACH PER DOZEN 
3 Oz, Cans $0.40 $ 3.20 
Pints 1.60 12.80 
Gallons \s \° 


McCambridge & McCambridge 
MARYLAND 


BALTIMORE, 


govests 4- POINT 


Roberts. 


Available in Five Sizes—for pole ond 
rod diameters of 1°", 1%/e"", 1%4'', 1%", 
ond 11/2’. Prices and complete informo- 
tion promptly furnished. 


GARDNER WIRE CO. 














OLVENT! 


Rifles, 











PREVENTIVE 
LUBRICAR 
61 ease mnaaiTo* 






PLATE 
HANGERS 


HOLDS PLATE FLAT AGAINST WALL 






BRILLIANT, RUST PROOF FINISH 


150 for Plates 5" to 6” $2.25 per doz. 


250 for Plates 6" to 7!/2" 2.25 per doz. 
350 for Plates 7'/2" to 9° . 2.25 per dor 
450 for Plates 9° to 12” 2.25 per doz. 
550 for Plates 12° to (8 3.00 per dor. 
MOUNTED ON CARDS F.0.B. OHICAGO, ILI 


COLONIAL HOUSE 


17-4 WEST 111TH STREET CHIGAGO 28, ILL. 





These 
plated 


popular, bright brass- 
steel pole sockets are 
wrapped in pairs and packed 
one-dozen to a box. Designed so 
that pole may be removed with- 
out detaching sockets from wall. 
This small, but useful item is 
& necessary part of every job- 
ber’s stock. 








5039 W. Lake St 
Chicago 44, Ill. 





313 





BETTER Sen << 
HIGHER DEALER PROFIT! of 








DEEP WELL 
JET PUMP 








ta: 
































DEEP WELL 
RECIPROCATING 


SHALLOW WELL 
RECIPROCATING 


PERMA-PRIME 
SHALLOW WELL 
PUMP 





Write us 
at ouce! 


STA-RITE PRODUCTS, INC. 


Dept. H109 Delavan, Wisconsin | 








Type BUT2001 


Modern Button 
Tip Ornamentation 





ARCHITECTS ond BUILDERS 


AGREE ON ~-(CHICAGO)~» 


SPRING HINGES 


"TRIPLEX" 
SPRING BUTT-HINGES 


Careful designing has created 
these proven features: 


Button tip ornamentations are 
held securely in place by im- 
proved lock washer of latest 
design. 


Single thickness of metal in 
spring barrel reduces outside 
diameter, giving streamlined 
appearance. 


No open joint where spring 
barre! continues as the web. 
This avoids exposing springs 
to moisture. 


Here is a product tha? maintains 
our tradition for quality ...a 
tradition that has guided us 
through more than 60 years. 


Spring Hinges of Quality 





Chicago Spring Ninae Co. 


CHICAGO 


U.S.A. NEW YORK 











FITLER ROPE 
FITS THE 


Consult your Fitler Dealer on 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-five years 
Fitler has supplied industry with 
dependable rope that is de- 
signed to fit the job. 


Look for the Blue and 
Yellow registered trade 
mark (No. 245091) in all 
Fitler Brand Pure Manila 
Rope. 


ated , 
wan eee 4 
ane oe es ake 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 
Manufacturers of Quality Rope Since 1804 











Display and_ sell 

MOLINE Steel 

Tackle Blocks .. . 

do your customers 

a real favor and at 

the same time in- 

crease your own 

profits. 

Sizes from 4” to 

14” ... for manila 

and wire rope 3%” 

to 1” ... single, 

double and _ triple 

sheave .. . heavy 

steel side plates .. 

extra strong hooks 

and th'mbles. 

ORDER TODAY FOR QUICK SHIP- 
MENT! Write Dept. H.A. for new low 
prices and descriptive folder. 


MOLINE 


iRON worRKS 
morine, ILLINOIS. © s.8 


HARDWARE AGE, OCTOBER 20, 1949 








and 
trade 
in all 
funila 


0. 








